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WEBSTER , 
“a9 2 . 
and it’s only a beginning... 

Years come and years go... but we go on changing times... by maintaining the quality 

producing quality carbon papers and type- of our products . .. by better packaging ... by 

writer ribbons that bring profits to hundreds alert and aggressive merchandising... by pro- 

of stationers tecting you with the Webster dealer franchise. 
To you who carry the Webster line, we We're proud to say that we're not 50 years old, f 
have pledged ourselves to keep pace with ever but 50 years young and going torward with you. | 
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OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


[No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both oid and new 
addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
directly related products 
eligible. 

ffEntered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 


(COPYRIGHT. Contents 
covered by Copyright, 1940, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 
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Because of the ground 








for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 
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Ace Fastener Corp. 95 
Acme Visible Records, Inc. 143 
Adams, Henry T., Mfg. Co.. 
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Allen & Co. 213 


or 


Allen-Wales Add. Mach. Corp...125 


Allied Carbon & Ribbon Corp...212 
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through the journal. 


Elliott-Fisher Back Cover 


Engineering Products Co. 217 
Esterbrook Steel Pen Co. ncseene 
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Faber, A. W., Inc. aa 
Faries Mfg. Co. 202 
Faultless Caster Corp. 217 
Felt & Tarrant Mfg. Co. ..140 
Fox, Geo. E., & Co. 219 
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Guide System & Supply Co. 144 
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Hall-Welter Co, ..... 181 
Dt eee 145 
Hanson, The J. L., Co. ..148 
Hanson Scale Co. ..182 
Harding, Milo, Co. iaaoe 
Harriman-Welts Products Co...216 
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Higgins, Chas. M., & Co. 199 
High Point Bd. & Chair Co. 207 
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Kahn, David, Inc. 194 
Kilian Mfg. Corp. 185 
L 
Leopold Co., The.. 188 
Little, A. P., Inc.. 206 
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Manifold Supplies Co. 78 
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Markwell Mfg. Co.......................131 
Mashek, Frank, & Co........ 169 
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Meilicke Systems, Inc. 214 
Meilink Steel Safe Co. 100 
Metal Office Furniture Co.... 168 
Methodes os ...218 
Meyer & Wenthe 208 
Mimeograph, The 65 
Mimeo Repair Co. 216 
Mitchell Binder Co. 216 
Mittag & Volger, Inc. 153 
Monroe Cale. Machine Co. 167 
Moore Push-Pin Co. 217 
Morse, J. S., Typewriter Co.....213 
Multipost Co. ... 211 
Munson Supply Co. 174 
Murphy Chair Co. 201 
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National Blank Book Co. 183 
Nat’l Brief Case Mfg. Co. 199 
National Business Show Co. 128 
Nat’l Passbook & Supply Co.....215 
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Neva-Clog Products, Inc........ 81 
Neverknot Co..... _ 214 
New Indiana Chair Co. 208 
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Oakville Co. Div. Scovill 107 
Old Town Ribbon & Carbon 
Co. ‘ adi 71 
Orthograph Co., The 212 
Oxford Filling Supply Co. 133 
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Peerless Steel Equip. Co... 176 
Phillips Process Co. 169 
Piper Mfg. Co. 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 
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S. A. lines, and in many 





Pronto File Corp. 


Pruitt Co., The 
Q 
Quality Park Envelope Co. 
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Raleigh Upholstery Co., Inc... 


Reliable Tw. & A. M. Corp. 
Remington Rand, Ince. 111 
Rex-O-graph Co. 

Rishel, J. K., Furn. Co. 
Rite-Rite Mfg. Co. 
Rivet-O Mfg. Co. ere : 


They do, however, offer their services in resolving any disagreements which result from relations established 
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Smith, L. C., 
writers, Inc. 
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Speed Products Co. 
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Stein Bros. Mfg. Co. 
Storms, H. M., Co. 
Sturgis Posture Chair Co. 
Sundstrand 


& Corona Type- 
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189 


Back Cover 


= 
Technygraph, The 210 
Toledo Metal Furniture Co. 160 
Torit Mfg. Co. ..194 
Transfer Files, Inc. Lae 
Triner Scale & Mfg. Co. ..178 
Troy Sunshade Co. 129 
Trussell Mfg. Co............. 200 
Tubular Specialty Mfg. Co... 212 
U 
Ulrich Planfiling Equipment 
Co. 116 
Underwd. Elliott-Fisher 
Back Cover 
U. S. Tw. Ribbon Mfg. Co. 210 
Universal Office Equipment Co. 216 
Vv 
Vail Manufacturing Co. 115 
Van Dyke Industries 152 
Varat, Murray Co. 141 
Victor Adding Machine Co. 137 
Victor Safe & Equipment Co...215 
w 
Wagcemaker Co. 216 
Warshaw Mfg. Co. 170 
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Zephyr American Corp.........15 
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83, 4, 5, 6 
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217 


215 


91 


6, 157 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 


are represented. Should subscribers be interested in any article of office equipment not listed here, 


they are cordially invited to 


communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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Univ. Office Equip. Co 216 Sundstrand Back Cover : : 
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(See Inks, Adhesives, etc.) Art Metal Construction Co 99 Dawn Mfg. Corp 
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Victor Safe & Equip Co. 215 
Wolber Dupl. & Sup. Co....... a | 
Duplicating Machines, Used 
Graphie Duplicator Co.......................166 
Mimeo Repair Co.... ste ..216 
Morse, J. S., Typewr. Co................. 2138 
Pruitt Co., "The Lseaatinais 215 
Universal Office Equip. “Co _ 216 
Dup! Mach. Consultation Service 
Billings, John G. a 219 
Envelope Openers (See Letter Open- 
ers) 
Envelope Sealers 
Elliott Address. Mach., Co 217 
Multipost Co., Ine....... 211 
Envelope Sealers, Used 
Pruitt Co., The...... 7 ee 
Envelope Sealer-Cancellers 
Multipost Co., Ine 211 
Envelopes 
Glohe-Wernicke Co. 75 
Quality Park Envelope Co..... 108 
Envelopes, Celluloid 
Markilo Co ‘ 216 
Eradicators, Ink 
Heyer Corp., The 221 
Erasers, Rubber 
Faber. A. W., Ine = 
Roberts, Weldon Rubber Co. 198 
Exhibitions, Office 
Nat'l Business Show Co 128 
Expense Books 
Beach Publishing Co. 219 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co 171 
Markwell Mfg. Co 3 131 
Oakville Co. ‘ een sia 107 
Rivet-O-Mfe¢, Co 197 
Sibley, Edw. L., Mfg. Co 196 
Fanfold Continuous Forms 
Hano, Philip, Co : 145 
File Boxes, Collapsible Corrugated 
Rankers Box Co.... 97 
Barkley, C. L., Co..... scoeteanside 
Globe-Wernicke Co. 75 
Guide System & Supply Co 144 
Oxford Filing Supply Co 133 
Weis Mfg. Co 83, 84, 85, 86 


File Boxes, Metal 
Adams, Henry T., Mfg. Co.....205, 214 


Art Metal Construction Co. 99 
Art Steel Co 121, 122 
Corry-Jamestown Mfg. Corp...... 147 
Currier Mfg. Co. 149 
Peerless Steel Equip. Co. 176 
Pronto File Corp 163 
Rockwell-Rarnes Co 192 
Victor Safe & Equip. Co. 215 
Filiea Cabinet Ball & Roller 
Bearings 
Kilian Mfg. Corp 185 
Filing Cabinets, Insulated 
Victor Safe & Equip. Co. 215 
Filing Cabinets, Metal 
All-Steel-Equip. Co 187 
Anderson-Hickey Co. 106 
Art Metal Construction Co 99 
Art Steel Co. 121, 122 
Autmte. File & Index Co 119 
Bentson Mfg. Co 166 
Browne-Morse (Co. clare 
Columbia Steel Equip. Co 139 
Corry-Jamestown Mfg Corp 147 
General Fireproofing Co. 68, 49 
Globe-Wernicke Co 75 
Invincible Metal Furn. Co. 159 
Macey Co., The 155 
Metal Office Furn. “o 168 
Peerless Steel Equip. Co 176 
Pronto File Corp 163 
Shaw-Walker Co 112, 113 
Victor Safe & Eauin. Co 215 
Yawman & Erbe Mfg. Co 91 
Filing Cabinets, Wood 
Globe-Wernicke Co 75 
Imperial Methods Co 211 
Wagemnaker Co. ... 216 
Weis Mfg. Co 83, 84, 85, 8A 
Yawman & Erbe Mfg. Co. 91 


THE CLASSIFICATIONS 
(Continued on page 6) 





Mail Distributors 
Bristow, Stanley R 
Globe-Wernicke Co 


THE CLASSIFICATIONS 
(Continued from page 5) 








tafe & aui ent ‘ 
Filing Supplies Victor Safe & Equipment ‘ 
Acco Products, Inc 158 Manifold Books 
age y ae Co 99 Hano, Philip, Co 
SJarkley, © As Co 209 
Browne-Morse Co 218 Map Tacks : 
Corry-Jamestown Mfg. Corp 147 Graff, George iB » Co 
Daco Card and Index Co 215 Moore Push-Pin Cé 
General Fireproofing Co 68, 69 Matched Office Suites 
Globe-Wernicke Co. 7 Art Metal Construction Co 
Guide System & Supply Co 144 General Fireprooting Co 
Imperial Methods Co 211 Glove-Wernicke Co 
Macey Co., The 155 Gunn Furniture Co. 
Metal Office Furn. Co 168 Leopold vo., The 
Oxford Filing Supply Co. 13 Macey Co., The 
Pronto File Corp lf Koyal Metal Mfg. Co 
Quality Park Envelope Co. 108 Sloane, W & J 
Rockwell-Barnes Co 102 roy Sunshade Co 
Shaw-Walker Co 112 l 
Victor Safe & Equip. Co 21 Memorandum Books 
Warshaw Mfg. Co 170 National Blank Book Co. 
Weis Mfg. Co 83, 84, 85, SF Rockwell-Barnes Co 
Yawman & Erbe Mfg. Co 91 lrussell Mfg. Co 
Filing Tables Memorandum Devices 
Toledo Metal Furniture Co 160 ee es 
ristow, Stanley 
ds Currier Mfg. Co 
Finger Pas ‘ 8 Wilson-Jones Co. 
Speed Products Co 
Wilson Memindex Co 
Folders (See Filing Supplies Mending Tape 
Fountain Pens Warshaw Mfg. Co 
Esterbrook Steel Pen Co 191 Moisteners 
Kahn, David, Inc 194 KRivet-O-Mfg. Co 
Sheaffer, W. A., Pen Co 88, 89 Torit Mfg. Co 
Gummed Cloth Rings Numbering Machines 
Graff, Geo. B., Co 170 Amer. Number, Mach, Co 
Warshaw Mfg. Co 170 Bates Mfg. Co 
Koberts Numbering Machine Co 
Hotels 12 Office Partitions and Railings 
Hotel Lenox 18 
Globe-Wernicke Co 
index Card Signals Pads, Figuring 
} ae fl igs gy’ Nag Ts National Blank Book Co 
iraff, Geo. B., Co a Rockwell-Barnes Co 
Victor Safe & Equipment Co 215 Wilson-dones Co 
index Tabs Paper 
Barkley, ¢ L., & Co 209 isbrown, L. L. Paper Co 
Cel-U-Dex. Corp 214 Katon Paper Corp 
Gilobe-Wernicke Co 75 Kockwell-tarnes Co 
Guide System & Supply Co 144 Smith, Bradner & (¢ 
Markilo Co 21¢ 
Shaw-Walker Co 192, 11 shy nd ee 1 
, . . me 215 cco oducts, m 
Victor Safe & Equipment ¢ Cushman & Denison Mis. ¢ 
inks, Adhesives, Ete Esterbrook Pen Co...... 
Harriman-Welts Prod. Co 21¢ Hunt, ©. Howard, Pen Co 
Higgins, Chas. M & Co 199 Oakville Co 
Ink Specialties Co 124 . 
Sheaffer, W. A., Pen Co 88, 89 cox Cc. Ca 
Inkstands Cushman & Denison Cx 
Cushman & Denison Mfg. ¢ aU fulton Specialty Co. 
Graff, George B., ¢ 
Knives, Office Oakville Co...... 
Autopoint Co 127 Vail Manufacturing Co 
Leads for Mechanical Pencils Paper Fastening Machines 
Autopoint Co 127 Ace Fastener Corp 
Faber A. W Inc 9 Amer. Autmtc. Electric Sales ( 
Sheaffer, W. A Pen Co 88, 89 Bates Mfg. Co. 
Champion Fastener Corp 
=! er 2c ; Hotchkiss Sales Co 
ape > Se = Markwell Mfg. Co 
Mashek, Frank & Co 169 Neva-Clog Products, Inc 
Nat'l Brief Case Mfg. Co 199 3 i Pro ts ¢ 
Stein Bros. Mfg. Co rT ee dete a deen 
Varat, Murray Co 14 —— — 
Paper Macerators 
Leather Upholstered Furniture , Blomfeldt & Rapp Co 
Bright Chair Co a 
Ehrlich Upholstery Works 17 Paste (See Inks, Adhesives, Etc 
Jasper Chair Co ‘ Pencil Sharpeners 
New Indiana Chair Co 208 Graff, George B., Co 
Raleigh Upholstery Co 19 Hunt C. Howard, Pen Co 
Letter Openers Pencils, Wood Cased Lead 
Multipost Co., Ine American Pencil Cc l 
Oakville Co Faber, A. W In 
Letter Trays (See Desk Trays Pencils, Mechanical 
Autopoint Co. 
Letterheads Esterbrook Steel Pen Co. 
Wiggins, John B., Co 21¢ Rite-Rite Mfg. Co 
: Sheaffer, W. A., Pen ¢ 
Library Equipment — sh ba 
All-Steel-Equip. Co 187 Pens 
Art Metal Construction Co ) Esterbrook Steel Pen Co. 
Art Steel Co 121, 122 Hunt C. Howard, Pen Co 
Corry-Jamestown Mfg. Corp 147 
General Fireproofing Co ge Ao Perforating Machines 
Globe-Wernicke Co American Perforator Co 
Macey Co., The 15 Picture Hooks 
Peerless Steel Equip. Co. 17 Moore Push-Pin Co 
Shaw-Walker Co 112, 11 
Yawman & Erbe Mfg. Co 9 > gy Containers 
ail fg. Co 
a Se Dees Saniaete as Platens, Typewriter 
A sel- Rau ~s ] Amer. Writing Machine Co 
Anderson-Hickey Co 10 Ames & lw 
Art Metal Construction Co 99 ee . mo " i y 
Art Steel Co 121 hipman ard Ife Co 
Browne-Morse Co 218 Postal Scales 
Corry-Jamestown Mfg. Corp 147 Hanson Scale (< 
General Fireproofing Co 68, 69 Shipman-Ward Mfg. Co 
Globe-Wernicke Co 7 Triner Seale & Mfg. Co 
Invincibie Metal Furn. Co 159 
Metal Office Furn. Co 1A8 Publishers : 
Shaw-Walker Co 112, 11 British Stationer 
Yawman & Erbe Mfg. Co 91 Methodes 
Punches 
Loose Leaf Books & Systems Acco Produc ne 
Adams, Henry T.. Mfg. Co a 214 Rat Mfe 
ites TY to 
National Blank Book Co 18 Globe-Wernicke Co 
Sheppard, The C. E., Co 192 ny “or. 
, 2 Mitchell Binder Co 
Stationers Loose Leaf Co 134 National Blank Book ( 
Trussell Mfg. Co 200 Wilson-Jones Co 
Wilson-Jones Co 2 . ates 
Push Pins 
Loose Leaf Envelopes, Celluloid Moore Push-Pin Co 
Markilo Co Oakville Co 
Loose Leaf Metals and Devices Renting Agents, Office 
Adams, Henry T., Mfg. Cx 20 214 Cross & Brown Co 


and Carbons 
& Co 
Carbon & Ribbon 
Writing Machine 
Ames Supply Co 
Buckeye Ribbon & 
Mfg. Corp 
imbia R. & ¢ 
Crown Rib. & Car 









Engineering Products Co 
Imperial Mfg. Co 
Inter-State Ribbon & (¢ 
Little, A. P., Inc 
fold Supplies Co 
tag & Voiger, Inc 
Town Rib. & Car. Ce 
Car. & Rib. Mfg 
Key-Imperial Mfg 
*rocess to 
ton Rand Ine 
Typewriter Co Inc 
an-Ward Mfg. Co 
Smit L. ¢ Corona Tws 
Storms, H. M., Co 
Underwood Elliott Fisher 
U. S. Typewr. Rib. Mfg 
Webster I S., Co. 
Rubber Bands 
Faber, A. W Inc 
Roberts, Weldon Rubber ¢ 
Rubber Stamps 
Bankers & Merchants St 
Meyer & Wenthe 
Rubber Type Outfits 
Fulton Specialty Co 
Safes 
Art Metal Construction \“o 
General Fireproofing (» 
Globe-Wernicke Co. 
Meilink Steel Safe Co., Th 
Shaw-Walker Co 


Victor Safe & 

Yawman & Erbe Mfg. C 

Serapbooks 
Globe-Wernicke Co 
Hansor The J. L Co 
Wels Mfg 





Secretary Desks 


arbon 


Equipment 


Art Metal Construction C 
General Fireproofing Co 
Globe-Wernicke Co 

Peerless Steel Equip. ¢ 


Shelving 
All-Steel 
Art Metal 
Art Steel Ct 
Browne - Morse 
Corr Tamestown Mfg ( 
General Fireproofing Co 


Equip Co 


Globe-Wernicke (C«¢ 
Sign Printers 
Hellesoe Hans H., 


Smoking Stands, Office 
Royal Metal Mfg. Co 


Sorting Devices 
Bristow, Stanley R 
Currier Mfg. Co 


ia Planfiling 


riet 
ich 


Stamp Affixers, Postage 
Multipost C Inc 
Stamp Pads 
Bates Mfg. Co 
Fultor Specialty Co 
Meyer & Wenthe 
Phillips Process Co 
Rivet-O-Mfg. Co 
Rockwell-Barnes Co. 
Victor Safe & Equip. Co 
Stands for Office Machines 
All-Steel-Equip. Co 
Ames Supply Co 





Construction Ce 


Equipme 


tc 


Carbon 


Co &3 


Anderson-Hickey Co 

Art Steel Co 
Corry-Jamestown Mfg C 
General Fireproofing Co 
Globe-Wernicke Co 
Harter Corp 

Peerless Steel Equip. Co 
Pruitt Co The 
Sherman-Manson Mfg. C 
Shipman-Ward Mfg. Co 
Standard Office Products 
ole Metal Furniture ¢ 
Tubular Specialty Mfg. Co 


Staple Extractors 
Ace F Corp 
Markwell Co 


astener 


Mfg 


Staples and Stapling Machines 
ye - 


Corp 


Fastener 











Rat Mize. Co 
sion Fastener Corp 
Sales Co 
Mfg. Co 
Neva-Clog wlucts Ir 
Speed Products Co 
Vai Manufacturing Co 


Note Books 
took Co 


Co 


Stenographer's 
National Blank 
Rockwell- Barnes 
Trussell Mfg. (<« 


Storage and Transfer Cases 





Adan Henry T., Mfg 
All-Steel-Equip. Co 

Art M 1 Construction (« 
Art Steel Co 

Bar Box Co 

R ev, ( LL. & Ce 
Bentson Mfg. Co 

Br ne-Morse Co. 

( nhbia Steel Equiy 
Corry-Jamestown Mfg Corp 
Efficiency Equipment (Ce 


General FI 


lreproofing Co 


0 


| 


to 


Back 
c 


Wks 








OFFICE APPLIANCES 


Globe-Wernicke Co... 75 
Guide System & Supply Co. 144 
Imperial Methods Co 211 
Invincible Metal Furn. Co 159 
Macey Co., The 155 
Metal Office Furn. Co. 148 
Peerless Steel Equip. Co 176 
Pronto File Corp 16 
Rockwell-Barnes Co 102 
Shaw-Walker Co 112, 113 
Transfer Files, Inc 17 
Wagemaker Co 21¢ 
Weis Mfg. Co 83, 84, 85, 8¢ 
Yawman & Erbe Mfg. Co 91 
Swinging Typewriter Stands 
Amer. Writing Machine Co 94 
Globe-Wernicke Co 7 
Weis Mfg. Co 83, 84, 85, 8¢ 
Tables 
Art Metal Construction Co 99 
Art Steel Co 121, 122 
Browne-Morse Co 918 
Corry-Jamestown Mfg. Corp 147 
General Fireproofing Co 68, 69 
Globe-Wernicke Co 75 
Peerless Steel Equipment Co 17¢ 
Shaw-Walker Co 112, 11 
St. Johns Table Co. 177 
Victor Safe & Equipment Co 21 


Telephone Accessories 


tates Mfg. Co 171 
Neverknot Co. 214 
Victor Safe & Equipment Co 215 
Telephone Stands 
Art Metal Construction Co 99 
Art Steel Co 121. 122 
General Fireproofing Co. 68, 69 
Globe-Wernicke Co. 75 
Peerless Steel Equipment Co 17 
Shaw-Walker Co 112, 11 
Yawman & Erbe Mfg. Co 91 
Thumb Tacks 
Graff, George B., Co 170 
Moore Push-Pin Co 217 
Vail Manufacturing Co 115 
Ticket Holders 
Oakville Co 107 
Trimming Boards 
Amer. Photo Laboratories 138 
Type, Typewriter 
Amer. Writing Mach. Co. 94 
Ames Supply Co g2 
Shipman-Ward Mfg. Co 130 
Typewriter Cleaning Material 
Amer. Writing Mach Co 4 
Ames Supply Co 82 
Clarotype Co 917 
Mittag & Volger, Inc 15 
Rivet-O-Mfg. Co 197 
Seat, Dr.. Chemical Ce 212 
Shipman-Ward Mfg. Co 130 
Webster, F. S Co 9 
Typewriter Cushion Keys 
Amer. Writing Mach. Co 94 
Ames Supply Co. 82 
Munson Supply Co. ee | 
Peerless Key-Imperial Mfg. Co 126 
Shipman-Ward Mfg. Co. 130 
Speed Key Mfg Co 200 
Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co 150 
Amer. Writing Mach. Co 94 
Ames Supply Co 2 
Bickett, L. M., Co g0 
Fox, Geo. E & Co 919 
Peerless Key-Imperial Mfg. C« 120 
Shipman-Ward Mfg. Co 130 
Typewriter Parts and Tools 
Amer. Writing Mach. Co. 94 
Ames Supply Co R? 
Shipman-Ward Mfg. Co 130 
Typewriters, Mfrs. of 
Amer. Autmtc. Typewriter (C<¢ 161 
Corona Typewriter 67 
Remington Rand Ine 111, 179 
Royal Typewriter Co 220) 
Smith. L. Cc & Corona Tws 67 
Underwood Elliott Fisher Co 


Back Cover 


Typewriters Rebuilt and Used 
Amer. Writing Mach. Co 
Morse, J. S Typewr Co 


94 


Pruitt, Co., The 915 

Reliable Tw. & A. M. Corp 132 

Shipman-Ward Mfg. Co 120 

Wholesale Typewriter Co 164 
Venetian Blinds 

Chicago Venetian Blind Co 19 


Visible Systems Equipment 








Acme Visible Records, Ine¢ 14 

Art Metal Construction Co 99 
Autmte. File & Index Co 110 
Commercial Visible Systems 13¢ 
Globe-Wernicke Co 

National Blank Book Co 18 

Shaw-Walker Co 112, 11 

Sheppard, C. E Co 192 
Stationers Loose Leaf Co 134 
Victor Safe & Equipt. Co 21 

Wilson-Jones Co 92 
Yawman & Erbe Mfg. Co 91 

Waste Baskets 

American Can Co 142 
Art el Co 121. 122 
Corry-Jamestown Mfg. Corp 147 
Fox, Geo. E & Co 219 
General Fireproofing Co 6s, #9 
Globe-Wernicke Co 7 

Massillon Wire Basket Co 214 
Metal Office Furn. Ce 168 
Nat'l Vuleanixed Fibre Co 217 
Peerless Steel Equipment Co 17 
Piper Mfg. Co 209 
Shaw-Walker Co 112, 11% 





-WANL) AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED SALES ORGANIZATION—Excellent New England Dealers Dis- 
tributor seeks additional office equipment lines. Address A-158, 
Bs care Office Appliances, Chicago 
SASONED office equipment man, who formerly sponte eas 


A THOROUGHLY §& 








operated the principal commercial sti ery business in his own SALESMAN KNOWN to Metropolitan Office Furniture Trade desires 
ty before selling out a few years ag feels the urge to get back line of Commer il Desks, Bookcases, Chairs, Home Desks. Address 
nto the field as road salesman for manufacturer or store manager! A-166, care Office Appliances, 100 E. 42d St., New York, N. Y. 








for a dealer Experience includes complete stationery lines, office . . 
furniture, both wood and steel, and office machines. Not particular 
as to section of the country. In a position to take new connection REPRESENTATIVES WANTED 


on short notice Address 4-160 care Office Appliances, Chicago 











SALESMAN WITH FINE training and sales experience in filing 
equipment, systems work and mechanical specialties s open for 


OFFICE MACHINE DEALERS, SPECIALTY SALESMEN: Make 
substantial profits selling our three office necessities to consumers; 





: a “pps cope a eas es er 4 every typewrite user a prospect; customers include hundreds 
new connection. Will consider calling upon | songs a tn gaping ao alg nationally known concerns; repeat business; direct mail cooperation; 
acting OS GRIGs AGORt OF WOTking Gut ee ee erence territorial prote f desired in sections still open. Full details 
Excellent references. Address A-162, care Office Appliances, Chicago on request Box N-178, care Office Appliances, Chicago. 

OFFICE EQUIPMENT SPECIALIST AND SALESMAN—Fifteen MEN NOW SELLING direct to offices can do well with our two 
years experience selling, buying, steel, wood equipment, desks, files, specialties and tw necessities for use in typing and stenographic 
hairs, safes, bank, library furniture Extensive knowledge of sys- departments These items added to your present lines or handled 
tems, office machines Will msider serving as representative or exclusively should prove very profitable. Write for details. Address 
buyer for large concern Age 35 American, fine references Will N-180. care Office Appliances, Chicago 

locate where opportunity for ‘evelopment s presented Address : sextutininheeiaglaieesiiibagianini tice tmaeias 
A-161 ire Office Appliances, ¢ igo SALES REPRESENTATIVES—Only men and women selling ribbons 


~ and carbons direct to consumers. Quality product Repeat item 
SALESMAN now Write for detail Address N-179, care Office Appliances, 100 E 
for employment in 424 St.. New York, N. ¥Y 





EXPERIENCED COMMERCIAL STATIONE 
} ‘) 


ocated in Les Angeles, California, is ava 















































that city or nearby points He s a married man, fifty-two years - _eEReEno: — 
of age with several years experience on the staff of a Chicago LIVE WIRES WANTED! To sell new Topper Table to stationers 
stationer His training fits him for either outside or inside selling and office equipme dealers in various sections of country. Ficks 
Address A-159, care Office Appliances, Chicag¢ Reed Company 124 Findlay St., Cincinnati, Ohio. 
= mm — Ra cia SALESMEN WANTED—Increase your income selling quality line 
SALESMEN WANTED metal and wood folding chairs Several territories open Box 
N-175, care Offi d icago 
IF YOU SELL QUALITY ere’s the most profitable sideline in the : ; 
field Ames filing d mailing supplies direct to banks, lawyers RETAIL BUSINESS FOR SALE 
accountants, offices, et« I 1 commission, exclusive territory . —————s renee 
; nresentat ee chose earefull sen f ] tic s abc 
pot lhe lg tg ine FP yg ne sey a ee a ee about = ==pROSPEROUS TYPEWRITER Adding Machine business com- 
rself d Safety En i as bined with Mimeograph Letter hop. Good southern N. H. City. 
. Reasonable price Address N-177 are Office Appliances, Chicago. 
AGGRESSIVE, EXPERIENCED nd capable salesmen Pittsburgh's siieiemeniaaiiail ‘4 
argest « nplete office quipment dealer eeks services of two sales- ae 
men with real selling records on office furniture both steel and DEALERS WANTED 
wood, and office machines. Compensation, substantial salary plus : cs ie 
bonus Replies will only be onsidered that give full details of OPE Bledsoe 
past employ ent and sales record State age and past earnings, TYPEWRITER DEALERS of N E A company well known in 
also, do you own car? General Office Machines Corporation, 719 the office equipment field wishes to make contact with Typewriter 
Liberty Avenue, Pittsburg! Pennsylvania Dealers and Office Equipment Dealers in the New England territory 
To the dealers selected, plan will be offered by which they can 
. aii: a . , aren . Se alae “ae eir sales on new and used office equipment and a finance 
HIGHEST ‘ ote IN selling dealers on 3 fast moving offic second to none. If interested, write for full information 
specialties Wonderful side line Special combination offer gets < Office Appliances. Chicag 
them. See our ad in this issue. Mention lines carried and territory ; selbch tae ts geen: phletetincit 
rvered The Neverknot Co Dept. 1-K S, 4527 Ravenswood Ave., — —<——— 


GC cago Ill ; 5 FOUNTAIN PEN REPAIRING 





FULL OR PART-TIME COMMISSION SALESMAN to represent ea a 
manufacturer of high grace line typewriter ribbons and carbon ALL MAKES Pens, Pencils, Desk Sets, ete. Repaired—usually 12 to 
pape! Several territorie open presenting unusual opportunities 24 hour service Standard prices Welty Pen & Repair Co., 38 So 
for experienced men Write N-17 ire Office Appliances, Chicago State St Chicago 











NATIONALLY KNOWN STEEL Office Furniture Manufacturer needs ; ee anes ney as 
lepartment sales manager. Must } t 5 years field or DUPLICATOR SUPPLIES 
home ffice experience All applications handled confidentially ———$ $$ — 
Give complete experience. Box N-174, care Office Appliances, Chicago 


+ 1 
t eas 





DUPLICATOR Stencils and Inks. Guaranteed quality. Larger profits 
- Dealers write for low price list. Midwest Specialties, 4854 Reading 
MANUFACTURER OF STEEL FILING equipment interested in t . I 

















toad, 
securing an aggressive salesman to contact established dealers in qntinemene —__— 
Rocky Mountain area Write for full details, g ng past expe 


ence Department N-i73 Office Appliances, Chicago ADDING MACHINE PARTS, TYPE, ETC. 


HAVE OPENING for experienced Dupin itor Salesman for the NEW PRICE LIST of Marchant parts now available New low 











St ne of lic upl tors put thirt models Int . ~ hep 
stand ird L ne .. — 1 Dup i <r : 1 y n ' a re prices on adding mac ne feed rolls by the dozen Write for prices 
€ as g 1 is € es! ! } s aa ’ - 
<a oe : pdt 1 ‘ sy ep “8 now I A. Dehr Ir 1643 10ist Ave., Oakland, Calif. 
a pro Give full nformat I I ippl r Finzer Com ee say nae - de 2 
pany Third Aven Seattle Wa ngton 




















ee Sa —— DUPLICATING MACHINE PARTS 


REPRESENTATIVES AVAILABLE eee re ee 

NEW PRICE LIST of parts for the Mimeograph machine now avail- 

: : able. Special attractive prices on all rubber parts for the Mimeo- 

SALES REPRESENTATIVE of ten year experience retailing type graph Write for catalogue ind price list Mimeo Repair Co., 








writers and adding machines, is about to establish himself as dealer 195 Broadway, New York City 

n Northern III s-Southern Wisconsin area Would like to contact “ a en Se . 

manufacturers of typewriters and ippl es, idding and calculating YA HA SALIDO la nueva lista de precios por piezas para méquinas 
" ‘ y fil ¥ sinete y syate 1S th Vv 2 Ww ) y “ , 

r hines, duplicato 5, 1 ng A ysten “hes th a lew t Mimeograph Tenemos precios especiales, muy ventajosos, para todas 

m ukit g agency r dealership art ingemer Capable of s¢ rvic ing las piezas de cau ) para el Mimeograph. Pidase catAlogo y lista de 

nachines in this line Wou e g 1 » contact nteres ed firms precios Mim«e Repair Co., 395 Broadway, New York City 

personally Address A-167, care Office Appliances, Chicago i 














MANUFACTURERS—Do you 1 e a new good line you wish to DICTATING MACHINE PARTS 


ntroduce to the trade west of the Mississippi River? I have been sipra 





ne this territory for many years im personally known to COMPLETE AND VARIED STOCK. No order too small. When you 
practically all the trade, finance myself ind work on commission need parts vrite Central Dictating Service, 2632 N. Western Ave 
ilone If you hay 1 new ten that is merit possibly we il c 74 Management G. Koep. 
get together Address A-1¢ ure fice Appliances, Chicago = — a 








CALCULATING MACHINES AND PARTS REPAIRED 














.E LINE WANTED by manufacturers’ representative now 
eleven westerr states lling A i desks nd posture —_—— - 
iirs to lealers Wel icquainte v nhiing equipment and COMPTOMETER PARTS REPAIRED like new Comptometers re 
ystems Well grounded with the dealers through many years of paired and rhauled lealers For information and prices write 
erience in the territory A producer. Top references. Write C igo Adding M ne Service, 537 S. Dearborn, Chicago, 
lf are Offic Appliances, C = sulin 
NEW ENGLAND rERRITORY for & Office Equipment or SALES LETTERS 
Stationery Line W hole r Direct. Can provide showroom if = 
necessary Reliable manufact rea t lished Thoroughly ae — ae 
experienced and well known it cmmwae address A-157. care LETTE! S WILL BUILD SALES—For years I have built letters that 
Office Appliances 12 pull sales You ‘ them more than ever now. Send me your data 
or : tt } iccessful letters for reshaping Particulars 
on request Address H. M. Goldthwait, 1659 Broadway, Denver, Colo 





SALES ORGANIZATION, excellent W iwide Dealer Distribution 
(ay nemeg gia “eae enema satin 


eeks o1 1 il ne riou f ilty fice equipmer line 


Address A-164 re Office Appliance hicag WANTS AND FOR SALE—Continued on page 8. 








OFFICE APPLIANCES 























WANTS AND FOR SALE—Continued from page 7. ICTAPHONES, EDIPHONES, SUPPLIES—headquarters—machines 
7 . Renae em niin = vught and sold—Wholesale tetail—Write us. Chicago Dictating 
A rr sar a. if, fachine Co., 28 S. Wells St., Chicago 
MECHANICS WANTED aio = 
: : : _ ‘ ICTAPHONES—EDIPHONES—esta shed 192 Largest stock 
MECHANICS WANTED—tTypewriter mechanic, als a¢ ng 1a ¢ l m Write for prices f machines and our Cleartone 
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Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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OFFICE APPLIANCES 





——__——___—_— SS and this application March 9, 1938, Serial No. 194,807. 


Granted November 28, 1939. 
e A T a N r S 2,181,525. Pencil. Martin E. Trollen, St. Paul, 
Minn., assignor to Brown & Bigelow, St. Paul, Minn., 
a corporation of Minnesota. Application August 23, 
Copies of patents shown here can be obtained frof the Commissioner of Patents, Washington, 1937, Serial Ne. 160,364. Granted November 28, 1939. 


age. 3 ; h, c e d ti heck. Sta ersonal 2,181,557. Stenographer’s Notebook Cover and Holder. 
D. C., for ten cents in cash, postoffice money orders or certified chec mps and perso an tee UL tam, 2. ae 











checks not accepted. Davis, St. Louis, Mo. Application December 27, 1937, 

2,181,165. Serting Device for Loose Leaves. Thomas tion December 5, 1938, Serial No. 244,021. Granted Serial No. (81,795. Granted November 28, 1939. 
Coleman Andrews, Richmond, Va. Application November November 28, 1939. 2,181,622. Breech Loading Pencil. Franklin H. 
30, 1938, Serial No. 243,055. Granted November 28, 2,181,387. Stapling Machine Core. William F. Weber, Keeran and Charies R. Keeran, Evanston, Ill. Applica- 
1939. Chicago, Ill. Original application August 27, 1934, tion May 27, 1937, Serial No. 145,992. Granted Novem- 

2,181,166. Statistical Machine. William 8B. Austin, Serial No. 741,658. Divided and this application July ber 28, 1939. 

Ridgewood, N. Jj. Application May 31, 1935, Serial 31, 1937, Serial No. (56,683. Granted November 28, 2,181,769. Loose Leaf Binder. John Schade, Holyoke, 
No. 24,332. Granted November 286, 1939. 1939. f Mass., assignor to National Blank Book Company, 

2,181,285. Pencil Sharpener. John George Schuler, 2,181,437. Dictating Machine. Leland D. Norton, Holyoke, Mass., a corporation of Massachusetts. Ap- 
Dutton, Mont. Application July 2, 1938, Serial No. Bridgeport, Conn., assignor to Dictaphone Corporation, plication May I1, 1938, Serial No. 207,195. Granted 
217,140. Granted November 28, 1939. New York, N. Y., a corporation of New York. Original November 28, 1939. 

2,181,347. Multicolor Pencil. Manjiro Shimada, application October 5, 1936, Serial No. 103,960, now 2,181,864. Hectograph Blanket Having a Duplicating 


Ichikawa, Ichikawashi, Chiba-Ken, Japan. Applica- Patent No. 2,143,819, dated January 10, 1939. Divided Surface Covered With a Non-Adhesive Film. Johan 
Bijorksten, Chicago, and William Hoskins, Jr., La 
Grange, II1., assignors to Ditto, Incorporated, Chicago, 
ill., a corporation of West Virginia. Application Febru- 
we = 1938, Serial No. 193,089. Granted December 
» 5 , 

2,181,955. Finger Key for Typewriting and Other 
Machines. James P. Ward, Jr., Chicago, Ill., assignor 
to James P. Ward, Chicago, Ill. Application March 
a Serial No. 194,321. Granted December 5, 

2,181,968. Temporary Binder. Elmer W. Ericson, 
Chicago, and Rudolph Brauer, Cicero, III., assignors 
to The Barrett Bindery Co., Chicago, Ili., a corporation 
of Illinois. Application December 7, 1938, Serial No. 
244,336. Granted December 5, 1939. 

2,182,037. Office Furniture. Fred A. Sehmitz, Cin- 
cinnati, Ohio, assignor to Globe-Wernicke Co.. Norwood, 
Ohio, a corporation of Ohio. Application April 21. 
1937, Serial No. 138,221. Granted December 5, 1939. 

2,182,109. Ink Ribbon Guide for Business Machines. 
Walter A. Anderson, Bridgeport, Conn., assignor to 
Underwood Elliott Fisher Company, New York, N. Y., 
a corporation of New York. Application December 3!, 
1937, Serial No. 182,679. Granted December 5, 1939. 

2,182,150. Typewriting and Like Machine. Henry A. 
Heinrich, Middletown, Conn., assignor to Remington 
Rand inec., Buffalo, N. Y., a corporation of Delaware. 
Application August 25, 1937, Serial No. 160,863. 
Granted December 5, 1939. 

2,182,433. Typewriting Machine. Henry Joseph Hart, 
West Hartford, Conn., assignor to Royal Typewriter 
Company, Inc., New York, N. Y., a corporation of New 
York. Application July 9, 1937, Serial No. 152,846. 
Granted December 5, 1939. 

2,182,703. Desk With Sliding Book Support. Jesse 
M. Rainwater, Augusta, Ga., assignor of one-fourth to 
Harry H. Bell, Sr., Augusta, Ga. Application January 
23, 1939, Serial No. 252,487. Granted December 5, 1939. 

2,182,846. Mechanical Pencil. Hugo S. Hasselquist, 
Oak Park, Ill., assignor to Rite-Rite Mfg. Co., Chi- 
cago, Ill., a corporation of Illinois. Application April 
20, 1938, Serial No. 203,005. Granted December 1/2, 
1939. 








2,181,285 


2181622 





2181437 ; 





2,183,213. Fountain Pen. Bert Carlisle, Santa Ana, 
Calif. Application April 13, 1938, Serial No. 201,745. 
Granted December 12, 1939. 

2182109 2,183,231. Loose-Leaf Binder. Clarence D. Trussell, 

“5 Poughkeepsie, N. Y., assignor to Trussell Manufacturing 
Company, Poughkeepsie, N. Y., a corporation of New 
York. Application November 16, 1938, Serial No. 
~ 240,655. Granted December 12, 1939. 

2,183,276. Clamping Means for Copy Holders. Joseph 
J. Callin, Kendall Mills, and Edgar Shantz, Rochester, 
N. Y., assignors to Copy Right Mfg. Corporation, New 
York, N. Y., a corporation of New York. Application 
ie 1938, Serial No. 237,040. Granted December 
12, 1939. 

2,183,350. Pencil a and Clip. Gerald A. 
Goessiing, Webster Groves, 0. Application May 23, 
1938, Serial No. 209,453. Granted December 12, 1939. 

2,183,778. Autographie Register. Joel F. Sheppard 
— and Charles J. Manuel, Dover, N. H., and William A. 
©, 182846 Pringle, deceased, late of Niagara Falls, N. Y., by 
Henry Durk, executor, Niagara Falls, N. Y., assignors 
te American Sales Book Company, Inc., Niagara Falls, 

. Y., a corporation of Deleware. Original application 
4 April 4, 1935, Serial No. 14,664. Divided and this 
a ‘ application November 22, 1937, Serial No. 175,812. 
if 
{ 

i 


2,181955 
2,181968 





2,182,150 2,182,433 2 182 703 


a) 


Granted December 19, 1939. 

2,183,829. Accounting Machine. Charles H. Arnold, 
Dayton, Ohio, assignor to The National Cash Register 
Company, Dayton, Ohio, a corporation of Maryland. Ap- 
plication September 13, 1937, Serial No. 163,627. 
| p Granted December 19, 1939. 





2,183,920. Combined Typewriting and Accounting 
Machine. Clifton King Rainey, Knoxville, Tenn., as- 
signor of one-fourth to John F. Baker and one-fourth 
ae to Forrest Andrews, both of Knoxville, Tenn. Applica- 

& 183,35 tion July 6, 1935, Serial No. 30,174. Renewed September 
2183215 ‘. = 2 183.778 15, 1939. Granted December 19, 1939. 
2183231 . = 2,183,992. Letter Tray. Thomas Hearn, Ludlow, Ky., 
and Grosvenor S. McKee, Cincinnati, Ohio, assignors to 
The Globe-Wernicke Company, Norwood, Ohio, a cor- 
poration of Ohio. Application December 20, 1937, Serial 
No. 180,782. Granted December 19, 1939. 

2,184,176. Electric Pencil Sharpener. Kenneth R. 
Blake, Detroit, Mich., assignor of sixty per cent to 
Ear! W. Parrish, and forty per cent to Fred D. Healy, 
both of Detroit, Mich. Application August 26, 1937, 
Serial No. 161,097. Granted December 19, 1939. 


Sates 2 


2,183 276 
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| DESIGN PATENTS 


2183320 ‘ ;- >— 117,828. Design for a Desk Unit. Bailey T. Bowers, 
‘ Chicago, til. Application August 4, 1939, Serial No. 
86,464. Granted November 28, 1939. 

117,839 Design for a Fountain Pen or Similar 
Article. Henry Zoll, Elmhurst, N. Y., assignor te 
Eberhard Faber Pencil Co., Brooklyn, N. Y., a corpora- 
tion of New York. Application March 30, 1939, Serial 
No. 83,920. Granted November 28, 1939. 

118,138. Design for a Chair. Dwight Powell, Youngs- 
town, Ohio, assignor to The General Fireproofing Com- 
pany, Youngstown, Ohio, a corporation of Ohio. Applica- 
i tion February 13, 1939, Serial No. 82,960. Granted 
December 19, 1939. 

118,161 Design for a Combination Desk Lamp 
Arthur W. Krueger, Chicago, I!!., assignor to Stephen 
Zidek, Riverside, tH. Application September 9, 1939, 
Serial No. 87,105. Granted December 19, 1939. 

118,185. Design for a Folding Chair. Willard #H 











' 3 Bond, ir., East Grand Rapids, Mich., assignor to 
’ American Seating Company, Grand Rapids, Mich., a cor- 
116161 b poration of New Jersey. Application july 27, 1939, 

118 138 Serial No. 86,267. Granted December 19, 1939. 
117839 118191 118,191. Design for a Book Cover or Similar Article. 
116 185 Clarence D. Trussell, Poughkeepsie, N. Y., assignor 
to Trussell Manufacturing Company, Poughkeepsie, N. Y., 


a corporation of New York. Application October 7, 
1939, Serial No. 87,560. Granted December 19, 1939 


(See pages 206 and 209 for Trade Literature and Business Opportunities) 
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Sales Meeting Plan That Builds Man-Power 


Tux PLAN for constructive and profitable sales meetings suggested 
on this page last month, and described in the dealer’s experience article 
on page 43 of the December issue, is again suggested for the benefit of 
sales managers who might be interested in improving their sales meet- 
ings at the start of the new year. It is a simple plan—producing results. 
It centers around use of articles in Orrice APPLIANCEs for sales meeting 
discussions. 


Reading for a Purpose 


Bacon said, “Reading maketh a full man.” We read to broaden our 
knowledge in many fields, as well as for pure entertainment—and we 
are the better for it. But we should not permit interest in other things 
to prevent advancement in knowledge of our line of business and im- 
provement in our personal abilities. In OrricE APPLIANCES are sugges- 
tions on all phases of management, selling, product application, 
information on new and improved utilities, and news of happenings in 
the industry. All to make the “full” office equipment man. 

Selling is usually a matter of suggestion, persuasion, or convincing 
the buyer of our viewpoint. HERE IS A MEANS OF HELPING THE 
SALESMEN TO BECOME “FILLED” WITH INFORMATION THAT 
WILL MAKE THEM MORE PERSUASIVE AND PUT GREATER FORCE 
BEHIND THEIR CONVICTIONS IN SELLING. 


How It Works 


The plan is to hold a meeting of the sales force regularly every week. 
In advance of each session, select an article in OrricE APPLIANCES to be 
discussed at the meeting. The dealer or sales manager should read it 
first, then give it to one of the salesmen to read. Have him come pre- 
pared to lead a discussion on the ideas and points covered, giving recom- 
mendations for using the information to advantage in the day’s work. 
Let it be understood that the other salesmen and executives attending 
the meeting are to participate in the discussion. With every salesman 
entering into the conversation and contributing his opinions, many 
constructive ideas will be brought out for application. 

There is enough material in each issue of OrricE APPLIANCEs to last 
a month. AND THROUGH THIS PLAN DISTRIBUTORS AND THEIR 
SALESMEN WILL READ WITH A PURPOSE. This month, for instance, 
topics can be based on any of the thirteen articles on selling specialties 
appearing in the special section on pages 22 to 39. Then, there are two 
articles on selling office furniture, pages 50 to 51, an article on New Year’s 
resolutions, page 21, one on account payments by “marked” checks, page 
46, and the first in a series of “Salesmanship Tabloids”, on page 49. 

Part of the meeting can also be given over to an assigned discussion 
on a certain line of products, followed by answering planned questions. 


TRY THE PLAN THIS MONTH. IT WORKS! 








GALLERY OF FLAGS AND HEROES, PAN AMERICAN UNION, WASHINGTON, D. C. 


Each of the twenty-one American republics is represented in the gallery by its national flag. 
Eighteen of the nations are further represented by busts of national heroes. The patriots and the 


countries they served are as follows: 


Argentina, José de San Martin; Bolivia, Antonio José de Sucre; Brazil, José Bonifacio de An- 
drada e Silva; Chile, Bernarda O'Higgins; Colombia, Francisco de Paula Santander; Costa Rica, 
Juan Rafael Mora; Cuba, José Marti; Dominican Republic, Juan Pablo Duarte; El Salvador, José 
Matias Delgado; Guatemala, Justo Rufina Barrios; Haiti, Jean Jacques Dessalines; Honduras, 
Francisco Morazan; Mexico, Benito Juarez; Panama, Tomas Herrera; Peru, Hipolito Unanue; 
United States, George Washington; Uruguay, José Gervasio Artigas; Venezuela, Simon Bolivar. 

At present Ecuador, Nicaragua, and Paraguay are represented by flags only. 


See page 15) 
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APPRECIATION 


OR your Christmas and New Year messages of good will and good cheer, 

friends, our grateful appreciation. You have added to the joy of our day’s 
work and stimulated our determination to strive for greater usefulness. 

Never before did so many of the missives contain such reverent and inspir- 
ing reminders of the significance of the Christmas-way of life that develops the 
finest sentiments of the human heart. 


NEW YEAR 


O many people in sorrow, so many in distress, so many in despair, tempers 
the joy of even those in the happiest circumstances at the advent of the 
new year. But may Good Will ever streaming from the heart of the Infinite 
bring peace to all nations and make 1940 the grandest year of the century. 
Between nations or individuals are no contentions which Good Will cannot 
resolve. When Good Will counsels, wisdom shows the way. So may it be, 
and—Happy New Year! 


ANNUAL OFFICE SPECIALTIES SECTION 


EGINNING on page 22 is the Fifteenth Annual Office Specialties Section. 

Among its thirteen stimulating articles readers will find clearly defined 
ideas, suggestions and methods which may be applied with profit by both 
dealers and salesmen. The recommendations offered, the experiences re- 
counted, the convictions expressed, are not set forth as criteria of success, 
but the fact that they emanate from practical backgrounds reduces the error 
factor and gives assurance that the presentations are not mere theory. 

In office specialties there resides a genuine opportunity for expanding sales 
activities. Specializing brings a rich reward without reacting harmfully upon 
sales of staple lines. In fact, as one writer in this year’s section expresses 
it, Frequently an initial installation leads to further business, either in repeats 
on the specialty or in general supply lines.” 

For its practical value, we suggest giving your thoughtful attention to the 
Office Specialties Section. 


THE PAGES ON LATIN AMERICA 


N THE following pages are presented statements concerning the promo- 

tion of mutual interests among the Pan American countries and the 
trade possibilities for United States manufacturers because of the effect of 
circumstances abroad upon the Latin American sources of supply. Manu- 
facturers who have not as yet cultivated this export field will find interest in 
the article entitled “The Opportunity for Exporting to Latin America,” on page 
17. Practical suggestions are presented upon establishing and maintaining 
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relations with importing dealers, and comments on conditions for trading in 
the far south are given by two executives from the office machine and 
stationery manufacturing divisions of the industry. 

The forward article on “The Meeting of Ministers of Foreign Affairs of the 
American Republics,” held in Panama, is significant of “the forward march 
of Pan Americanism.” In the spirit of friendship and cooperation, represen- 
tatives of the American Republics took action to clarify their governments’ 
rights and duties as neutrals, toward preservation from involvement in the 
European conflict, and the strengthening of commercial and financial relations 
between nations of the Pan American Union. 

The destinies of the peoples of these countries are now closely linked with 
our own. With that thought in mind, over and above the commercial oppor- 
tunity is the great opportunity for promoting good will with those with whom 
we are to be more closely related. We should do more than just get the 
business. Every transaction made under present circumstances should be 
given special consideration—motivated by a sincerely mutual interest. Of 
course, through the years in all our relations with customers in these coun- 
tries we have made that sentiment a part of our relationship, but now it 
should be emphasized. 

The United States has long been pre-eminent in world exports of office 
equipment—the value of office machines exported in 1937 amounting to 
over thirty-seven and one-half million dollars. This country is the place of 
invention and development of a great variety of utilities and systems which 
are playing an important part in facilitating the conduct of business the 


world over. 


PACKING FOR EXPORT TO SOUTH AMERICA 
HE United States Department of Commerce at Washington has issued the 
following special bulletin calling attention to the importance of careful 
packing of goods for South American shipment: 

“Careful packing and crating of goods to be shipped to Latin America are 
essential if American manufacturers and exporters are to establish themselves 
permanently in new found markets which were formerly supplied by European 
nations now at war, according to Thomas E. Lyons, Chief Transportation Di- 
vision, Bureau of Foreign and Domestic Commerce. 

“Recent reports from certain South American countries have pointed out 


that one of the handicaps to an increase in American trade is the lack of care 
in preparing and packing export shipments so that merchandise will arrive 


in undamaged condition, ready for immediate marketing. 

“Many new firms comparatively inexperienced in the export field are now 
shipping to South America. Many of them are using containers that are 
sufficiently durable to safely transport their goods in domestic trade, but will 
not stand up under the rigors of long-distance ocean and inland transportation. 

“Great care must be taken in the matter of interior packing which, when 
used for shipment of fragile or easily broken articles, is of even greater im- 
portance than the outside container. The use of interior packing materials 
designed to protect the article from damage and keep it from shifting will also 
protect the outside package from being knocked to pieces by the contents. 

“Many articles also require protection against condensation of moisture or 
changes in relative humidity which might cause rust, corrosion or mildew 
when the steamer is passing through the tropics, or after arrival at the country 
of destination. 

“Companies desiring information regarding packing for export may write to 
the Transportation Division, Bureau of Foreign and Domestic Commerce, 
Washington, D.C. The information will be sent promptly and without cost.” 

. 7” * 

In some of the advertising pages of this issue, readers will encounter cer- 
tain phrases in Spanish. These are included to convey the exact understand- 
ing of the announcements to readers in the countries using this language. 
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Mlecting of Whnisters of Foreign MNairs 


THE AMERICAN REPUBLICS 


T WOULD be difficult to imagine 

a more inspiring picture than 
that presented by the opening ses- 
sion of the Meeting of the Min- 
isters of Foreign Affairs of the 
American Republics, held at Pan- 
ama from September 23 to October 
3, 1939. No other section of the 
world can offer such a spectacle. 
In the presence of a world catas- 
trophe the Ministers of Foreign 
Affairs of twenty-one nations or 
their immediate representatives 
assembled with the sole purpose 
of formulating a continental pol- 
icy to protect the rights of the 
American Republics and to take 
such steps as might be necessary 
to avoid the danger of having any 
of the nations, members of the 
Pan American Union, drawn into 
the conflict. “The attitude as- 
sumed by the American Republics 
has served to demonstrate that it 
is their unanimous intention not 
to become involved in the Euro- 
pean conflict,” the meeting stated 
in the preamble to one of its reso- 
lutions. 


A United Front 


The meeting was the first appli- 
cation in inter-American relations 
of the procedure of consultation, 
established in agreements signed 
at the Inter-American Conference 
for the Maintenance of Peace, 
which met at Buenos Aires in 
1936, and the Eighth International 
Conference of American States, 
held at Lima in 1938. Following 
a preliminary exchange of views 
among several of the Govern- 
ments, the Government of Pan- 
ama extended invitations to the 
Ministers of Foreign Affairs or 
their representatives to meet at 
its capital. 

In any estimate of the results 
of this meeting of the Ministers 
of Foreign Affairs, it is important 
to consider the intangible aspects 
as well as the tangible results. 
I doubt whether any international 


Twenty-one nations 
unite for neutrality, 


friendship, and trade 
in meeting al | 


(Reprinted by special permission from Novem- 
ber Bulletin of the Pan American Union) 


¥ 


gathering has ever shown such 
unity of purpose. It is a matter 
of no little significance that in the 
face of a common danger to their 
safety and economic well-being, 
the nations of America have with- 
out a dissenting voice affirmed 
their solidarity of interest as well 
as their determination to present 
a united front in the maintenance 
of their rights and preservation 
of the peace of this continent. 
To appreciate the full signifi- 
cance of the conference, it is nec- 
essary to keep in mind the atmos- 
phere of friendship and good will 
and the spirit of cooperation 
which were its outstanding char- 
acteristics. It was inevitable that 
differences of opinion as to the 
measures that should be adopted 
should manifest themselves in the 
course of the discussions, but these 
differences arose not from any 
desire to secure selfish advantages 
for any one state or group of 
states, but rather from honest dif- 
ferences of viewpoint as to the 
measures that would best contrib- 
ute to the welfare of the Americas. 
In the drafting of the regula- 
tions of the meeting, as well as in 
the procedure followed during the 
sessions, the fact that the meeting 
was “a consultation” of Ministers 
of Foreign Affairs rather than a 
diplomatic conference was strongly 
emphasized. There were but three 


public sessions: the opening ses- 
sion, at which Dr. Juan D. Arose- 
mena, the President of Panama, 
delivered a notable address; the 
second, at which Dr. Narciso 
Garay, the Minister of Foreign 
Affairs of Panama, made an ad- 
dress of welcome and was elected 
president of the Meeting; and the 
closing session, at which a num- 
ber of delegates spoke and the 
Final Act was signed. The other 
meetings were of an executive 
character and were held behind 
closed doors. The Ministers of 
Foreign Affairs sat around a large 
table; this tended to foster an in- 
formal exchange of views. The 
consuitative nature of the meeting 
was also apparent in the conclu- 
sions, which took the form of 
resolutions and declarations rather 
than treaties or conventions. 


Three Objectives 


At the outset of its labors, the 
Conference decided, in accordance 
with the terms of the agenda, to 
devote its efforts to three cardinal 
objectives. These objectives were: 

1. Clarification of the rights 
and duties of the American Re- 
publics in their capacity as neu- 
trals. 

2. Preservation of the American 
Republics from any involvement 
in the European conflict. 

3. Solution of the economic dif- 
ficulties confronting the American 
Republics as a result of the Euro- 
pean conflict. 

The meeting, in reaffirming the 
solidarity of the nations of this 
hemisphere, declared that in 
their endeavor to maintain and 
strengthen peace and harmony 
among them, their principles, far 
from having a selfish purpose of 
isolation, were inspired by a deep 
sense of universal codperation. 

An analysis of the concrete 
achievements of the conference 
shows that the measures to keep 
America free from entanglement 
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in the European war must occupy 
first place. The series of declara- 
tions and resolutions adopted may 
be said to constitute a code of 
conduct designed to avoid compli- 
cations and irritating disputes 
with the belligerent powers. 

The question of the rights and 
duties of neutrals was made the 
subject of a comprehensive resolu- 
tion called the General Declara- 
tion of Neutrality of the American 
Republics, clearly defining the 
rights that the American Repub- 
lics are prepared to assert, as well 
as the obligations that they are 
prepared to fulfill. In this connec- 
tion, it is important to mention 
the fact that it is left to each Re- 
public to regulate in its individual 
and sovereign capacity the man- 
ner in which it is to apply the 
resolution. The closing section 
provides for the appointment by 
the Governing Board of the Pan 
American Union of a commission 
of seven experts in international 
law to study the problems of neu- 
trality “in the light of experience 
and changing circumstances,” and 
to make recommendations relat- 
ing thereto to the governments of 
the several Republics. 

The Declaration of Panama 
begins by saying: “The Govern- 
ments of the American Republics 
meeting at Panama, have sol- 
emnly ratified their neutral status 
in the conflict which is disrupting 
the peace of Europe, but the pres- 
ent war may lead to unexpected 
results which may affect the 
fundamental interests of America 
and there can be no justification 
for the interests of the belligerents 
to prevail over the rights of neu- 
trals, causing disturbances and 
suffering to nations which by their 
neutrality in the conflict and their 
distance from the scene of events, 
should not be burdened with its 


fatal and painful consequences.” 
To safeguard the rights of 
neutrals the Declaration makes 
an innovation in international re- 
lations by establishing a clearly 
defined zone which is to be kept 
free from all belligerent opera- 
coms .. 

Another important subject to 
which the conference gave much 
attention was contraband of war. 
A resolution was adopted express- 
ing opposition to including on lists 
of contraband foodstuffs and 
clothing intended for civilian pop- 
ulations, and not destined directly 
or indirectly for the use of a bel- 
ligerent government or its armed 
forces, and declaring that the 
granting of credits to belligerents 
for the purchase of such merchan- 
dise is also not contrary to neu- 
trality whenever it is permitted 
by the legislation of the neutral 
countries. 


Form Inter-American Commerce 
Committee for War Period 


No less significant is the series 
of resolutions designed to protect 
the American Republics, insofar 
as such protection is possible, from 
economic and financial disloca- 
tions due to the European war. Of 
the measures adopted to further 
this purpose, probably the most 
important is the establishment of 
the Inter-American Financial and 
Economic Advisory Committee to 
sit at Washington during the pe- 
riod of the war and to advise the 
respective governments as to the 
best means to preserve and 
strengthen the commercial and 
financial relations between the 
nations, members of the Pan 
American Union. The Union is re- 
quested to undertake the organi- 
zation of this committee... 

In addition to the declarations 
and resolutions here summarized, 
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a series of conclusions of a gen- 
eral character was adopted, all 
tending to emphasize the unity of 
purpose and policy, as well as the 
solidarity of interest, of the 
American Republics. 

Those attending the conference 
were fully aware that at this first 
meeting of Ministers of Foreign 
Affairs all the complex problems 
involved in the neutral status of 
the American Republics could not 
be solved. Furthermore, it was evi- 
dent that as the European war 
proceeded, new problems would 
arise which would call for fur- 
ther consultation. It was for this 
reason that provision was made 
for the two permanent committees 
on neutrality and economic affairs 
mentioned above to sit during the 
period of the emergency. This sit- 
uation was also recognized in a 
resolution providing for a further 
meeting of the Foreign Ministers 
at Habana on October 1, 1940, or 
earlier if necessary. The determi- 
nation of the Ministers of Foreign 
Affairs to keep in close touch with 
one another throughout the entire 
emergency period is certain to 
have far-reaching effects in fos- 
tering Pan American cooperation. 

Provision was also made for a 
meeting in case danger to the se- 
curity of the American Continent 
should arise from a compulsory 
change in the sovereignty of any 
part of America subject to juris- 
diction of a non-American state. 

An evaluation of the conference 
in the light of both its concrete 
achievements and the friendly 
and cooperative spirit that espe- 
cially characterized its delibera- 
tions justifies the belief that the- 
Panama meeting of the Ministers 
of Foreign Affairs of the American 
Republics will always mark an im- 
portant stage in the forward 
march of Pan Americanism. 
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™_ Opportunity » * 


EXPORTING TO LATIN AMERICA 
ye P. ractices by Wi. ’ Wahewell, CAiiedlions by Mi. " Erarkiinal 


IRCUMSTANCES across the 

Atlantic, which have greatly 
altered trade relations between 
the European countries and those 
of the Western Hemisphere, impel 
our friends to the far south of us 
to look to the United States for 
sources of supply in many com- 
modity lines—including office util- 
ities. American manufacturers 
are in turn reappraising the Pan 
American export field, and those 
who have been*®xporting to these 
countries are giving attention to 
intensifying their activities, while 
other manufacturers are becoming 
interested in the opportunity for 
business in the Latin American 
market. 

The destiny of the peoples of 
these countries are now closely 
linked to our own, and our respec- 
tive governments have taken cog- 
nizance of the fact, as evidenced 
by the present movement toward 
the further promotion of friend- 
ship and commerce between the 
United States and the countries to 
the south. No little significance 
is attached to the recent meeting 
of the Ministers of Foreign Affairs 
of the American Republics, which 
took place in October at Panama. 
Companies interested in the 
export-import business — both in 
this country and at the other end 
—are heartened by the establish- 
ment of the Inter-American 
Financial and Economic Advisory 
Committee which will function at 
Washington for the duration of 
the war, to advise the respective 
governments upon “the best means 
to preserve and strengthen the 
commercial and financial relations 
between the nations, members of 
the Pan American Union.” Doubt- 
less the combination of dislocated 
trade conditions and the efforts 
of this Committee and our gov- 
ernmental representatives will 
tend to dissolve—or at least lessen 
—many of the problems which 
have been barriers to trade. 

Thus, indications point to the 
opportunity for some increase in 
shipments of office equipment to 


Latin America. Readers of OFFICE 
APPLIANCES will recall that Latin 
America accounted for twenty-one 
per cent of the world distribution 
of United States’ export of office 
machines in 1938, according to the 
figures given by Mr. H. B. McCoy, 
Chief of the Specialties Division, 
U. S. Bureau of Foreign and Do- 
mestic Commerce, in his article 
appearing last month in this jour- 
nal’s section on the “1940 World 
Perspective of the Office Equip- 
ment Industry.” The dollar value 
of these exports amounted to 
$28,917,814.00. 

The greater markets in the far 
south are on the east coast, but 
the west should be given full con- 
sideration. Manufacturers con - 
templating establishing outlets in 
these countries will do well to 
familiarize themselves with their 
languages, customs, history, and 
the products which they offer in 
world trade—especially those mar- 
keted in the United States. Span- 
ish is the language of all the 
South American countries, except- 
ing Brazil, where it is Portuguese, 
but Spanish is also spoken there, 
as well as in Mexico, Central 
America, and the West Indies. 
The desirability of personally 
visiting the markets in all our 
neighboring countries, of course, 
goes without saying. 

In availing themselves of the 
opportunity for developing busi- 
ness with these people with whom 














A. F. BAKEWELL 
Victor Adding Machine Company 


we are to be so much more closely 
related, there is the surpassing 
opportunity for promoting mutual 
good will. Naturally, the first 
thought about any business trans- 
action is the profit to be made. 
Then a most important factor is 
that which will bring about the 
satisfaction of the buyer. The 
manner in which we promote our 
activities during the present period 
will logically have a bearing upon 
the extent to which these markets 
will give preference to products 
from the United States after the 
war is over. However, we want 
more than their business. We 
want their good will. And the 
greatest medium we have for ex- 
tending that very thing is busi- 
ness. Therefore, we may well say 
that our commercial representa- 
tives should also be ambassadors 
of friendliness for our country. 


Suggestions of a Manufacturer of 
Office Machines 


Various factors relative to “ways 
and means” should be taken into 
account by the manufacturers in- 
experienced in exporting to Latin 
America. Commenting on some 
of the aspects of good practice, 
based upon practical experience, 
Mr. A. F. Bakewell, export man- 
ager of Victor Adding Machine 
Company, Chicago, Ill., said in a 
recent interview: 

“Many manufacturers think that 
exporting is too complicated and 
hazardous to warrant this venture 
in the distribution of their prod- 
ucts. But for those who become 
informed upon the _ procedure, 
trade practices, and methods of 
conducting business with distrib- 
utors in other countries it is as 
simple as A-B-C. If you can 
afford it, the most desirable ar- 
rangement is to set up an export 
department, with your own export 
manager. If this is not feasible, 
you can retain the services of an 
export councilor who supervises 
the export business for a number 
of companies. A trained export 
man knows the proper procedure 
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and is acquainted with the re- 
quirements and customs in the re- 
spective trade fields abroad. 

“There are hazards to export- 
ing, just as there are hazards in 
selling in the domestic territories. 
But I believe investigation would 
show that United States firms are 
taking greater losses in the do- 
mestic markets, in proportion to 
their volume of sales, than in 
their business conducted abroad. 
So long as you are doing business 
with a dependable company 
abroad, you are not running any 
more risk than you are with a 
reliable concern at home. You will 
make mistakes—we all do—but in 
the long run you are as safe as 
you are in this country. 

“We have engaged in exporting 
to the Latin American countries 
for a number of years,” continued 
Mr. Bakewell, “and have tried to 
do business on a basis of friendly 
relationship with all our dealers. 
We have come to know each one 
personally and consider him our 
friend. We have visited his place 
of business, helped train his sales- 
men to sell and service our ma- 
chines, and have been favored by 
his occasional visits to our factory. 

“The plan of representation and 
distribution employed by export 
manufacturers depends to a large 
extent upon the nature of the 
article. In selling office equip- 
ment, we have found the best plan 
is to have one representative for 
each country, excepting in Co- 
lombia and Venezuela, because of 
geographical and racial factors. 
Dealing with one substantial and 
enterprising representative sim- 
plifies the transaction between 
manufacturer and distributor, as 
well as the question of responsibil- 
ity for service in the country. It 
also precludes price-cutting. Some 
representatives have offices in 
more than one city. 

“These representatives are in 
business for themselves, operating 
quite like the distributors in this 
country. Most of them have im- 
pressive stores and salesmen cover- 
ing the territory. Sales to the 
various governments, by the way, 
account for a large share of their 
business. The common practice 
among these dealers, with im- 
ported utilities, is to handle non- 
competing lines. 

“In securing representation 
abroad, arrangements with some 
dealers are consummated by cor- 
respondence, while the manufac- 
turer whose business is large 


enough will have his export man 


traveling the countries to estab- 
lish contacts personally. Prospec- 
tive distributors or agents are 
investigated thoroughly as_ to 
financial resources, reliability, ag- 
gressiveness, sales performance, 
and other desired information. 

“Turning the tables around, it 
should be remembered that they, 
too, are concerned about the con- 
nections which they make with 
manufacturers in other lands. Not 
only are the merits of the product 
important to the importer but he 
must have a dependable source 
of supply and some assurance that 
the article and repair parts, if 
they are involved, will be available 
in the future. 

“When possible, the manufac- 
turer will help the dealer train 
his salesmen to sell the new prod- 
ucts. Some distributors will estab- 
lish a separate department for 
handling a manufacturer’s line of 
equipment, and will have certain 
salesmen specialize on that line. 
The problem is to get the dealer 
to specialize. 

“In exporting you must treat 
the customer abroad as consid- 
erately as you would if he were 
doing business with you in this 
country. Correspondence should 
always be answered promptly and 
courteously. All the information 
which the importer will need 
should be given at one time, avoid- 
ing the annoyance of delay and 
misunderstanding. Time is an im- 
portant factor to both the im- 
porter and the exporter. It is 
very important to remember that 
all such information as product 
description, credit terms, delivery 
and shipping information should 
be given at once. 

“Dealers abroad should be fur- 
nished with copies of everything 
in the line of promotional matter 
—folders, advertising, display and 
sales material provided for the do- 
mestic sales organization. It’s our 
custom to furnish the same mate- 
rial, which for Latin American 
agents is printed in Spanish. To 
Brazil, however, we send the blank 
printed forms—flat—with the 
illustrations already printed in 
proper arrangement so that the 
dealer can have the text printed 
down there. Shipping the litera- 
ture in skeleton form has the ad- 
vantage of enabling the agent to 
adapt the message to the language 
of the territory and to decide for 
himself whether he wishes to in- 
clude or eliminate prices, guar- 
antees, and other terms. 

“Before going into the export 
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business, it is advisable to get a 
good packing firm to instruct upon 
packing for export shipment. 
Helpful information upon this im- 
portant subject may also be ob- 
tained from the Bureau of For- 
eign and Domestic Commerce at 
Washington. The product should 
be given adequate protection 
against breakage, moisture and 
theft. At the same time the ship- 
ping material used should not be 
of excessive weight, because, obvi- 
ously, this adds to the cost of 
shipping and duty expenses. Pre- 
caution should also be taken to be 
sure that all shipments are well 
marked — correctly, plainly, and 
durably. 

“In filling orders, the manufac- 
turer should never make substi- 
tutions. Of course, the orders 
should be billed as promptly as 
possible and completely. Complete 
fulfillment of the order is impor- 
tant because of the permit situa- 
tion. As the permits embody ship- 
ping restrictions upon the amount 
of purchase and date of expira- 
tion, this necessitates the manu- 
facturer complying in terms of 
date of delivery and full amount 
of the order. Otherwise he may 
cause the dealer considerable 
trouble, not only through shortage 
of equipment to sell but if the 
delayed goods arrive after expira- 
tion of their permit, the dealer 
may not be able to get it renewed 
and the money may therefore not 
be available to pay for it. 

“When you receive an order, be 
sure you get the correct declara- 
tion, so there will be no trouble 
in entering shipment and no fines 
imposed. Get this information 
from the customer. 


“There are certain countries 
where the importer must have a 
permit for each shipment received, 
which assures him that the mer- 
chandise can be entered, but prin- 
cipally that dollars will be avail- 
able for a reasonable time after 
the local currency has been paid 
to the bank by the importer. 
Therefore, the exporter wants to 
know if the customer has a per- 
mit to receive the goods. We re- 
quire a copy of the permit from 
new firms. From our older ones 
with whom we have been doing 
business for a number of years, 
this is not required if they indi- 
cate when they send the order 
that they have the permit. The 
principal countries in Latin Amer- 
ica requiring the permit are 
Argentina, Chile, Colombia, Ecua- 
dor and Bolivia. 
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“It is advisable to keep in- 
formed continually upon the mar- 
ket conditions affecting exports to 
the countries with whom you are 
doing business. I follow the daily 
price quotations on their com- 
modities, the shipments to the 
United States, and information 
upon their surpluses. By gauging 
these factors, I can generally tell 
whether dollars will be available 
to pay for shipments of our ma- 
chines. If I think not, I may not 
ship—unless I am assured by our 
dealers that they can get the 
dollars. Or I may shorten the 
terms, or I may ask for a sight 
draft. These are exceptional cases, 
however. 

“TI do not believe in shortening 
terms, because if we shorten the 
terms we make it more difficult 
for the distributor to obtain the 
desired volume of business. We 
know that he must sell on the 
installment plan, in the same 
manner as we @o in this country. 

“So long as you are in the ex- 


Mr. Bakewell’s contacts and ex- 
periences have been with dealers 
in office machines and equipment. 

Concerning the market for 
papers and other stationery lines, 
Mr. Paul E. Burbank, vice-presi- 
dent of the Eaton Paper Corpora- 
tion, Pittsfield, Mass., who has just 
returned from a 21,000-mile air 
journey in South America, gives 
his observations on opportunities 
for exporters in this division of the 
industry. 

Mr. Burbank visited all the 
countries of South America, as 
well as the West Indies, for the 
purpose of determining conditions 
for trading in these parts and 
upon his return declared that 
potentialities of the South Amer- 
ican market “have not been ex- 
aggerated.” 

“T was very much impressed in 
every way with South America,” 
he said. “There are at the present 
time tremendous possibilities for 
good business throughout all Latin 
America if those of us who are 
manufacturing here in the United 
States will study the market and 
accommodate both ourselves and 
our products to the conditions that 
exist there. 

“Some of our American manu- 
facturers, of course, have already 
proved that they can sell in this 


port business and want to stay 
in, you must codperate in every 
way—and this means not impos- 
ing restrictions that will handicap 
your agents. Severe terms are a 
very definite handicap. 

“On the other hand, the manu- 
facturer’s interests must be pro- 
tected. We have everything fairly 
well defined, as to what we will 
do and what we expect of our 
dealers. In living up to our part 
we expect them to live up to 
theirs. All prices and terms are 
stated in American dollars. We 
quote in dollars and expect to be 
paid in dollars. 

“It should be understood that 
if dollars are not available, and 
there should be any depreciation 
in conversion rates, it is for the 
account of the importer and not 
the exporter. 

“Some manufacturers may not 
have sufficient financial resources 
enabling them to afford to hold 
the money for an unlimited pe- 
riod in countries farther away, and 


Observations on Market Possibilities 


by a Paper Manufacturer 


market. Others are at the mo- 
ment studying it, recognizing, 
naturally, that the European 
sources of supply have been cur- 
tailed by the war.” 

Mr. Burbank declared that buy- 
ing plans of large users have been 
changed by the war, due to the 
fact that European manufacturers 
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PAUL E. BURBANK 


Mr. Burbank, vice-president of Eaton Paper 
Corporation, arrives in New York (Newark 
Airport) optimistic over marketing conditions 
in Latin America, after his extensive trip via 
Eastern Air Lines and Pan American Airways. 
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at the risk of not getting the full 
amount. 

“We must remember that these 
countries must sell to us in order 
to get dollars to pay for our goods. 
And the price they get for their 
exports and the amount they can 
sell determines how much they 
can buy from us and whether we 
will get our money for shipments 
made. In some of these countries 
there is a wide variance in ex- 
change rates and they are not 
yet adjusted to present conditions, 
but undoubtedly they will in time. 
We may have to help them.” 

Mr. Bakewell summed up his 
high regard for the Latin Amer- 
ican dealers, and his gratifying 
experience with them through the 
years, by reference to their loyalty. 
“T have found the Latin American 
dealer loyal and dependable,” he 
said. “Once he has taken a prod- 
uct and learned to sell it with 
satisfactory returns, usually he 
will stick with it—especially if the 
manufacturer treats him right.” 


are experiencing increasing diffi- 
culties in making deliveries. This 
factor, he said, is causing many 
South American buyers to turn 
to North America with their 
orders. 

During the journey, which con- 
sumed seven weeks, Mr. Burbank 
opened a number of new agencies 
and accounts to handle the Eaton 
lines of Berkshire typewriter 
papers and social stationery. 

He reported that while business 
is concentrated in the larger cities, 
the entire countries exhibit an 
alertness to ideas for improving 
commerce and business. 

The prevailing use of the air 
mail system and conditions 
brought about by the European 
war have produced a marked in- 
fluence in South America, Mr. Bur- 
bank found. “Traders in con- 
tinental South America depend 
upon air communication to an ex- 
tensive degree,” he declared, “not 
only in their trade with foreign 
sources of supply but for corre- 
spondence between cities in their 
own countries.” 

While pointing out the oppor- 
tunity for developing commercial 
relationships with these countries, 
Mr. Burbank emphasized the im- 
portance of incorporating in each 
transaction the sentiment of 
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friendliness and mutual interest— 
reflecting the common bond of 
good will among our nations. 
“It seems to me essential, from 
my observations on this trip, that 
we take a long-range view-point 
of the Latin American market,” 
he said. “There will be very short- 
lived advantage if we just rush 


into that market because it is 
now difficult for purchases to be 
made from Europe. On that basis 
the friendliness of business rela- 
tionships can be none other than 
transient, and of very little value 
either to us or to the purchasers 
of our products in these various 
countries south of us. 
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“I believe in the future of this 
market and I have deep confidence 
in these people. I also consider 
that we in the United States are 
intelligent enough business-wise 
to work out a basis for business 
with the Latin American countries 
that will be very much worth 
while to all concerned.” 


her Vhighbors fo the Dax Souk 


Country Capital Population 
Argentina Buenos Aires 12,400,000 
Bahama Islands Nassau . 59,800 
Bolivia Sucre and LaPaz 3,170,807 
Brazil . Rio de Janeiro 47,795,000 
British Honduras Belize 56,071 
Chile Santiago 4,553,237 
Colombia Bogota 8,665,000 
Costa Rica San José 591,862 
Cuba . Habana 4,011,000 
Dominican Republic Ciudad Trujillo 1,544,549 
Ecuador Quito 2,758,505 
Guatemala Guatemala 2,420,273 
Guiana, British Georgetown 332,898 
Guiana, Netherlands (Surinam)... Paramaribo 164,100 
Guiana, French Cayenne 30,876 
Haiti Port au Prince 3,000,000 
Honduras Tegucigalpa 962,700 
Jamaica Kingston ... 1,121,800 
Leeward Islands St. John 89,230 
Mexico Mexico, D. F. 18,852,086 
Nicaragua Managua 829,700 
Panama Panama 483,800 
Paraguay Asuncion 901,768 
Peru Lima 6,237,000 
Puerto Rico San Juan 1,723,534 
oe ll CC aiapeailaivineh San Salvador . 1,574,500 
Trinidad and Tobago Port of Spain 448,253 
Uruguay Montevideo 2,040,300 
Venezuela Caracas 3,291,442 
Windward Islands - St. George 231,642 

Population figures taken from “Standard Atlas of the World’, published by Rand McNally & Com- 
pany, Chicago, Illinois, 1938. 
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BP urpose of the iZ an , | 


The Pan American Union, composed of the twenty-one American Repub- 
lics listed on page 16, and now almost fifty years old, is an international 
organization created and maintained by these nations to: promote peace, 
commerce, and friendship between the Republics of the American Continent 
by fostering economic, juridical, social, and cultural relations. 

The Union is supported by annual contributions from all the countries, 
in amounts proportional to population. Its affairs are administered by a 
Director General and an Assistant Director, elected by and responsible to a 
Governing Board composed of the Secretary of State of the United States 
and representatives in Washington of the other American governments. 
April 14 is celebrated annually throughout the Americas as Pan Ameri- 


can Day. 
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Y Saas fo fe Se 


ONE NEW THING EACH DAY 
P. a Suggestions on Vew Year 3 Kosobalteie 


of the holiday season is our 
mental attitude. Not only the 
mental attitude prevailing with 
the Christmas spirit, which is all 
too temporary, but the invigorat- 
ing mental concept of starting a 
New Year. It is always refreshing 
to face the New Year. It is in- 
spiring to feel that here is a new 
span of time: offering greater op- 
portunity, a chance to wipe the 
slate clean and begin again. To 
some, in the brief moment of sad- 
ness before the peal of midnight 
on New Year’s eve—when there is 
reticence to let go of the old and 
begin the new—there comes the 
impulse insisting that “It’s not 
new at all; it’s just a continuation 
of time, which is very old.” But 
with the exchange of customary 
New Year’s greetings comes a feel- 
ing of exhilaration. 

For the New Year is new. It is 
new to the mind, hence it is con- 
ducive to a change in mental at- 
titude and outlook on the future 
—and, after all, we are what our 
mental attitudes dictate. 

In the traditional personifica- 
tion of the New Year, we have 
found a new friend, whom we call 
“1940.” Let’s greet this new friend 
on the same basis we would like 
to greet all new friends. Let’s give 
1940 a fine impression of ourselves 
—the finest impression possible, 
because if we do there will be a 
just reward. 

New Year’s resolutions are not 
to be laughed at. There is a deep 
psychological basis for associating 
resolutions with the New Year. 
While it is true that every day is 
a good day for resolutions and 
the creation of new opportunities, 
the New Year is the one time 
when the mental machinery is 
better geared to accept a change 
of habit or conditions. 

We cannot deny the fact that 
all of our acts, good or bad, are 
the results of our thinking. We 
must admit that in the final 
analysis we are JUST WHAT WE 
WANT TO BE. I mean that, ac- 


0%: of the greatest blessings 
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tually, for if we wanted to be 
something other than what we 
are, and if our desires were great 
enough to be something more than 
what we are, we would follow that 
desire. 


Desire Produces Action 


Therefore, upon the entrance of 
1940—with the mental attitude 
that here is a new span of time 
that offers new opportunities—we 
may well strengthen our desires, 
to enhance our position, our 
wealth, our security. Unfortunate- 
ly, too many of us confuse “wish- 
ing” with “desire.” The difference 
between the two represents the 
difference between action and air- 
castles; achievement and alibis. 

We in the office equipment busi- 
ness can see all around us oppor- 
tunities to improve the efficiency 
of business management; but by 
merely “wishing” that the other 
fellow would see our point of view 
does no good whatever. We must 
have the strong desire to prove 
that business offices will be more 
efficient if they are more modern 
if they avail themselves of the 
various utilities and services we 
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have to offer. When that desire 
to prove our case becomes suffi- 
ciently strong—WE DO IT. Action 
becomes the natural result. We 
find the appeals, adopt the neces- 
sary methods, and profitable re- 
turns follow. 

It has often occurred to me that 
if we sought the return of pros- 
perity as seriously in the interest 
of others as in our own interest, 
the urge to accept new thoughts 
and new ideas would practically 
equal our urge to give them. It 
cannot be denied that the average 
person when thinking in terms of 
prosperity, usually thinks in terms 
concerning himself. But if we cul- 
tivate the strong desire to spread 
prosperity, to serve others so that 
they may be prosperous, we shall 
get our share of increased busi- 
ness. 

One reason we fall short of our 
resolutions embracing self - im- 
provement lies in the failure to be 
definite and to strive consistently 
for specific achievements, each in 
its logical order. If we were to 
attempt the repair of an automo- 
bile, we would inspect the car, de- 
termine where it needed repair, 
and do one thing at a time until 
the car was repaired and in run- 
ning order. 

The most effective method of 
carrying out a resolution to im- 
prove your business is to RE- 
SOLVE TO DO AT LEAST ONE 
NEW THING EACH DAY. 

There is a fountain of ideas 
right before you. In each issue of 
this journal are ideas of value to 
your business: Ideas on manage- 
ment. Ideas on opportunities for 
increasing sales volume. Ideas for 
the control of inside and outside 
salesmen. Information on new 
products, as well as new ideas for 
the uses of various types of equip- 
ment. Ideas on every phase of 
improvement in the conduct of an 
office equipment business. 

Resolve to read regularly the 
profit making and business serv- 
ing ideas that can be developed 
into action in 1940! 
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Adding Machines 

Adding and calcu- 
lating Machines, 
Used 

Adding Machine 
Rolls and Paper 


Adding Typewriters 
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Air Conditioners 

Autographic Regis- 
ters 

Bookkeeping Ma- 
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Bundling Machines 
Calculating Devices 
Cash Registers 


Calculating Ma- 
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Intercommunicating 
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Letter Distributors 
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Mailing Machines 
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Paper Cutters 


Paper Fastening 
Machines 


Pencil Sharpeners 


Perforating Ma- 
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ALES potentialities inherent in office specialties have been tested 
extensively by commercial stationers since the first annual spe- 
cialties section was presented by OFFICE APPLIANCES in 1926. 
The trials have resulted in a great advance, both in the profitable 
volume in specialty items and in the conception of what constitutes 
an office specialty. From a relatively restricted idea of a machine or 
mechanical device, the term has broadened in definition to include a 
variety of systems and equipment whose character requires a special 
sales method to convince prospects. Emphasis has been shifted from 
product only to technique of sale. Enlarged sales opportunities for 
these long-profit items present an open door to alert stationers for 
increased business in 1940. 

With one exception, contributors to this special section write from 
experience as successtul merchandisers of office specialties. By their 
generous participation they indicate the trend toward specialties sell- 
ing by commercial stationers and help to chart the sales highway 
through delineation of the methods they have found effective. 
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Sales Manager's View of Specialties 


be | ET Partial Specialization 


AN salesmen sell both office 

supplies and the heavier agen- 
cy items successfully? This ques- 
tion is on the minds of most every 
stationer and office equipment 
dealer, and is one of the most im- 
portant topics discussed at the 
dinner tables and in the hotel 
lounges at the National Station- 
ers Association conventions. 

Salesmen are not robots, nor 
are all dealers’ territories geo- 
graphically the same. If they 
were, it would be much easier for 
all of us to decide what is the 
best method. Some dealers’ stores 
are located in a sparsely popu- 
lated section over large areas, 
where others have the same pop- 
ulation but in a more densely 
populated section. This makes 
considerable difference, due to the 
fact that a dealer may want to 
have specialists calling on his cus- 
tomers, but the cost of overlap- 
ping accounts makes it prohibitive, 
particularly in the area where 
traveling is a factor. In the ter- 
ritories more densely populated 
this is not so important. 

It is the ambition of most all 
dealers to have men who are con- 
tacting customers trained on the 
product about which they intend 
to talk. The customer really ex- 
pects to talk to salesmen who can 
give him the proper information, 
who can help to solve his prob- 
lems, or install some new system, 
or lay out a new office. 

No one wants to talk to a 
plumber about the installation of 
a new heating system if that 
plumber knows only how to re- 
place worn-out pipes. There are 
too many salesmen in the country 
today who are only replacing 
worn-out pipes. 


Opinions Based on Experience 


I can talk only from my expe- 
rience in a very small territory 
consisting of three small counties. 
I do feel, however, that “partial 
specialization” can be operated 
successfully. I do not believe that 
any salesman can sell all lines 
such as posture chairs, office 
equipment, duplicating machines, 
adding and bookkeeping machines, 
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typewriters, visible systems and 
office supplies successfully. 

During the last decade modern 
coaching methods have been de- 
veloped in football whereby a 
player is taught only one position, 
and each team has several play- 
ers developed for this one position. 
Even our high schools have taken 
up this new system, which devel- 
ops a player into a_ specialist, 
and the teams using this method 
are our best teams and also have 
developed the best players. Why 
can’t we apply the same princi- 
ples to a certain extent in our 
smaller dealer agencies? 


Follow Manufacturers’ Example 


It is my conviction that a sales- 
man will be a better employe of 
the firm he is representing and 
more valuable to the customer due 
to the fact that he will be much 
better versed on matters which 
he is talking about, and will be 
able to carry with him better sell- 
ing equipment. I know of some 
dealers’ salesmen who carry seven 
or eight brief cases. These cata- 
logues and price lists are used 
more as reference books than 
presentation portfolios. 

I believe that the sooner that 
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we copy some of the methods of 
progressive manufacturers and 
apply them to dealers’ sales poli- 
cies, the better we will be as 
dealers and the more valuable we 
will be to our customers. Just 
look at the advantages dealers 
have with their close associations 
with their customers in their com- 
munities. They are able to render 
service easily from their store to 
the surrounding territory. If we 
can be progressive with the above 
advantages, certainly we can be a 
valuable adjunct to the surround- 
ing business houses. 

Last summer during the slow 
time of the year for us, we oper- 
ated a contest whereby each sales- 
man was scheduled over an eight 
weeks’ period to push one heavy 
agency item a week, with a quota 
of actual demonstrations assigned. 
No two salesmen were permitted 
to sell the same item during the 
same week. This allowed each 
man to have sufficient trial 
equipment and a_ special sales 
portfolio with charts to prove sell- 
ing points. Results were that each 
man developed more prospects and 
added more sales than during any 
type of program that we had ever 
operated. This taught us that a 
man must not only be equipped 
with a manufacturer’s price list 
and catalogue, but with proper 
presentation portfolios to be used 
in making demonstrations. It has 
convinced us to the extent that 
we are changing our sales pro- 
gram on a “partial specialization 
policy,” beginning January 1. 


Push Agency Items 


I am a firm believer in promot- 
ing agency items, and I feel that 
if we can prove to customers that 
we know what we are talking 
about on the more specialized 
lines, the smaller items will partly 
take care of themselves. With sta- 
tionery salesmen calling at regular 
intervals and presenting and dem- 
onstrating continuously items that 
are used every day, such as car- 
bons, ribbons, legal papers, pen 
sets, etc., together with the man 
who is specializing on a few 
heavier items, certainly the prac- 
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tice should prove more produc- 
tive. 

During the past twelve years 
that I have been in this business 
I have seen a great change in 
office equipment selling methods, 
and improved displays of stock 
and equipment. I feel a lot of this 


is due to the participation in in- 
terchange of ideas at the N.S. A. 
regional meetings and conven- 
tions. These gatherings have 
made our industry exceptionally 
well organized to meet problems. 

Some dealers feel that one man 
can best sell the entire line and 





OFFICE APPLIANCES 


is the most successful. There are 
many factors entering into this, 
but years ago we were more sta- 
tioners than system and machine 
men, and I believe that we must 
change our distribution methods 
if we are to continue to do the 
best job. 


Today's Opportunity for Office 
Appliances in Business 


Seadress Bfore Chicago O_A. Managers a Pcteultad Market 


Note.—Because it is replete with 
cogent suggestions for salesmen 
of specialized office machines and 
equipment, Mr. Ahl’s address is 
presented in full for the benefit 
of readers everywhere. Application 
of the ideas Mr. Ahl has com- 
pressed into words will advance 
the personal prestige and profit of 
any salesmen in the industry. 


HERE is no question in my 

mind that there is today a 
greater opportunity for office ap- 
pliances in business than has ever 
before existed. This opportunity 
has been largely created, I believe, 
due to the following: 

1. Tax legislation imposes a tax 
on all labor cost from two sources, 
that is, Old Age Benefit Tax and 
Unemployment Insurance Tax, 
which actually means a four per 
cent increase in our labor costs. 
This additional cost is a direct 
additional expense to the em- 
ployer, which in a great many 
instances, due to competitive con- 
ditions, he has been unable to 
pass on in the selling price of his 
product. Therefore, it is neces- 
sary that this additional cost be 
offset by more efficient operation 
if the employer wishes to make 
a profit and continue to pay divi- 
dends to his stockholders. 

2. Many concerns have reduced 
their working hours per week in 
order to conform to the Wage and 
Hours Law. In our own case we 
have reduced our working hours 
from forty-four to forty hours per 
week which has meant an increase 
in our labor cost of almost ten 
per cent. Here again this addi- 
tional cost must be offset by more 
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efficient operation, as most of us 
are unable to realize a higher 
mark-up on the goods we sell. 

3. Improvement in business 
conditions in many industries is 
being confronted by demands for 
higher wages and other demands, 
all of which mean higher costs. 
Personally, I see no assurance that 
we are going to be successful in 
absorbing these additional costs in 
the forthcoming year. 

These three factors taken to- 
gether offer the greatest oppor- 
tunity that has ever existed for 
the introduction of labor saving 
devices in business. Certainly, the 
office appliance manufacturers are 
keeping step with this opportu- 
nity and need for improved ma- 
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chines and appliances. In the 
last few years there have been put 
on the market many improve- 
ments and new devices for mak- 
ing work done by machines more 
efficient. 


Comptrollers Receptive to New 
Things 


As mentioned, I believe that 
every comptroller is in a recep- 
tive mood for improved office ma- 
chines, even though the present 
equipment may be performing in 
a perfectly satisfactory manner. 
However, you may rest assured 
that the comptroller must be con- 
vinced beyond all possible doubt 
that this improved machine offers 
definite advantages over his pres- 
ent equipment and that the cost 
of the machine will be more than 
offset by the labor saved. Re- 
member the comptroller must ac- 
complish the same amount of 
work in forty hours that was 
heretofore accomplished in forty- 
four. 

This raises the question in my 
mind—how can an office appli- 
ance salesman convince the comp- 
troller that his machine is a 
worthwhile investment? Rarely a 
week goes by without receiving 
one or two large broadsides show- 
ing an office appliance, pictured 
in beautiful colors, appropriately 
streamlined, and with an involved 
description of number of registers 
on the machine, printing capacity, 
and other features. To the best of 
my knowledge, this material has 
never sold me a machine, or even 
created an interest. Frankly, I 
don’t know the number of reg- 
isters or printing capacity of my 
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present equipment, and I am in- 
terested in only one thing. Name- 
ly, will this machine do a better 
job than the one I have now? 


If I were a salesman, I would 
make an earnest attempt to be- 
come an expert on office pro- 
cedure and paper handling. This 
may sound like a big order. How- 
ever, procedure work is not at all 
complicated and after a few basic 
principles are thoroughly under- 
stood practically all procedures 
can be analyzed over a compara- 
tively short period. With this in 
mind, I would then attempt to 
make myself thoroughly acquaint- 
ed with the procedures in the 
comptroller’s office. Now, to mere- 
ly come in and sit down with the 
comptroller for fifteen or twenty 
minutes and talk about the pro- 
cedure is not enough. The thing 
to do, is actually to sit down with 
the people on the job, handle 
some of the papers, and then you 
will be in a position to make a 
recommendation for the machine 
which will best be adapted to the 
actual work involved. 


Salesman Knows Machine— 
Comptroller Knows Procedures 


It seems that the chief difficulty 
is that the comptroller is pretty 
well acquainted with his own de- 
tail and the salesman is acquaint- 
ed with what his machine will 
do, although there are. great 
exceptions to this. Now if the 
comptroller could learn all the 
things which you know about 
your machines and you could ab- 
sorb all of the procedure which 
the comptroller knows, then we 
would be in a position to install 
accounting machines to the best 
advantage. Of course, this is im- 
possible, and here I would like to 
shift this. responsibility over to 
the shoulders of the office appli- 
ance salesmen. There are so 
many different machines on the 
market that it is an impossibility 
for a comptroller to know all of 
the features and possibilities of 
each machine. Certainly no comp- 
troller can comprehend the appli- 
cation of an office machine by 
merely sitting down and discuss- 
ing the problem or seeing a dem- 
onstration on work which is some- 
what different than his own. A 
machine which can be put on the 
job and shown to produce either 
an improved record or to show a 
decided labor saving will convince 
the comptroller in very short or- 
der that the machine is a worth- 
while investment. 


Of course, I realize that this an 
expensive method of selling. How- 
ever, when you are asking a 
comptroller to invest several thou- 
sand dollars of his company’s 
money into a battery of office 
machines, you can rest assured 
that he cannot afford to make a 
mistake. Likewise I fully recog- 
nize the fact that certain special 
installations are not possible to 
apply on a standard machine and, 
therefore, it will be impossible to 
do this. On most jobs, however, 
this is perfectly possible and it 
takes the comptroller out of the 
guessing class. Remember that 
this needs to be done only on the 
original installation, inasmuch as 
once the machines are installed 
and if they are serviced properly 
by the salesmen, the chances are 
very much in favor of the reten- 
tion of that type of equipment 
and that replacement will be made 
more or less automatically. 


Test in Service Needed 


Now after the comptroller has 
been convinced that your machine 
is the correct one for the job and 
the sale is made, then the sales- 
man bids us a cheery good-by and 
sends over a capable demon- 
strator to install the machine. Of 
course, this young lady is an ex- 
pert at the operation of the 
equipment. However, there is 
much more to a good installation 
than merely operating the ma- 
chine. So much depends upon the 
smoothness of the operation dur- 
ing the first few weeks, that I 
believe that it would be very much 
worthwhile for the salesman to 
spend some time on the installa- 
tion during this period. One of 
the smartest office appliance sales- 
men that I ever knew, I think, did 
a very thorough job on the in- 
stallation. He would actually come 
in and take off his coat and work 
with the operators, and very fre- 
quently he was able to recommend 
changes in paper handling which 
would adapt the work to a better 
advantage for his machine and in 
many cases a considerable saving 
was realized through his sugges- 
tions. What happened? The ma- 
chine received credit for the sav- 
ing and you may rest assured that 
over a period of a few years that 
salesman was perfectly welcome to 
come into our office and study any 
procedure, because we felt that his 
recommendation and his machine 
would result in a substantial im- 
provement to our procedure. 
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Sometimes an office appliance 
salesman is over-enthusiastic 
about the possibilities of his ma- 
chine, and will not admit that 
some other type of machine, which 
he does not sell, is better equipped 
for the job. I can fully under- 
stand this. However, in my expe- 
rience I knew a salesman who 
would admit frankly that his ma- 
chine was not the best for the 
job, and his theory was that he 
did not want to sell a machine 
which would not give the best per- 
formance on that job. You may 
rest assured that this built up con- 
Siderable confidence in my mind, 
and today, if I have a job in which 
I think his machines would apply, 
that salesman gets a call and the 
problem is presented to him for 
his recommendations. 


I think a good appliance sales- 
man is the best friend a comp- 
troller can have. Some of the best 
procedures I have worked out have 
had their start from ideas which I 
have obtained from appliance 
salesmen. After all, the salesman 
has an opportunity to study every 
new idea on his territory, and if he 
has a full knowledge of the vari- 
ous applications in other offices he 
can determine in short order 
whether or not any new idea has 
a practical application to some 
other office. You may be sure of a 
very hearty reception from any 
good comptroller for these ideas. 
I believe that your chief problem 
is to build up confidence in the 
comptroller’s mind and I know it 
can be done in the way I have 
suggested. 


Avoid Wrong Application 


In line with the above, I have 
seen machines installed to do jobs 
which should never have been put 
on the machines. That is, it would 
have been easier to do the work by 
hand than it was on the machine. 
In these cases it frequently hap- 
pens that the original installation 
is made for something which is 
adapted to the particular machine, 
and then everyone, including the 
salesman and the comptroller, gets 
over-enthusiastic about the ma- 
chine’s application and, lo and be- 
hold, we are soon copying the 
original records on the machine, 
and the resulting printed tally 
carries no more needed informa- 
tion than the original record. In 
my opinion the smart salesman 
will try to guard against this, even 
though it might mean the loss of 
the sale of the machine at some 
particular time. 
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Posture Seating Requires Special Selling 





Rich Market Cais 183. Tapped Only by Highly Informed Ln 


HE posture chair probably 

offers a better opportunity for 
specialized selling than any other 
piece of modern office equipment. 
This is largely true because of the 
important contribution of seating 
equipment to the personal effi- 
ciency and health of the individ- 
ual worker. Posture seating fights 
fatigue. It is a tool that increases 
the production of nearly all other 
tools in the office because it strikes 
directly at one of the major causes 
of human fatigue. Correct seat- 
ing, secured through the proper 
application of posture chairs, can 
result in an increased productivity 
of employes performing nearly 
every function required in the 
modern office. 

The industrial seating problem 
is not new. It was being studied 
in Great Britain as early as 1913, 
yet in spite of the fact that in- 
correct seating equipment has long 
been admitted to contribute to un- 
necessary fatigue, even now this 
problem is given less attention 
than any other aspect of human 
endeavor in industry. Compara- 
tively few people fully appreciate 
the far reaching evils of poor pos- 
ture and the enormous possibili- 
ties of correct seating. If the 
principles of correct seated pos- 
ture are understood by the office 
worker and intelligently applied 
by the posture seating representa- 
tive, much real benefit is to be 
obtained from the use of posture 
chairs. 


Posture Chairs Highly Specialized 


Correct seating involves so 
many factors, covers such a com- 
prehensive field in its application 
that it is truly a science. If ad- 
justable posture chairs are to yield 
the full measure of benefits for 
which they are designed, then the 
sale of these chairs must be 
treated as a highly specialized 
subject. The man who sells pos- 
ture chairs must have a working 
knowledge of the causes of correct 
and incorrect posture, the part 
played by correct posture in com- 
batting fatigue, the contributing 
causes to this fatigue, and the 
remedy for at least a portion of it. 
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In addition to his possession of 
this knowledge, he must also be 
able to transmit it to his prospect. 
To gain this knowledge means 
many hours of study and re- 
search. Too many posture chair 
salesmen today fail to appreciate 
the importance of doing a truly 
specialized job when presenting 
the posture story, or what is more 
important, when making the in- 
stallation. 

Many manufacturers of posture 
chairs have their own research 
departments, whose job it is to 
find facts relative to the cause 
and effect of improper posture. 
These manufacturers have pre- 
pared many bulletins and broch- 
ures giving the results of their 
investigations, to show how vari- 
ous unfavorable conditions in 
offices can be improved by the 
installation of proper seating 
equipment to reduce excessive 
operating costs. Much of this in- 
formation is available to the sales- 
men of some posture chair manu- 
facturers. The salesman cannot 
do the right job through the 
mere possession of such facts; he 
must believe these facts, under- 
stand them, and know how to 
apply their principles to the needs 
of his prospect; otherwise, he is 
not accomplishing anything fur- 
ther than just another one-time 
sale of so much merchandise. To 
successfully handle any real office 
specialty, a salesman must be a 
crusader, or if you prefer, an 
evangelist who believes he is per- 
forming a real service to his fellow 
workers. 


Graphic Portrayal of Poor Posture 
Effects 


The effects of poor bodily bal- 
ance, which in the final analysis 
is improper posture, are far reach- 
ing in their scope. Poor posture 


frequently has an effect on the 
functioning of the human body 
that is cumulative in its result, 
building up from day to day, week 
to week, until we have a condition 
of chronic illness which can easily 
be traced to its inception in faulty 
posture. This is graphically illus- 
trated in the accompanying draw- 
ings, one showing the normal posi- 
tion of the digestive and alimen- 
tary organs in the abdominal cav- 
ity, and the other showing the 
same organs displaced as a result 
of a badly stooped posture. It 
doesn’t require a great deal of 
imagination to picture what takes 
place in the digestive tract of the 
human body when a displaced 
condition of the organs in the 
abdominal area is accentuated to 
the point shown in Figure Two. 


It is not enough that a sales- 
man has a surface idea of the 
bodily changes which can occur 
through poor posture, nor is it 
safe for him to merely be told 
that adjustable chairs can help 
prevent these changes. He must 
first of all understand enough of 
human anatomy to know why cor- 
rect seated posture plays the im- 
portant role it does, and further, 
he must be convinced that these 
facts are sound. He must also be 
able to demonstrate these truths 
effectively to the typical office 
worker. Unless the salesman is 
thoroughly educated in the prac- 
tical application of the theory of 
posture seating, he is likely to 
allow his enthusiasm to carry him 
too far, even to the point of mak- 
ing extravagant claims. If, for 
example, the uninitiated salesman 
uses diagrams similar to those 
shown here, he can easily allow 
his enthusiasm to trap him into a 
statement to the effect that his 
posture chair will correct all ills 
caused by conditions of this na- 
ture. Such a statement is abso- 
lutely false and misleading. Only 
through proper education can the 
salesman apply the force of logic 
to the presentation of his story. 
All the material available to the 
posture chair salesman must be 
fully understood and applied to 
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the needs of the case in hand if 
it is to be sanely used. 

In our own organization we 
have one or more men who make 
a serious specialty of the subject 
of posture seating. These men 
are so thoroughly convinced of the 
soundness of their work that they 
have been able to present the 
story of correct seated posture to 
medical men singly and in groups, 
with excellent results. Posture to 
these men is a serious business. 
They accomplish their work by 
developing what correct posture 
will do toward improving the com- 
fort and well being of the worker, 
and through this improvement, in- 
crease profits for management. 
Their merchandise (posture 
chairs) is always secondary. It is 
merely a tool through which work- 
ing conditions can be improved. 

To the man who is thoroughly 
immersed in his specialty — pos- 
ture seating—it is of no impor- 
tance whether the chair he has is 
made of metal, wood, or any other 
material. He cares but little how 
it looks. His chief concern is that 
it has been designed to encourage 
one desirable thing, improved 
health and efficiency through cor- 
rect seated posture, and he sets 
about to show that this improve- 
ment in health and efficiency is 
almost priceless to both individ- 
uals and management. It is only 
through this type of specializa- 
tion that the sale of posture seat- 
ing can be profitable. 

In our own experience, which 
covers nearly thirteen years of 
advocating correct seating, we 
have had ample opportunity to 
test the merits of specialized sell- 
ing in this field. Almost without 
exception the men who have tried 
merchandising posture chairs 
without being enthusiastic over 
the results possible, have failed to 
make a success. We have learned 


that it is suicide for a man to 
even attempt to present the story 
of posture seating until he has 
had at least six weeks of intensive 
training in the subject. We be- 
lieve that any true specialty sales- 
man must learn from the ground 
up. He should first be instructed 
and then thoroughly trained in 
the proper way to accurately ad- 
just posture chairs to the require- 
ments of the individual and the 
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that will get the story across with- 
out offending the prospect. 
Many posture chairs are sold 
through the trial method. They 
have always been introduced 
through the method of trial or 
demonstration. Today, with more 
companies entering the posture 
seating field, adjustable chairs are 
no longer the novelty they were 
several years ago. We feel that a 
successful program for the sale of 











Figure 1. Normal position of organs 
in abdominal cavity. 


work involved, so that he can 
know by looking at the person 
sitting in an adjustable chair 
whether the chair is doing a 
proper job. In learning this he 
naturally must also learn why 
chairs should be properly fitted 
and how to explain the theory of 
adjustable chairs to the un- 
initiated in understandable lan- 
guage easy for the average 
stenographer or clerk to grasp. He 
must cultivate the art of diplo- 
macy, for posture is a subject of 
a very personal nature. Many 
times tact is the only expedient 
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Figure 2. Organs displaced because 
of badly stooped posture. 


posture seating today demands 
intensively trained men; men who 
can carry to the prospect a defi- 
nite, intelligent proposition based 
on fact and sound reasoning. The 
salesman must have his facts well 
assembled if he is to submit his 
proposition on a basis which will 
conclusively show the need for a 
program of posture seating 
through which the prospect can 
realize a fair return on his invest- 
ment. 

We may be able to sell chairs 
with words; we can sell posture 
seating only by specialization. 


The most useful of the twenty-six soldiers of the alphabet is the "E''—useful because 
it does more work than any other. 


The letter '"E"' is an unfortunate letter, however, since it is always out of cash, forever 
in debt, never out of danger and in hell all the time. 


But those who traduce the letter "E" should not forget that it is never in war, always 
in peace, is the beginning of existence, and the end of trouble. Without it there would 
be no meat, no life, no heaven; no wine or women, both so necessary to make song 


enjoyable. 


It is the center of honesty, makes love perfect, is the beginning of eternity, the 
end of time and space, the beginning of every end, and the end of every place. Without 


it there could be no editors, writers, or even wives or children. 


(From "Your Man Friday," Published by Ames Supply Company, Chicago.) 
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Specialty Technique Lifts Volume in Visible 


Wath Wook and Cabin Type Kespond fo Siliscities Cliediiiin 


ECAUSE the rewards are genu- 
inely commensurate with the 
effort expended, visible records are 
given special attention in our gen- 
eral sales program. Further, con- 
vincing sales arguments that can 
be used in selling visible systems 
are multiple. Visible offers a defi- 
nite means of saving time in rec- 
ord keeping. It is the modern way 
of recording information and data 
that assures speed, efficiency and 
accuracy. 

A separate visible records de- 
partment is not necessary. We in- 
clude it as part of our loose leaf 
department. On our staff is an 
expert thoroughly versed in visible 
records applications. He is capa- 
ble of analyzing record keeping 
problems of all kinds and recom- 
mending the proper type of visible 
system. Although much of his 
time is devoted to visible, our ex- 
pert does not restrict his activities. 
He sells our full line of commer- 
cial stationery, but is always on 
call to help out in closing business 
originated by other salesmen. 


It is not wise to try to train 
each full line salesman to be a 
visible records expert. Visible sys- 
tems are too specialized to expect 
a general line man to acquire an 
extensive knowledge, but we insist 
that our men become sufficiently 
acquainted with the basic princi- 
ples so that they will recognize 
opportunities for visible applica- 
tions. This system uncovers a lot 
of prospects whose needs are met 
adequately through suggestions 
from our visible records expert. 


Full Time Visible Man Meets 
Difficulties 


A man devoting himself exclu- 
sively to visible inevitably encoun- 
ters more resistance than the part 
time man who has entreé because 
of the other lines he is selling. 
Being limited to visible records 
hampers development of personal 
relationships with customers and 
prospects. The representative who 
sells other lines as well as visible 
has reason to make calls more fre- 
quently; he makes sales more 
often; he is in a better position to 
forge the bonds of friendship. 
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While we have no specific plan 
for determining just how much 
time each salesman should devote 
to promotion of visible records, 
we do insist upon constant alert- 
ness for leads where either book 
or cabinet systems might be ap- 
plied. In addition to prospects 
found this way, the list is aug- 
mented by direct mail approaches, 
folders enclosed with monthly 
statements to customers, and 
window displays. In our displays 
we show a complete line, from 
pocket sizes to shifting prong 
types of binders. The results have 
fully justified the amount of time 
and space devoted to preparation 
and presentation of the displays. 


Need Analysis Pays 


Special study of a prospect’s 
particular needs not only has ac- 
complished the immediate pur- 
pose of making the individual 
sale, but has often led the way 
to many other sales. For example, 
we designed a special visible form 
for a hotel, which was just as 
applicable for other hotels. Simi- 
larly, we developed forms for use 
by real estate management firms, 
Masonic lodges, and others. When 
the keeping of Social Security rec- 
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ords became mandatory, we made 
some forms that met with wide- 
spread approval. 

Properly handled, visible records 
business is always profitable. 
When special study is required to 
make an efficient installation, we 
have found that most customers 
are perfectly willing to pay for a 
service job. And frequently an 
initial installation leads to fur- 
ther business, either in repeats on 
visible or in general supply lines. 

Like so many other office equip- 
ment lines, visible records are 
largely replacement products. 
Consequently, a primary resist- 
ance factor is price. The prospect 
thinks in terms of high cost be- 
cause the new equipment is to 
perform a function being done by 
equipment that is still “service- 
able.” Our method of meeting this 
argument is to point out that the 
cost is spread in two ways—per 
record and over the years in which 
the system operates with maxi- 
mum efficiency. The small amount 
of cost increase is substantially 
outweighed by the elements of 
time saving and greater accuracy 
introduced by visible records. 


Visible Records Selling Not 
Complicated 


A bugaboo that has prevented 
many a commercial stationery re- 
tailer from cashing in on the 
profit possibilities resident in vis- 
ible records is the erroneous idea 
that it is too complicated. Be- 
lieve me, it is not. Visible systems 
are no harder to sell than loose 
leaf or any other kind of record 
equipment. Some hours of con- 
centrated study are required, it is 
true. But why permit mental lazi- 
ness and a penchant for taking 
the easiest road to prevent the de- 
velopment of a profitable business 
volume? The law of compensation 
has not been repealed. The re- 
wards that come from a business 
are always in line with the 
amount of thoughtful energy put 
into the business. 


The opportunity for visible rec- 
ords business is tremendous. Only 
the surface of the potential mar- 
ket has been scratched. It is my 
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considered opinion that the future 
of visible records is as good as was 
the future of loose leaf twenty- 
five years ago. What the stationer 


does with this opportunity de- 
pends entirely upon himself. He 
can hitch his business to the star 
of visible and ride profitably high, 
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or he can shy away from its seem- 
ing but not actual complications 
and watch others achieve the suc- 
cess that might have been his. 


Sharp Points for Outside Salesmen 


Shun Stapling Wiachines Open the Way fo General whites a 


E find it is much better for 

an outside salesman to have 
some office specialty as an ice 
breaker rather than making cold 
calls and merely asking for an 
order. It is too easy for the buyer 
to say, “There is nothing we need 
today,” rather than take time to 
look over the stock of office sup- 
plies to see if anything is really 
needed. 

One of the specialties that we 
have used most successfully is the 
office stapler. We carry a line of 
staplers that includes four or five 
different sizes, both desk models 
and the plier type. We are ina 
position to allow credit for any 
type of stapler traded-in on one of 
our new machines. This gives our 
salesmen two chances for making 
a sale. If there is already a stapler 
in use in the office we try to show 
our customer the advantages of 
the new model with the idea of 
trading-in the old stapler. If no 
stapler is in use our salesman 
demonstrates our stapler and 
either closes the sale on the spot 
or tries to get permission to leave 
one of our machines on trial for a 
few days. There is no end to the 
possible sales of stapling devices. 
Almost every person in the office 
can use a Stapler, particularly 
since the models we sell are ad- 
justable for both temporary or 
permanent stapling. 

We urge the use of a temporary 
staple instead of pins or clips. 
Nearly all office workers use paper 
clips. It is very annoying and even 
dangerous to stick your fingers or 
scratch vour hands on the point 
of a pin. In filing papers in the 
office fastened together with the 
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ordinary paper clip, other letters 
or valuable papers frequently 
catch under the clip and are mis- 
filed. Important papers may be 
lost entirely this way, while the 
temporary staple does not hang or 
stick the fingers and they are very 
easily removed if necessary. These 
are some of the points we use in 
selling the office stapler. 

But that is not the whole story. 
If a sale is made of a stapler the 
salesman should suggest that a 
new machine be sent from the 
store rather than leave his sample, 
and since one package is being 
sent he should press the sale of 
other office supplies to be sent 
along at the same time. 

If you are not taking advantage 
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of this specialty we suggest you 
investigate the different lines on 
the market and select one that 
will allow credit on trade-in ma- 
chines and if possible a line that 
has models that are varied in 
price. Begin your campaign with 
the higher priced model. The same 
selling plan may be applied in 
selling staplers as in selling any 
item of merchandise. If the higher 
priced machine is not sold the 
salesman can always drop back to 
a lower priced model. However, a 
greater trade-in allowance is made 
on the higher priced stapler. 

If possible, have a representa- 
tive from the factory present the 
advantages of his particular line 
to your salesmen and work with 
them for a few days until they 
gain confidence in the sale of of- 
fice staplers, and if necessary try 
to have the factory representative 
work with your men on his return 
trips. We believe any commercial 
stationery store could use a good 
line of office stapling machines 
very advantageously. 
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Specializing on Specialties 
The Whodhouse Finds a Market in Washington 


HE average stationer and office 
_ peters dealer does not pay 
enough attention to specialties. 
That is the opinion of W. T. Wood- 
house, Jr., Woodhouse Stationery 
Company, Washington, D. C., who 
started some years ago to handle 
any specialty item in the station- 
ery field if he could be sold on the 
preduct. When he is convinced he 
has a field for it, he wades in and 
does an outstanding selling job. 

Mr. Woodhouse’s technique grew 
out of six years’ experience in 
operating his own store. Prior to 
that he had managed stores for 
other people and sold stationery 
and office appliance items. He de- 
cided to branch out for himself, 
without knowing where the next 
month’s rent was coming from. In 
fact, he started in 1933 at the bot- 
tom of the depression with a small 
stock and a hundred dollars in the 
bank. 

Naturally, when manufacturers’ 
representatives came to town with 
something new to offer they would 
try to high spot it and go to the 
big stationers first. If they found 
they could not sell the big fellow 
they began to look around for 
some live little fellow who might 
do. Thus they discovered Mr. 
Woodhouse. And that is exactly 
the type of business he has been 
doing. 


Depends Upon Personal Reaction 


“When the first fellow came in 
to see me,” explained Mr. Wood- 
house, “I didn’t know he had been 
to all the other well established 
Stationers and that they had 
turned him down flat. In fact, I 
never gave a thought to where he 
had been or what the other fel- 
low’s opinion was. I was willing 
to rely on my own judgment. It 
never occurred to me to ask any 
questions except those pertaining 
to the specialty offered. For in- 
stance, the minute I saw the sta- 
pling machine we now handle, I 
saw its sales possibilities, and I 
took on the line. Since that time 
I have done a job in this man’s 
town which has kept the line all 
these years. It was my first spe- 
cialty item. 

“A duplicator salesman walked 
into my store. Same story. Again 
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I was taking something on which 
the other fellow wouldn’t have for 
one reason or another. I fell for 
this line and I went out and did a 
good job on that. 

“It was only later that I dis- 
covered I was at the tail end of 
the receiving line, but by that 
time I didn’t care. I was making 
end runs and touch downs. I was 
tickled with the way sales showed 
up at the end of the year and the 
manufacturer was equally pleased. 
I have not yet taken on a line or 
bought a piece of merchandise 
that I was sold on that I haven’t 
gone out and sold. It’s the age old 
story of commerce. If you’re sold 
on a line you can sell it.” 


Creative Selling 


And out of these seven years 
Mr. Woodhouse has made many 
friends among manufacturers and 
salesmen. He has made good. Out 
of this steady, healthy growth of a 
little business has come another 
offshoot, creative selling to local 
business houses and to the Fed- 
eral government. 

Mr. Woodhouse will take items 
that the manufacturer is produc- 
ing which the government is not 
using at the present time, but 
which they can use to increase 
efficiency and decrease detail now 
going on in the various govern- 
ment departments. He goes in 
and sells them. Other stationers 
may say, “Oh, it’s not on the gov- 
ernment schedule. We can’t han- 
dle it.” Mr. Woodhouse makes a 
place on the schedule for his mer- 
chandise. He never says, “It can’t 
be done,” not if he is sold on the 
product himself. 

Thus he is developing sales fields 
which the average manufacturer 
has not touched. For instance, he 
recently took on the agency for 
Bakelite blinds, on which the 
manufacturer was seeking a mar- 
ket and was naturally interested 
in a government outlet. 

Strict adherence to the truth 
under all circumstances has 


proved a sound policy. One day a 
customer surprised Mr. Wood- 
house with the query, “Where is 
my pencil order?” 

“Well, frankly, I forgot about 
it,” he replied. “I’m sorrier than I 
can say in words. I'll attend to it 
immediately, go over to the office 
and bring them over myself.” 

“Well, you’re honest about it 
anyhow,” smiled the customer. 


Evading the Issue Harmful 


Being evasive, manufacturing 
excuses, fabricating falsehoods 
just does not pay. Mr. Woodhouse 
claims that if talk wasn’t so cheap 
we’d have more millionaires to- 
day. So he tries to make his 
words count. In consequence he 
can always go back to the cus- 
tomer and look him squarely in 
the eye without flinching. 

Another factor that has helped 
him a great deal in selling is the 
policy of laying his cards on the 
table. For instance, he goes into 
a customer’s office with an item 
and spreads his sales talk. The 
customer listens patiently, then 
turns to him with, “You’re high 
on this item. I can buy this 
cheaper from Blank.” 

“That may be quite true. You 
may buy it cheaper anywhere else, 
for that matter, but there is only 
one thing we ask of any customer, 
and you ask the same thing in 
your business. That is, that we 
be allowed to make a legitimate 
profit on the item we sell you. If 
you can’t do that in your own 
business the sale is no good to 
you.” 

“In nine cases out of ten they 
can see what you are up against,” 
explained Mr. Woodhouse, “and 
they will forget price entirely. We 
have accounts right now that 
never ask me a price. They always 
rely on the price charged as al- 
lowing me a legitimate profit on 
merchandise I am selling.” 

On occasion Mr. Woodhouse will 
walk into an office and discover 
that the customer wants some- 
thing not carried in stock. He will 
get out his catalogue, look over the 
item, and quote the price. “But 
we need that stuff tomorrow. We 
need a dozen. We can’t wait for 
a shipment.” 
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“All right, I'll have it in your 
office tomorrow morning.” 

“Oh, can you really do that?” 

“Sure, I’ll wire for an express 
shipment or special parcel post 
delivery.” 

“Oh, but that’s too much trouble. 
I may be able to get them locally 
without your going to that 
trouble.” 

“Nothing is too much trouble 
when you can make a sale,” Mr. 
Woodhouse remarks, and gets the 
order. He delivers the goods the 
next morning too. 

An intriguing story is told by 


Mr. Woodhouse of his present 
business location, which happens 
to be the former home of the late 
President Garfield. Several years 
ago, a very dignified old gentle- 
man came into the store. A Van- 
dyke beard adorned his face. He 
was in his late sixties. He looked 
all around. “What can we do for 
you?” Mr. Woodhouse asked, won- 
dering just what was in the mind 
of the caller. 

“Well, I just came in to look 
over my old boyhood home.” 

The man began to point to 
changes that had been made in 
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the ground floor. “Do you know?” 
he asked, “that this was the home 
of President Garfield?” 

“Yes, some one did tell me that,” 
replied Mr. Woodhouse. 

“Well, Iam the son of President 
Garfield.” 

And he pointed out where the 
living room used to be and the 
living quarters. The visitor’s pres- 
ent home was far from Washing- 
ton and he hadn’t been in the 
capital for many years. He was 
taking one last look at his boy- 
hood home. 


Room Coolers Logical Products for 


Office Appliance Dealers 
Thaining and Cntincle Open the Way fo P. rofitable Usha 


HE past few years, and espe- 

cially this last summer, have 
proved to many dealers handling 
cooling equipment, that without a 
doubt, air conditioning is one of 
the most rapidly growing indus- 
tries. In the space of a few short 
years, it has taken the country by 
storm, until today it has expanded 
into one of the major industries in 
the country. It is an important 
industry because it actually deals 
with the element that keeps us 
alive—air. Our comfort and our 
lives depend on the condition of 
the air we breathe. It is this fac- 
tor that makes air conditioning 
such a romantic subject to talk 
about, and such an interesting, as 
well as profitable service, to sell. 

For many years large air condi- 
tioning installations have been 
sold and installed by large con- 
tracting organizations, or directly 
by the manufacturer of the air 
conditioning equipment. On these 
installations, the installer or seller, 
was required to maintain an engi- 
neering department, as well as an 
installation and service setup. It 
was not until a few years ago that 
air conditioning advanced to the 
point where the products could be 
merchandised by the average, 
wide-awake dealer. 

The tremendous cost of large 
air conditioning plants prohibited 
many office buildings, hotels and 
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hospitals from investing in this 
idea of air conditioning, which 
would increase their business and 
show them a larger profit. In 
order to get around this objection, 
manufacturers were compelled to 
build what are commonly known 
throughout the industry as self- 
contained units. There are two 
types of self-contained units; air- 
cooled and water-cooled. The air- 
cooled, self-contained unit is one 
which is complete in itself and 
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needs only to be backed up against 
a window and connected to the 
outside air to produce cooling. It, 
of course, must be plugged into 
the proper power circuit. The air 
drawn into the unit is used for 
cooling the machinery, which in 
turn, produces the cool, condi- 
tioned air for office or bedroom. 
Water-cooled, self-contained units 
require plumbing connections, and 
it is necessary to provide water 
for cooling the machinery which 
produces the cool atmosphere. 


Air-Cooled Units Simple to Install 


The most popular of these units 
has been the air-cooled type be- 
cause it involves no large installa- 
tion cost, and can be easily sold 
by the average salesman. It can 
also be moved from room to room, 
or from place to place. Many 
office buildings who have found 
that some of their tenants wanted 
air conditioning, were able to offer 
it to those who were willing to 
pay the additional cost for com- 
fort. In this way, they could skip 
those who were not financially 
able, or did not want air condi- 
tioning. This is not practical with 
central station type air condition- 
ing systems. Hotels found that by 
air conditioning some of their 
rooms, they were able to get more 
year-round service out of these 
rooms. Rooms located on area- 
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ways or light shafts, which during 
the summer months are not rent- 
able, can easily be made into cool, 
comfortable rooms that the public 
is willing to pay more money to 
use. 

The problem of _ successfully 
merchandising this type of equip- 
ment has long been one for which 
the industry has tried to find 
a satisfactory answer. Attempts 
were first made to sell room cool- 
ers through regular channels for 
selling large air conditioning in- 
stallations. Most of these concerns 
were plumbing, heating and sheet 
metal comparties who had no mer- 
chandising ability and spent most 
of their time bidding jobs instead 
of selling them. This method 
proved a failure in getting any 
volume for the manufacturer. 

The next step was completely to 
reverse the field, and go to the 
home appliance type of dealer, 
who handles radios, refrigerators, 
and washing machines. These 
companies, though they had first- 
class merchandising ability, were 
inclined to cut prices, and did not 
want to take the little time neces- 
sary properly to figure an air con- 
ditioning installation to get the 
right sized unit on the job. 

During the past two years, the 
industry has suffered from over 
production, partly due to too much 
optimism on the part of the home 
appliance dealer. Manufacturers 
who have been fortunate enough 
to pull away from this selling atti- 
tude, have found that the best all 
around dealer for the purpose of 
selling room coolers is the office 
appliance company. 


O. A. Dealers “Natural” Distributors 
of Air Conditioning Equipment 


These organizations have been 
foremost in the introduction of 
new ideas of comfort and effi- 
ciency into the everyday life of 
the businessman and large corpo- 
rations. The old, inefficient desk 
lamps were quickly replaced when 
office appliance dealers got out 
and sold efficiency and saving, 
with many new types of lamps. 
Stenographers’ desks were greatly 
improved to produce more effi- 
ciency, as well as give greater 
comfort. The old, high-backed 
Swivel chair that the boss used to 
sit in, was replaced with a more 
comfortable, modern, up-to-date 
chair. The selling of office appli- 
ances has always been one of ad- 
vancement. It is an industry that 
has never stood still. They are 
accustomed to talking in terms of 


efficiency, saving, and still selling 
quality merchandise. 

Air conditioning should also be 
classified with efficiency-raising, 
comfort-increasing, and_ profit- 
showing equipment. The entreé 
that the average salesman of office 
appliance equipment has, is far 
greater in the business field than 
the radio or refrigeration sales- 
man, or even the general contrac- 
tors. Office appliance dealers call 
on corporations who are definite 
prospects for air conditioning 
equipment. Much depends upon 
the proper presentation of air 
conditioning equipment by a 
strong retail outlet, and the office 
appliance dealer generally has the 
inside track because of his con- 
stant contacting. Also the reputa- 
tion of the office appliance dealer 
from a financial standpoint, as 
well as stability in his community, 
is a deciding factor for any busi- 
nessman buying air conditioning. 

Many reports have been brought 
out by corporations and individ- 
uals, as to the increased business 
they have experienced by using 
air conditioning, or by increasing 
employee efficiency. Doctors and 
dentists have shown the way to 
the average professional man for 
raising individual profits, as well as 
the efficiency of the doctor. They 
report that the number of ap- 
pointments canceled is consider- 
ably reduced during the hot, sticky 
summer months, when their offices 
are air conditioned. People want 
to be comfortable, and are not 
so prone to put off their regular 
visits to doctors. Many doctors 
have shown that their increase in 
practice will range from fifteen to 
twenty-five per cent during the 
summer months. The past several 
years have proven that there is an 
established market for air condi- 
tioning. 


Sales Training Not Too Difficult 


The training of salesmen to 
handle air conditioning equipment 
of the self-contained unit room 
cooler type, might appear a rather 
difficult one to most people. How- 
ever, the average intelligent sales- 
man can be taught in a short time 
to figure accurately the required 
cooling capacity of offices and 
rooms that have a use for self- 
contained cooling equipment. Most 
manufacturers are willing to fur- 
nish a man for a short time, to 
properly teach and help the sales 
organization of dealers, to figure 
and sell this type of equipment. 

Service is a problem that all 
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dealers must face, but it is not 
really as serious as they have been 
led to believe. Those who already 
have a refrigeration service de- 
partment or a mechanical service 
department of any kind, can use 
it to service self-contained units. 
Those who do not have this serv- 
ice setup, can satisfactorily con- 
tract for service with some good 
local refrigeration service com- 
pany. Almost always, this can be 
done on a yearly basis per ma- 
chine. The cost of the service 
contract should be added into the 
selling prices. Probably this is the 
most satisfactory way fer anyone 
who is breaking into the air con- 
ditioning business, to handle his 
service problems. 


Causes of Air Conditioning 
Popularity 


There are several reasons why 
air conditioning has increased at 
such a rapid pace. First, the pub- 
lic was awakened to its benefits 
by railroad air conditioning, which 
incidentally, was the deciding fac- 
tor in bringing passenger travel 
back to the railroads. The new, 
improved, low pressure refrig- 
erants allowed manufacturers to 
make practical small air condi- 
tioning plants that could be 
plugged into light sockets and still 
have a sufficient capacity to do 
some real good towards cooling. 
The principal reason is the general 
public’s realization of increased 
profits in the retail field, through 
the use of air conditioning. The 
entrance of many great companies 
into the manufacturing of air 
conditioning equipment has con- 
siderably reduced manufacturing 
costs and brought prices down so 
that the average person can afford 
to own this new and necessary 
comfort. 

Not long ago, the editor of a 
leading merchandising magazine 
stated that unit room _ coolers 
faced their greatest potential vol- 
ume during the coming year. 
Electric refrigeration dealers say 
that sales should, in years to 
come, far exceed that of refrig- 
erators, because every home and 
office is a potential customer for 
one or more of these unit room 
coolers. Many progressive dealers 
who have not taken on an air con- 
ditioning line before, because of 
the unsettled state of the market, 
have now expressed considerable 
interest in handling small self 
contained units. 


There will be many types of air 
conditioning units offered to the 
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buying public for 1940. Generally, 
they will all contain the true fac- 
tors of air conditioning. In order 
to contain these factors, the unit 
must satisfactorily filter and 
cleanse the air, properly cool and 
dehumidify it, and circulate it; at 
the same time, mixing it with 
fresh air brought into the ma- 


chine. Any unit that does not per- 
form all these functions, cannot 
be truly an air conditioner. Should 
these units be sold under the 
name of air conditioning, the 
dealer who sells them is more 
likely to suffer than the manufac- 
turer, who puts them out. Your 
selection of the proper type unit, 
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means much to your reputation 
and prestige in your own locality. 
When handled as a business, with 
the proper sales effort behind it, 
and following the simple instruc- 
tions that the manufacturer 
issues, air conditioning should, 
within a short time, develop into 
one of your most profitable lines. 


Specializing in Portable Typewriters 


Suggestions ) the Experience of a Successful Wicvthnsultee 


NOTE.\The techniques applied 
by Miss Vowell in the operation 
of her office machines business 
are just as applicable to commer- 
cial stationery establishments sell- 
ing portable typewriters. In what- 
ever division of the field they may 
be, readers will find the accom- 
panying article revealing and in- 
structive. 


VERYONE who can read and 

write is a prospect for a port- 
able typewriter. I sincerely be- 
lieve every home should have one. 
Which means that the market is 
practically unlimited. 

The customers and friends I 
have sold are my best “prospect 
finders.” I keep this uppermost 
in my mind in every demonstra- 
tion I make. It gives me a sense 
of assurance that no demonstra- 
tion is ever wasted. I have an 
ear for all typewriter conversation 
and I have yet to find anyone 
who does not have something to 
say about typing or typewriters. 

Whenever possible I make an 
effort to find out what an indi- 
vidual thinks of a typewriter, why 
he may or may not want to own 
one, what he would do with it, 
what he expects of it and what 
his problems with one have been. 
Then I endeavor to show him the 
answer to his problems and dem- 


A CHRISTMAS WINDOW THAT 
BUILT PORTABLE SALES FOR THE 
CENTRAL TYPEWRITER EXCHANGE. 
—Two machines with the covers lifted 
were mounted on and backed by others 
still enveloped in brown wrapping paper 
attracted continuous and profitcble at- 
tention during December. 
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onstrate that there is a typewriter 
that will do much more than he 
expects. After creating a desire 
for one particular typewriter, I 
reveal the ease with which the 
prospect can possess it. 

One of my established practices 
is to rent brand new deluxe port- 
able typewriters because they are 
the hardest machines for a pros- 
pect to give up. 


Importance of the Demonstration 


Demonstration is the most po- 
tent method by which to sell type- 
writers. In order to do it effec- 
tively, a salesman must know his 
product, appreciate every detail of 
it, be sold on it himself and know 
that it will do everything he says 
it will do. A demonstration with- 
out enthusiasm lacks the vital 
spark that produces sales. I am 
completely sold on basic demon- 
onstrations covering every detail. 
Hence, I see to it that our sales- 
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men have a thorough knowledge 
of all the good points a manufac- 
turer has to offer about his prod- 
uct. 

In the conduct of our business, 
we set aside a certain per cent of 
every dollar taken in on sales for 
advertising. Newspaper advertis- 
ing on low price specials un- 
doubtedly brings prospects into 
the store. An attractive window 
changed regularly and featuring 
low price specials with the price 
plainly indicated on the _ type- 
writers unquestionably attracts 
passersby. Supplementing the 
window, a well arranged store 
with a lot of merchandise pleas- 
ingly displayed has an aspect of 
invitation. Once a prospect is in 
the store, nothing pleases him 
more than to be sold up to some- 
thing that he will later be proud 
to own. This, together with all 
the mailing pieces, displays, pro- 
motions and advertising tie-ins 
the manufacturers provide dealers 
comprises our advertising pro- 
gram. 

Windows with the _ strongest 
pulling power have been those lit- 
erally filled with typewriters, fea- 


turing one special. Motion dis- 
plays have always been effective. 
The better ones have tied-in with 
some current event or season. Fre- 
quent change assures better re- 
sponse. And a special in every 
display is a basic necessity. Often 
I have had a customer come in 
and ask for a special featured 
several weeks previous to his call. 

How to maintain a stock ade- 
quate to meet demands without 
tying up too much working cap- 
ital is always a problem. I con- 
sider a percentage of this cost, 
enough to cover machines on trial 
and display, an advertising ex- 
pense. 

By using new portables for ren- 
tal I derive an income from a 
portion of my stock and always 
have a flow of used portables for 
low price sales. I keep my cap- 
ital in working stock rather than 
accounts receivable by discounting 
all my new portable sales to the 
manufacturer. 

I find that an increase in port- 
able sales helps the repair shop 
in that fewer mechanics are need- 
ed and consequently better ones 





OFFICE APPLIANCES 


can be hired. All portables are 
brought into the store for repairs 
so that a mechanic’s time is not 
wasted in going from one call to 
another. 

The wide range of keyboards 
and special attachments the man- 
ufacturers offer on new portables 
makes it possible to sell and de- 
liver a machine adapted for any 
professional use with little or no 
additional cost. 

The more portable typewriters 
I sell the more I am convinced 
that a complete portable is the 
typewriter for every home. And 
the reception of each demonstra- 
tion I give points to the ever 
increasing market for portable 
typewriters. 

Because typewriter purchasers 
are so appreciative of service ren- 
dered, I find genuine joy in my 
business. I know of no other sales 
field where customers are so grate- 
ful and so willing to express their 
gratitude. It makes the work 
worth while, worth spending long 
hours on the job, worth taking the 
trouble to equip or adapt a ma- 
chine to fit the exact needs of 
the user. 


Survey-Compiled Prospect List 
Moves Specialties 


P. MOO: a ‘i a Who dies Fialvedt P. rospects 


SK the salesmanager or mer- 
chandise manager of any 
large metropolitan stationery firm 
what represents the most impor- 
tant single factor in his busi- 
ness—and he can usually answer 
you in one word—“Prospects.” 
Most of the firm’s buying and sell- 
ing are tied up in the same word, 
for no stationery house can con- 
tinue to prosper without sending 
its salesmen continually in search 
of new markets; striving at all 
times to discover what the market 
wants, and when they want it. 
Recently OFFICE APPLIANCES dis- 
cussed a system for getting the 
maximum repeat business from 
established accounts. Much the 
same idea applies to prospects— 
—but from a far different stand- 
point. This article outlines the 


unique plan utilized by one of the 
largest stationery companies in 
Kansas City, Mo.; a plan that has 


By R. A. LATIMER 
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evenly doubled volume in some 
lines, and has had a generally 
beneficial effect on every item 
handled. 

This firm allots a generous slice 
of its overhead for one purpose— 
that of bringing in new names 
and data each month for poten- 
tial future business. “The only 
practical method of compiling a 
worthwhile prospect list,” said the 
salesmanager, “is to dig it up 
yourself. Territorial data of real 
value is hard to get, and what 
there is can be used by your com- 
petitors. Old standbys, such as 
mailing lists, building directories, 
and city records are not much 
help because of the lack of real 


leads. One can get names and 
addresses from telephone directo- 
ries, promotion bureaus, and other 
sources, but these do not indicate 
whether the business is a prospect 
for any specific stationery sup- 
plies. 


Getting Prospects by Survey 


“My firm has devised a survey 
system which has as a key point, 
a prospect card with provision for 
exactly the down-to-the-minute 
information we need when plan- 
ning sales campaigns. After we 
designed the card, we went 
through our salesmen’s records, 
until we found one veteran who 
had the qualifications we felt nec- 
essary, ability to get data from his 
prospects, and to judge whether 
or not the possibility of securing 
future business exists there. We 
then took this man off his selling 
job, and turned him into a solici- 
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tor of information. He is sent to 
every location in our territory, and 
he is the judge as to whether 
any prospect represents a potent 
enough field for solicitation later. 
At each business, he talks not only 
to the office manager, president, 
but to clerks, employes and every- 
one connected, until a lead for our 
merchandise appears. His own 
ability, plus specialized ‘Dale Car- 
negie’ training, enables him to size 
up situations quite accurately. 
And we base our entire selling 
campaign on his results. 

“Getting information verbally, 
however, is on the primary step. 
The most vital information is use- 
less unless put to work. So we use 
a rotating prospect-card file sys- 
tem as a base for direct mail and 
visitation programs, which has 
opened up unbelievably good prof- 
its for us. 

“The prospect card is a printed 
form used as a visible file, and 
contains a wealth of facts con- 
cerning each prospect, from busi- 
ness management, delivery and 
office routine, to personal habits 
of the owner. A square insert on 
the card shows his rating ‘B’ if a 
good prospect; ‘A’ for a prospect 
ready for immediate solicitation, 
and a simple ‘C’ for an unknown 
quantity. Thus, with the card 
properly indexed, we have a rich 
mine of information about the 
man, and can quite accurately 
forecast the possibility of selling 


to his organization. For example, 
we list a manufacturer of paper 
products, owning his own business, 
with a good-sized office, and rated 
‘A.’ In four classifications are 
these bits of helpful information: 

“1. Mailing list constantly grow- 
ing—needs more efficient du- 
plicator and addressing ma- 
chines. 

“2. Filing system inadequate to 
cope with business. Will 
soon need No. 334. (Multiple 
file.) 

“3. Planning change in station- 
ery line within three months. 

“4. Will run out of present ma- 
terials around June this year 
—interested in improving 
office routine. 


Other Points Noted 


“The card also lists personal 
facts, credit-rating, and the man’s 
outside interests. In going over 
this information, we see that we 
have a good prospect for our 
whole line of improved office equip- 
ment, and will either have a sales- 
man call on him, or send out di- 
rect mail. Business from such an 
account as this can easily amount 
to $300 per year. Of course, not 
all are so open as this example, 
but we uncover a surprising num- 
ber of similar fields. 

“When we do write, telephone, 
or send a man, we know our pros- 
pect’s possibilities from the start. 
And we talk nothing but actual 
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selling. This wastes neither his 
time nor ours, and the elimination 
of conversational preliminaries 
amounts to a considerable saving 
when 1,000 cards are handled in a 
year’s time. 

“Of course, we are not trying to 
compile a prospect list which in- 
cludes every possibility in our two- 
state territory. That would re- 
quire years on end, and isn’t the 
point we are trying to reach. This 
system simply keeps us supplied 
wiith information about as many 
prospects as we can reasonably 
contact. All our salesmen turn in 
cards, in addition to the solicitor, 
and consequently, the list is self- 
pyramiding in the extreme.” 


By religious adherence to this 
system, the stationery house has 
listed a total of 3,200 prospects in 
its territory; it has a knowledge of 
these, and exact control over pro- 
motions which will be valuable for 
years to come. About thirty per 
cent of the list brings results for 
the first year, the remaining per- 
centage scattered out for two 
years following, with only about 
fifteen per cent useless. Conse- 
quently, the firm has built up a 
solid business in individual small 
accounts, which when _ totaled 
show profits equal to those of 
larger markets. It’s a simple, but 
feasible system which can be 
worked into any stationery busi- 
ness which will allow a year or 
more for laying the groundwork. 


Stencil Duplicators Rank High as Specialties 
Understanding of Whachine pe |) = Viewpoint  . 


HE market opportunities for 

stencil duplicators are higher 
than ever today, as the public has 
been made duplicator-minded 
through the efforts of manufac- 
turers and their representatives. 
Retail distributors have partic- 
ipated in the advance, which to- 
day has reached the point where 
practically every school, church, 
manufacturer, wholesaler, retail 
association, government (federal, 
State, county, city), bank and 
public utility is a user, or at least 
a potential user. 

Because stencil duplicators are 
specialties in the highest degree, 
a thorough knowledge of the en- 
tire process and equipment is es- 
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sential. Specific information from 
the user’s viewpoint as to the 
various problems to be solved by 
the use of stencil duplication— 
acquired by analyzing the cus- 
tomer’s problems, even to the 
common use—gives the duplicator 
salesman a better idea as to the 
right department or individual to 
contact in the offices of prospects. 
It also enables him to make logical 


and convincing presentations 
through more definite and com- 
plete knowledge of customer’s 
daily problems and how the prod- 
uct of the duplicator (copies) is 
being or may be used in their 
solution. The profit possibilities 
inherent in the research process 
substantially outweigh the cost in 
mental energy expended in neces- 
sary concentrated effort. 


Place of Duplicators in Sales 
Program 


Duplicators should be given the 
same amount of time and thought 
in the office equipment dealer’s 
sales program as furniture, sta- 
tionery and printing. Incidentally, 
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many dealers would do well to 
study the A. B. Dick Company’s 
sales methods, control of accounts, 
allocation of time, canvass effort, 
etc., and then apply some of these 
methods to their own sales ac- 
tivities in other lines as well as 
duplicators, as it will give them a 
sales control and allocation of 
effort that really produces results. 

The well informed, thoroughly 
trained salesman is in a position 
to render personal assistance and 
make helpful recommendation to 
the average customer. It is this 
special service approach that en- 
ables the salesman to build a 
sound business volume, establish- 
ing accounts rather than making 
individual sales. 

Prospects for duplicators are 
found in many ways, but princi- 
pally through canvass-controlled 
effort, or known potentials from 
present users’ file. Other sources 
are lists of nonequipped schools, 
churches, new businesses, the 


classified telephone directory, Dun 
& Bradstreet, etc. 


To be effective, sales approaches 
must be varied to meet individual 
circumstances. Yet, if a general- 
ization is permitted, it may be 
said that the normal prospect 
usually has some particular prob- 
lem that could be handled with a 
duplicator at a saving. Where that 
is true, the salesman is in posses- 
sion of an entering wedge by 
which he may gain entree and 
start building a sale. 


Sell What Duplicators Do 


Because it seems so obvious to 
them, salesmen sometimes fail to 
emphasize that stencil duplicators 
provide a simple and inexpensive 
method of speedily and accurately 
reproducing anything typed, writ- 
ten or drawn—in black or in col- 
ors. It is upon these primary 
characteristics that most duplica- 
tor sales are made. The whole 
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process involves only the follow- 
ing steps: 

1. Layout of material on paper 
just as it is to be reproduced. 

2. Typewriting of stencil as if it 
were a letter. 

3. Writing or drawing with a 
stylus on the stencil as with a 
pencil on paper. 

4. Fastening of stencil over 
cylinder of machine. 

5. Inking of machine. 


6. Production of as many exact 
copies as desired. 

Only by possessing extensive 
knowledge of the machine and its 
applications can the salesman of 
duplicating equipment make his 
presentation so simple that the 
appeal of rapid understanding on 
the part of the prospect will be- 
come operative. Understanding is 
a good foundation upon which to 
establish permanent customer- 
relations. It can be done with 
stencil duplicators. 


Selling Posture Chairs as Specialties 
Competition Cam Isc Met P. rofitably by Tull ne ha 


UR sales of posture chairs, 

during the past five years, 
have doubled and sometimes 
tripled the sales of each preceding 
year. Our 1939 sales of posture 
chairs are at a peak. In view of 
this experience two questions are 
central: First, what procedures 
have made our sales of posture 
chairs climb so rapidly? Secondly, 
can the same rate of increase of 
sales of posture chairs be profit- 
ably continued? 

Manufacturers of posture chairs 
have differentiated them from 
other office chairs both by pat- 
ented features and by national 
advertising. The main feature of 
difference is that posture chairs 
are especially designed to induce 
correct sedentary posture and 
therefore increase the efficiency of 
stenographers and other personnel 
who use them. They tend to 


eliminate the “general tiredness” 


and “rest periods” that are char- 
acteristic of most offices. 


Nevertheless, our experience in 
selling posture chairs shows that 
we must meet two kinds of com- 
petition. On one hand these chairs 
are competing with other types of 
office chairs, which some execu- 
tives feel are “good enough” be- 
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cause “we have always used them.” 
On the other hand there are ten 
dealers—eight in the Birmingham 
district and two other dealers in 
our trade area—selling posture 
chairs. Our market, clearly, is 
highly competitive, in spite of the 
fact that the posture chair is a 
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differentiated product and nation- 
ally advertised as such. 


Full Line Salesmen Do Posture 
Chair Selling 


Our selling procedures have 
been formulated to cope with this 
situation. We keep salesmen work- 
ing in our territory, but they are 
our regular salesmen for our whole 
inventory list of office equipment 
and supplies. To supplement our 
regular sales force we have one 
person whose primary duty is to 
demonstrate posture chairs. 

In selling a specialty such as 
posture chairs, we have found that 
selling costs may increase gross 
sales without increasing net reve- 
nue. To avoid this, we pay all our 
salesmen the same flat commis- 
sion on all articles sold, whether 
office equipment or office supplies 
in general. Of course, the sale of 
posture chairs means easily in- 
creased total commission for our 
salesmen. Due to their specialty 
features, posture chairs are at- 
tractive from our salesmen’s view- 
point in approaching executives. 

Briefly, to sell posture chairs we 
use only personal selling and pay 
our salesmen a flat rate of com- 
mission. Other methods of selling 
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have never repaid us for the addi- 
tional cost. But our salesmen do 
not use high pressure methods. 
Their technique is different. When 
they visit an office, which they do 
regularly, whether they sell any- 
thing or not, they come to know 
not only executives but as many as 
possible of the office personnel. 
This lays the foundation for sub- 
sequent sales. The approval of the 
office force itself has a tacit and 
frequently effective pressure on 
the executive to re-equip his office 
with posture chairs. Furthermore, 
our salesmen first attempt to equip 
the leading offices in each general 
group of businesses in our terri- 
tory. This forms another basis for 
selling, because Americans still try 
“to keep up with the Joneses.” In 
other words, our salesmen build on 
the foundations of posture chairs 
as a means of increasing the effi- 
ciency of the office personnel, on 
the approval of the office person- 
nel itself, and on the satisfactory 
results other executives have found 
in using these chairs. 

The approach of our salesmen is 
diplomatic and in keeping with 
their ability as salesmen. We try 
to select “born salesmen” and 
train them carefully. Our expe- 
rience is that much money and 
effort can be wasted on persons 


who desire to sell but have no 
innate ability to sell. 

Of course it would be possible to 
increase sales greatly by offering 
potential buyers attractive “trade- 
in” propositions. We do not do 
this. There is no point in selling 
without net profit. Our experience 
indicates that our “trade-ins” are 
lower in posture chairs than on 
other lines of office equipment, 
because our salesmen can, and in 
the very nature of the case, must 
convince executives that the chairs 
being supplemented are obsolete 
and that there is a rapidly declin- 
ing market for them, as posture 
chair sales are rapidly increasing. 
This strategy is usually effective, 
depending, of course, upon how 
well the salesman has laid his 
sales foundations. 

Can we continue to increase our 
Sales of posture chairs? Our com- 
petitors have an equal chance in 
our market. But at present only 
about ten per cent of the execu- 
tives in our market have bought 
posture chairs—that is, from all 
sellers of posture chairs. There 
are two reasons for believing sales 
will increase. First, increased use 
of posture chairs will give a mo- 
mentum for wider and wider use. 
This has been proved many times 
in the past, by articles at first used 
as a “fad” and eventually becom- 
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ing a necessity. At this point, 
however, the manufacturers of 
posture chairs can greatly help. 
By persistent national education 
on the use of posture chairs they 
can prepare the way for increas- 
ing the volume of personal selling 
by local dealers. In the second 
place, with general business recov- 
ery and expansion from the past 
prolonged depression, executives 
will not only desire more attrac- 
tive equipment for their office per- 
sonnel, but if they increase it, 
they must buy new equipment. 
This should form an entering 
wedge for posture chairs. 

Our experience shows in our 
relatively long business career that 
we can profitably sell a specialty 
if it is not merely a fad, and if it 
has been differentiated from some 
article already in wide use. How- 
ever, to sell anything we do three 
things: First, we analyze our mar- 
ket for the article; second, we 
watch our selling costs; and third, 
we use personal selling methods 
based upon cordial human rela- 
tionships and not upon high pow- 
ered sales approaches. We have 
adopted these policies because our 
experience indicates they have 
yielded us a more continuous and 
steady profit than other methods 
of a more spectacular nature. 


Specialties Offer Controlled Distribution 
Dike we of Advantages in Pushing Protected Wis 


PECIALTIES have become an 
S important factor in our mer- 
chandising program—particularly 
those over which we have control 
in our territory. Our specialty 
lines cover quite a number of 
items, including duplicating ma- 
chines, inter-communication sys- 
tems, and protected staplers. 

With the exception of duplicat- 
ing machines and inter-communi- 
cation systems, the selling is done 
by our regular salesmen—and 
with rather large success. We have 
found, however, that the results 
achieved by the individual sales- 
man depend upon the amount of 
effort exerted. 

As every dealer knows, protec- 
tion in the trading area is an ef- 
fective inducement to push the 
line. By building up a merchan- 
dising program and specializing 
upon it, the dealer and his sales- 
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men are compensated for their 
efforts through the repeat orders, 
the accumulative advertising of 
satisfied customers and various 
promotional methods employed. 
Specialties on the controlled basis 
offer unusual sales opportunities. 


Duplicator Department 


For office utilities requiring as 
definitely specialized selling treat- 
ment as duplicating machines and 
inter-communication equipment, 
we have opened separate depart- 
ments. 

A trained man is in charge of 
our duplicator department. Con- 
sidering the short length of time 
we have specialized on this item, 
we have built a nice business in 
duplicating machines. Compli- 
menting the machines, we have 
realized it was necessary to add to 
our department any directly re- 
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lated line—such as duplicator pa- 
per. In our opinion, the depart- 
ment cannot operate as a separate 
business without having the full 
line. Therefore, while it is cus- 
tomary for a stationery store to 
handle duplicator paper, we be- 
lieve that the increased business 
created by the duplicator depart- 
ment justifies complete codpera- 
tion with the department. 


An outgrowth of this depart- 
ment, which we anticipate becom- 
ing effective January 1, 1940, will 
be our entrance into the letter 
shop business. We feel that we 
have the complete setup in our 
organization, and the small addi- 
tional license necessary to make 
this effort for additional business 
should prove profitable. It seems 
to us that the sales of the dupli- 
cator department will be assisted 
by having a letter shop in con- 
junction with it, and that the op- 
eration of the machines in our 
store will call attention to the 
duplicator department, as well as 
bring in prospects. 

We have the exclusive franchise 
on the machines and _ supplies 
which we carry for this depart- 
ment. 

Our specialization on inter-com- 


munication systems is a more 
recent activity than that upon 
duplicators. Nevertheless, we have 
made several sizeable installations, 
with prospects of more to come. 
This item is one on which a dealer 
with very small capital can spe- 
cialize. 

Although we have established 
this department to specialize on 
inter-communication equipment, 
we do not have protection on the 
line we handle. The manufacturer 
feels the sales territories should be 
left open, to get the widest pos- 
sible distribution. On the other 
hand, there is the dealer’s view- 
point. Not long ago, the writer 
spent an entire day in friendly ar- 
gument at the office of a leading 
manufacturer of inter-communi- 
cation systems, presenting the 
dealer’s views on the necessity of 
protection in his trading area—as 
well as the worth of the job that 
can be done by the dealer who be- 
comes actively interested in push- 
ing the item. In our case, we have 
one man who does nothing but 
solicit orders for the installation 
of inter-communication systems. 

We believe that there is a grow- 
ing market for this type of equip- 
ment in most all lines of business, 
and at the same time realize that 
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this market must be cultivated. 
The commercial stationer and of- 
fice equipment dealer is the logical 
distributor for this aid to business 
efficiency, but to obtain best re- 
sults requires specialization. 


The stationer should profit by 
what happened in the introduc- 
tion of stapling machines. These 
devices were first introduced by 
specialty salesmen, not allied with 
the stationer. After staplers be- 
came a commodity instead of a 
specialty, the stationer entered the 
picture. We stationers should not 
allow this delayed action to occur 
in the development of the field for 
inter-communication systems. We 
should have our own specialty 
salesmen concentrating on this 
equipment. Many an installation 
starts with a simple master and 
substation, later expanding into a 
very profitable installation by the 
addition of a selector switch and 
additional substations. 


Not only have we found it prof- 
itable to give specialty selling 
treatment to certain items, but we 
believe that the franchises on ex- 
clusive distribution for our terri- 
tory which we hold for some spe- 
cialties have proven mutually 
beneficial to the manufacturers. 


Survey Method—Specialized Sales Approach 
Costliniltee, Suiiice Selling Cid Confidence of Cadlinwe 


HE very nature of our business 

demands a definite type of con- 
structive, service selling. Office 
machines, filing cabinets, safes, 
binders, indexes and forms are of 
themselves of no value. A seventy- 
five dollar desk is worth seventy- 
five dollars only when its possibili- 
ties are visualized to the buyer 
and the desk so equipped that it 
becomes not merely a place for a 
man to sit before but a complete 
work bench, housing the records 
and data to which he has frequent 
reference, with a well planned and 
orderly arrangement of the office 
tools with which he works. 


“Musts” for Salesmen 


Let’s first consider the salesman 
himself. I have attended many 
meetings, listened to many elo- 
quent speakers, and I have read 
innumerable articles on the sub- 
ject of what’s the matter with the 
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office equipment industry. The 
speakers and the articles have 
dealt very thoroughly and at great 
length with the faults and the 
shortcomings of their competitors, 
of the manufacturers and of the 
manufacturers’ salesmen. I have 
often wondered whether any of 
these orators and authors ever 
took the trouble to turn the 
searchlight the other way round 
and inquire, “What is the matter 
with me?” It’s a lot more fun and 
far less embarrassing to turn the 
spotlight on the other fellow’s sins 
of omission and commission than 
it is to check up on our own. To 
make a success of what I define 
as constructive service selling, the 
salesman himself must have a 
proper mental approach to the 
subject and he must have these 
simple qualifications: First, an 
honest and sincere desire to serve; 
a desire which rises above his own 
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selfish interest in the transaction; 
second, a firm faith in himself and 
in his ability to accomplish a solu- 
tion of the problems presented; 
third, a thorough and _ expert 
knowledge of all the uses and 
functions of the whole galaxy of 
office equipment and business sys- 
tems. 

Starting with these qualifica- 
tions of sincerity, faith and knowl- 
edge, then the stationer’s sales- 
man must begin a study of the 
customer’s requirements, in order 
to present his solution. In this 
connection let me say that I be- 
lieve the word stationer is an ab- 
solute misnomer. In the first place, 
no store in our line of business 
that is stationary is going to re- 
main in business very long. In the 
second place, the word does not 
convey in any sense the high- 
grade, technical service which we 
are prepared to render today. The 
encyclopedia says under “station- 
ery”: “The principal articles and 
operations of the stationery trade 
are dealt with under such head- 
ings as book-binding, copying ma- 
chines, ink, lithography, paper and 
pencils.” No mention whatever is 
made of accounting systems, bill- 
ing systems, sales control, stock 
control, ledger systems, vertical 
filing systems and equipment, dic- 
tating machines and the many 
other technical and _ intricate 
things which we sell and on which 
we are prepared to give service. 
Office equipment engineer is a 
much more fitting phrase because 
it really means something. And 
why not engineer? There are 
many brilliant men in this indus- 
try of ours, and one thing I feel 
which is lacking among many of 
the salesmen in this business is a 
good, healthy conceit in their own 
ability and in the scope and dig- 
nity of the industry which they 
represent. 

This method of selling through 
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study and survey is, of course, 
nothing new. The trouble with 
most of us is that we do not use 
this weapon at all or we do not use 
it enough and accordingly, by tacit 
consent, we leave the field to the 
direct selling organizations. 

I traveled the states of Vermont 
and New Hampshire, with parts of 
New York and Massachusetts, for 
a number of years for the Baker- 
Vawter Company. I repeatedly 
went into towns and took away 
orders for ledger systems, for filing 
systems and for office supplies 
which could just as well have been 
secured by the local stationer. 
There were just two reasons why 
he didn’t get the business. The 
first was that I was on the job, out 
after the order, while he wasn’t; 
and the second, that I probably 
knew more about the application 
of these tools to the customers’ 
needs than he did. 


Competing With the Efficiency 
Engineer 

Another rare bird whom we 
sometimes collide with is the effi- 
ciency engineer. Some of them are 
very high type men, who know 
their business thoroughly and who 
accomplish great good for their 
clients. There are a lot more, how- 
ever, who get by on the strength 
of the title on their business cards 
and stationery, rather than the 
knowledge which they possess. 
Their ideas and systems do not 
have to stand the acid test to 
which ours are subjected. These 
experts are paid so much per day 
and when the job is done they are 
compensated for their services. We 
make no charge for the services 
which we render, but obtain our 
pay from the profit on the mer- 
chandise which we sell. Obviously, 
if our ideas and systems are defi- 
cient, we have lost all around, be- 
cause we get no further re-orders 
and we have lost a customer. I 


39 


believe in many instances that the 
average office equipment salesman 
will devise a more practical, 
common-sense solution to a given 
problem than many of these so- 
called experts. 

In making an office survey I be- 
lieve that all of the brains, energy 
and resources of the salesman 
should be concentrated on the cus- 
tomer’s problems, to find the best 
solution for them, in an absolutely 
disinterested manner in so far as 
the size of the order is concerned 
or the amount of profit involved. 

We always make a detailed floor 
plan, and on that floor plan we 
spot all of the new equipment 
which we propose to furnish. With 
this we submit a bound proposal 
illustrating and describing in de- 
tail the various pieces of equip- 
ment, as well as the new systems 
which we suggest and an outline 
of what we expect them to accom- 
plish compared with the old. 

In making the study, we contact 
each executive, find out exactly 
what department he has jurisdic- 
tion over, the type of work he does 
and the equipment best suited to 
his needs. We then contact every 
clerk and go through the same 
process, ascertaining the kind of 
work he does, the class of papers 
he handles and the systems then 
in use. 

I believe what we need in the 
stationery industry is a more criti- 
cal attitude toward ourselves and 
our own business, a broader toler- 
ance and understanding of our 
competitor, and a deeper, more 
comprehensive knowledge of the 
applications of the things we have 
to sell, and their tremendous pos- 
Sibilities for increasing the effi- 
ciency of the executive, lightening 
the burden of the office worker; 
for creating new and profitable 
business and for giving us a well 
earned prestige as expert work- 
men in our chosen field. 
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PLANNED STIMULATION OF STAFF 
Used Carefully, Sls Conkeils and a Lift eel Usieue 


N office appliance dealer who 

gives a great deal of atten- 
tion to helping his salesmen close 
sales, who works freely and effec- 
tively with them on any prospect 
for an appliance or supplies, says 
the utmost in business cannot be 
obtained unless something is done, 
at rather frequent intervals, to in- 
crease their enthusiasm. Making 
sales every day is work and in 
spite of everything becomes a 
routine. 

Years ago he began experiment- 
ing with contests. They worked so 
well he has continued them. For 
a number of years these contests 
were conducted according to a 
fixed schedule. There would be a 
contest on carbon paper, for ex- 
ample, at a given time each year. 
There might be one on ink at an- 
other time, on other supplies at 
other times. At least every three 
months there would be a contest. 
The time came, however, when 
there was a marked falling off of 
sales of the contest item a few 
weeks before the start of the con- 
test and also a few weeks after it 
ended. 

To correct this, a change was 
made to announcing each contest 
on the Saturday before the Mon- 
day it was to start. Also, instead 
of always selecting the same 
things for the contest the sales 
records were watched. If there 
should be a falling off in sales of 
some item and the reason for this 
appeared to be that the salesmen 
were neglecting it, a contest would 
be conducted. Should there be 
some particular item which for 
any reason the dealer wanted to 
sell in larger volume, a contest 
served well to increase the volume. 


Prizes Commensurate With Sales 
Increase 


Cash prizes were awarded to the 
winners. These were substantial 
prizes but no more than the in- 
crease in sales resulting from the 
contest warranted. Sometimes the 
salesmen might be divided into 
two groups, with a captain at the 
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head of each team. The dividing 
was done in the office on the basis 
of the records of the salesmen. 
That is, the past records of the 
men on the two teams when to- 
talled gave the same past sales 
volume for each team. However, 
if either captain had any objec- 
tions, the dealer went over the 
records with him. For example, 
the captain might think he would 
have a better team if he did not 
have a given man on it but some 
other man from the other team. 
The dealer went over the record of 
these two men with the captain. 
Usually it worked out that if the 
captain did make the trade he 
would be handicapping himself. 

As a matter of fact, the teams 
were made up in the office because 
they could be made up from the 
actual records. When each captain 
chose his own men one of them 
was almost certain to have a bet- 
ter team than the other. When 
the office made up the teams they 
were not only equal but the fact 
they were could be demonstrated 
to the captains. Where teams were 
made up in this manner, the prizes 
might not amount to so much but 
the losing team would have to buy 
a dinner for itself and the win- 
ning team. This seemed to result 
in a more intense competitive 
spirit than when there were no 
teams and each man was working 
for a prize. 

This dealer has been very suc- 
cessful with contests. One of the 
reasons for this is that his men 
have complete confidence in his 
fairness and he is able to sell the 
contest idea to them. He enters 
into the spirit of the thing with 
the same degree of enthusiasm his 
men do. He spurs them on. He is 
able to increase interest from the 
time the contest starts till it ends. 
The result is a remarkable sales 


volume during the contest period. 


Another man who handles his 
salesmen in much the same man- 
ner as this first one, who does al! 
in his power to help them close 
sales, never conducts a contest. 
He has learned from experience 
that something has to be done to 
stimulate his men every so often 
but he believes in money rewards 
exclusively rather than contests. 
It is his theory that when a man 
in a contest stands little or no 
chance of winning a prize, he loses 
interest and may not work as hard 
as though there were no contest. 
If there are two teams competing, 
this helps to keep up the efforts of 
the laggers, but even then they 
may not get the results of which 
they are capable. On the other 
hand, when each man is paid for 
all the extra effort he puts forth 
and when he is paid at an in- 
creased rate for extra special ef- 
fort, he is going to work just as 
hard as he can to get results 
whether he is at the bottom of the 
list or the top. 


The men who work for this man 
like his plan just as the men who 
work for the other man like the 
plan he uses. It is quite likely that 
if the two sales departments were 
shifted, that is all the salesmen 
who work for one of these men 
went to work for the other and all 
those working for the other went 
to work for the first, nobody would 
be satisfied. Each man _ has, 
through the years, gathered 
around him the salesmen who 
work best under the plan he is 
using. Each has sold his men his 
idea. Each is using the plan which 
he is convinced is the best. 


The bonus system is similar to 
the contest system in some re- 
spects and differs from it in others. 
For example, there is an annual 
bonus. If the sales of a salesman 
are just average he gets no bonus. 
For sales above the average and 
up to a predetermined volume he 
gets a given percentage of what he 
has earned. If he passes this vol- 
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ume, that percentage on what he 
has earned may be increased by 
fifty per cent. The next step will 
be a doubling of it. 


Special Bonuses 


At frequent periods during the 
year there will be special bonuses. 
For example, it is desired to in- 
crease the sales volume of carbon 
paper or some other item. Instead 
of conducting a contest a series of 
bonuses will be offered for a period 
of a week, ten days, two weeks, or 
any period considered desirable. 
The bonus period will be an- 
nounced the day before it goes 
into effect. If it should happen to 
be something new that is being 
added to stock, the men will be 
called together and the most ef- 
fective selling arguments given to 
them. 

If a salesman sells no more than 
anormal volume during the period 
he gets no bonus. If he sells more 
than the normal volume he gets 
an extra commission on all he sells 
of this particular thing. There 
may be several steps in the bo- 
nuses. The second may be one and 
a half the first, the third the same 
ratio of the second, and so on. 
These bonuses make it possible for 
the salesmen to earn a worthwhile 
amount of extra money during the 
bonus period. Some will earn more 
than others, just as some do better 
in a contest than others. It is the 
conviction of their employer, how- 
ever, that they make more sales 
than they would if contests were 
conducted. Besides, the bonus sys- 
tem takes less of his time than 
conducting a really successful con- 
test would and he can devote this 
time to helping close sales. 


In some sales department a 
combination of the two systems 
may be used. During the bonus 
period, for example, the salesmen 
may be divided into two teams. 
The team that loses takes the 
other out to dinner, to the theater, 
ball game or some other place. 
The bonuses stimulate the men to 
additional effort and the competi- 
tion between teams _ stimulates 
them, the captains getting after 
those who are not getting all the 
business they can. When there are 
two men among the salesmen who 
make first-class captains and when 
the salesmen can be divided into 
two teams of equal sales produc- 
ing capacity, it is probable that 
more business can be obtained in 
this manner than in any other 
way. There is the profit motive of 
the bonuses. There is the com- 
petitive motive between the teams 
not unmixed with the profit mo- 
tive, because the team that loses 
also loses the price of the dinner 
or whatever it may be. 

This competitive plan is some- 
times modified by having the firm 
buy the dinners rather than the 
salesmen. In that case the win- 
ning team gets a steak dinner or 
something comparable while the 
losing team eats beans. Both 
teams eat in the same room. 


Some Fundamentals to Be 
Considered 


In the case of all these plans 
there are certain fundamentals 
which need to be observed if the 
results are to be satisfactory. Per- 
haps the most important is that 
there be no advance notice of any 
contest or special bonus period. 
There should not be the degree of 
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regularity which will indicate to 
the salesmen when there is to be 
one of these periods or what item 
will be the subject of it. There 
should be no opportunity given 
any salesman to hold up orders in 
the effort to gain special advan- 
tage or extra commission by 
bringing them in during the con- 
test or bonus period. 

It is necessary to watch the 
sales closely and use those items 
for contests or special bonuses 
which need a stimulation in sales. 
The bonus and contest period 
should be during seasons when 
more sales are needed. They are 
not as effective in securing a prof- 
itable sales volume when they are 
used at times when the most sales 
are being made anyhow. They 
should be used to help make the 
sales curve as uniform as possible. 

The reward offered needs to be 
worth while, whether in the shape 
of bonuses, prizes or any other 
stimulus used. The value of the re- 
ward needs to be impressed upon 
the salesmen, actually sold to 
them, and it needs to be kept be- 
fore them that they all have a 
chance to earn it. That system 
which works both to the profit of 
the salesmen and of the company 
is the one which works best, and 
no system which does not work to 
the profit of both is going to prove 
a system worth using. This fact 
needs to be kept in mind when 
planning contests and when work- 
ing out special bonuses. No more 
should be paid the salesman than 
the company can pay and still 
make a profit on their efforts. 
Enough needs to be paid them to 
make it worth their while to put 
forth extra effort. 





TWO RECENT INSTALLATIONS OF COLUMBIA STEEL EQUIPMENT COMPANY'S PRODUCTS 


The Columbia Steel Equipment Company, Philadelphia, 
Penna., made a number of unusually large installations 
during the year just passed, outstanding among which 
are the two pictured above. (Left) From a viewpoint 
of compactness, utility and attractiveness this bank 


counter is a capital job with every drawer, counter 

section and grille arranged to the best advantage of 

those who work behind it. (Right) This battery of over 

200 Standard Grade-A five-drawer filing cabinets is 
another large Columbia installation. 
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INCE it is the public that the 

office supplies and equipment 
dealer is really established to 
serve, the public should be given 
primary consideration. Not only 
should wants of the public be as- 
certained, but the best method of 
fulfilling these wants should be 
put into function. Good will built 
up through just this practice, the 
“habits” in a store’s buyers that 
such a store can instill, will, in the 
course of time, be turned into 
orders. 

Such, it might be said, is the 
philosophy behind a number of 
important little sales habits and 
practices constantly being im- 
planted in its salesmen and cus- 
tomers by Crane & Company, sta- 
tioners, Topeka, Kan. Not only in 
better presentation of merchan- 
dise through an increase of sales 
space five times over, but through 
little “kinks” of selling inside and 
outside the store, is this program 
being carried out, according to 
Charles L. Mitchell, secretary and 
sales manager. 


Regularity of Salesmen’s Calls 


One of the most important of 
the sales practices on the road is 
that of habituating customers to 
the salesman’s time of call. “We 
are trying to work out our sales 
program in such a way that cus- 
tomers in all parts of the territory 
will know that we have a regular 
day of call,” Mr. Mitchell ex- 
plained. 

“We want any given customer in 
another town, Say, to recall, if he 
runs out of a certain article of 
merchandise on Friday, that 
‘Crane’s man’ will be around Mon- 
day—if Monday is the Crane’s 
salesman’s day of call.” This, it is 
expected, will save for the Topeka 
firm many orders which might go 
to competitors, simply because the 
customer can’t be sure of when 
the store’s salesman will be around 
next. It makes for more business- 
like sales effort. 

Tying in with this idea is that 
of giving salesmen franked envel- 
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opes to leave with customers. This, 
again, makes Crane merchandise 
a first thought if a need is felt for 
it before the salesman returns. 
Into each such envelope the 
salesman passes out, he slips a 
piece of paper having his own 
name on it. Thus, the salesman is 
credited for the fill-in merchan- 
dise ordered directly from the 
store; his own sales work is given 
additional emphasis with the cus- 
tomer, and certainly the practice 
helps hold the clientele in line. 


Mail Order Methods 


The Crane organization also has 
built up a thriving mail order 
business, following careful study 
of the best methods available, Mr. 
Mitchell reported. The advertised 
offer to send out the same day any 
order received up to two o’clock in 
the afternoon has brought excel- 
lent reaction from the public. In 
many instances, this means deliv- 
ery the day following placement 
of the order. 

“Success of such a department 
depends on many short cuts in 
handling, which have to be worked 
out if such a business is to be done 
profitably,” Mr. Mitchell explained. 
Good mail order business, he con- 
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tinued, is almost an _ individual 
problem with each store, to suit 
local transportation conditions. 
The Crane system represents an 
assembly of the best and most ap- 
plicable ideas obtainable over a 
period of time. 


Another “idea” which has been 
put to work with excellent results 
for the Topeka store is that of 
sales manager’s follow-up on daily 
sales reports; applicable particu- 
larly to the sales manager who 
spends a good deal of time on the 
street, and at noon luncheons 
himself. 

All salesmen turn in daily re- 
ports showing names of customers 
and prospects called on, with spe- 
cial notations when orders are 
received. At nine o’clock the 
morning of the following day, 
these reports are all laid on the 
desk of Mr. Mitchell, who goes 
through them and makes careful 
mental notes of who bought and 
who didn’t. Then, during the 
course of the day, if at a luncheon 
or elsewhere he meets one of the 
customers who bought, he tells 
him he noticed the order placed 
the day before, and thanks him 
for it. 

Reception of such a practice, Mr. 
Mitchell finds, is excellent. “In 
nearly every casg the customer ex- 
presses surprise that I should have 
known about it so quickly, and 
seems well pleased with the atten- 
tion he gets.” 


Letters of Appreciation to 
Customers and Prospects 


Periodically, several times a year, 
these daily reports are taken from 
the file once more, and Mr. 
Mitchell sends out brief letters to 
every individual on whom the 
salesman’s report shows he has 
called. If the letter is to go to a 
man who has placed an order, the 
letter thanks him for his business; 
if to a prospect who placed no 
order, it thanks him for his cour- 
tesy in receiving the salesman. All 
this tends to build up good will, 
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and a receptive attitude toward 
Crane salesmen. 

Some time ago, it was found 
that the enormous increase in 
types and sizes in office equip- 
ment of all kinds, and the increas- 
ing specialization in supplies, 
placed a premium on genuinely 
good display presentation. Inade- 
quate salesroom space was a han- 
dicap which, company officials 
felt, they could no longer ignore. 

Changes in arrangement of the 
plant were begun, soon to give the 
store five times the amount of 
first floor display area it formerly 
had. This applies to all types of 
office equipment and supplies. 

An important feature of the 
alterations is the emphasis on 
“privacy” in selling on the floor. 
Particularly does this apply to the 
department for wedding and other 
kinds of engraved announcements. 
“We have had instances pointed 
out to us where the customer 
wanting a surprise wedding gave 


the plan away when she had to 
buy her announcements in front 
of others,” Mr. Mitchell explained. 
This does not happen since the 
six by six foot room, off the main 
sales floor, has been completed, 
where mother and daughter can 
sit down at a table with the sales- 
person and make selections with- 
out outside interference. 


Compact Office Machine 
Department 


Similarly, though the salesroom 
for typewriters is completely open 
to other sections of the sales floor, 
and is compact enough to concen- 
trate various models of machines 
into a concentrated selling unit, 
demonstration tables are so dis- 
tributed for typewriters that five 
machines can be demonstrated at 
different tables at one time—and 
no one sales activity interferes 
with another. 

A novel feature of the retail 
store set up, which has drawn fa- 
vorable comment from specialists, 
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is the large projection room for 
showing movie films at one side of 
the building. Its screen is large 
enough to take two films at a time. 

Though promising for such prac- 
tical purposes as the store’s own 
sales meetings and training under 
manufacturers’ representatives— 
more of which is now being done 
than in the past—the primary 
purpose of the room is one of 
pleasure. 

“Lots of people are sent movie 
films by friends, but they have no 
projection equipment of their 
own,” Mr. Mitchell explained. 
“Our facilities permit them to 
bring their films down to the store 
and show them to a small party.” 
The room is_ without service 
charge—the store’s gift to the 
public. It is designed to function 
primarily as a good will builder. 
Secondarily, it helps sell movie 
cameras and accessories offered by 
an important department of the 
firm. 


THE "FRIENDLY SALES APPROACH 


N MANY of our sales contacts 

with customers, we have frankly 
nothing new or different to offer 
the customer from what our com- 
petitor could give him. The only 
edge we can hope for is to make 
the customer like us a degree 
better. 

Trying to find the likable quali- 
ties in people so that we are drawn 
to them, and they in turn get to 
like us, is an outstanding sales 
policy in our organization. We be- 
lieve that emphasizing it has con- 
tributed more to successful mer- 


chandising than any other factor - 


in our experience. 

One morning several years ago, 
H. J. Voelker, our secretary-treas- 
urer, walked into our daily con- 
ference and announced that he 
was going to take over a particular 
account as his pet responsibility. 
Everyone was overjoyed. No one 
had wanted that job, since the 
head of the organization in ques- 
tion was one of the most disagree- 
able, cantankerous individuals to 
be found. 

Quickly the entire 
dropped from our minds and most 
of us believed that “that was that.” 
Several months later, when we 
were in a huddle bemoaning a lull 


matter 
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in business, along comes “H. J. V.” 
with a piece of new business from 
his “problem child.” Naturally we 
were all interested. We wanted to 
know how he had accomplished 
the deal. 


How the Sale Was Made 


Mr. Voelker told us how he had 
called on his prospect a number 
of times without any better results 
than any of us had had. One af- 
ternoon he discovered the man’s 
secretary working on a stamp col- 
lection, which she confessed be- 
longed to her boss’s son. She 
confided how interested her em- 
ployer was in his youngster’s col- 
lection, and how he was looking 
for a special stamp to fill out a 
certain group. “I took down the 
name of it,” said Mr. Voelker, ‘“‘and 
jotted down the names of other 
types he might be interested in. I 
didn’t tell the boss about my aim 
then, but waited until I could 


contact a few stamp collectors I 
know. I got that stamp and a few 
others, and mailed them to the 
secretary. When I called again, the 
man who had formerly been so 
hard to talk with started right out 
to thank me for those stamps, and 
to show me some others that he 
had found himself. I discovered 
that he was a real expert on the 
subject, and became so interested 
that I didn’t get around to push- 
ing sales at all. 

“When I got up to go, the man 
said, ‘By the way, Voelker, what 
do you have in the way of filing 
cabinets? We have a little prob- 
lem on our hands, and want to 
change our system. When you go 
out talk to my secretary about it, 
and bring in some samples the 
next time you come.’” 

We have had repeated demon- 
strations of the effectiveness of 
this policy. At frequent intervals 
some one of our salesmen regales 
us with a kindred experience. The 
avenues of approach vary, but the 
net result in all cases is very much 
the same. Ingenuity in contacting 
the prospect in order to study him 
and learn to like him is something 
that each salesman will have to 
work out for himself, 
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Signi icant andi fo Sidtitiens 


N.S.A. INSTITUTE OF INDUSTRY OPINION 
SDaitatiltens Daceneit Rove ulions and Pinion the Year Roond 


N INNOVATION at the Boston 

convention of the National 
Stationers Association last Sep- 
tember was the establishment of 
a declarations committee charged 
with responsibilities similar to, 
though much broader in scope and 
effectiveness, the duties formerly 
assigned to a resolutions com- 
mittee. 

The change met with approval. 
Resolutions as such have lost their 
appeal to most people. They sim- 
ply give recognition to problems, 
(an important function) but sel- 
dom have resolutions resulted in 
solutions. 

In the new set-up, the declara- 
tions committee serves throughout 
the year. Statements, ideas, opin- 
ions, suggestions move from the 
periphery of the industry toward 
the center, clearing through the 
declarations committee and being 
coordinated and condensed at 
N. S. A. headquarters in Washing- 
ton. The great mass of material 
received from national conven- 
tions, regional and local meetings, 
individual members and others, is 
sent out again in essence to all 
members through bulletins of the 
N. S. A. Institute of Industry 
Opinion. 

The quickened tempo of the 
times has made former methods 
inadequate. As with business in 
general so is it with associations. 
Rapidity of change requires con- 
stant, continuous attention to fac- 
tors traditionally of an annual 
check-up character. Exchange of 
ideas, acquisition of industry in- 
formation once a year at national 
conventions is not frequent enough 
for contemporary needs. Those 
annual high points make deep im- 
pressions, and in certain ways 
serves the industry as no other 
activity can; but conventions and 
attendant functions are not essen- 
tially the most important work 
of N.S. A. Their value is resident 
in their relation to the whole 
N. S. A. program, which is a uni- 
fied, constantly operating plan of 
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activity, now augmented by the 
Institnte of Industry Opinion, 
launched in October. 

The Wational Stationers Asso- 
ciation is a progressive organiza- 
tion. One who follows the regu- 
larly issued bulletins is impressed 
with the variety and quality of 
the services rendered members 
and the industry at large. It is 
a unique trade group with a long 
record of achievement. A char- 
acteristic that has contributed 
largely to the advance is the in- 
sistent urge to discover better 
methods, new techniques for dis- 
seminating information, interpret- 
ing trends, and helping the dealer 
to be a better merchant. 

Mr. Woodson P. Waddy, in an 
address before the N.S. A. conven- 
tion in Boston last September, re- 
counted the development of the 
association during the twelve 
years since he was elected presi- 
dent at the previous Boston as- 
sembly in 1927. Mr. Waddy spoke 
in complimentary phrase about 
the officers and personnel of the 
association, and said in part: 


A Past-President’s Appraisal 


“N. S. A. has progressed and 
grown and prospered. N. S. A. is 
doing the job that its founders en- 
visioned. N. S. A. is efficient, pro- 
gressive, and active. Its results 
show in the splendid service and 
fine accomplishment that every 
fair-minded man must accord to 
this organization; for not only has 
it developed into a great business 
fraternity, but it has become in 
truth a fraternal organization, 
binding its members together with 
ties of friendship and mutual 
benefit and cooperation. ... 

“Here is an organization that 
knows no sectional ties. Here is 
an organization that is a true in- 
dustrial democracy. Here is an 


organization that has done mar- 
vels, considering the limited finan- 
cial resources which have been at 
its command. Here is an organiza- 
tion that has rightfully taken its 
place among the leaders of all or- 
ganized business. 

“Research? We have it! News? 
We have it! Information? We 
have it! Fraternity? We have it! 
Bank balance? We have it!” 

All that has been accomplished 
in the past has been of particular 
value because it not only solved 
many problems of the moment but 
kept the immediate activity in line 
with the long view. The Institute 
of Industry Opinion is the most 
recent means of accelerating 
movement toward a long-charted 
goal—a constantly functioning as- 
sociation that leaves nothing to be 
done by any agency outside the 
industry. 


Institute a “First” in Association 
Annals 


Through the Institute, N. S. A. 
conducts a constant survey of 
opinion. Persistent, continuous 
analysis, in mesh with changing 
circumstances, is bulletined to the 
trade regularly. Speaking of the 
service, General Manager Charles 
P. Garvin says, “For the first time 
I know of, a trade association has 
a very definite plan for reflecting 
industry opinion on basic matters.” 

The initial bulletin of the Insti- 
tute refers to such primary factors 
of stationery retailing as cost of 
operation, inclusion of taxes in 
selling overhead, the value of deal- 
ing with manufacturers whose 
lines are known, and the basic 
similarities of problems of small 
and large stationers. 

Under the heading of “Mer- 
chandising Declarations,” the re- 
port quotes the following, which 
were presented and approved at 
regional meetings: 

“It is not in the dealer’s interest 
for missionary men to call upon 
consumers and quote prices for 
the dealer, thus arbitrarily fixing 
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the dealer’s price to his customers. 
The dealer reserves the right to 
quote his own prices based upon 
his own cost of doing business 
and insists upon this right. 

“Fair Trade Contracts, to have 
value, must be legally enforced. 
The stationers call attention to 
the fact that such enforcement 
is successfully effectuated in other 
trades and that the only way Fair 
Trade can be evaluated is through 
enforcement of the contracts by 
the makers of the contracts. 

“The stationer must know his 
cost of operation by departments. 
N.S. A. is requested to accumulate 
such figures as are obtainable, and 
average same for the benefit of its 
members. 


FLUORESCENT LIGHTING HELPS SELL 


HEN the Stewart Office Sup- 

ply Company, Dallas, Texas, 
furnished a modern display case 
with fluorescent illumination, F.C. 
Mills, in charge of the fountain 
pen and automatic pencil depart- 
ment, made an interesting discov- 
ery—color became a big selling 
point. 

Under ordinary illumination, 
color in fountain pens and pencils 
has meant little more than some- 
thing to be taken for granted. 
Ordinary lighting did not bring 
out the beauty of finish, nor did it 
show the colors accurately, with 
the result that often the salesmen 
found it more desirable to lay off 
color as a sales factor than to 
stress it—this because the pen or 
pencil so often might appear 
wholly changed when its pur- 
chaser saw it in daylight. Pearl 
gray might appear black. Color 
pattern or design, no matter how 
charmingly worked out by the 
manufacturer, and no matter what 
appeal they might really have, 
were virtually lost. 


The change brought about by 
fluorescent tube lighting has been 
almost miraculous. One after an- 


NEW APPEAL FOR FOUNTAIN PENS 
AND PENCILS.—tHere is what fluores- 
cent lighting accomplished for the 
Stewart Office Supply Company display 
of writing implements. Every color has 
been emphasized to the interest of 
customers and the profit of the store. 


“The stationer, to maintain his 
position in the business world, 
must train his salesmen systemat- 
ically and continuously. The Sales 
Institutes of N. S. A. at regional 
and national conventions are en- 
thusiastically approved and com- 
mended. Each stationer should 
have a well planned and managed 
sales training method for his sales 
organization. 

“The stationers of the United 
States hereby declare that the 
growth of prison competition is a 
public menace. The stationers fur- 
ther declare that such competition 
decreases employment of free men, 
gives the convict an unfair advan- 
tage over the law-abiding citizen, 
as the free citizen must provide 


other people will pause at the dis- 
play in the pen and pencil case, 
and admire the merchandise on 
display. And much of their ad- 
miration is based on the beauty of 
colors. That which in the past was 
at best a doubtful asset, today has 
been made one of the best. 

The case installed by the Stew- 
art store is a seven foot one of 
latest design, built of plate glass 
with metal binding. The illumi- 
nating tube is full length of the 
case. Cost of the latter was ap- 
proximately $220. 

“Wholly apart from the fact that 
the fluorescent illumination has 
made color a most important fac- 
tor in sales,” says Mr. Mills, “it 
has actually reduced the amount 
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his own upkeep, clothing, food, 
and housing from his earnings, 
while the convict lives at the ex- 
pense of the state. The stationers 
declare that it is not a democratic 
principle that only those con- 
victed of crime shall be guaran- 
teed a job and assured of employ- 
ment.” 

Survey of N. S. A.’s mail reveals 
a desire for current information 
on the Wages and Hours law, in- 
dicates a wide interest in depart- 
mentized expense control, and 
points to a need for wider dis- 
tribution of data on tested plans 
of sales compensation. The Insti- 
tute proves its value by presenting 
cogent suggestions for solution of 
the problems raised. 


FOUNTAIN PENS 


of energy consumed. We get these 
results for less money. 

“Further, the absence of heat 
from the tube is a big factor in 
safe display of expensive equip- 
ment of this sort. Deterioration 
or damage to pens, pencils, or sets, 
which had to be contended with 
under old style illumination, has 
been removed. 

“Another important factor is 
that this variety of light makes it 
possible for us to detect the least 
suggestion of dust or soil on a pen 
or pencil. We can keep these 
things in their most attractive 
condition with next to no effort. 
And likewise, the interested patron 
can see how spotless and clean the 
whole display is.”—Bart. 
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Nice Equipment Son 


LOOK OUT FOR “MARKED” CHECKS 
Application Iustructions May a | fo Difficulties 


OST office equipment dealers 

and branch offices when on 
the receiving end of a check are 
interested, as a rule, only in 
whether or not the check is good. 
They deposit the check promptly 
and hopefully and, unless it is re- 
turned unpaid by the bank, think 
no more about it. 

Probably there is no more to 
think about in the _ proverbial 
ninety-nine cases out of a hun- 
dred; but in the hundredth case 
the check may give the dealer or 
sales agency plenty to think about, 
even though it is good and hon- 
ored by the bank. The hundredth 
check may be “marked” and such 
a check may involve the retailer in 
serious loss. 

When a customer tenders a check 
for a sum less than the full bal- 
ance of his account, both the law 
and ordinary business practice 
contemplate that the money is to 
be applied to the oldest items on 
the account. One important rea- 
son for this is that the oldest items 
are those which will be soonest 
outlawed. 

A- so-called “marked” check is 
one on which the customer has 
made notations indicating what 
the check is for or how it is to be 
applied. Sometimes, for example, 
a check will be marked to cover an 
account between certain specified 
dates or as payment for certain 
named items. An office equipment 
dealer receiving a check so marked 
ordinarily must apply it in ac- 
cordance with such notations. The 
dealer cannot, as a rule, apply the 
proceeds of such a check to the 
payment of any other items or any 
other part of the account. This 
may not mean a direct loss, but 
the dealer may well anticipate a 
controversy over the unpaid items 
not included in the notations on 
the check. Cashiers and bookkeep- 
ers should be warned not to de- 
posit for collection any checks 
bearing such notations until the 
matter has been passed upon by 
someone in authority. 
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Another type of “marked” check 
is often received. A customer 
tenders a check marked “in full 
payment” or “in full for all obli- 
gations to date,” although the 
amount of the check is less than 
the unpaid balance shown on the 
books. These “paid in full” nota- 
tions should be watched for care- 
fully by every employe who 
handles incoming checks. 

It’s the law that where a debtor 
unquestionably owes $100.00, for 
example, he cannot liquidate the 
obligation by tendering a check 
for $75.00, no matter how he marks 
it. 

In a case recently tried in the 
Federal Courts a creditor used a 
check marked “in full payment” 
and immediately notified the 
debtor that the check was not be- 
ing accepted in full payment but 
merely as payment on account. 
Later the debtor resisted the pay- 
ment of the unpaid balance on his 
account on the ground that the 
creditor had accepted the check in 
full payment because it was so 
marked. The Federal Court de- 
cided that since there was no 
question as to the actual amount 
owed by the debtor, he could not 
escape paying the balance by 
marking his check “in full pay- 
ment.” 

While this court decision is good 
precedent so far as it goes, never- 
theless there are conditions under 
which a debtor may escape full 
payment of his account by pre- 
vailing upon the creditor to cash 
a check marked “paid in full” or 
with some similar notation. 

This crafty scheme of marking 
checks may be made to stick in 
law if the debtor can show that 
there was a bona fide dispute over 
the amount which he owed. For 
example, if the dealer’s books 
showed an open account of $100 


and the customer was claiming a 
credit of $25 for alleged inferior 
items, overcharges or shortages, 
the retailer would in all probabil- 
ity be prevented from collecting 
any more money if he accepted the 
customer’s check for $75 marked 
“in full payment.” 

Such a transaction is what the 
law calls an “accord and satisfac- 
tion.” This presupposes that the 
creditor and the debtor have had 
a bona fide controversy over the 
amount actually owing. The debt- 
or may in good faith advance 
arguments tending to show that 
he should receive certain credits 
and allowances. Finally the two 
parties agree on a sum at which 
both sides will “call it square.” 
This is the so-called accord. When 
the debtor pays the amount thus 
agreed upon in the accord, he is 
said to have given his creditor 
satisfaction in the sense that he 
has now paid the amount which 
the creditor agreed to accept in 
full settlement of the obligation. 
The acceptance of the marked 
check may be submitted as evi- 
dence of accord and satisfaction. 
These arrangements of accord and 
satisfaction are encouraged by the 
law as tending to substitute amic- 
able negotiation for litigation. 


When “Accord and Satisfaction” 
Is Claimed 


So, while it is true that a debtor 
cannot pay an obligation of $100 
by tendering a $75 check marked 
“in full payment,” the danger is 
that if the sales agency accepts 
such a check, the debtor may 
claim that this was a so-called ac- 
cord and satisfaction following an 
honest dispute. It is not unheard 
of for debtors to trump up a con- 
troversy over an account for the 
sole purpose of paving the way 
for tendering a “full payment” 
check for a smaller amount. If the 
seller accepts and uses the check 
thus marked, the debtor may then 
allege that the tender and accep- 
tance of the check were in settle- 
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ment of a dispute. Thus the 
dealer, if the debtor’s story is be- 
lieved, would have no further legal 
redress since he would be bound 
by the so-called accord and satis- 
faction. 

Where there has been no dispute 
about the amount owing on the 
account and where the dealer is 


prepared to show that the full 
amount is unquestionably due, he 
may safely cash a check for a 
smaller amount marked “in full 
payment.” But where the debtor 
has stirred up an argument about 
the account for the purpose of 
showing that he does not owe the 
full amount, the seller is likely to 
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lose the unpaid balance if he ac- 
cepts a check for a smaller amount 
marked “in full payment” or with 
some similar notation. — 

Truly is behooves the prudent 
office equipment dealer or branch 
office manager to handle checks as 
he would dynamite—with utmost 
care! 


Dictaphone Company ffers Wager 


F YOU’VE shied at the dictating machine, maybe you will be interested in the 

following suggestion for getting acquainted with it. It was taken from the 
October number of It’s Said and Done, the company’s clever little 412x6, 8-page 
publication. 

“We’ve been conducting a little research which may not interest you at all. 
But if you are interested in expressing your thoughts in the best manner possible, 
we think our findings might intrigue some of you. 

“Try this little game on some nice clean sheets of paper. Think of your pet 
grudge, belief, theory or dogma. Now, suppose that a great deal depends upon 
your ability to convince a lot of people that what you think is what THEY should 
think. You must persuade them, by the cool logic of your written arguments 
that your pet theory is right. 

“Take fountain pen, or pencil, or sit at a typewriter, and start writing. Set 
a time limit for the completion of your masterpiece. Naturally, the most acute 
form of concentration is required. Like Garbo, we think you’ll vant to be alone. 

“When you’ve finished, stand up and read your manuscript to an invisible 
audience. 

“We'll bet ten dollars to a dunked doughnut that a great deal of your manu- 
script, when subjected to the intricacies of human speech, falls flat as a pancake, 
and in spots will sound artificial, flowery, unconvincing. 

“Now throw away your paper and start to dictate to the self-effacing mouth- 
piece. Spill out your thoughts as they fit into the medium of speech. In other 
words, remove the sense of sight—which often confuses our thoughts—and don’t 
give a hang how your words and sentences LOOK. Concentrate on how they will 
SOUND. If they sound all right, they’ll read all right! 

“Have your cylinder transcribed. In most cases the dictated words, when read, 
will be more forceful, natural, human, convincing; the result distinguished by 
SIMPLICITY, DIRECTNESS, UNDERSTANDABILITY.” 








UNION PACIFIC RAILWAY BUYS AUTOMATIC TARIFF FILES.—This battery of 
twenty 3-drawer Automatic expanding and compressing tariff files was recently in- 
stalled in the Omaha, Neb., offices of the Union Pacific Railway to supplement an 
existing installation. Evidence of the convenience and great reference speed of 
these files is shown in the illustration where a loaded drawer is being “expanded” 
to illustrate the amount of extra working space provided by the file’s expanding 
and compressing features and to show the wide V-shaped opening. The battery was 
photographed in the shipping department of the Automatic File & Index Company’s 
plant at Green Bay, Wis. 
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EVIDENT AMONG ENGLISH STATIONERS 
Wochahtne Dealers Wlect Wer Conditions Wht Sacoess 


MERICAN stationers and sup- 
pliers of all kinds of 
office equipment may be interested 
to know how industrial Yorkshire 
is facing its particular angle of 
war conditions. 

Scores of American business men 
who have during pre-war seasons 
visited Yorkshire will have heard 
it described as “a country within 
a country,” and certainly its popu- 
lation of some four and half mil- 
lions represents a type different 
from other parts of the British 
Isles. A rather dour, unemotional, 
but very vigorous people, war con- 
ditions have carried the Yorkshire 
Stationery and office equipment 
specialists to unexpected enter- 
prise in many cases. He has given 
display a meaning it never held 
for him before! 

Faced with the sudden neces- 
sity of a complete “black-out” for 
all his windows during the long 
winter evenings—of creating light- 
locks at his doors so that not a 
gleam of light can be seen out- 
side when they are opened, of pro- 
tecting his plate glass with all 
kinds of re-inforced designs stuck 
upon its surface, and the annoy- 
ing presence of sandbags flanking 
the store itself—he has frequently 
attracted more customers than in 
pre-war days. While several trades 
cut their publicity because of 
economy, the Yorkshire office 
equipment specialist merely re- 
organized his and made it more 
dynamic. 


Colour Emphasized in Windows 


With window displays taking on 
much more colour and much bet- 
ter backgrounds, with constant 
changes to catch the eye, more 
Slogans were used. Topical events 
usually supplied them. The pro- 
longation of summer time until 
November 18 brought out a refer- 
ence to the Daylight Saving Act, 
with a tag that the biggest time 
Saving act of the moment was to 
buy a So-and-So typewriter. 

Inside, American and British 
typewriters were handy for cus- 
tomers to try, with comfortable 
chairs for customers to drop into, 


By ENA FITZGERALD 


y 


instead of the former stiff 
grouped displays. With the grow- 
ing habit of business and profes- 
sional men and women to take 
part of their work home at night 
(so as to get out of congested 
areas before the hour of com- 
plete “black-out”), retailers have 
got in many good points on the 
value of an extra new portable 
for the business done at home. 

One retailer planned snappy 
showcards that “talked” sales on 
literary lines whenever possible. 
One referred to “The Enchanted 
Typewriter” by the American au- 
thor, J. H. Bangs, suggesting that 
if the models shown—American— 
were not actually enchanted, at 
least the purchasers would be. 

The Yorkshireman, who does 
not as a rule re-act to any fan- 
tastic or “stunt” advertising dur- 
ing normal] times, seems tickled by 
it during war-time as sort of re- 
lief, possibly. It was particularly 
good psychology on the part of the 
storekeeper to build up interest in 
American machines, as up to the 
eve of war German machines had 
made notable inroads into North- 
ern homes, offices, and other busi- 
ness premises. 

Several Yorkshire suppliers have, 
in fact, told me they are looking 
forward in the future to still 
greater business codperation with 
American producers, as German 
goods will be out of favour for a 
long time to come. 

Following the revolution in in- 
terior display, with the intention 
of adding gaiety, colour and 
variety as contrast to war-time 
conditions, stores have also in- 
creased their friendly atmosphere. 
Sometimes they become informal 
“clubs” for odd moments of leisure. 
One stationer has planned an 
alcove at the rear of his store for 
those who wish to jot down a few 
notes or write a letter. There are 
small tables and chairs, and other 
facilities. With so many thousands 


of men and women coming in 
from other areas, or changing oc- 
cupations, any sort of friendly rest 
corner is welcomed. 

Business Both Slack and Good 

While a number of office furni- 
ture merchants complain bitterly 
just now of slack trade, others are 
astonishingly busy fitting up new 
offices or refurnishing old ones. 
The lucky ones are those who 
have made an analysis of the 
various cities’ trade and other 
changes since war broke out. They 
have thus been able to have ac- 
curate knowledge as to where ex- 
pansion in business was immedi- 
ately possible, and cash in on the 
businesses needing equipment. 
Staff changes through calls for 
military service have not dismayed 
these go-ahead retailers. They 
had particularly prepared for the 
possibility of war and had trained 
those of their staff who were will- 
ing to swing over to outside sales- 
manship if required. So, while 
other storekeepers have lost prac- 
tically all travellers who normally 
covered surrounding areas, the re- 
mainder are not so hardly hit. 

It is these who have snapped 
up thousands of orders from busi- 
ness men who now run offices 
right in the country, and are only 
too glad to be called upon by 
capable sales people. This use of 
temporary offices in the country 
by certain business men does not 
by any means suggest nervousness 
to travel to the cities. But as 


._petrol is rationed, and train and 


bus service are more restricted, the 
country alternative is a useful one. 
In more than one large York- 
shire city the pooling system of 
automobiles belonging to numer- 
ous trades is solving the problem 
of service. In Leeds, for example, 
there is a section of pooled vehi- 
cles serving the immediate city 
itself, another section covering up 
to about seven miles outside, and 
still a third up to about thirty or 
forty miles. Carrying all the goods 
of those store-keepers in the 
group and using the drivers by 
rota, a minimum of vehicles is 
used to cover the whole service. 
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State Trade Barriers To Stationery Under 
Government Investigation 


TATE laws restricting the pur- 
§ chase of stationery, office sup- 
plies, and printing by state gov- 
ernments to intrastate firms are 
named as conspicuous among the 
trade barriers which the Federal 
government will recommend for 
attack in the 1940 legislatures. 

The first act of the interdepart- 
mental committee recently formed 
by the Secretary of Commerce to 
investigate trade barrier legisla- 
tion was to initiate a special re- 
port on such laws in the nine 
Eastern and Southern states 
whose legislatures will meet early 
in 1940. This analysis is being 
made to provide state and Federal 
governments with a digest of these 
statutes for guidance “in devising 
corrective measures.” 

This special survey for nine 
states supplements a preliminary 


report recently made by the Mar- 
keting Laws Survey of the WPA 
in which “general preference” 
laws, covering printing, stationery, 
and office supplies were singled 
out as one of eight classifications 
of legislation setting up barriers 
to interstate trade. 

Legislation of this type may be 
expected to share the spotlight 
when the pressure is turned on 
the trade barrier laws in the fol- 
lowing legislatures meeting in 
1940: Massachusetts, New York, 
New Jersey, Rhode Island, South 
Carolina and others. 

The study which will be under- 
taken for the 1940 legislative cam- 
paign will include a digest, not 
only of the statutes which act as 
trade barriers, but also of the va- 
rious administrative orders issued 
under these laws. 


In addition to the special study 
in nine states the interdepart- 
mental committee on trade bar- 
rier legislation has also ordered a 
more comprehensive survey which 
will examine all types of restric- 
tive legislation in all the states 
and will also include the court and 
administrative agency orders im- 
plementing the original statutes. 
Many of the restrictions con- 
nected with general preference 
laws, it is pointed out, are con- 
tained in annual appropriation 
acts and are not incorporated in 
the official codes. 

Interest of the Federal govern- 
ment in the rising wave of trade 
barrier laws is aroused, according 
to the Marketing Laws Survey, be- 
cause the Constitution expressly 
forbids the erection of customs 
barriers.—ATW 
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In Which James P. Ward, Sr., Reliable Typewriter & Adding Machine Corporation, 
Chicago, Has Condensed Some Inspiring Suggestions for Ambitious Salesmen. 


The first of the series of twelve being on 


PERSONAL MAGNETISM 


E ARE attracted to and like 

people who have what is 
called a magnetic personality. Sales- 
men with this quality are far more 
successful than so-called high-pres- 
sure salesmen. Information clerks 
are attracted to them and try to 
make it easy for them to get audi- 
ence with the prospect; and it is hard for the 
prospect to turn them down. They get in 
the buyer’s office and out with an order while 
the high-pressure salesman is trying to get 
by the information clerk. 

Acquiring personal magnetism is simple. 
Any salesman can achieve it with a little 
study and practice. With it, he can get and 
hold the attention of buyers, and improve 
his sales. 

Persons with personal magnetism attract 
others to them like a magnet. Why? First 
because they have a pleasing smile and radiate 
sincerity, warmth and friendship. They have 
a real love for others and like to help them. 
They are good listeners and take a sympa- 
thetic interest in what others have to say. 

They do not leave their religion at the 
church door Sunday morning but carry the 


Golden Rule into their everyday life. They 





are good sports and never whine. 
All good doctors and preachers have 
personal magnetism, as they devote 
their lives to helping others. A sales- 
man also devotes his life to helping 
others as he has something to sell 
that helps buyers. 

Feel that you are calling upon a 
customer to help him rather than to sell him. 
For instance, if you are handling typewriters 
or adding machines, your improved machines 
are helping the buyer to improve and speed 
up his business, otherwise there is no reason 
why he should discontinue the use of the old 
machines or methods. In these days, cus- 
tomers do not buy except to save time and 
facilitate production. 

A magnetic personality develops a soft, 
modulated friendly voice. A salesman with 
a high-pitched voice is of the nervous type 
and his statements rarely carry conviction. 
Such a salesman should practice lowering his 
voice. He will get better results in his inter- 
views. 

In telephoning for an interview, a buyer 
can judge your personality by your voice, so 
it is important to talk in a pleasing tone that 
will impress him enough to grant the interview. 
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THE OFFICE FURNITURE YOU SELL 
Koouledge of the Latest in Lighting I: Valuable 


F course an office equipment 
O and supply salesman is pri- 
marily interested in selling office 
equipment and supplies. In the fur- 
niture division he needs to know a 
lot about the furniture he sells 
style, woods, upholstery—but if he 
has begun to approach the realm 
of the topnotchers on his firm’s 
sales force he has found that the 
day’s work by no means ends 
there. As confidence in his ability 
increases, and a substantial clien- 
tele grows—a clientele that begins 
to rely on his judgment—he finds 
his field broadening in many di- 
rections. His advice is asked about 
everything relating to offices. He 
has to be prepared to offer con- 
structive suggestions about office 
accessories and office backgrounds 
of every kind. How valuable his 
help is, and how he continues to 
build up the confidence of his cus- 
tomers, depends upon his alert- 
ness in keeping up with the many 
trends that are moving around 
him with such startling speed. 

One of the most interesting of 
the new developments in the office 
field, closely allied to furniture, is 
the stride forward that has re- 
cently been made in office light- 
ing. The slow task of educating 
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the public to use better light 
with the humble little light meter 
acting as efficient judge and jury 
to rout out suspiciously dim rooms 
has borne fruit. Better lighting 
in the home is an accepted fact. 
Better lighting in offices is already 
following this trend closely. 
Original things seemed to begin 
in the lighting of homes when 
tubular and lumiline lamps ap- 
peared. Because these lamps are 
long, and small in diameter, they 
can be installed behind narrow 
glass strips, over windows, doors, 
in narrow recessed panels, on 
mantels or around pictures—in- 
Side bookcases—a dozen uses are 
being found for them every day. 
luorescent lamps also come in 
rainbow colors—red, gold, pink 
green, daylight, white; and the 
color gradations make _ possible 
many other uses to stress the dec- 
orative scheme of rooms. And 
because these tubes remain rela- 
tively cool there are many com- 
mercial uses for them—such as 
floodlighting food or flower win- 


dows which might be affected by 
the heat thrown out by ordinary 
light. 

And now offices that are adopt- 
ing some of these modern ideas 
have found them so satisfying 
that most men are amazed that 
they were content to put up with 
the sort of “spot” lighting which 
flooded only a part of their desks 
and working area, or dim ceiling 
illumination that made them tired 
and irritable at the end of the day. 


The electric companies have 
been the chief instigators of better 
lighting, and their efficient labo- 
ratories are constantly turning out 
new improvements. So all the 
well-informed office furniture 
salesman has to do is to learn 
what some of these latest im- 
provements are, and then know 
where to tell his customers to get 
them—through their local power 
companies. 

At the General Electric Institute 
in Nela Park, Cleveland, where 
many of the magic wonders of 
modern science originate, the lat- 
est office lighting is shown in one 
of their offices which is pictured. 
This is what they call an “egg- 
crate” type of louver system, and 
is approximately eight feet square. 
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THE LATEST IN LIGHTING.—Fluores- 

cent ceiling fixtures in an office of the 

General Electric Institute, Nela Park, 
Cleveland, Ohio 


Behind it are forty-four 4-foot 40- 
watt daylight fluorescent lamps. 
The reflectors are made of Alzak 
aluminum. This gives 200 foot- 
candles of diffused light—twenty- 
five to fifty times as much illumi- 
nation as many offices provide. 

This experiment shows what 
they call the “newest challenge to 
seeing conditions as found out- 
doors.” In the lighting field the 
ideal outdoor light is said to be 
secured in the shade of a tree if 
the day is clear and sunny, and 
it is there that the reader finds 
“1,000 footcandles of  glareless, 
evenly distributed light,” perfect 
for one’s eyes—and it is this ideal 
outdoor light that experts are try- 
ing to duplicate indoors. 











FURNITURE BUSINESS BY BIDS 
Maintaining Vet Proftt Despite Small Margin 


Note.—The writer of the accom- 
panying article is an experienced 
office furniture man, who, for cer- 
tain reasons, wishes to remain 
anonymous. His comments carry 
weight because they come from a 
man who “knows whereof he 
speaks.” 
i RE YOU going to bid on 
the office equipment for 
those two new centralized high 
schools in our county?” I asked a 
competitor with whom my rela- 
tions are exceptionally friendly. 

“Nothing in it,” he returned. “A 
lot of red tape, P.W.A. restrictions 
and what not. No profit in the 
contract if you get it. I don’t want 
any part of it. Go after it if you 
want to. You have my best 
wishes.” 

There is truth in what he said. 
The margin of profit must be 
small and even then the school 
board may reject all bids as too 
high, and call for new bids. There 
is apt to be a requirement of a 
deposit of five per cent of the base 
bid, together with a suitable per- 
formance bond guaranteeing ful- 


fillment of the contract. The 
specifications may be drawn in 
such a way as to favor certain 
makers’ products, though far be it 
from me to intimate any collusion 
on the part of the architects. 
Specifications are sometimes 
loosely drawn, as witness a propo- 
sition on which I recently bid for 
a school office counter of filing 
cases. The specifications called for 
“letter or cap files,” and the blanks 
provided space for bidding only on 
one size! 

Sometimes the fee is as low as 
$10, sometimes as high as $25, on 
specifications for school equip- 
ment. Ordinarily, if you do not 
bid, half of this deposit is returned 
on return of the specifications, 
and all of it is returned if you 
do bid. 

The local dealer who is to bid on 
these school and institutional con- 
tracts must expect to cut his profit 
down to a minimum figure. He 
may be able to make ten or twelve 
per cent of his list prices on steel 
files, etc. He may not get so much. 
But it is worth while to remember 
there need be no carrying of stock 


for such installation, which can be 
shipped right from the factory, 
and there should be no delay in 
getting payment. The dealer may 
get a break and be paid before he 
has had to pay the manufacturer. 
I have had that happen. 

On one centralized school con- 
tract recently, where my bid on 
the office counter was $275, the 
net cost to me was $232. In an- 
other similar instance the net cost 
was $321.21 and the bid was 
$369.93. In both instances the or- 
der was for shipment f.o.b. desti- 
nation, with no responsibility for 
installation. Thus the small profit 
paid for the missionary work done 
in advance, though the pay was 
not large in view of the mileage 
traveled. 

An important factor for the lo- 
cal dealer in getting this business 
is the possibility of getting subse- 
quent orders in the regular way 
with perhaps no more than a fif- 
teen per cent discount, a common 
rate for schools. When it comes to 
adding further equipment, after 
the construction is completed and 
the contract purchases made, it 
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will be natural for the school to 
want to match what is already in- 
Stalled and in use. Hence the im- 
portance of getting the initial or- 
der, even at a negligible profit. 
Ordinarily a school principal 
will prefer to do business with a 
dealer right in his town because it 
is easy to get in touch with him in 
regard to possible changes after 
the bids are in. Very often, in get- 
ting a lot of equipment for a new 
building, there will be things the 
buyer would like to change after 
the bids are in and even after the 
contract is awarded. In my expe- 
rience principals have wanted, 
that late, to change from a cap to 
a letter file, or to arrange for locks 
on files other than those originally 
specified. Often the changes can 
be made without increasing the 
dealer’s cost and sometimes it will 
result in a better profit for him, 
since the amount bid and accepted 


cannot be changed. Where the 
P.W.A. is concerned, the buyers 
will want to let the bid go through 
with the original specifications to 
avoid involving the situation in 
P.W.A. red tape. 

I think it is a mistake for the 
local dealer to take the attitude 
that it is useless for him to bid 
against some outside concern he 
visualizes as big and possessed of 
superhuman powers. The biggest 
bidder has to make a profit, and 
often he will need a bigger profit 
than the local man. Sometimes 
the unexpected happens in con- 
nection with bids by big outside 
firms. I bid on a lot of files for a 
school in competition with big 
concerns and was second lowest, 
but I got the contract because for 
some reason the lowest bidder was 
disqualified. 

Bidding shows you are in a posi- 
tion to handle the bigger business. 


OFFICE APPLIANCES 


It gives you a chance to become 
acquainted with local buyers you 
otherwise might not meet. It in- 
creases your prestige, makes your 
line known around you. 

Your products probably have 
special features of advantage and 
such ought to be featured in bid- 
ding. In sending a recent bid, I 
took pains to accompany it with 
catalogue illustrations showing 
certain outstanding special fea- 
tures of the line named in the bid. 
This was instrumental in getting 
the contract where the buyers had 
some option in bid acceptance. 

Everything else being equal, a 
school board or county or town 
officials, as well as many private 
business buyers, will prefer to buy 
from a local man who, perhaps, is 
cooéperating with them in affairs. 
His bid may not be absolutely the 
lowest of the lot and he may yet 
get the contract. 





LEFT.—The Shaw-Walker “Midget” space-saver platform desk 
in use at the International Business Machines Corporation, Bos- 
ton, Mass. The fixed platforms eliminate vibration for the user 
of the electrically-driven Electromatic typewriter. The desks 
are wired in batteries so that one power source supplies each 
réw of desks. (Right) Shaw-Walker stenographic desks at the 
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ABOVE.—Nearly 1000 General Fireproof- 
ing Company aluminum No. 4303 chairs 
were installed in the ballroom and banquet 
room of the Astor hotel, New York City, 
as part of a program of modernization. The 
chairs, pictured shortly after delivery, are 
finished in satin aluminum and uphol- 
stered with Chase Coral Buckmore. (At 
right) GF shelving proves boon to the 
Commercial Stationery & Supply Com- 
pany, Chattanooga, when State of Tennes- 
see votes to permit independent dealers 
to sell package liquor. H. H. Ireland, head 
of the stationery company, made several 
fine installations, one of which is shown. 


Dane County Title Company, Madison, Wis., make for perfect 
typing of abstracts, titles and briefs because they are vibra- 
tionless and noiseless. In background are two Shaw-Walker 
Triple-Duty counters housing records some of which are 100 
years old. The installation was made by the Jones Typewriter 
& Business Furniture Company, Shaw-Walker representatives. 
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JOVE. TWO LEOPOLD INSTALLA- 
DNS IN LOS ANGELES.—(Top) The 
cific Desk Company, Los Angeles, 
stalled this Corporation line of The 
opold Company in the offices of the 
sbitt Fruit Products and (lower) the 
opold Stream Line suite in the of- 
es of Lohman Brothers. In addition 
planning and actually placing these 
ddern furniture lines in operation 
9 installing company went to great 
ins to arrange the spacing to the 
st advantage and, at the same time, 
ake the furniture harmonize with 
» fine floor covering, indirect light- 





AT RIGHT, INDIANAPOLIS COM- 
PANY GOES Y AND E.—tThis large 
installation of the Yawman and Erbe 
Manufacturing Company’s line of 
Style-Master desks finished in Neutra- 
tone gray, was made in the offices of 
the Pitman-Moore Company, Indian- 
apolis, and the desks shown are the 
Styled Executive and Styled Associate 
steel models. The walls are tan, ceil- 
ings white with gray and tan rubber 
tiled floors. Harter chairs used 
throughout are upholstered in green 
leather and the posture chairs in 
green frieze cloth. The installation 


was made by the William B. Burford 


3 systems and general modern ap- 
Printing Company. 


mrance of the two sets of offices. 


AT RIGHT.—Two installations of Globe-Wernicke 
Co. furniture and equipment. (Top) Offices of the 
Mutual Home & Savings Association, Muncie, Ind., 
showing one of the best equipped banking rooms 
in the state. The equipment includes a “U” shaped 
counter with rounded corners and riser of natural 
American walnut and aluminum screen and wick- 
ets; a check desk, low rail with obscure glass and 
aluminum posts; a vestibule; partition seven feet 
three inches high: wainscot of the same height, 
directors’ table, column enclosure and exterior door 
with transom and frame. The entire job, installed 
by M. A. McCann, Muncie G-W dealer, was built 
of natural walnut in shellac and wax finish with a 
dignified and substantial design in keeping with 
the nature of the business. The check desk is 
cleverly designed with a waste basket at each end 
partly hidden by flush doors. (Lower) Globe- 
Wernicke tables built for and installed in the Rich- 
mond Public Library, Richmond, Ind. They are 
pedestal type, of genuine walnut and have a 
stretcher reinforcement. The tops are two inches 
thick with one-inch cores built up from pieces of 
wormy chestnut running the short way of the top 
and none of them more than five inches wide. There 
is a two-inch by two-inch solid walnut frame around 
each top. In the background are the charging desk 
and book shelving. All of this equipment was fin- 
ished in natural walnut with shellac and wax finish. 
The installation was made with the cooperation of 
the local dealer, Bartel, Rohe & Rosa. 
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EDITORIAL 


Off to a Good Start 

#¢ WITH particular satisfaction, we put this 
start-of-the-year number of the journal in the 
hands of its readers. It is significant of the im- 
portance of the office equipment industry. But 
little reflection is required to perceive that with- 
out the mechanisms, systems, and general util- 
ities around which the activities of the industry 
center, the world of business would be tremend- 
ously slowed up. 

This number is also indicative of the circum- 
stance of the office equipment industry. It 
reflects the enterprise of manufacturers and 
dealers. We know of no industry in which there 
is more enthusiastic cooperation between the 
producers and the distributors. This very num- 
ber was produced through their cooperative 
efforts. 

No one can predict with any degree of cer- 
tainty what the new year will bring, but the 
upward trend in business activity encourages the 
hope for a reasonable increase in 1940. Knowing 
the high standard of performance in al! its divi- 
sions, we are confident the industry will make 
a good showing. 

Achievement is largely what we make of op- 
portunity. Let’s put our best into it! 


NONE can cure their harms by wailing them. 
—William Shakespeare. 


o-m-- 


Support the Surveys 

#¢ ON January 2, the Bureau of Census started 
mailing schedules and gathering information 
for the 16th Decennial Census of Business, and 
also for the Census of Manufactures, which 
will include products of this industry. As indi- 
cated on page 182, Dun & Bradstreet is reviving 
its retail operating cost survey. Recipients 
should give the blanks attention they deserve, 
because of value of the accumulated informa- 
tion. 
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WE should put a permanent wave in the American 
flag.—Eddie Cantor, passed on by Charles P. Garvin, in 
his “Washington News Letter” of November 10. 


ee 


"And Their Children After Them" 


@¢ THE above is a caption which appears in 
each number of the GF News, house organ of 
The General Fireproofing Company, Youngs- 
town, Ohio, over a picture of father and son 
(frequently, sons, and occasionally, daughter) 
with a few lines telling the department with 
which each is connected and his term of service. 

So many families represented on the rolls of 
a business by two generations must signify 





mutual good will of employer and employed, and 
that mutual genuine interest by which the wel- 
fare and happiness of both is promoted. 

On the rolls of many companies in the indus- 
try are families represented by more than one 
member. And in probably every case indicative 
of friendly relations of officials and members of 
the rank and file, all workers in a common cause. 


ee 


SOW a thought, reap an action; sow an action, reap 
a habit; sow a habit, reap a character; sow a char- 
acter, reap a destiny.—Proverb. 
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“Our Varied Reasoning" 
#4 THE editors of The Horder Advisor write 
this editorial for us: 

“<What sets us against each other is not our 
aims—they all come to the same thing—but 
our methods, which are the fruit of our varied 
reasoning.’ ”’ 

—Wind Sea and Stars, by Antoine de Saint 
Exupery. 

“At this beginning of a New Year the truth so 
well expressed in the above quotation is worth a 
second thought. As nations, as races, as political 
parties, as capital, as labor, as families, as indi- 
viduals, it is true that our several aims are iden- 
tical. Love, happiness, power, security, freedom 
—these are the natural primary objectives. 

“The reasoning, the point of view, is the dis- 
tinguishing factor. Broadly, it divides people 
into two classes: those who think only of them- 
selves and their immediate future and those who 
consider other folks and their own ultimate con- 
dition. The two do not intermingle and the two 
parts of each are inseparable. One cannot think 
of the ultimate status of himself, his family, his 
party, his nation, his race—or his business— 
without considering others. 

“Let’s stick close to home—business. A recent 
survey of representative corporations reports 
that those which show the best net profit per- 
formance, pay their management executives the 
highest salaries. Now, the aim of every business, 
of every employee of business, is profit. Stock 
holders apparently profit most when manage- 
ment employees profit most. 

“The varied reasoning (if any) is, of course, 
between the corporation and the man. Assuring 
each to be sound and competent, it is required 
equally of each to give more than is expected by 
the other. There is no place for paternalistic 
parsimony in American business management 
today, nor is there any place in management 
circles for men who close their minds with the 
doors of their offices, who do not keep a sensi- 





JANUARY, 1940 


tized film of the conscious brain always ready for 
an unexpected exposure of fact, of theory, of 


inspiration. 


“If these paragraphs shall have changed the 


HERE AND THERE 


SHAW-WALKER-EQUIPPED 
IGLOO BECOMES ESKIMO 
HABITAT 

The elaborate office of the execu- 
tive director of the Carrier Corpora- 
tion in the New York World's Fair 
Igloo recently gained considerable 





THE ESKIMO EQUIVALENT OF THE 
LIFE OF RILEY.—(Top) Mayokok, his 
family and dogs, pause to consider 
Carrier Corporation igloo at the New 
York World's Fair as a suitable habitat 
for the coming winter. (Lower) “Boy, 
oh boy, the North Pole was never like 
this’ Mayokok tells the baby seated 
upon the Shaw-Walker “700” design 
desk inside the igloo. 


(Photos Courtesy The Carrier Corp.) 


publicity when it became the winter 
home of the only Eskimo family in 
the United States. 

Completely 


Shaw- Walker 


equipped, the office of the Igloo 


- 


(which is closed for the Winter) at 
tracted the attention of Mayokol 
when he saw the "for rent for the 
winter’ sign tacked on the igloc 


door. ‘'Plenty of room inside for 


family, dogs and sled. Nothing sc 
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‘varied reasoning’ of one man and his manage- 
ment, that their aims and their methods may 


now be identical, it will have been a good mes- 


lavish at the North Pole. I'll take 
it,"’ reasoned the Eskimo. 

Then, just to complete the picture 
he was photographed seated at his 
ease in the approved business execu 
tive pose—cigar and all—with the 
baby perched happily on a Shaw- 
Walker "700" line desk, admiring the 
genuine walnut top and moulded 
edge, no doubt. 





ELEMENTARY, MY DEAR 
WATSON! 

If Sherlock Holmes had opened his 
mail on a cold December morning 
and found therein a photograph of 
three happy gentlemen, seated in the 
stern of a motorboat, wearing very 
little clothes and each clutching a 
beer can in a sun-broiled fist, he 
would have solved the mystery in 
five minutes. 

"Ah," the mighty detective might 
have ah'd, “elementary, my dear 
Watson. It is obviously three rich 
men splashing about the sea off Flor- 
ida and hoping to finish their beer 
before they tie into a bad-tempered 
rund. 

But Sherlock lived in another day 
when fanciful backdrops used by pho- 
tographers looked like backdrops and 
little else. Today they're different 
and deceiving so we leave it to the 
reader to take a look at the accom 
panying picture and guess what 
Messrs. Baynon, Brewster and Wood 
ruff ARE doing. 


sage for the New Year.” 


MIKE BRYAN'S GIRL SEEKS HER 
WINGS 

Again the Mike Bryans (of Mike 
Bryan Office Supplies, 224 West Sec- 
ond street, Oklahoma City) have oc- 
casion to be proud of their daughter, 
Catherine, student at Mills College, 
Oakland, Calif., who recently passed 
government aeronautics tests and is 
now eligible to apply for her pilot's 
license. 

A member of the National Honor 
Society, and majoring in chemistry, 
Miss Bryan was one of a number of 
girls chosen to receive training in 
aviation, a course set up at Mills 
College in connection with the gov- 
ernment's aviation-training program. 

Along with other members of the 
Mills College class in aviation, Miss 
Bryan was featured recently in a 
movie news reel. It was shown at the 
Liberty theatre, in Oklahoma City. 
—EVH 





JOE HILDRETH ON DAYTONA 
BEACH 

Joe Hildreth, Chicago branch 
manager emeritus of the Esterbrook 
Pen Company, instructs that his copy 
of this journal be mailed to Daytona 
Beach, until May |. Ah, good Joe! 
Under the burning sun, struggling in 
the sands among near-Venus will-o’- 
the-wisps. What a life! We knew 
Joe when he had the privilege of 
joyous work. 





THREE WARRIORS OF THE SEA—MAYBE!—Anyway Ned Baynon 
of Eberhard Faber Pencil Company, Bert Brewster of Boorum & 
Pease Company, and Stan Woodruff, Weis Manufacturing Com- 
pany (left to right) send this picture without comment in the mid- 
dle of December. And the reader may take his choice—ocean or 
photographer's backdrop. We give up! 
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PORTABLE MODEL ADDED TO SUNDSTRAND LINE 

The adding machine division of the Underwood 
Elliott Fisher Company, 1 Park avenue, New York, N. Y., 
has recently introduced to the trade a new Underwood 
Sundstrand portable electric adding-figuring machine. 
The device is streamlined in design and is quiet in 
operation. 

Every moving part in the new machine has been 
especially designed and scientifically treated to reduce 
noise, and the key action has been cushioned to reduce 
the sound of entering figures on the keyboard. 

The newly designed keys, shaped to fit the fingers, 
give increased keyboard accuracy and positive fingertip 
control. The key touch has been lightened which per- 
mits operation for long intervals without fatigue. A 





NEW SUNDSTRAND ADDING FIGURING MACHINE 


slight touch of the finger operates any of the keys. The 
Underwood Sundstrand compact keyboard with 
only ten numeral keys arranged in natural sequence 
all under the fingertips of one hand may be operated 
by touch method, thereby increasing speed and accuracy 
and reducing head swing, eye wandering and hand 
travel. Only one hand is required to operate the ma- 
chine, leaving the other hand free to follow amounts 
in columns or turn pages. 

Light in weight, the machine is portable and may be 
carried from desk to desk. Listed items are visible as 
soon as printed. Totals and sub-totals are printed 
automatically through the automatic sub-total and 
total feature and appear in red in marked contrast to 
listed items which are listed in black. The three point 
control feature—three motorized keys perform six 
functions—1: adding; 2: subtracting; 3: non-adding; 
4: sub-totaling; 5: totaling; 6: printing credit balances. 

Subtraction is direct and the credit balance feature 
permits the machine to subtract a larger amount from 
a smaller amount and print the true answer. Such 
answers are automatically computed, printed and des- 
ignated by the machine. 

— = 


ROYAL METAL’S NEW POSTURE CHAIR LINE 


The Royal Metal Manufacturing Company, 175 North 
Michigan avenue, Chicago, last month announced to 
the trade a redesigned and improved line of posture 
chairs. 


Worked out by Royal Metal engineers, plans for the 
line provide the utmost in seating comfort plus the 
necessary healthful posture features. The chair seats 
are roll front and are Marshall-spring filled while the 
construction of the backs has also been greatly im- 


proved. 
The four different mechanical adjustments of the 





ONE OF THE NEW ROYAL METAL POSTURE CHAIRS 


former line have been maintained and the chair frame 
and back support are available in the Royalchrome 
finish or in olive green or walnut enamel finish. 


—— al 
WEIS ANNOUNCE SUPER WIZARD TRANSFER CASE 


A new steel front fibre board transfer case, which 
has been named the Super Wizard, has recently been 
introduced to the trade by the Weis Manufacturing 








THE WEIS SUPER WIZARD FILE 


Company, Monroe, Mich. It is listed in company 
catalogues as the Nos. 55 S 91, and 55 SG 91, buff with 
green front and all green finish respectively. 

The shell of the Super Wizard is made of extra 
strong corrugated fibre board with heavy thirty-point 
liners together with a strong square inside rein- 
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forced steel frame and an outside square steel collar. 
In addition there is an extra piece of double-lined 
board which fits into the back to square up and 
strengthen each case. 

An extension tape on the back of each shell provides 
means for holding cases in alignment at back and 
metal locking pins hold alignment in the front. Metal 
U-shaped staples are furnished on request for attach- 
ing to front top of two stacks to prevent separation 
between stacks. 

The drawers are of the same material, metal stitched 
on the sides and reinforced along two top edges. A 
steel front ensures added strength. The Super Wizard 
comes in letter size only. 

ee 


NEW FLUORESCENT LAMP BY VAN DYKE 


Van Dyke Industries, 2857 South Halsted street, Chi- 
cago, has recently added a new model to its line of 





VAN DYKE NO. 1100 FLUORESCENT LAMP 


fluorescent lamps which has been listed as the Stenog- 
raphers’ lamp No. 1100, 

Equipped with an upright arm and a shade which 
can be tilted to any desired angle, the new model is an 
ideal lighting device for the stenographic desk or for 
the merchandise counter where color matching is 
undertaken. The upright arm is so constructed that 
it makes only one complete revolution, thus prevent- 
ing twisting of wires. 

The lamp is 16% inches over all in height, with a 
base measuring 10% by 4% inches. It uses a 15-watt 
daylight fluorescent tube. A pencil holder in the base 
and a strip on the shade and base of the arm are 
solid bronze. 

Finished in Van Dyke Morocco brown and brush 
bronze, the lamp, complete with tube, retails for $16.35. 

Oe 


MODEL FH REX-0-GRAPH ANNOUNCED 


Rex-O-Graph, Inc., 3727 North Palmer street, Mil- 
waukee, Wis., manufacturers of the Rex-O-Graph 
duplicators, has recently announced the addition of 





THE MODEL FH REX-O-GRAPH DUPLICATOR 


the Model FH to the line. It is described as a 100 per 
cent roller moistener, hand-feed duplicator. 
Operating on much the same principle as the com- 
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pany’s Rex-O-Graph Model F, the Model FH, accord- 
ing to the manufacturer, handles all paper sizes from 
postcards up to the large 9 by 15 inch stock and com- 
bines fast, easy feeding with an accurate register. 
One of the special features of the FH is the fact 
that no wick or pump is required for the transfer of 
the liquid. A total of 600 copies can be run from 
the same master which, if desired, can be removed 
from the drum and re-used from time to time until 
the maximum number of copies has been run. 
Another advantage claimed for the Model FH is an 
extreme flexibility with which a variety of paper 
widths can be run from the same master without 
special adjustments of any kind. Further particulars 
on the FH and other models of the Rex-O-Graph line 
will be furnished by the manufacturer on request. 
_——— eo 


DICTAPHONE’S NEW “CAMEO” MODEL 


Keeping up with the modern trend toward stream- 
line designing, lightness of weight and compactness, 
the Dictaphone Corporation, 420 Lexington avenue, 
New York City, N. Y., last month introduced to the 
trade its new “Cameo” model Dictaphone. 

Shorter, lower and lighter than any other previous 
Dictaphone model, the Cameo is the result of months 
of experimenting and designing by engineers who 
sought to combine perfect performance with attract- 
iveness, minimum size and portability. The machine 
was designed by Theodore H. Beard, vice-president 
and chief engineer of the Dictaphone Corporation, 
in collaboration with William O’Neil, industrial engin- 
eer of New York. 

The new convenience of smaller size plus the dic- 





THE CAMEO MODEL DICTAPHONE 


tating machine’s portability are but two of many new 
features embodied in the new model. Further par- 
ticulars will be promptly furnished dealers on request 
to the corporation’s home offices. 
a 
TRANSPARENT DESK TOP BY DU PONT 

E. I. Du Pont de Nemours & Company, Wilmington, 
Del., has announced a new desk blotter pad called 
“Vis-O-Top,” with a transparent flap top of Plasta- 
cele cellulose acetate plastic. Price lists, charts, etc., 
can be placed for quick reference beneath the trans- 
parent plastic which covers the entire pad surface. 
The plastic sheet is hinged to permit easy use of the 
blotter which fits into the pad base. Binding for the 
plastic sheet edges and the pad base are of a leather- 
like material in green or brown and the pads are 
available in two sizes. 

—_——_=— oe 
ARTILITY’S NEW “VENTIFORM” SUITE 
The Artility Metal Products, Inc., Elkhart, Ind., last 


month announced a new set of conventional type 
metal office chairs which has been named the Venti- 
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form suite. The series consists of four chairs—a swivel 
chair with arms, a swivel chair without arms, arm and 
side chairs. 

Embodying many advanced features, the new chairs 
were designed to combine comfort, attractiveness and 





ONE OF THE ARTILITY VENTIFORM SUITE CHAIRS 


sturdy construction. They are available in a wide 
variety of enamel finishes to match all lines of steel 
desks and files and may also be had in grained walnut 
or mahogany finish. 

A new folder, describing the entire line, has recently 
been published by the company and will be sent to 


dealers on request. 
— OTe ——__—_—— 


NEW FARIES LAMP ANNOUNCED 


A new lamp, listed as the office appliance model, and 
intended principally for use in connection with office 
machines, has been announced to the trade by the 
Faries Manufacturing Company, Decatur, III. 

The lamp can be clamped to a desk or table, may be 
bolted to a wall or can be clamped directly to the 
machine by use of a special clamp furnished for that 
purpose. Using only a 100-watt lamp, it delivers from 





THE NEW FARIES LAMP 


30 to 35 foot-candles of light to the machine. The 
light is soft, indirect and without glare and the arm 
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swings right or left. Because of its construction, the 
lamp is also adaptable to shipping department tables 
and factory inspection operations. 

Further particulars of this and other models manu- 
factured by the company will be furnished on request 
to the manufacturer’s home office. 


——_— + —__— 


NEW ROTOSPEED MODEL ANNOUNCED 


Ready for introduction into the new decade just 
begun is the new automatic model AA Rotospeed, 
recently announced by The Rotospeed Company, Day- 
ton, Ohio, as a machine combining unusual duplicator 
features with an appealing retail price. 

In addition to foolproof automatic paper feeding 
the model AA features an automatic impression roll 
which shifts into printing position only when paper 
is fed to a positive stop. New type feed table holds 
more paper and other features include a counter, open 





THE MODEL AA ROTOSPEED DUPLICATOR 


or closed cylinder inking, cast aluminum frames, black 
wrinkle enamel and satin chrome finish. 

The open cylinder model, complete with supplies, 
retails at $78, and is noted for its ease of operation 
and simplicity of design and adjustments. 


—— 


NEW ACE SLIDER STAPLER 


The Ace Fastener Corporation, 3415 North Ashland 
avenue, Chicago, last month announced the addition 
of the Ace Glider to its line of stapling machines. The 
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THE ACE “GLIDER” 
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Glider is modern in design and is priced to retail 
at $2.50. 

Constructed for triple action, the new machine is 
capable of regular stapling, tacking and pinning. It 
uses undulated staples with a loading capacity of 210 
staple strips. In design the Glider is modernized with 
conservative streamlining and is finished in a com- 
bination of chrome and black. 

The triple action of the Glider was embodied for 
the purpose of making the device of particular appeal 
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to home users, schools and the smaller business houses 
as well as the larger organizations. It is guaranteed 
for a lifetime of trouble-free service. 


—___9-—>-9—___. 


HANSON’S “CRYSTALITE” ALBUM LINE 


The J. L. Hanson Company, 552-554 West Adams 
street, Chicago, Ill., has recently introduced to the 
trade its new Ideal line of Crystalite albums and 
scrap books which permit a clear view of the contents 
but completely protect it from soiling or damage. 

Attractively bound in heavy artificial or top-grain 
leather, the albums and scrap books contain a varying 
number of transparent acetate cellulose pockets into 
which photographs, clippings, blueprints, drawings, 
etc., are easily slipped. Thus while exposed to the 
view the material beneath the Crystalite “windows” 
cannot be touched, mutilated or become grimy or 








THE HANSON CRYSTALITE ALBUM OPENED TO SHOW 
CONTENTS 


dusty. The pockets are non-inflammable and the 
leather binding has streamline tooling in pure gold 
leaf on the well-padded handsome covers. Colors 
available are black, brown, green, Maroon and blue. 


- —— 9 eee 


NEW OFFICE STAND LINE BY SHERMAN-MANSON 

A new Ideal heavy duty stand, designed particularly 
for wide-carriage typewriters and heavy and sensitive 
business machines, has just been announced by the 




















SHERMAN-MANSON MACHINE STAND 


Sherman-Manson Manufacturing Company, 625 South 
Kolmar avenue, Chicago, manufacturers of Ideal stools 
and stands. 

The new Ideal series 64 has been developed to permit 
accurate operation of these machines with easy non- 
tipping portability instantly available. When the 
machine is in use, the stand rests solidly on four flared 
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legs, equipped with ball feet, one adjustable to com- 
pensate for slight floor inaccuracies. One lever move- 
ment sets the stand up on four casters. 

Series 64 frame is tubular steel, specially braced and 
finished in black baked enamel. Top is 24 inches wide 
by 17% inches deep, 5 ply genuine veneer. Flush drop 
shelves, 12 inches wide by 17% inches deep, inter- 
changeable right or left, are available in the same 
walnut, oak or mahogany finish as the top. With one 
shelf, the top surface is 36 inches wide by 1712 inches 
deep; with two shelves the entire surface is 48 in- 
ches wide by 17% inches deep. 

The new Ideal stand without shelves is Model 64. 
With one flush drop shelf, 64-A, and with two flush 
drop shelves, 64-AA. 

ansinsnisinssiteaalaeaialiaduaasidicih 
VOGEL-PETERSON’S “OFFICE VALET” 

A new steel office wardrobe, named the Office Valet, 
has recently been announced by the Vogel-Peterson 
Company, Inc., 1805 North Lincoln street, Chicago. It 
is a smart and compact unit available in three attrac- 
tive colors. 

The Office Valet consists of ventilated and divided 
shelves for hats, a hanger bar for coats, an umbrella 





THE OFFICE VALET 


rack and a shelf at the bottom for overshoes. The unit 
is made in two sizes—one to accommodate six persons, 
and the other for twelve. It is of sturdy construction, 
rigid and sanitary, and dustless. A vacuum rubber 
shod base is provided, and either model requires only 
a maximum space of 30 by 30 inches. 


FOX COMPANY’S MAGIC BACK REST 


George E. Fox & Company, 412-420 Orleans street, 
Chicago, Ill., last month announced a new back-resting 








THE MAGIC BACK REST 


device for office workers, which has been given the 
name of the Magic back rest. 

The new product is made in brown and green ribbed 
Frizette in a rectangular shape and fits onto the back 
of any ordinary office chair. The manufacturer claims 
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use of the device on a chair transforms it into a type 
of posture chair. Dimensions are 10 by 7 inches with 
a 3-inch resilient filler. The back rest is attached by 
straps which are readily adjustable to any size of 
chair. 

——— > o———_ 


ORTHOGRAPH’S NEW POSTCARD DUPLICATOR 

The Orthograph Company, 406 South Main street, 
Los Angeles, Calif. has announced a new and dis- 
tinctive model of a postcard duplicator to be known 
as the Multi-Printer. The new machine will be a com- 
panion model to the firm’s regular automatic Post- 
card Printer. 

The Multi-Printer embodies all the features of a 
standard stencil duplicator according to the manufac- 
turers and is designed to take larger or smaller sized 
cards or paper in addition to the standard postcard 
size. 

An outstanding feature of the machine is the ad- 
justment arrangement. By simply loosening a thumb- 
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THE MULTI-PRINTER 


screw the propeller can be moved back and forth to 


the size desired, from 4% by 7% to 3 by 5 inches. It 
sells for $12.90 complete with supplies. 


@=<iP-9———— 


NEW “SUPER-VISIBLE” EQUIPMENT BY ACME 

Super-Visible is the name given by Acme Visible 
Records, Inc., 122 South Michigan avenue, Chicago, to 
its entirely new type of visible record equipment just 
announced to the trade. The equipment, according 
to the manufacturers, sets a new standard for com- 
pactness and low cost. 

Through a combination of ingenious mechanical 
dévices and adaptations a high capacity is achieved in 
the new vertical visible equipment housed in letter- 
file type drawers. While the high capacity makes 
Super-Visible ideal for records numbering in the hun- 
dreds of thousands its smaller units are available for 
records numbering no more than a few hundred. A 
feature of the equipment is a flexibility which allows 
the many units to be “tailored” to fit any record- 
keeping demand. 

The Super-Visible is fully illustrated in a recently 
issued catalogue described elsewhere in this issue. 
CHAMPION FASTENER ANNOUNCES NEW MODEL 

The Champion Fastener Corporation, 299 Broad- 
way, New York, N. Y., has announced the “Supreme” 
stapler, a new addition to its line of fastening devices. 

The new “Supreme” model is said to be meeting 
with an enthuiastic response from dealers. Jamming 
and clogging are claimed to be virtually eliminated in 
the stapler, because of several exclusive features. 

The machine automatically ejects defective staples 
which may enter, and a precision ratchet stroke con- 
trol prevents more than one staple from entering the 
channel at one time. 

With one simple motion the channel can be ex- 
tended at any time to eject any obstruction, or the 
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head can be removed instantly by the simple flip of 
a lever. 

The “Supreme” takes three different sizes of stand- 
ard staples (xs inch, % inch, and % inch) making it 
adaptable at all times, without adjustment, to light, 





THE CHAMPION “SUPREME” STAPLER 


medium, or heavy duty stapling. It will stitch two 
sheets or sixty with perfect ease and precision. The 
machine will pin, tack or staple. 

The new “Supreme” is handsomely streamlined in 
design, ruggedly constructed throughout. It is made 
of case-hardened, heat treated steel, extra-heavily 
chromium plated. All parts are precision-machined. 
Heavy live rubber base pads prevent scratching of 
desks and minimize noise. The machine is fully pat- 
ented and guaranteed for a lifetime against any defect 
or dissatisfaction on the part of the purchaser. The 
list price is $5.00. 
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DUAL SELECTOR AUTO-TYPIST ANNOUNCED 


The dual selector Auto-Typist is a new automatic 
typewriter introduced to the trade last month by the 
American Automatic Typewriter Company, 614 North 





THE DUAL SELECTOR AUTO-TYPIST 


Carpenter street, Chicago. The machine is an addition 
to the line which now includes the standard and 
selector models. 

The dual selector has double the record capacity of 
the selector. Letters, paragraphs or other material may 
be placed on either of two record rolls. This material 
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can total 500 typewritten lines. The operator can 
switch in either roll to control the typewriter and can 
dial any of the material on either roll, whereupon the 
Auto-Typist will automatically select and type it. 

The machine is designed for correspondents who 
answer inquiries and other mail with form paragraphs 
or letters. One hundred paragraphs can be placed on 
the rolls and be instantly selected and automatically 
typed. While one roll controls the typing the other 
can be selecting. 

The operator heads in the letter manually on the 
same machine and can also make inserts in the para- 
graphs. The machine has a wide application on credit 
or collection letters as well as sales promotional work. 
Any make typewriter can be used in conjunction with 
the Auto-Typist. 


———_—__«—~= — 


NEW STENCIL FILE BY ATLAS 
The Atlas Duplicator Supply Company, Inc., 501-511 
Western Reserve building, Cleveland, Ohio, has an- 
nounced a new stencil file which embodies a unique 
method of safely storing duplicating stencils. 
The device hangs each stencil vertically without 
using paper separators which are said to absorb the 





THE ATLAS STENCIL FILE 


natural oils of the stencil. An added feature is a 
“finger-tip” ease in locating, filing and removing 
stencils. Completely flexible indexing is another 
advantage. While the DeLuxe model holds 300 stencils 
the cabinet utilizes normally wasted floor space due 
to the fact that it is equipped with ball-bearing casters 
and can be rolled under tables or into an out-of-the- 
way corner. 

The cabinet is durably constructed of heavy sheet 
metal and attractively finished in green and black 
crackle enamel. The hangers of hard steel are rust- 
proofed and, with a new aluminum coating, may be 
used indefinitely. 

Models are available in capacities varying from 50 
to 1500 stencils. The DeLuxe model, selling for $24.50, 
is 22 inches high, 12 inches wide and 22 inches long. 
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NEW PERFORATOR ADDED TO AMERICAN LINE 

The American Perforator Company, 625 Jackson 
boulevard, Chicago, last month announced an entirely 
new perforating machine to be known as the model 
No. 29. The compact device is a new departure in 
both design and mechanical construction and is 
streamlined with a cast aluminum cover. 


Speed is increased and operation made easier by a 
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new forward handle action, needle roller bearings, 
an internal return spring and several other innova- 
tions. The Model No. 29 has been so designed that it 
can be purchased with or without several special fea- 
tures one of which is an identification key which, 





MODEL 29 AMERICAN PERFORATOR 


inserted in the front of the machine, will select a 
number or initial identifying the operator. Double 
built-in locks can also be furnished, one to lock the 
entire action and the other to lock the date wheels 
and identifying keys in place. 

According to the manufacturers, the No. 29 is the 
only machine of its kind with a removable and inter- 
changeable die-block. Approximately thirty-five char- 
acters besides the changeable dates can be perforated 
with the device which weighs 21 pounds, is 4% inches 
wide and 15 inches in length. 





HELLESOE’S COLUMBIA TICKET PRINTER 

Hans H. Hellesoe, 2448 Ainslie street, Chicago, has 
recently introduced to the trade a ticket printing set 
which has been given the trade name of the Columbia. 
Made to print cards of 3% by 5% inch dimensions, the 
Columbia outfit enables anyone without previous skill 
to manufacture attractive and sales-getting cards for 
window or store display embodying a professional 
touch. Rubber type is used throughout to eliminate 
“make-ready,” a printing process requiring special 
attention. In operating the Columbia set it is neces- 





THE COLUMBIA TICKET PRINTER 


sary only to set the rubber type in either one of two 
type chases, ink the type with the inking rollers and 
print. Further particulars and illustrated literature 
on the Columbia ticket printer will be promptly fur- 
nished on request to the manufacturer. 


{ New Machines and Devices Section ] 
Continued on Page 94 
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NATIONAL BUSINESS SHOW TO OPEN IN BOSTON 
ON MARCH 25 


Equipment today for the office of tomorrow will be 
the basic theme of the 1940 New England National 
Business Show which is to be held in Mechanics’ Hall, 
Boston, Mass., from March 25 to 29. The five-day ex- 
position is to be staged by the National Business Show 
Company, New York, N. Y. 

Aided by Chicago Manager Charles Hunter and a 
corps of assistants, President Frank E. Tupper will 
stress every effort toward providing Boston and all 
New England with a glimpse into the future so far as 
business equipment, machines and supplies are con- 
cerned. Individual displays will demonstrate how 
manufacturers of office equipment follow the trend of 
business requirements and anticipate the demand. 
Previous National Business Shows have exemplified 
how streamlining became an outgrowth of the demand 
for attractiveness and compactness in the typewriter 
and other office machines, just as faster calculators 
were created to meet the present-day requirement for 
speedier bookkeeping. An appeal for portability in ma- 
chines and equipment was answered by wholesale 
changes in construction with consequent drastic reduc- 
tions in weight. 

The extent to which manufacturers have gone to 
meet these and other demands of modern business and 
thus keep one step ahead of present-day requirements 
will be well demonstrated at the show, with dozens of 
companies maintaining attractive and educational ex- 
hibits with attendants on hand to demonstrate and 
explain everything. 

Mechanics’ Hall, besides possessing all the necessary 
features of a first-class exhibition center, is hallowed 
by a background of historical fact. It is the property 
of, and is operated by, the Massachusetts Charitable 
Mechanics Association of Boston, of which Paul Revere, 
of Revolutionary fame, was the first president. Since 
its erection the structure has been maintained for the 
purpose of raising funds for charitable purposes and 
all proceeds from rental of the building are used 
toward that end. 

Within the walls of the great building are four halls, 


Grand, Exhibition, Paul Revere and 
Talbot Hall, with floor spaces vary- 
ing in size from the smallest to the 


largest. Exhibition Hall has 40,000 
square feet of space and 22,000 square 
feet in the basement. There is also 
a stage measuring eighty by forty feet. 
Grand Hall, with 30,000 square feet on 
the main floor, can seat 5,000 persons. 
Paul Revere and Talbot Halls are 
smaller and are used principally for 
banquets and dances. 


MAIN ENTRANCE OF MECHANICS’ HALL, 
BOSTON, MASS., WHERE WILL BE HELD 
THE NEW ENGLAND NATIONAL BUSINESS 
SHOW.—The picture was copied from the 
embossed cover of a booklet which describes 
the facilities available in the building. 
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CROWN OFFICE SUPPLY HOUSE WARMING 

Several months ago, the Crown Office Supply Com- 
pany, Chicago, moved into new and substantially 
larger quarters on the fourth floor at 133 North 
Wacker drive. Until Saturday, December 23, spare 
time was devoted to getting comfortably and efficiently 
settled. 

About the middle of December engraved invitations 
were sent to customers, manufacturers’ representatives 
and other friends to attend a house warming party 
from one until six o’clock on the afternoon of Decem- 
ber 23. The invitation was headed, “You’ve helped us 
grow—now help us celebrate!” 

Between 1200 and 1400 responded by being present 
at least part of the time and signing the Guest Book 
in the reception room. 

After being escorted through the new offices, attrac- 
tive display floor and stock room, guests were directed 
to temporary entertainment quarters on the fourth 
floor just south of the firm’s offices. There, hilarity 
was in full swing. A long table loaded with food and 
a temporary bar catered to the hunger and the in- 
clinations of those present. Small tables and chairs 
were set up at the window for the convenience of the 
indulgers in meat and drink. Colored shades over the 
lights added to the good cheer atmosphere. An auto- 
matic phonograph provided music to which many 
danced in the large open space in the center of the 
room. It was a happy occasion, contributing to the 
pleasure of all in attendance. 





EAL USE U3, PLEASE 


On page 58 of the December issue appeared a report 
of the appointment by the C. Howard Hunt Pen Com- 
pany of Alberto Sasso Mendez as export department 
manager. Mr. Sasso was erroneously referred to as Mr. 
Mendez, due to the fact that the last of his three 
names is that of his mother’s family, which is cus- 
tomarily added among Spanish people when a full 
name is given. Unfamiliarity with the custom led to 
the regretted reference to Mr. Sasso as Mr. Mendez. 
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“FORTUNE” PAYS 12-PAGE TRIBUTE TO WATSON 

A scintillating tribute to Thomas J. Watson, presi- 
dent and leader of the International Business Ma- 
chines Corporation; to his phenomenally successful 
management of the huge organization and his earnest 
and unrelenting striving for world peace, is contained 
in a twelve-page article appearing in the January 
issue of Fortune magazine. 

Under the unusual heading of “International Busi- 
ness Machines is Mr. Thomas J. Watson’s Temple of 
the Company Spirit,” the story opens with the author’s 
impression of I. B. M., expressed in humorous vein as 
follows: 

“You never saw another company quite like Inter- 
national Business Machines Corp.—where all men 
dress well, every office boy is a potential leader, and 
the Leader gets $442,500 in one year. It’s a cross be- 
tween Elbert Hubbard’s Roycrofters and the U. S. 
Mint—with a touch of the Oxford group thrown in 
for good measure. It’s marvelous.” 

A description of the I. B. M. plant at Endicott, N. Y.. 
where the 4000 employes resemble “feebly disguised 
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executives,” foremen are as “elegantly clad as floor- 
walkers” and workers “disembark from glossy cars” in 
the morning, leads up, with delightful lack of con- 
tinuity to Mr. Watson’s start in the business world as 
assistant to John Henry Patterson of The National 
Cash Register Company who, it is said, paid the 
younger man the “supreme” compliment of appro- 
priating the younger man’s ideas while he, in turn, 
later paid Mr. Patterson the “supreme” compliment 
of holding fast to that which he found good in his 
leader. It was while Mr. Watson was connected with 
Mr. Patterson that the former coined the motto 
“Think!”—which adorns every wall of the plant and 
offices of I. B. M. today. 

In 1913, the article relates, Mr. Watson left Na- 
tional Cash and one year later, was oifered the job 
of running the Computing - Tabulating - Recording 
Company, as I. B. M. was then known. 

An “ineffective, struggling outfit,” the firm had been 
incorporated in 1911 by Charles Ranlett Flint as a 
holding company for four business machine builders, 
the Bundy Manufacturing Company, founded in 1889 
by William Bundy, an Auburn, N. Y., clockmaker; the 
International Time Recording Company, formed in 
1901 by Daniel M. Cooper and Dr. Alexander Dey of 
Rochester, N. Y.; the Computing Scale Company of 
America, itself a holding company for several scale 
manufacturers since 1891, and the Tabulating Ma- 
chine Company which marketed the punch-card tabu- 
lating device invented by Dr. Herman Hollerith. 

Figures are seldom of interest but become engross- 
ing when used by the author of the article to portray 
the difference between the company when Mr. Watson 
took over the control “on that bright day of the 
Spring of 1914” and the organization of the present 
day. 

“...C-T-R employed 235 people, boasted that 40,000 
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of its machines were in use, was grossing $2,200,000 
and turning a profit of around $500,000. 

“Today International Business Machines Corpora- 
tion, as the company has been called since 1924, pays 
salaries and provides a goal in life for 11,247 souls 
(7598 in the U. S. and 3649 in seventy-eight foreign 
lands). In 1938 it earned $8,700,000 on a gross of $34,- 
700,000 in the U. S. and Canada, and $1,560,000 on 
about $10,000,000 gross abroad. About 290,000 machines 
are in use.” 

Mr. Watson’s fixed ideas on the successful running 
of an organization as large as I. B. M. are a reflection 
of the man’s spirit of fairness and consuming desire 
for work as the author points out in describing the 
company’s president: 

“He never takes a vacation, works about sixteen 
hours a day and spends many an evening at the func- 
tions and celebrations of his innumerable employes’ 
clubs. He relishes talking with old employes, not as a 
curious superior but as an old friend.” 


There are, too, certain rules created by Mr. Watson 
as head of I. B. M. which, despite their apparent 
irrelevance to the conduct of a large business, suc- 
ceed if the history of I. B. M. is a criterion. Among 
these are the following: 

Everyone addresses every man as “Mr.” The com- 
pany publications never refer to any man without 
prefixing a “Mr.” to his name. Everyone in the organi- 
zation is expected to find the “Think” signs a “con- 
stant source of inspiration.” Everyone carries a 
“Think” notebook in which to record “vagrant ideas 
and inspirations.” Official stationery, scratch-pads 
and matchbooks bear the inscription “Think” and 
padholders ask the owners to “Make Things Happen.” 
All employes are expected to have a copy of “Men, 
Minutes and Money,” written by Mr. Watson, and 
containing a collection of his speeches and essays. 

Almost as much to the fore as “Think” is the word 
“Peace” to the world-wide acquisition of which Mr. 
Watson has whole-heartedly and generously given his 
every effort. In this connection it will be remembered 
that a recent issue of Office Appliances described 
and pictured the dedication of I. B. M.’s twenty-story 
World Headquarters building in New York City to 
“The cause of world peace through world trade.” Sub- 
sequent issues have reported the conferring of various 
orders upon Mr. Watson by foreign governments to 
express their grateful appreciation of his lifelong 
efforts toward peace between nations. 

Still another phase of Mr. Watson’s activities 
touched upon in the article is his fondness for better- 
ing, through personal effort, the lives and fortunes 
of those about him. His country club for employes 
(dues, one dollar annually) is a byword in the office 
machine manufacturing industry. Then there is the 
100-Per-Cent Club which generously awards salesmen 
who make sales quotas by extra effort. 

Solidly behind Mr. Watson and thoroughly imbued 
with his ideas, are his three ranking executives, Vice- 
Presidents Frederick W. Nichol and Charles R. Ogsbury 
and Secretary-Treasurer John G. Phillips. Of the 
three Mr. Nichol started as assistant secretary to Mr. 
Watson in 1909 at the age of seventeen. “I’ve been 
in his vest pocket ever since,” he says. Dynamic and 
active and forever on the go, he is a counterpart of 
his president for whom he bears a genuine affection. 
Mr. Ogsbury, another firm believer in his boss and the 
boss’ creed is grateful to him and expresses himself 
thus: 

“Mr. Watson gave me something I lacked—the vision 
and the foresight to carry on in this business which 
from that day forward I have never had any thought 
of leaving.” 

The article is generously sprinkled with illustrations 
—that of the I. B. M. display at the New York World’s 
Fair being in color. There is a large portrait of Mr. 
Watson and others of Messrs. Nichol, Ogsbury and 
Phillips. 
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AMERICAN WRITING MACHINE COMPANY SIXTY 
YEARS OLD THIS MONTH 


January 7, 1940, will mark the completion of a sixty- 
year period during which the American Writing Ma- 
chine Company, New York, N. Y., has been playing an 
important part in the typewriter industry. From a 
little organization composed of a few forward-looking 
business men and inventors, the company has prog- 
ressed under the impetus of initiative and enterprise 
to its present extensiveness, with stores and branches 
in important cities throughout the United States. 

When the company was established early in 1880, its 
avowed purpose was to manufacture a machine for 
“printing letters.” At that time the idea of letters, 
either social or business, being “printed” or typed (the 
second term did not come into general use until some 
time later) was eyed askance. The average recipient 
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of a “printed” letter was certainly surprised and occa- 
sionally felt slighted because his correspondent hadn't 
made the personal effort of inditing the communica- 
tion in his own chirography. Nevertheless, the “Cali- 
graph,” one of the first typewriters, was placed on the 
market and the American Writing Machine Company 
became a pioneer in the manufacture and promotion 
of writing machines. The machine itself was so soundly 
built that there are still some of the old “Caligraphs” 
in actual use today. 

While the founders of the business cherished no 
particular hope that the typewriter would be accepted 
for personal correspondence, they were convinced of 
its potential value as an-instrument for the business 
world. The initial response of the public was discour- 
aging. Many difficulties beset the path of the pioneers. 
Steady courage and a persistence rooted in faith in 
the destiny of the typewriter eventuated in ultimate 
recognition of typing machines as absolute essentials 
in business. 

The frown of disapproval upon the practice of 
“printing” letters was hard to overcome. Some people 
resented the typewritten letter as a reflection upon 
their education—an insinuation that they could not 
read “hand writing.” On record are some instances 
where friendships were broken through the use of a 
machine for personal letters. 


Yet, all was not negative. Among the famous per- 


sonalities who recognized the possibilities inherent in 
the machine that “printed letters” was Mark Twain. 
On March 19, 1875, he addressed a letter to the manu- 
facturers, E. Remington & Sons. By inverse reasoning, 
the letter became the most quoted testimonial for 
typewriters, 


despite Mr. Clemens’ request that his 
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name be withheld. The text of the letter, signed 
“Saml. L. Clemens,” is given below. 

“Please do not use my name in any way. Please do 
not even divulge the fact that I own a machine. I 
have entirely stopped using the Type-Writer, for the 
reason that I never could write a letter with it to 
anybody without receiving a request by return mail 
that I would not only describe the machine but state 
what progress I had made in the use of it, etc., etc. I 
don’t like to write letters, and so I don’t want people 
to know I own this curiosity-breeding little joker.” 

Since its inception six decades ago, the American 
Writing Machine Company has made steady advance, 
establishing a record of achievement of which all those 
affiliated with the organization may well be proud. 
The products offered through the years reflect a policy 
of fair dealing and value that has earned the respect 
of the public and the industry. The “Monarch” lines 
of portable typewriters and adding machines, and 
“Premier” factory rebuilt Remingtons occupy solid 
places on today’s market. 

Under the leadership of Henry Simler, president, the 
company is looking forward to many more years of 
service. Mr. Simler has been connected with the enter- 
prise since 1923, when he joined the organization as 
vice-president. Two years later he was placed in com- 
plete charge of the company. In November, 1934, he 
purchased all the stock of the firm and became presi- 
dent. At that time C. R. Underwood was elected vice- 
president and secretary, and H. B. Fredin, treasurer. 


—-—< 2 


WHITE NAMED OFFICIAL OF AMES 


At a meeting of the directors and stockholders of 
the Ames Supply Company, Chicago, last month Ear] 
S. White was elected vice-president in charge of the 
firm’s western division. The balance of the officers 
were re-elected as follows: 

Hazen R. Ames, president; Mrs. D. R. Ames, vice- 
president; Mrs. C. M. Wyckoff, treasurer, and J. D. 
Marvil, secretary. 

Mr. White’s appointment was made in appreciation 
of his long and faithful services to the company and 
because it was the unanimous opinion of Mr. Ames and 
his associates that he is ably fitted by his many 
years of experience. 

It was back in 1910 that Mr. White heard that 
the late C. H. Ames was looking for a boy to learn 
the platen and typewriter parts business. Sensing a 
liking for that type of business he resigned the job 
he was holding in a butcher shop, was interviewed on 
his qualifications and given the new job. Since that 
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time he has worked hard and served faithfully and 
under his guidance the San Francisco office has be- 
come a leading distribution point for office machine 
repairs and supplies in the West Coast territory. 

In announcing the appointment of Mr. White, Presi- 
dent Ames said: 

“In recognition of his years of faithful service and 
also in appreciation for what he has done for the 
company Earl S. White has been elected vice-president 
in charge of the Western Division. In electing Mr. 
White we also realized the need for an executive on 
the West coast and fully appreciate his ability to 
successfully fill such a position.” 
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duplicators in four sizes to make and/or save money for 
modern streamlined businesses, schools and institutions 


of all SIZeS. Why not ask any one These four duplicators are the culmination of a 


four-year program of progress that sets another 
new high standard for the world in stencil dupli- 
of them to make sales bloom and cation. To make and/or save money for your busi- 
ness, call the Mimeograph distributor in your city. 


MIMEOGRAPH is the trade mark of A. B. Dick 
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The Guest Book 


R. L. Smith, of San Francisco, visited the office of 
this publication November 29. He is Pacific Coast rep- 
resentative for G. J. Aigner Company, George B. Graff 
Company, Finch & McCulloch, Hotchkiss Sales Com- 
pany and Sun Rubber Company. Much of his time in 
Chicago was spent at the Aigner plant. From Chicago 
he planned to go East to visit with other companies 
and return to the West by way of New Orleans. He 
reported good business throughout his territory not- 
withstanding some temporarily unusual circumstances 
in his own city. 

Ira Cole, vice-president, and Wil'iam (Bill) Huston, 
San Francisco manager for Mittag & Volger, Inc., 
affixed their names to the Guest Book December 5. 
Mr. Cole was on a visit to several of the middle 
western cities, a short trip for him but a long one 
for most people. Mr. Huston had come to Chicago for 
some special work for the company and planned to 
return to California as soon as it was accomplished. 
In his territory, which includes the Hawaiian Islands 
in addition to Pacific Coast states, he has built up 
an attractive volume of business. He is particularly 
well informed about trade affairs in his area as the 
result of frequent contact with his numerous dealer 
connections. 

R. M. Tussing, York Safe & Lock Company, York, 
Penna., in Chicago on special business, gave us the 
pleasure of a call in December. From the conversation 
we took impression that Pennsylvania is a grand state, 
of which York and vicinity is a choice section and 
the York Safe & Lock Company is a great enterprise. 
From Reg’s optimism and enthusiasm we get firmer 
grasp of our own. 

Albert B. Abrams, Modern Stationer, New York, 
looked in upon us December 16th. In Chicago on a 
hurried business trip under orders from the family 
to return in time to be Santa Claus, which came to 
pass, we opine, to the happiness of all concerned. Had 
“Bert” got stuck in the chimney, we would have 
heard of it. 

- iiattiiied 
GRUYS’ BUSINESS IN NEW HOME 

Marking an important step in the company’s career, 
the John’s Typewriter Service, office machine and 
supply firm of Ontario, Calif., recently moved into new 
quarters at 108 West A street. The company is owned 
and operated by John W. Gruys. 

‘The company is well known in Ontario district and 
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Mr. Gruys, through dint of hard work and persever- 
ance has worked up a clientele in his territory. In the 
new store modern equipment and lighting fixtures 
were installed and drew much favorable attention on 
the official opening day. 

In addition to Remington typewriters the organiza- 
tion carries a full line of Art Metal steel office furni- 
ture and equipment as well as all makes of portable 
and reconditioned standard typewriters. 


“REMOVE BUSINESS OBSTACLES” IS GIST OF 
ZELLERS’ SPEECH 

Lifting of the restrictions impeding private enter- 
prise was urged by John A. Zellers, vice-president of 
Remington Rand, Inc., in recently assuming office as 
president of the New York Board of Trade. 

“In recent times,” Mr. Zellers declared, “we have 
built up too many hindrances, too many obstacles, too 
many impediments. Our economy of the future must 
contemplate the lifting of barriers. The endeavors of 
small pressure groups to gain special advantages for 
themselves must give way to such measures as will 
serve all citizens alike, and with equal justice to all. 

“There is much talk in the air about liberating in- 
dividual enterprise and providing equal opportunity for 
all as was contemplated by our forefathers when they 
founded this republic. But coupled with this talk too 
often there are advocated or enacted new laws or 
regulations which in effect further restrict private 
enterprise. They also tend to, or actually do, lessen 
employment and lower actual earnings. We have been 
oppressed too much by those who in the guise of be- 
friending us, or of organizing us, have really taken 
away from us the right to dispose of our Jabor and the 
products of our labor in a free market. 

“We think of ourselves as being a free peopie and 
we should not surrender our individual freedom to any 
group nor to any organization. 

“Our full attention is demanded here at home to 
settle our differences here—to unleash the energy and 
the special talents we possess—to allow every man full 
freedom to work and to employ his talents freely to 
his own greatest advantage and to the advantage of 
his community. 

“Tt is to the liberation of men and the freedom of 
our commerce from injurious restrictions and to the 
amelioration of taxation which will follow the in- 
creased business activity resulting therefrom that the 
New York Board of Trade dedicates its continuing 
efforts.”—NJNS 


THE NEW HOME AND STAFF OF JOHN'S 

TYPEWRITER SERVICE, ONTARIO, 

CALIF.—(L. to R.) John W. Gruys, propri- 

etor and manager of the business located 

at 108 West A street; Mrs. Florence Gruys, 

secretary of the company; Walter Gunn, 
salesman. 
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Freedom for Secretaries ' 


WELCOME NEWS TO EXECUTIVES. ..and more 


welcome news to those hard-working girls who carry the burden of 
office work! A new freedom . . . from end-of-day fatigue. Long jobs 
made shorter, hard jobs made easier, by the easy action and speed of 
this new L C SMITH. New typing aids, too: 


[New Automatic Margin Set (actually operative 
with one hand!) which sets right and left mar- 
gins with one lever. New Concealed Touch 
Selector with seven positive adjustments. New 
Card Holder... New Linespace Mechanism... 
Improved Tabulator... plus all the time-tested 
LC SMITH features. 











New in appearance...modern, smart...and a step ahead in typing aids, 
this is truly the finest typewriter ever to bear the famous LC SMITH 
name. We want to prove to you, in your own office, that it will save 
time, money, and energy for you...and for your operators. AnyLCSmith 
branch or dealer will gladly demonstrate it, without obligation. 


L C SMITH & CORONA TYPEWRITERS INC e SYRACUSE, N. Y. 


THE new Sigter Speed 
LC SMITH 


... the finest typewriter in our history 





Our CORONA PORTABLE TYPE- SECRETARIES: Send 
WRITERS also give top values in coupon forthis new 
each price class. Five models, from edition of “Tips to 
$29.75 up; only $1.00 a week, plus Typists ...a useful 
small down payment. Dealers every- little booklet of 
time-saving ideas 
where; booklet on request. f. 
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e Transfer Time brings a period of relief to many 
filing departments. For a few months, at least, it 
marks the end of crowded files. For a time, filing 
can be done with comparative freedom, but 
months before another December rolls around 


filing again becomes a feat of muscular prowess. 


Two ways are open to avoid crowded files. 


No. 1 ...To anticipate the condition and allow the 

















necessary four inches of working space in each 
rigid front drawer. That means more drawers, 
more filing cabinets, and more floor space. No.2 
_..and the modern way...is to install Five 
Drawer Super-Filers. That means fewer drawers, 
fewer filing cabinets and less floor space, plus 


the ease and convenience of mechanized filing. 
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‘Nog SUper-Filer and 
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e The Five-Drawer Super-Filer 
has a capacity of six rigid 
front drawers. Four five-drawer 
Super-Filers have the capacity 
of six four-drawer rigid front 
files of same outside depth. 
Each drawer has full 26” of 
available filing space each 
time it is opened. 


The Five-Drawer Super-Filer 
with its supported angle spread, 
its visibility, its accessibility, 
the convenience of its auto- 
matic unfailing compression, is 


The File of Today. 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF 


NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH 


IN EVERY 


DIVISION OF THE INDUSTRY 








MISCELLANY 
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ROSS NAMED TO SUCCEED PRICE BY 
REMINGTON RAND 


Albert M. Ross, for the past twenty years connected 
with Remington Rand, Inc., Buffalo, N. Y., last month 
was appointed vice-president in charge of the com- 
pany’s adding-bookkeeping-tabulating machines divi- 





A. M. ROSS C. F. PRICE 
ston to succeed Clinton F. Price, who resigned Decem- 
ber 31. 

The resignation of Mr. Price brought an end to a 
long and honorable career of thirty-three years in the 
office equipment field, and was undertaken solely that 
he could devote his entire time to private interests. In 
1906 he started as a salesman for the Library Bureau 
in Philadelphia, and ten years later became manager 
of the Buffalo branch of that firm. In 1919 he was 
appointed assistant manager of the New York office, 
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and was made manager five years later, a position he 
held when the Library Bureau merged with the Rand- 
Kardex Company. He remained manager of that im- 
portant branch of the new company, which, in 1927, 
merged with several other office equipment firms to 
form Remington Rand, Inc. 

The year 1931 saw another promotion for Mr. Price 
when he was called to Buffalo as general manager of 
the Library Bureau division of Remington Rand. He 
was on that job for two years and then became vice- 
president and general manager of the systems division. 

In 1933 Mr. Price was made chairman of the general 
sales committee and undertook the task of coodrdinat- 
ing the sales activities of the various divisions of the 
company. He also launched an aggressive sales cam- 
paign, which included the March of Time radio pro- 
grams. In 1937 he was advanced to the general man- 
agership of the adding-bookkeeping-tabulating ma- 
chines division. 

Mr. Ross’ capabilities are well known throughout the 
office equipment industry. He has been with Reming- 
ton Rand for twenty years and, like a number of other 
executives, worked his way up step by step to the posi- 
tion of responsibility he now assumes, which includes 
full charge of engineering, manufacturing, selling and 
service activities within the adding-bookkeeping-tabu- 
lating machines division. 

Mr. Ross, upon taking over his new duties, an- 
nounced the following appointments in the executive 
sales personnel of his division: R. L. Stevenson to be 
general sales manager; W. L. Schwenker to be domestic 
sales manager, and C. P. Goodhue to be foreign sales 
manager of the tabulating machine division. H. A. 
Hicks will continue as general sales manager of the 
adding-bookkeeping-machines division. 





C. P. GOODHUE H. A. HICKS 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago. 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Secretary, Office Appliance Trades Association of 
6 St. Bride Street, London, E. C. 4. 


Assistant Great Britain and Ireland, 


Mr. Vincent Jackson, who served in the Royal Flying Corps during the Worid 

War, has been granted a commission in the R. A. F. volunteer service, where he 

will be connected with the administration department. Mrs. Elliott will take 
over Mr. Jackson’s work “for the duration.” 


| 
| 
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London, 4th December, 1939. 


The heartburnings occasioned by the new American 
Neutrality act having subsided, this not being the 
knockout blow to the importation of American goods 
over here at first feared, the office appliance industry 
is very appreciative of the ready assistance of the 
American commercial attache in unraveling the many 
problems occasioned by the act. Dr. Dye was, I under- 
stand, particularly helpful with his advice in the 
matter. 

Importers are, of course, still experiencing many 
difficulties, the principal query however appearing to 


be “will there be space to carry our goods on the 
Ships that are available?” That is a poser for the 
industry. Next to armaments and food, office equip- 


ment is one of the vital essentials if “commerce is 
to be maintained.” In spite of the many criticisms 
of government departments launched by the press, 
the men of the moment are distinctly in favor of 
avoiding severe dislocation to industry. Vitally im- 
portant in time of war is “industrial efficiency.” Any- 
thing that contributes to this, contributes to national 
economy. 
+ * ~ 

New inventions and improvements are not apparent 
in the office appliance industry at the moment, the 
main objective being a maximum of effort to “carry 
on” and a straining of every nerve to help give the 
commercial concern the “optimum of control” with the 
machines and systems that are now available. Ne- 
cessity, we are told, ever produces the invention to 
complete the task. During the war period of 1914-18, 
scientific management was in its infancy, but today’s 
war period finds it of full grown stature, modern office 
equipment offsets staff deficiencies and dislocation, 
marries supply and demand and quickly ascertains 
reserves. The business organizer says “give us an out- 
line of the task and we will produce the machine or 


system to accomplish it.” The office equipment experts 
are the doctors of business methods. 
* * * 

There is a very ingenious machine on the market 
here for folding treasury notes for easy insertion into 
pay envelopes. It folds neatly to a size of about one 
inch by one and half inches and ensures the quick 
handling of notes in conjunction with coins. It is 
manufactured by the Cundall Folding Machine Com- 
pany. 

One firm estimates that a result of the war will be 
a change over by firms of any size to a system of 
calculations in decimals for the compilation of their 
stock control and costing records, for establishing how 
many times a given operation can be performed by 
a workman over a given period, plus calculating 
hourly wage rates in decimals. 

* om - 

A new test to be applied when engaging a typist 
instead of giving the conventional speed test she 
should be asked to draw a row composed of the letter 
‘S’ first the right way round and then reversed, then 
quickly tell her to write them alternately and should 
she do so with speed and accuracy it establishes she 
will prove adaptable. There is, however, no sugges- 
tion for tests to prove efficiency and general intelli- 
gence or a knowledge of typewriting. 

7 « * 

Only one magazine is to hand this month—the 
Powers-Samas magazine—October-November issue, the 
present emergency having caused an interruption in 
the regularity with which this magazine has ap- 
peared. It states that the whole resources of the 
company have been mobilized to ensure the fullest 
assistance to users of their machines. 


{ Other Lands Section ] 
Continued on Page 127 
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have a way of 
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the best in 
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COMPANY eather Upholstered Office Chairs 
They suggest their value in display and 
they prove it in service. They prove that 
select woods, quality leathers, master de- 
signing and craftsmanship are worth the 
. cost—that the resulting improvement in 
comfort, style and sustained service con- 
t tinues to satisfy long after the cost has been 
a charged off and forgotten. 
k 
Ss To earn the endorsement of more large in- 
: stallation customers—to build that worth- 
e ier, more profitable sales volume, turn No. 886 
d attention your way with JASPER CHAIR 
WV CO. Office Chairs. Besides our genuine 
4 leather upholstered series with its wide va- 
riety of style and color, we have an exten- 
sive group of all wood office chairs made 
e in solid walnut, quartered oak and birch, 
S also posture chairs, tablet and jury chairs, 
d stools, etc. Our catalog will enable you to 
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make a good selection for effective display. 
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MEETINGS—CONVENTIONS— DINNERS 





CINCINNATI STATIONERS HOLD PARTY 

With a number of prominent members of the in- 
dustry as guests of honor, the Stationers Club of 
Cincinnati, Ohio, gave a stag party and dinner at the 
Netherlands Plaza hotel on November 10. 

There were seventy-five present and the guest speak- 
ers were Harold J. Hampton, past president of The 
National Stationers Association; J. S. Sprott, president 
of The Globe-Wernicke Co.; Neal Leonard, C. W. Leon- 
ard Company, Detroit, governor of the fifth district, 
and Harry Nichols, of the Weis Manufacturing Com- 
pany, fourth vice-president of the N. S. A. 

Included among those present were twenty-five 
manufacturers’ representatives whose efforts toward 
making the party a success were deeply appreciated by 
the officers of the club. Following the dinner the crowd 
retired to an entertainment room, where cards, music 
and refreshments were to be had in abundance. 


a e 
CANADIAN I. B. M. HOLDS CONVENTION 


International Business Machines Company, Limited, 
Toronto, Canada, had their entire sales force, from 
Halifax to Vancouver, assemble at the King Edward 
hotel, Toronto, for a four days’ convention, from 
December 11 to 14. 

Thomas J. Watson, president of International Busi- 
ness Machine Corporation, New York, went to Toronto 
upon completion of a coast to coast trip, accompanied 
by other International executives, to preside at each 
day’s meetings. 

It will be recalled that Mr. Watson is chairman of 
the Inter-American Commercial Arbitration Commis- 
sion. He presided at the tenth Biennial Congress of 
the International Chamber of Commerce, which was 
held in June this year at Copenhagen. C. R. Ogsbury, 
vice-president of the American company, and other 
United States executives also attended the Toronto 
convention. 

The Canadian company is headed by Walter D. 
Jones, chairman of the board, and George Morris, 
president. The salesmen made good use of the oppor- 
tunity to study the latest methods in electric machine 
accounting, compiling statistical data, document writ- 
ing, timekeeping, cost keeping and general business 
procedure. Then, on their return to their respective 
territories the results of their studies will be available 
to the business, financial, government, and municipal 
institutions of Canada. 

All study, of course, would be too much of a good 
thing, so the more serious business meetings were 
interspersed with social activities. These included a 
theatre party and a banquet.—_WAM 





TACOMA HOLDS SHOW OF PROGRESS 

Contributing most actively to the “Show of Progress’”’ 
staged last month at Tacoma, Wash., was the Harold 
E. Dahl Company, 1015 Pacific avenue. That firm’s 
array of latest model typewriters was one of the fea- 
tures which made the distinctive show of Tacoma—an 
annual event for the benefit of the blind—a real pa- 
rade of progress. 

Leaders in a number of lines got together for the 
exhibition of up-to-dateness and stimulated sales and 
services of diversified items with an admirable en- 
semble or presentation of “better merchandise to make 
this a better merchandising year.” 

While for the benefit of the blind, however, the show 
was for the sighted and afforded new sales trails 
among Tacoma purchasers. Intensified selling effort 
brought strikingly to a focus the new merchandise. 
And associated in the presentation were many leaders 
in Tacoma’s business life—executives high in retail and 
industrial circles of the Puget Sound community. 
These, together with the Dahl organization, concen- 
trated their efforts toward letting the public know in 
a spectacular way what was new in their respective 
spheres of endeavor, influence and operation. 

The Dahl exhibit was a highlight of the show. Build- 
up of the presentation included many elements of 
dramatic salesmanship and exemplified not only mer- 
chandise, but also what the merchandise will do. The 
entire display was made to impress upon spectators the 
fact that they were looking upon office equipment and 
machines a step ahead and geared to new demands of 
businessmen for the year 1940—CML 
a 

WIS-ILL-ERS DANCE AT HARVEST PARTY 

Nearly a hundred Wis-Ill Club members and their 
guests laid cares away on the evening of December 2, 
gathered at the Hotel Webster roof garden, near Lin- 
coln Park, Chicago, and enjoyed themselves to the full 
at the club’s harvest party dinner-dance. 

On the tickets appeared the words, “Dress: Infor- 
mal.” Never were instructions obeyed more emphati- 
cally. Better than three-quarters of the men wore 
overalls, mechanics’ jeans and jackets, etc. An equal 
number of the ladies were fetchingly attired in ging- 
ham gowns. The rest soon forgot the oddity of their 
more formal clothing as hilarity took charge of affairs. 

Ollie Stevens made manifest the artistry in his soul 
by wearing a tuxedo with high water pants, a minute 
black bow tie, a topless 1938 straw hat and a corn cob 
pipe. Bill Lipner capered about disguised as a locomo- 
tive engineer. Walter Snelling sported a blue and 
white jumper suit on which was tastefully embroi- 





BANQUET CLOSES I. B. M. OF CAN- 
ADA CONVENTION.—The entire sales 
and executive organization of the Inter- 
national Business Machines Corporation, 
Limited, Toronto, attended a banquet in 
the King Edward hotel, Toronto, which 
brought to a close the company’s four- 
day convention. 
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ANGULAR CELLULOID 
TAB GUIDES 
Indexing always visible...in- 
serts are removable...offers 
a fine profit to dealers. 


less effort. 
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EVERY BUSINESS NEEDS SOME 
OF THESE USEFUL AND FAST- 
MOVING OFFICE ACCESSORIES 


There are many Globe-Wernicke office accessories needed 
by your customers to help speed up business routine, in- 
crease efficiency and enable people to do more work with 


Stock up now with this fast-moving merchandise that offers 
a good profit and helps build repeat business. Write for 
catalog, prices and discounts to dealers. 
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“TUF TEAR: 
MANILA FOLDERS 


Furnished in medium, 









Everyday Files 

Eleven styles—in- 
dexed alphabetic- 
ally, days of week, 
days of month, 
etc.; also metal 
tabs with remov- 
ableinserts. Stand- 
ardand legal sizes. 
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heavy and extra heavy 
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Box Files 

be most every 
iling requirement. 
Available in fif- 
teen different sizes 
with many styles 
of indexing. 






Type any 
Index 












Clip Boards 
Striped wood or 
Masonite board. 
Clip has powerful 
spring for holding 
papers. Note, let- 
ter, cap, and way- 
bill size. p 






















INDEX TABS 
UTILITY U-MAK-A 





Agate Card 
Index Trays 
Made of heavy 
binders’ board... 
wood bottom... 
steel follower .. . 
3x5, 4x6, 5x8, 
6x9, and check 
file sizes. 





Wood Card 

Index Trays 

With or without 
hinged covers for 
3x5, 4x6 and 5x8 
cards. Wood filler 
in front prevents 
tabs of guides 
being mutilated. 























All celluloid... Celluloid with Coleakas 
index every- rod Vol a WN -} 3 6 Bindin Ce 
thing ...hide easily affixed ae ee 
patel d abbate sp and stick fast. Note, letter and 
cap sizes... also 
prescription cases 
... arch permits 
documents to be 
examined or re- 
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Every business needs these 


handy ‘“‘time savers’’ for in- 


























Waste Baskets 
Attractive steel 
waste baskets for 
office and home... 
easy to keep clean 
..two sizes...with 
or without legs... 
variety of finishes. 


Oaterlalar-lemmelaire 























Globe-Wernicke 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee! 


and Wood Equipment for Libraries, Schools and Public Buildings-——Filing Supplies, 


Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 
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dered the name “Ted.” With a little more “silent” 
coéperation on the part of those present, Walter’s 
rendition of “On the Road to Mandalay” would have 
been great. Another impromptu vocalist of the eve- 
ning was Mrs. George Cormack, who sang beautifully 
despite the crescendo-mania of the pianist in the 
orchestra. 

Between courses of the excellent dinner, everybody 
danced. Tom Gillice, substituting for Ray Eichenlaub 
as treasurer, held his partners with one hand and 
firmly gripped the receipts and records of the evening 
with the other. Serious responsibility never prevents 
Tom from having a good time. 

Presuming that some of the party celebrants had 
not become acquainted with others, the leader of the 
orchestra called for attention immediately following 
dinner and asked the ladies to form a line on one side 
of the dance floor and the men on the otherside. Order 
finally came out of chaos and then returned to a con- 
dition even worse than the original state when the 
ladies took off their right shoes and tossed them to 
the middle of the room, where they were scrambled 
for by the men. Crawling out of the melee, the proud 
possessor of a lady’s shoe, each man found the owner 
of the shoe, who blushed prettily as her foot covering 
was replaced and then smilingly accepted an invita- 
tion to dance. A further pleasure was added by the 
requirement that everyone change partners at the 
sound of the orchestra gong. 

As usual, dancing continued into the “wee, sma’ 
hours,” to the satisfaction of all. 

The Wis-Ill Club at its meeting December 8 voted to 
give $25 to some charity to be selected by the Christ- 
mas party committee, of which Gordon Kickels of The 
Globe-Wernicke Co. was chairman. This sum was to 


be taken from the amount appropriated for the party. 


~ _— +. 





“SO YOU SEE, BOYS, IT WAS THIS WAY... . “—So says 

E. A. Scheibe (right) to R. C. Roesch (center) and J. O. Waede- 

kin when the three “old-timers” met at a recent dinner given in 

honor of typewriter veterans by the Milwaukee Typewriter & 

Office Machine Dealers Association. A full report of the meet- 
ing appeared in the November issue. 


——____— 9 


LEATHER GOODS SHOW INVITES STATIONERS 

Stationers and office supply dealers are invited to 
attend the second annual Luggage and Leather Goods 
Exposition to be held at the Palmer house, Chicago, 
February 5, 6 and 7. The display will comprise a 
showing of more than seventy leading lines of lug- 
gage and traveling equipment of all types, and of par- 
ticular interest to the stationery trade, a very com- 
plete showing of brief cases, zipper cases, portfolios, 
and salesmen’s cases of varied styles. All displays 
will be located on one floor to facilitate easy compar- 
ison of the various lines. 

The Luggage and Leather Goods Exposition is spon- 





OFFICE APPLIANCES 


sored by an organization of manufacturers and sales- 
men conducting this Spring show for the buyers’ con- 
venience. Stationers will be interested to know it is 
held at the same time as the Chicago Gift Show and 
other market events, making possible a Chicago buy- 
ing trip covering several departments of the store. 

The exposition is directed by Ed. Manning, sales 
manager, Stein Bros. Manufacturing Company, Chi- 
cago, who commented regarding the significance of 
the show to the stationer: “More and more stationers 
are supplementing their leather goods departments 
with certain types of luggage. To such dealers the 
exposition has a very definite importance. To others 
who are considering adding small travel equipment 
to their lines, a visit to the show offers an opportu- 
nity to inspect quickly the offerings of the industry’s 
leading manufacturers. 

Exhibitors of brief cases, zipper cases, catalogue cases, 
and other stationers leather goods items include Frank 
Mashek & Company, Stein Bros. Manufacturing Com- 
pany, Murray Varat & Company, National Brief Case 


Company, Charles Doppelt & Company and many 
others. 
9 $$ 
PETERBOROUGH STATIONERS HEAR GUILD 
SPEAKERS 


The evening of Thursday, November 30, was the oc- 
casion of an unusually interesting meeting of station- 
ers in Peterborough, Ontario, when the group gathered 
shortly after 6 o’clock in the Empress hotel for a tur- 
key dinner. 

After a round of introductions conducted by one of 
the local dealers, Lawrence Beattie, Bixby-Beattie 
Company, St. Catherines, Ont., who is district chair- 
man of the Stationers Guild of Canada, took charge 
of the meeting and introduced as the first speaker 
J. S. Luckett, president of Luckett Loose Leaf Ltd., 
Toronto. 

Mr. Luckett spoke on “Visible Records” and injected 
much additional information into his interesting sub- 
ject by displaying a number of samples. After his 
address, the speaker spent a considerable time answer- 
ing questions which he had previously invited his lis- 
teners to ask. 

“Putting Price in Its Place’ was the subject chosen 
by H. P. Nichols, of H. P. Nichols & Son, Hamilton, Ont. 
In a manner which will not soon be forgotten, Mr. 
Nichols stressed the selling of “quality and service” 
and reminded those present that salesmen who go to 
the trouble to learn the use to which goods are going 
to be put often, by virtue of this advance information 
and the opportunities it presents, find the means to 
overcome “price” arguments. 

Following a period of general discussion of the mat- 
ters handled by the speakers, the meeting was ad- 
journed. 

=> —____ 
0. E. M. INSTITUTE ELECTS OFFICERS 


At a meeting and luncheon held October 19 at the 
Waldorf-Astoria hotel in New York City, the following 
officers were elected for 1940 by the Office Equipment 
Manufacturers Institute: 

President, W. D. Caton, Standard Register Company; 
vice-president and chairman of the general executive 
committee, L. C. Stowell, Underwood Elliott Fisher 
Company; vice-president and chairman of the sales 
executive committee, C. E. Hallenborg, Dictaphone 
Corporation; treasurer, W. F. Arnold, Underwood Elli- 
ott Fisher Company; secretary and assistant treasurer, 
E. D. Taylor. 

Directors elected for a term of three years were: 
W. H. Mathews, then with Remington Rand, Inc., and 
now with Devoe & Raynolds Company; L. C. Stowell, 
Underwood Elliott Fisher Company; C. E. Hallenborg, 
Dictaphone Corporation, and T. E. Miller, The Shaw- 
Walker Company. 

Several prominent speakers were on hand to provide 
an interesting and instructive program which was 
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ACCENT on COMFORT! 


All-Day Comfort . . . Working or Relaxing 


As one Sikes dealer puts it: "Fatigue hasn't a chance! | never saw 
a chair so easy to demonstrate, so quick to satisfy, so easy to sell!" 


In addition to complete, comfortable support while working, a Sikes ‘es 
chair with the patented ''Fixed-Floating Seat" assures luxurious, a 
satisfying comfort when leaning back to relax. As the back tilts, the ae 
seat tilts also but the front of seat does not rise perceptibly . . . ore 


thus allowing your feet to remain on the floor. 





Here is genuine working comfort... as you have never | X77-3 
ne seen it before! & 


FIXED-FLOATING SEAT 





In a range of executive posture chairs—three shown at right. 
are Write for complete descriptive literature. 
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2 THE SIKES COMPANY, INC. 
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IT'S A 
NEW YEAR 
AND A 
NEW RIBBON 











AND YOU'LL 
NEVER 
GO BACK! 


The 
* Ink Control 


HECTOGRAPK 
RIBBON 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of PANAMA-and BEAVER 
Typewriter Ribbons and Carbon Papers 


188 THIRD AVENUE BROOKLYN, N. Y 
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built around the general theme of “Doing Business at 
Home and Abroad Under War Conditions.” Among 
these were J. A. Zellers, vice-president of Remington 
Rand, Inc.; President-elect Caton: Mr. Hallenborg; 
Fred Lehn, director. International division of Under- 
wood Elliott Fisher Company, and Edward Tomlinson, 
noted writer and authority on South America. 
0 9 


S. F. CARBON DEALERS ELECT OFFICERS 


The annual election of officers of the Carbon & 
Ribbon Dealers Association of Northern California was 
held November 24 at a meeting in the Stewart hotel, 
San Francisco. Those elected to head the organiza- 
tion in 1940 were: 

President, Francis O’Connor, Pacific Carbon & Rib- 
bon Manufacturing Company; vice-president, Arthur 
L. Schirmeyer, H. & M. C. Company; secretary, John 
Griffith; three-year-term directors, Don K. Faucette, 
Miller-Bryant-Pierce Company; Henry Peters, Kast- 
ner & Company; and W.H. Taylor. For the two-year 
term: W. G. Huston, Mittag & Volger, Inc.; L. H. 
Chapman, A. Carlisle & Company, Upham & Rutledge. 
For the one-year term: William Scarscadden, West 
Coast Carbon & Ribbon Company, and F. A. Hammer- 
gren, H. & M. C. Company. 

The installation of officers was set for December 
15 and on that date a large crowd journeyed to the 
Santa Rosa ranch of President-Elect O’Connor, where 
everyone enjoyed a program of entertainment before 
returning to San Francisco in the early hours of the 
morning.—SS 

ee oe ee 
N. Y. OFFICE MACHINE DEALERS ELECT OFFICERS 


At a meeting held on December 14 at the Hotel New 
Yorker, the following officers were elected by the Office 
Machine Dealers Association of New York for the year 
1940: 

President, John LaHiff, J. E. Albright & Company; 
vice-president, T. R. Patton, Patton Typewriter Ex- 
change; secretary, H. George Convery; treasurer, Wil- 
liam Purvin, Superior Typewriter Company, who will 
also handle publicity for the entertainment committee. 
The new board of directors will consist of the fol- 
lowing: 

A. P. Pohl, Jr., Business Machine Service Company, 
Inc., retiring president; I. R. Ritchie, Addressing 
Machine & Equipment Company; John O. Loser, Noise- 
less Writing Machine Service Company; Samuel Hut- 
ter, Check Writer Company, Inc.; George Neuschafer, 
Neuschafer & Jacobs; Peter J. Carroll, Globe Type- 
writer Company, and B. A. Engel. 

Prior to the meeting being called to order those 
present spent an entertaining hour viewing a motion 
picture entitled “Lighting the City of New York.” The 
movie was displayed by the advertising department of 
the Consolidated Edison Company. 

—_——_—= > o————_—_ 
NEW YORK STATIONERS DINE AND DANCE 

More than 500 members and friends of the Sta- 
tioners Association of New York, Inc. assembled at the 
Hotel New Yorker in New York City, Thursday, No- 
vember 30, for the annual dinner dance and enter- 
tainment. 

Preceding the dinner the group made good use 
of a sociable hour in the cocktail lounge adjacent 
to the beautiful North ballroom. With the sound of 
the dinner chimes all assembled without undue delay 
to enjoy a palatable turkey dinner with all the appro- 
priate trimmings. In between courses, Sam _ Ross’ 
Silvertown orchestra provided the necessary rhythm 
for dancing. 

A brilliant, varied and enjoyable entertainment 
featuring many radio and stage stars was presented. 
The dance floor was then cleared and the orchestra 
held sway until the wee hours of the next day. 

President Louis F. Caracci, Nor-Wood Company, 


and his able assistant, Chairman of the General Com- 
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ARTER DEALERS SAY: “All we have to do is get these new 
self fitting posture chairs in on the free-trial plan.” They are getting 
excellent results from what we call our ‘Let Em Use ’Em” plan. 


Remember, all Harter Posture Chairs for office use are now self 
adjustable. This is of great dealer importance because the adjustment 
feature eliminates the need of special fitting service. Many models also 
have foam rubber cushions on ventilator rests, which insures extra 
comfort. This is also an exclusive feature. 


If you are not a Harter Dealer perhaps you would like to know 
more about this extraordinary line of Posture Chairs. We invite 
alert dealers to write us. The Harter Corporation, Sturgis, Michigan. 


-HARTER - 


INSTANT ADJUSTMENTS 
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VENDA UNA NUEVA COMODIDAD 
PARA SILLAS...... 

VENTAS FACILES... 
GANANCIAS 
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Especialmente 
Adaptados Para 
Climas Calidos 


La construccién de los ‘‘Respirator Air Cushions’’ es de tal naturaleza que 
las cualidades de retensién y aislamiento del calor de la goma esponjosa 
quedan eliminadas por un método de ventilacién forzada protegida por una 
patente de los Estados Unidos bajo el No. 2,025,712, que se usa exclusiva- 
mente en Almohadilias de Ventilacién. 

Contiene cerca de 120 copitas en forma de campanas moldeadas de goma 
espenjosa, colocadas por toda in cubierta de la almohadilla. Las conexiones 
de las copitas son tubos laterales de aire que se extienden por toda la 
almohadilla y que per d biertos en la parte posterior. 

Cuando las copitas de Aire se comprimen y resumen su forma natural, se 
crean corrientes de aire que se a a traves del cuerpo de la almo- 
hadilla por medio de los laterales, expeliendo el aire cuando las copitas se 
comprimen y aspirando aire fresco cuando las copitas se expanden, 


Se envian circular descriptiva, cuadro de existencias y lista de 
precios a solicitud. 


L. M. BICKETT COMPANY 


WATERTOWN e WISCONSIN, E.U.A. 






















Respirator 


Chair Cushions 


are VENTILATED 
COOL 
COMFORTABLE 


Increased efficiency as the result of reduced chair 
fatigue and the elimination of unhealthy conditions 
caused by the heat retaining properties of ordinary 
cushion padding. 

Respirator Cushions are the only chair cushions 
which permit free flow of air through latex crepe 
sponge rubber when cushion is in use. 

Advantageous in all countries; a necessity in coun- 
tries having a tropical or semi-tropical climate. 

Asked for by name to a greater extent than any 
other chair cushion on the market. 


The name RESPIRATOR answers the question. 


“Why?” 


Your trade will appreciate your calling 
Respirator Cushions to their attention. 


Manufactured Exclusively By 


L. M. BICKETT COMPANY 


WATERTOWN, WISCONSIN, U. S. A. 
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mittee Jerome A. Meisner, Karnell & Meisner, to- 
gether with all the committee members, are to be con- 
gratulated for this successful event. 
—— 
SQUARE CLUB ELECTS OFFICERS 

With a record turnout of the membership on hand 
for the occasion, the annual election of officers of 
the Stationers Square Club of Greater New York was 
held December 21 in the Greeley room of the Governor 
Clinton hotel. Those elected to head the organiza- 
tion for 1940 are: 

President, B. T. Sandner, Russia Cement Company; 
first vice-president, John J. Walder, Boorum & Pease 
Company; second vice-president, Al McLane, Spencer- 
ian Pen Company; treasurer, Harry Fensterheim, S. E. 
& M. Vernon Company; secretary, Sidney Diamond, 
Diamond Stationery Company; financial secretary, 
Shepard Broad, New York attorney. 

Trustees for the one, two and three year terms re- 
spectively are: Ben Josephson, Josephson Manufac- 
turing Company; Henry Bowman, American Lead Pen- 
cil Company, and George Nicklaus, National Blank 
Book Company. The finance committee is composed of 
Chairman Harry Lynn, Esterbrook Pen Company; 
Aaron Gottlieb, L. Gottlieb & Son; Ben Simon, S.N. A. 
Stationery Company; Charles Karasik, Jaclin Station- 
ery Company; Claude Allen, The General Fireproofing 
Company. 

Retiring President George Nicklaus and Chairman of 
the Nominating Committee H. L. Tavernier were on 
hand to wish all success to the new officers. Mr. 
Nicklaus turns over the reins of government after a 
successful year, with a greatly increased membership 
and a recorded average attendance at meetings in 
excess of former years. 

a en 


STEIN BROS. HOLDS XMAS PARTY 


As has been the custom for many years past, the 
Welfare Association of Stein Bros. Manufacturing 
Company, Inc., Chicago, held its annual Christmas 
party on the last working day before Christmas. 

This Association, organized and run by the employes 
in the Stein factory, turned out about one hundred 
strong. 

Leather goods workers are made up of many nation- 
alties and at this time of the year each tries to outdo 
the other in preparing plenty of edibles and drink- 
ables for this annual Stein Christmas party. 

Ed Lerner, the factory superintendent, has acted as 
master of ceremonies for many years and in this 
atmosphere of food and frolic with a well-decorated 
Christmas tree and all the trimmings, the esprit de 
corps of the Stein organization is cemented strongly 
for the coming year. This spirit of cooperation in the 
Stein factory has had much to do with the twenty- 
one years of successful operation and the growth of 
this business started in a small way by Leo Stein, 
president of the company. Some good-natured ban- 
tering between Mr. Stein and Ed. Manning, sales man- 
ager of the company, always livens this Christmas 
party. ——__—_-—e —____ 

BUSINESS SHOW TO BE HELD IN CHICAGO 

The annual business show sponsored by the Office 
Management Association of Chicago will be held Feb- 
ruary 13 to 16 inclusive in the exhibit hall of the 
Palmer House. It was reported that all spaces have 
been sold and that most of the leading office specialty 
manufacturers will be represented. The forthcoming 
exhibit will be the fifth which the Office Management 
Association has held. 

———— —_—_. 
WIS-ILL-ERS FROLIC AT CHRISTMAS PARTY 


Shortly after noon on Wednesday, December 20, 
members of the Wis-Ill club and their guests began 
arriving at the Brevoort hotel in Chicago for the club’s 
annual Christmas party. Each one brought a little 


' gift to go in Santa’s bag and then participated in the 
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NEVA- 
CLOG 


Offers many profit pos- 
sibilities for the dealer. 
Their popularity is 
steadily increasing and 
the repeat sales of gen- 
uine NEVA-CLOG 
staples is a source of 
constant revenue. Why 
not write now for 1940 
catalog, complete with 
trade prices and dis- 
counts. 
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FOR 
1940 


The NEVA-CLOG line 
of stapling devices will 
fill most of your de- 
mand for production 
stapling devices, and 
the staples which offer 
you plus profits. A 
trade policy which as- 
sures you of protection 
and sales helps which 
increase turnover. 


00 STAPLING PLIER $5.00 





EXTENSION TYPE $4.50 


OGETHER’ 


STAPLING MACHINES and STAPLES 
I9GEPORT, CONN 
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Just as Robinson Crusoe had his able helper, 
whom he named “Friday”, so can the type- 
writer dealer and office machine mechanic 
number as one of his earliest and most faith- 
ful helpers—"Your Man Friday’—The 


AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and 
Adding Machine parts, tools, equipment, platens, 
ribbons, carbons, and supplies. 


Home Office: 564 West Randolph Street 
Chicago, Illinois 
Telephone Franklin 1946 


Foreign Offices 
and Branches: ENGLAND, Longs, Lid., 80 Queen Street 
Lendon, E. C. 4., England 
Tel.—City 1621 
MEXICO, L. Gomez, Jesus Carranza No. 28, 
Mexico City, D. F. Mexico 
Tel.—Eric 6-67-46 


Branches ATLANTA—11 Pryor Street 
Tel.—Walnut 2443 


DALLAS— 206 Lane Street 
Tel.—2-8894 


NEW YORK CITY—37 Murray Street 
Tel.—Barclay 7-2191 


SAN FRANCISCO—583 Market Street 
Tel.—Garfield 1264 


Offices and Agents 


Boston—Ames Supply Agency Minneapolis—Precision Piaten Co 
136 Federal Street 126 South Third Street 
Tel.—Hubbard 6895 Te!l.—B.R. 6482 

Cincinnati—Peter Paul Service New Orleans—Peter Paul Mech. Ser 

808 Main Street 509 St. Charies Street 
Tel.—Parkway 0866 Tel.—Magnolia 1205 

Cleveland—Typewriter & Supply Co Philade!phia—Liberty Typewriter Co 
1006 Superior Ave., N. E. 132 South 11th St. 
Tel.—Main 0136 Tel.—KIN. O417 

Denver—J. S. Stah! & Co. Pittsburgh—Standard Typewriter Co 
926 Seventeenth St 129 Fifth Avenue 
Teil.—Main 1024 Te!.—Atilantic 0342 

Detroit—John J. Mooney Co. St. Louis—Flietcher Typewriter Co 

169 W. Jefferson Street 806 Pine Street 
Tel.—Cherry 0355 Tel.—Main 0843 

Indianapolis—King Typewriter Exch. Seattie—Seattle Piaten Mfg. Co. 

207 Massachusetts Ave 91 Spring Street 
Tel.—Lincoin 9470 Tel.—E.L. 1576 

Los Angeles—Ames Supply Agency Washington—General ag ge ter Co 

524 S&S. Spring Street D.c. 806 F. Street, N. q 


Tel.—Michigan 0259 Tel.—NA. 2249 
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good fellowship which prevailed before luncheon. De- 
spite the delay caused by another organization occupy- 
ing the room scheduled for the Wis-Ill party, everyone 
enjoyed the cocktail hour, the food, and the hilarity 
which followed the distribution of presents by Kris 
Kringle’s assistants—-members of the arrangement 
committee. It is reported that some who attended 
returned to the mundane labors of the day during the 
afternoon. Whether the report is rooted in fact, classi- 
fies as a moot question. 
> mE 
DORIAN AND GREGORY WIN CANADIAN GOLF 
TROPHIES 


With the season brought to an end and clubs put 
away for another year, the two golf trophies of the 
Stationers Association of Winnipeg have been awarded 
to Dave Dorian, Reliance Ink Company, Ltd., and Her- 
bert Gregory, Gregory-Cartwright Stationers, Ltd. 

Mr. Dorian was the winner of the “Luckett” trophy, 
donated by Luckett Loose Leaf, Ltd., Toronto, for 
romping home with a low net of 65. Mr. Gregory, with 
a low net of 67, was the winner of the “Savoy” trophy, 
put up by Harolde Savoy of the Dominion Blank Book 
Company, Ltd., St. Johns, Que. 

The final game of the series was played at the Kil- 
donan golf course, on October 19. 

rr 
COMPTROLLER ADDRESSES CHICAGO O. A. 
MANAGERS 


O. W. Ahl, comptroller of Hibbard, Spencer, Bartlett 
& Company, wholesale hardware dealers, spoke before 
the Office Appliance Managers Association of Chicago 
on the evening of December 8, discussing the subject 
“Today’s Opportunity for Office Appliances in Busi- 
ness.” The full text of his address appears as a feature 
article on another page of this issue. 

James T. Stewart, president of the Office Appliance 
Managers Association, presided and introduced J. B. 
Ward, Addressograph sales agent, who in turn intro- 
duced the speaker and conducted the discussion which 
followed the address. 

ee ee eee 
ILLINOIS RIBBON AND CARBON GROUP 
TO ELECT OFFICERS SOON 


At a meeting held December 4 in the Atlantic hotel, 
Chicago, the Illinois Carbon Paper & Inked Ribbon 
Association appointed a nominating committee to 
select officers of the organization for the year 1940. 
The committee is composed of E. D. Roberts, C. W. 
Allen and H. R. Holden. 

It is expected that a large turnout of the member- 
ship will mark the “election day” meeting which has 
been set for January 8 at noon in the Atlantic hotel. 

——= 
N. S. A. PLANS NEWARK MEETING ON FEB. 8 


Executives of the National Stationers Association, 
headed by President Owen G. Bayless and General 
Manager Charles P. Garvin, will meet the stationers 
of Newark, N. J., when an N. S. A. meeting is held in 
that city on February 8. While no definite plans for 
the gathering have as yet been made it is reported 
that the day will include a meeting in the afternoon 
and a Sales Institute in the evening. It is expected 
that full particulars will be available in time to be 
included in the February issue. 

——_— 
WOODSTOCK JOINS N. Y. BOARD OF TRADE 

The Woodstock Typewriter Company was admitted 
into membership of the New York Board of Trade at 
its recent annual meeting at the Waldorf-Astoria 
hotel. Included among guests of honor at the meeting 
was J. H. Rand Jr., chairman and president of Reming- 
ton Rand, Inc.—NJNS 

sei ati 
WHITTEMORE HONORED AT TESTIMONIAL 
DINNER 

More than 175 friends gathered at the Gateway 

restaurant in New York City on December 19 to 
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MONROE If ces MICHIGAN 


Your customers will 
like the desk letter 


trays made from - - 


The Weis Manufacturing Company, Monroe, Michigan 





Long life is built 
into card trays that 


are made from - - - 


The Weis Manufacturing Company, Monroe, Michigan 
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value in card cabinets 


made from - - - - 





The Weis Manufacturing Company, Monroe, Michigan 





There’s years and years 


of wear in a box letter 


file made from - 


The Weis Manufacturing Company, Monroe, Michigan 

















[ANUARY, 1940 


attend a testimonial dinner in honor of W. G. Whitte- 
more, who retired from the American News Company 
on January 1 after fifty-eight years of service. 

The toastmaster was M. Morrissey of the American 
News Company, who introduced the speakers of the 
evening and gave Mr. Whittemore a fine opportunity 
to learn first-hand how many loyal friends he had 
made during his long career. There was J. R. Brundage. 
200 Fifth avenue, New York City, who was followed 
by R. A. Maish, of the Dennison Manufacturing Com- 
pany, and the Rev. Luther, pastor of Mr. Whittemore’s 
church. After each of the speakers had described in 
glowing terms the career of the guest of honor and 
expressed sorrow at his retirement from active busi- 
ness, R. J. Urmston, of J. S. Staedtler, Inc. presented 
Mr. Whittemore with a handsome golf bag and set 
of clubs. 

——— © 
JIM WARD ENTHUSES CHICAGO 
TYPEWRITER MEN 

At the December meeting of the Chicago Typewriter 
Dealers Association, held Tuesday evening December 
12, James P. Ward, Sr., of the Reliable Typewriter and 
Adding Machine Corporation was the speaker. 





Fol- | 


lowing routine preliminaries, Mr. Ward was called | 


upon and in a brief but pungent address fired the 
twenty-five members present with a desire to or- 


ganize and put into function a program of educational | 


meetings in 1940. 

Starting out with a reference to Janus, the two- 
faced Roman god of doorways, for whom January was 
named, Mr. Ward pointed out that there was no 
better time than the present to look backward and 
forward to see what had been accomplished and to 
determine what can be accomplished. He spoke with 
enthusiasm about the good fellowship which reigns 
at all meetings of the association. Then he pro- 
pounded the antithetical question, “But, do we get 
ideas, help, suggestions, etc. of benefit to our indi- 
vidual business?” He answered the question himself 
by indicating that much has been achieved in the 
past but that much more can be done in the future 
if a definite program pointed to definite objectives 
that could be put into operation. He suggested an 
evening spent on getting all the details relative to 
costs of rentals. Another evening could profitably 
be spent on getting cost figures on rebuilt adding 
machines. Meetings such as that would develop 


a wide interest among members, and would have the | 


additional effect of increasing the membership. 

Mr. Ward’s pointed remarks were followed by an 
enthusiastic period of applause. Considerable discus- 
sion ensued out of which came the following pro- 
grams, announced by President N. J. Jessogne: 

January—A discussion of ribbons and carbons, by 
Frank Cooper of the Codo Manufacturing Company, 
and A. L. Dopke, Peerless Key-Imperial Manufactur- 
ing Company. February—A discussion of operating 
costs including overhead, by Mr. Ward. March—A 
discussion of bookkeeping machines, by Robert Novak, 
Chicago Office Appliance Company, and H. H. Kingery, 
Kingson Service. 


_—-e | 


PENN-MAR-VA CLUB HOLDS XMAS PARTY 
As this issue goes to press the Penn-Mar-Va Club’s 
annual Christmas party is being held at the Philadel- 
phian hotel, Philadelphia. The gathering promised a 
short business meeting, an excellent beefsteak dinner 
and an evening of fun and frolic, all of which will 
be described in the February issue. 
————+ - 
WINNIPEG STATIONERS ELECT OFFICERS 
At the ninth annual meeting of the Stationers Asso- 
ciation of Winnipeg, held December 12, the following 
officers were elected for 1940: 
President, Andrew Liddell, W. J. Gage & Company, 
Ltd.; vice-president and treasurer, F. J. Dool, G. R. 
Bradley & Company, Ltd.; secretary, C. Vernon Nobbs, 
















cannot oversell the unusual comfort and 
posture of these two Royalchrome chairs. 


Their enthusiasm will fairly bubble over in 
demonstrating the new Posture Chair with 
the spring tension, adjustable curved back 
that raises and lowers—moves forward 
and backward to 
the most comfort- 
able position. Ad- 
Marshall 

spring 
and wide seat are 


justable 


roll front 


special effective 


sales arguments 
that get the busi- 


ness. 





NEW POSTURE CHAIR 


You 


This Executive Chair designed 
and styled in a 
manner that needs 
little conversation 
to sell. Flotilt 
squeakless _ tilting 
device that never 
requiries lubricat- 
ing. Marshall 
spring-filled seat, 
broad backs and 
seat all favor a sure 
sale. 






NEW DESK CHAIR 


Write for the big, new catalog. 


ROYAL METAL MFG. COMPANY 
Dept. A, CHICAGO Royal 


Angeles Toronto 


187 N. Michigan Ave. 


New York Los 
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SHEAF 


FLUORESCENT 


saath: 
DISPLAY 


It Piles Sales Power on Top 
of Sales Power! 







Fineline has created plus sales for deal- 
ers—and here’s the proved way to 
DOUBLE them! Look: (1) Fineline sells 
to everybody — students, home, business 
and professional people. Everybody wants 
the crisp writing, the new accuracy, the 
clean carbons, of Fineline. (2) People 
buy Finelines in as many colors as their 
work requires. (3) They buy for them- 
selves or as gifts — business firms buy 
Finelines in volume as customer gifts. 


(4) Finelines and Fineline leads sell 
WHEN YOU REMIND PEOPLE TO BUY 
—and here’s the way to remind them 
with a jolt! Store tests prove that this 
fluorescent combination pencil and lead 
display doubles Fineline sales, and Fine- 
line sales are already a sensation! 


You can have this handsome permanent 
display on a very liberal plan. 


W. A. SHEAFFER PEN CO. 
Fort Madison, lowa 
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€ 
display in 1940! 


Leads as Daily Profit Items! 


NEW 1940 BEAUTIES 


Now come $1. to $2.50 Finelines—with 
pearl centers in $1. models, or full color— 


all with gold filled trim and double-length 

propelling eraser. Also $1.85 and $2.50 

. s HY Finelines with rich streamlined gold filled 

Sell Fineline in Volume! Sell cace Gee terah anleee ana Pimetine maarescent 





ORDER FINELINE FLUORESCENT CASE 
ASSORTMENT NO. 5602 


Contains 4 dozen Fineline pencils assorted, one gross Fineline 
leads, two dozen erasers and one $10.00 Lifetime pen. Mer- 
chandise subject to full trade discount except Lifetime pen 
which is billed at list price. Showcase is $25 value, complete 
with 18 inch fluorescent light. 








Los Lapiceros SHEAFFER’S “’Fineline’’ de punta fina, siempre 
afilada, son la coronacion de muchos anos de experiencia 
en la fabricacion de lapiceros mecanicos y la primera, verda- 
dera evolucién en 25 anos. 

Para mayor precision en los dibujos, mas claridad y limpieza 
en la escritura y en las copias al carbon,—solamente los 
nuevos lapiceros FINELINE. Dibujantes, hombres de negocios 
y estudiantes los compran en cantidades para los varios 
colores de minas que usan. 

La vitrina especial, radiantemente iluminada con Ia nueva 
luz “’Fluorescente” sujeta la atencion del publico y actual- 
mente vende los lapiceros FINELINE en cantidades nunca 
sonadas. 
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Sheaffer dealers have proved in their own 
stores that quality goods, properly designed 
and rightly priced, will sell readily—and 
that when they sell Sheaffer's they are as- 
sured of a higher unit-of-sale, a fair profit, 
and more satisfied customers. 


Sheaffer's fluorescent showcase displays 
are in reality machines for selling, not 
merely for showing, pens. Sheaffer's store- 
tested Rule-of-Four counter sales plan 
makes it easier to raise the unit-of-sale and 
sell the customer a better pen or set either 
for himself or for a gift, and when this is 
done, a satisfied customer results. 


Sheaffer is foremost in the pen gift field. 
It is human nature to wish to give the finest. 
Most people, however, cannot give the fin- 
est of any class of goods, unless they give a 
Sheaffer. Then they give the finest at a 
price all can afford. 





Thus, for many dealers their Sheaffer 
display earns more per foot of floor space 
than any other line they carry — for Sheaf- 
fers sell the year ‘round because every day 
is a gift occasion. 


“Deal With the Leader and Be One.” 


W. A. SHEAFFER PEN COMPANY 
Fort Madison, lowa 
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Highest Unit of Sale—Highest Quality Merchandise 








Los distribuidores SHEAFFER’S mas destacados 
hace tiempo exhiben y concentran sus esfuerzos 
sobre la venta de Juegos de Plumas y Lapiceros 
LIFETIME. Saben porexperiencia quees el sistema 
mas facil para vender mas y con mayor provecho. 
Para regalos de verdadera distincién los Juegos 
SHEAFFER’S son escogidos de preferencia por su 
suprema calidad, su espléndida presentacion, y 
su no-igualada Garantia de los Juegos LIFETIME. 


























You'll make 


BIGGER PROFITS 
IN THE NEW YEAR 


with fast-selling 
office furniture 


like this... 











No. 2467-M—AIl- 
Walnut desk with 
moulded top and 
turned legs. 66” x 
36” x 30%” high. 








RESOLVE—now—to put your office furniture 
department on a paying basis this year! 


For maximum profits, you should show and 
sell a line that’s styled right, made right and 
priced right for 1940 buyers. 


Such a line is Imperial—with good-looking, 
fast-selling desks in every price range. 


Find out how you can give your customers 
more for their money and make more money 
for yourself—with Imperial desks! Write today 
for the new 1940 Imperial catalog. 





We are members of the Wood Desk Guild, 
which seeks, through a program of con- 
sumer advertising, to create a larger market 


for wood office furniture. 
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DESK COMPANY 


EVANSVILLE, INDIANA 
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The Luckett Loose Leaf Company, Ltd.; auditor, J. H. 
Francis, Reliance Ink Company, Ltd. 

At the same time a standing committee was ap- 
pointed consisting of the following: H. Gregory, W. Mc- 
Culloch, J. C. Irvine and E. A. Blanchard. 

a ee 
NEW ENGLAND TRAVELERS NOTES 

We welcome three new members who were elected 
at a meeting of the executive committee recently. They 
are Walter C. Feinberg, Boston Paper Board Company; 
F. R. Stevens, The Carter’s Ink Company, and Thomas 
A. Stonhouse, W. A. Sheaffer Pen Company. 

o ad * 

The Boston Stationers Club likewise has been adding 
to its membership roster at a meeting held within 
recent days. After a business and social gathering the 
club admitted the following new members: Charlie 
Anderson, Thomas Groom Company; Lee Hanse, W. A. 


| Sheaffer Pen Company; Wilbur Silver, American Busi- 


ness Supply Company; George Samuels, L. C. Smith & 

Corona Typewriters Inc, and Harry Tehan, Jr., Joseph 

Dixon Crucible Company. 
* * a 

The membership will be glad to know that Miss Lois 
Cavanaugh, daughter of Otto Cavanaugh of Plimp- 
ton’s, Hartford, is on the road to recovery following a 
grave illness and an operation. The young lady is still 
confined to her home, however, but will be enjoying 
perfect health in a short time. 

* * * 

Another wedding of interest to stationery circles 
came about on November 14 when Miss Lucille Keating 
was married to Joseph J. Mantak, of Manson’s, Fitch- 
burg, Mass. Miss Keating was secretary to Mr. Manson 
before her marriage. The club offers its hearty con- 
gratulations to the happy couple. 

ca * * 

The Arnold Stationery Company, Lynn, Mass., has 
recently moved across the street into new quarters in 
a large, five-story building. The company occupies all 
floors of the structure and becomes one of the largest 
stationery establishments in the New England district. 

* a - 

Fred Woodward, owner of Woodward’s Stationery 
Store at Falmouth, Mass., has purchased the “End of 
the Trail” stationery and gift shop in Needham. Mr. 
Miener, the former owner, has moved to California 
to take up permanent residence there. 

* * + 

Arthur Shearman, who is well known to the mem- 
bership and to the stationery business in New England, 
suffered severe cuts about the face and head recently 
when he tripped while chasing his hat in a heavy wind. 
Broken eyeglasses accounted for the cuts and he has 
reached the decision that under similar circumstances 
in the future the hat will be cheerfully sacrificed. 

President Guy Hart of the New England Travelers 
Club and George Hayes, president of the Boston Sta- 
tioners Association, are very proud of the beautiful 
scrolls they have recently received which bear witness 
that they have been appointed colonels of the National 


| Stationers Association. The club salutes the colonels! 


* * + 
The above news items were gleaned from the pages 
of the N.E.T. Clubs News, official organ of the New 
England Travelers Club. 


*—- 


| CLARKSDALE COMPANY IN IMPROVED QUARTERS 


The home of the Clarksdale Office Supply Company, 


| in the Alcazar hotel, Clarksdale, Miss., was recently 


substantially improved by the installation of air-condi- 
tioning equipment. The firm, which carries a complete 
stock of office stationery, equipment and accessories, 
has the added advantage of being supplied with arte- 
sian water pumped by the building in which the store 
is located.—CG 
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The “Y and E” Supply Line is the most complete offered by 
any manufacturer today. There are literally thousands of 
opportunities for profitable sales (3,000 to be exact). The New 
Direct Vision Index, the revised Shannon line, New Direct 
Vision Expanding Card Index, the complete line of Transfer 
and Storage Cases, Empire Folders, the famous “‘Y and E”’ Sys- 
tems Division with a library of more than 500,000 Separate 
Forms and Systems. All these are but a fraction of the “Y andE”’ 
Line—and what’s more these are the items business must buy 
regardless of conditions. 

If these three thousand reasons don’t convince you that the 
“Y and E” Franchise will make the most money for you— 
write us. We also have over 2,000 items of Steel Office 
Equipment— giving a complete service to your prospects and 


Customers. 


FOREMOST FOR Ce, SIXTY YEARS 


YAWMAN 4»? FRBE MFG.(. 


1059 JAY STREET * ROCHESTER, N. Y. 
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KONECKY COMPLETES 10 YEARS FOR PRYM 


Maxim Konecky, sales manager of William Prym of | 
America, Inc., Long Island City, N. Y., last month | 
rounded out ten years with that firm. Starting in 1929, 
he was appointed midwestern representative and 
placed in charge of the Chicagwu office and warehouse, 
becoming general sales and advertising manager five 
years later. His son, Sherman, is at present head of 
the Chicago branch. The firm will soon complete mov- 
ing into its own plant acquired recently in Dayville, 
Conn. 
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“a | gest profits in the pencil 
127 to 
NE a industry. “Castell” is a Fair 
ge 1267 
ne Trade product, a good bus- 
to 

cnet iness item. Thousands of 
131 to! ° 
3.00 loyal users demand it. The 
ge 
300K turnover is as steady as 

Cabin 
vio) clockwork. For the full truth 
sueen of these statements check 
115 and 
sue with any “Castell” Dealer 
DEKE in the country. It will pay 

SHIPMAN-WARD’S NEW MINNEAPOLIS BRANCH HOME.— . 
ge 12 ; Increasing business with a consequent demand for additional you to get full particulars 
* space recently resulted in the Minneapolis branch of the Ship- “ “ Zs 
300K | man-Ward Manufacturing Company, Chicago, moving to a new | of the Ca stel| fra nchise. 
356 tel ground-floor location at 314 Second —s Phage on 
: stallati f w Precisi laten grin n e acquisition 

— of saaaconean tit ag sadhien ey oop waiihanes A. W. FABER, Inc., Newark, N. J. 


of the new quarters. (Top) The office of Branch Manager R. D. 
Rolph. (Center) Entrance of the store. (Lower) Part of the 
mechanical equipment in the repair and service department. 
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MISS VIRGINIA ELLEN HOLMES 


Henry Holmes, of the sales department of the Co- | pee e 
lumbia Ribbon & Carbon Manufacturing Company, | 
Inc., Glen Cove, L. I., N. Y., and son of the firm’s presi- 


dent, is still receiving congratulations upon the birth 

of a daughter born to Mrs. Holmes on October 17. The DRAWING PENCIL IN THE METAL BOX 
young lady, who is the pride and joy of her grand- 
father as well as her parents, is doing very well, as is | 
her mother. 










15¢ each * $150 perdozen 























AMERICAN 
WRITING MACHIN 
*, COMPANY \! 


7 
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bi) Years of Progress 


eSixty years ago, January 7th, 1880, a 
group of business men and inventors 
formed a new company to manufacture a 
machine for “printing” letters. So was 
born the “CALIGRAPH,” one of the first 
typewriters—and so started the Ameri- 
can Writing Machine Company. 


’” 


eMuch water has flowed under many 
bridges since that eventful day, and with 
the aid of our dealers our company has 
steadily progressed until now we can 
look back 6n a record of achievement, 
because we have always striven to give 
the typewriter industry many profitable 
products with full value and square 
dealing to our dealers. 

eloday after sixty years experience in 
the industry, older and wiser, we pledge 
ourselves to you, to go forward in your 
interest as well as ours by supplying to 
you the best products at the fairest prices. 

@On this our sixtieth anniversary, may 
we thank you for your patronage in the 
past. May we serve you today and for 
many, many more years to come. 


President 





American Writing Machine Company 
115-17 Worth Street New York, N. Y. 
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{ New Machines and Devices Section ] 
Continued from Page 61 


NEW INDIANA CHAIR OFFERS POSTURE MODEL 

The New Indiana Chair Company, Jasper, Ind., has 
recently designed and placed on the market a new 
model posture chair listed as the No. 408. This new 
number was illustrated on page 117 of the December 
issue. 

Featured by a specially-designed seat measuring 16 
by 1414 inches, the new posture chair is equipped with 
a back which may be adjusted from 14 to 16 inches. 
It also has a Bassick iron which is designed to assure 
ease of operation and eliminates noise. Casters are 
15g inches and of hard rubber. 

The No. 408 is available in either imitation walnut 
or mahogany, in birch as well as light or dark oak or 
school brown on quartered oak. It is not available in 
genuine walnut as previously reported. 

Further information on this and other chairs of the 
company’s lines will be furnished promptly to dealers 
on request to the home offices in Jasper. 


——— —e- 
FREDERICK POST FLUORESCENT LIGHT 
The Frederick Post Company announces a special 
adaptation of the “tube” light for drafting and draw- 
ing board use. Two major refinements distinguish 


this Post fluorescent. First, recessing of the tube 
out of eye range in a “mixing chamber.” The “mix- 


POST FLUORESCENT LIGHT 


ing chamber” balances the rays projected by the tube 
and delivers them in a uniform characteristic to a 
major lighted area of three by four feet. The 
second feature is a pulsation “damper” to minimize 
“false images.” Four adjustment points permit complete 
adaptation to the work surface. The fixture is finished 
in a combination of bronze and silver. Dealers may 
secure additional details by writing the Frederick 
Post Company, Box 803, Chicago, Il. 
—>-—___- 

ELECTRIC SIGNATURE MACHINE ANNOUNCED 

Glenn W. Watson, 2484 National Bank building, De- 
troit, Mich., an office equipment man of many years’ 
standing, has recently announced a new device named 
the Watson electric Signature Machine. As the name 
implies, it is capable of copying signatures indefinitely 
and its operation is described as follows: 

“Dissection of a signature is obtained by dividing 
the component movements, the up and down move- 
ments and the across movements at the time of writ- 
ing a signature by a person. This is done by the move- 
ment of two tapes with carbon or other material 
resting between. The tapes run at right angles to each 
other. The carbon marks on the tapes resemble curves 

















STAPLE THIS NEWS on your BULLETIN BOARD 








~ Announcing 
A new ACE for a new Market 


PRICED FOR THE ; cel 


MILLIONS 


of HOMES, SCHOOLS 





andsmall BUSINESSES 


























TRIPLE ACTION I= 
I STAPLES © IT PINS ff 

IT TACK 
Beautifully streamlined; finished in chrome and black. 
Loads 210 undulated staples e ACE GLIDER assures your 
customer a lifetime of trouble-free stapling service and 
assures the dealer of perpetual repeat staple profits! 





Cee 
CE FASTENER CORPORATION — 3415 wo. Ashtand Ave., Chicago, Illinois 


ikers of the World's Best Stapling Machines and Precision Staples 
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Med fls 


BUSINESS 


.... and Business means 
better sales of office 
desks, tables, and other 


equipment..... 


Stock a complete line of 
Alma’s well made office 
desks and tables, offered 
in the lower price brack- 
ets: walnut — mahogany 
—oak finishes — turned 


or square post designs. 


ALMA HEGh 


COMPANY 


HIGH POINT - North Carolina 
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on a long roller coaster. Visualize the division of a 
circle, the up and down movements being recorded on 
one tape and the across being recorded on the other 
tape. 

“These tapes then have their curves transferred into 
stiffer material such as celluloid tapes, and when run 





THE SIGNATURE MACHINE 


through the machine again, reading rollers ride these 
solid curves and reproduce the action taken when the 
signature was written. The fountain pen is moved by 
the machine in exact conformation with the original, 
even to dotting the i’s and crossing the t’s.” 
ene 
TRANSFER FILES, INC., INTRODUCES NEW 
NUMBER 

Transfer Files, Inc., 1646 Doan avenue, Cleveland, 
Ohio, has announced a new type of sliding drawer, 
steel transfer file to be distributed through dealers. 
The files are finished in olive green and have been 
modernized and streamlined by the addition of nickel- 





TWO MODELS OF THE “3-STAR” TRANSFER FILE 


finished handles and label holders. The trade name 
for the new line is “3 Star” steel transfer files. 

The new files are made in single and double drawer 
units and in sizes to fit every business record need. 
An unusual feature of the series is that individual 
files can be spot-welded into stack units at no extra 


cost. 
Another feature is the full length runners or rails 


Sn ae eer eee 
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GIVE | Shoot your Record Storage Equipment Sales 
& & Sky-high with this Brand New 3-color, 
THE WORKS 12-page Sales-Maker—just off the Press! 










4 


Tells the complete story of the new, im- 
s proved Liberty Storage Box—the last word 
in low cost modernized record storage equip- 
ment. Also new sales features of STAX 
ON STEEL Storage File, Liberty Permanent 
Storage Binder, and Liberty String Binder. 


See That Each Salesman Has A Copy! 


BANKERS BOX COMPANY 
536 So. Clark Street, Chicago, Ill. 
Established 1918 











“SWINGLINE” 


HAS ‘EM ALL! 


No other plier type stapler has one of these features. 
On Swinglines, Nos. 3P, and 4P, they’re standard 


equipment. 


OPEN CHANNEL! Faster loading! Instant removal 


of all non-feeding staples! No jamming! 


STANDARD STAPLES! 
! 


generous use, more business! 


TACKING FEATURE! Versatility! Does more work! 
Stimulates repeat staple sales! 
You can’t beat Swingline Pliers. It’s a fact daily 
expressed in quantity orders from the country’s 
largest users. 
No. 3P, shown here, loads 105 standard staples. 
Throat depth, 2 inches. Price, $3.50. 
No. 4P, same type, loads 210 standard staples. 
Throat depth, 3 inches. Price, $4.50. 


TACKING POSITION 


Pocket TOT, $1.50 
Vest pocket size. Loads 125 
TOT Staples, not standard. 
Fastens 20 sheets. Has tack- 
ing feature. 


SPEED PRODUCTS COMPANY 


37-18 Northern Blvd., Long Island City, N. Y. 





Bottom price! Promotes | 
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under each drawer eliminating sagging of loaded draw- 
ers. The files are equipped with stacking clips to 
prevent tipping or sideways shifting. 

<2 


SHIPMAN-WARD’S NEW MACHINE CLEANING 
METHOD 


The Shipman-Ward Manufacturing Company, 325 
North Wells street, Chicago, has recently announced 
a new type of typewriter and office machine cleaning 

| method, a system which is made available to the 
dealer for his own use. 

The method was expressly created for the handling 
of rough, rental and reconditioned grade machines 
and is said to possess the following qualifications: It 
washes, cleans, oils and dries without dismantling, 
gives new machine appearance, both inside and out, 
will not throw machine out of adjustment and is 
harmless to transfers. 

Complete details of the method and its operations 
will be sent to dealers promptly on request to the 
Shipman-Ward headquarters at the above address. 


— 6} ———____. 


STANDARD’S “NEW MARVEL” MACHINE STAND 


The Standard Office Products Company, 330 South 
Wells street, Chicago, has announced an all-purpose 
office machine stand which has been named the New 
Marvel and is sturdy enough to hold a weight of more 
than 300 pounds. 

Made of heavy auto body and 14-gauge steel, the 
stand is equipped with legs which fit into slots to 

















{ 


THE “NEW MARVEL” STAND 


eliminate vibration. Nuts, screws, bolts and lock-wash- 
ers are cadmium plated as are the wire top supports. 
It has a working surface of 479 square inches although 
occupying an area of only 20 by 14 by 26 inches. It 
weighs less than 18 pounds. 

Other features include composition casters for quiet 
moving, brakes on the front casters and a special bend 
in the legs to prevent tipping. All rough edges are 
eliminated. 














ee 


ACOUSTER CABINET DESIGNED 


The Acoustor Company, Youngstown, Ohio, is making 
an “acouster cabinet” designed to muffle sounds of 
posting machines. The device was invented by E. R. 
Watkins, assistant vice-president of the Mahoning Na- 
tional Bank, and is the result of careful experiments 
during which it was tested in that bank. The cabinet 
is made for the use of any type of posting machine, 
grooves in the cabinet floor admitting the legs of the 
machine, and is constructed to absorb the sound waves 
of a posting machine. A soft light under the front of 
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THE MAINLINER DESK with 
the exclusive"FOLD-O-WAY”type- 
writer shelf. Built to accommodate 
all standard size typewriters. Your 
choice of four, six or eight legs. 


THE AIRLINE DESK is the 
ultimate in streamlined beauty. Its 
unique leg arrangement and flow- 
ing contours make it the most mod- 
ern executive desk on the market. 





Now is the time to reap profits in the office 
equipment field. Many an organization 
that has struggled along with worn-out 
equipment, is now ripe for modernization. 


The five Art Metal units pictured here 
represent the last word in modem, effi- 
cient space-and-time-saving office equip- 
meni—the kind that alert office managers 
will want to buy. These units are typical 
of the completeness and quality of the 
Art Metal line and also of the expanding 
market that is opened to Art Metal sales 
% agents through continuing progressive 
product development. 


IE SPEEDFILE with BS et There are a few choice Art Metal fran- 
exclusive Auto- Tilt ol $2 ee chises still available. Write to the 
mpressor. File folders 
back automatically 
en you open the 
bwer, vertically com- 
ssed when it’s closed. 


PLANFILE pro- 
fes the one practical 
tem for the vertical 
ing of blueprints, 
bs, drawings, etc. Ar- ; 
ects and artists alike 
ise this handy file. a 


HE COMPLETE LINE OF STEEL OFFICE EQUIPMENT | 


THE 5-DRAWER FILE 
is tailor-made for the 1 
Agency Division, Art Metal Construc- of average height. Fee 
tion Company, Jamestown, New York. only 5814 inches high, yet 
it has a capacity equal to 
larger, less efficient models. 


Copyright 1940, Art Metal Construction Co. 














100 





ARE ESSENTIAL PROTECTION 
FOR ALL 


RECORDS and VALUABLES 
FROM 


FIRE and BURGLARY 
WE HIGHLY RECOMMEND OUR 


“HERCULES” CLASS C SAFES 
FOR AN ECONOMICAL—PROFITABLE LINE 


Built in strict conformity to United States Federal Speci- 
fications AA-S-81 for Class C One Hour insulated safes. 


Todas las Cajas de Seguridad | 


Hércules se fabrican de entera 
conformidad con las especifica- 
ciones del gobierno de los Esta- 
dos Unidos AA-S-8! para Cajas 
de Seguridad Clase C protegidas 
con material aislante. 


All Meilink Hercules Safes are 
built in strict conformitiy to Unit- 
ed States Federal Specifications 
AA-S-81 for Class C insulated 
safes. 





seguridad Meilink inspira confi- 
anza. Su fuerte apariencia de 
nota resistencia. Sus lineas simé 
tricas y su hermoso acabado 
hacen juego con el mejor equipo 
moderno para oficinas. 


The appearance of a Meilink Built 
Safe inspires confidence. Its rug- 
ged appearance denotes strength 
and resistance. Its symetrical lines 
and beautiful finish are in keep- 
ing with the finest modern office 
furniture. 


THE MEILINK LINE 
1S COMPLETE 


SCIENTIFICALLY BUILT, INSULATED AND TESTED 





"A" Model—Four Hour Safes 
""B'' Model—Two Hour Safes 
"C" Model—One Hour Safes 
Vault Doors—!/, to 6 Hour Grades 
Burglar Resistive Chests — Security Chests 


Las Cajas de Seguridad Fabricadas por la Meilink Steel Safe Co. | 
Estan Protegiendo el Dinero y Documentos Muy Importantes de Indi- | 


viduos, Bancos, Corporaciones y Gobiernos en Todas Las Partes del 
Mundo. 
Meilink built safes are protecting the monies and records of individ- 


uals, banks, corporations and governments in all parts of the world. 


Escriba Solicitando el Catalogo Completo 


MEILINK STEEL SAFE CO. 
TOLEDO, OHIO 


CABLE ADDRESS “MEILINK TOLEDO” 





La presentacién de una caja de | 
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the hood relieves glare and is diffused over the face 
of the machine and over posting trays. It also elimi- 
nates vibration of either lights or trays, and if desired, 
a detachable electric fan may be connected. 


_—e- 


RAPIDO FILING CABINET ANNOUNCED 


A new type of filing cabinet for which several im- 
portant features are claimed by the manufacturer has 
recently been announced to the American market by 
Luigi Gelosa, Via Carducci 6, Milan, Italy. The device 
has been named the Rapido file, and is described as 
follows: 

“The Rapido filing cabinet is equipped with a set 
of files which are sub-divided by metal separators 
guided by levers fixed at the sides. The joining allows 





THE RAPIDO FILING CABINET 


synchronized movements and to always have the sepa- 
rators parallel; the corner for opening for consulting 
is easily obtained and the number of the separators 
can be graduated. With this device the thickness of 
the files is reduced to a minimum with possibilities 
for large quantities in a small space. The perfect 
operation of the files allows colored signal to be used 
and a most efficient control of classification.” 

The cabinet is capable of filing the widest range of 
material from the smallest to the largest lists. 


———— Oe 




















FROM ERRAND BOY TO EXECUTIVESHIPS.—That is the de- 
scription of the careers of Clarence Benson (left) and Philip 


| Ackerman, two valued employes of the Farnham Stationery & 
| School Supply Company, Minneapolis, Minn. Mr. Benson is 


office manager, and Mr. Ackerman is buyer and city desk man 

for the well-known company headed by President Arthur J. 

Walker. Both men, Mr. Walker explains, started as errand boys 

and both showed an unusual ability to grasp the fundamentals 

of business even as youngsters. Both “Clarence” and “Phil” 

are well-known to and affectionately regarded by a large num- 
ber of travelers in the Northwest territory. 
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“South of the Border” they say... 


La Linea En Que Se Puede Depender 


72 e 
Siempre Hay 
7 Bed 
Una Para Cada Fin 
Esto explica una de las principales razones 
porqué HOTCHKISS se mantiene a la cabeza en 
el volumen de exportacién de maquinas engram- 
padoras y clavadores. 
Comerciantes en todos los del mundo 

venden los productos HOTCHKISS lucrativamente 
porque éstos ejecutan su cometido eficientemente, 


paises 


libres de problemas de reparacion. 


La Zephyr—Maquina 1O1-A 


Sin duda alguna la maquina mas 


itractiva y de mejor funcionamiento 
que se puede vender Se carga por el 
frente con rapidez. Ahorra tiempo 





Which Means 
The Line You Can Depend On 


This describes one of the principal reasons why 
Hotchkiss leads the world in export volume of 
staplers and tackers. 


Dealers in every country on the globe sell Hotch- 
kiss products profitably because of their unfail- 
ing performance and freedom from repair prob- 
lems. 


The Zephyr Model 101A 


Unquestionably the best looking and 
performing stapler you can sell. Fast 


front loading easy labor saving action. 





operandose con facilidad. Capacidad 
210 grampas legitimas HOTCHKISS con 
patas afiladas Aleance de 
>” (12.70 ems.) 


engrampe 





La Economica—Maquina 122-A 


; 1 
ina pao 


MODEL 


—_ 


© 


Holds 210 Genuine Hotchkiss Chisel 


OLA Pointed Standard Stapling 


Staples. 


range 5”. 


The Inexpensive Model 122A 





enir ampador a ae 
105 
Inclusive con cada 
1250 


patas 


prex ic? 
cuya capac idad es de crampas de 
ilambre maquina 
empaquetadas 


HOTCHKISS 


facilidad 


vienen grampas 


iegitimas con afila 


das funciona con sorpren 


diente 


Vodelo HA 


i ngrampadora \ 
f lavador 
muchos 


La prelerida de 


porqdgue ¢s 


hat engrampadora t xcele nteé | K€ pue de 
abrir para usarse como clavador liene 
miles de usas, ¢ apacidad 105 grampas 
legitimas HOTCHKISS con patas 


tlicate Engrampador No, 52 


Ll alicate 


de mejor 


engrampador mas ehicaz y 


presentacion que usted puede 





MODEL 





4 low price desk stapler which holds 
1250 Genuine 
Hotchkiss Chisel Pointed Staples packed 


105 Standard Staples. 


122A 


with each machine. Has remarkably 


easy action. 


Model 6A Stapler and Tacker 


Preferred by many because it is a 
splendid stapler and also opens up for 
Thousands 


Genuine Hotchkiss Chisel 


use as a tacker. of uses. 


Holds 105 
Pointed Standard Staples. 


Model 52 Plier Stapler 


Most efficient, neatest plier type stapler 


you can sell. Use it anywhere—fits the 


vender Se puede usar dondequiera 
pues cabe en el bolsillo MODEL 52 PLIER pocket. 
—— The Hotchkiss Main Office 
bri la cass and Plant at Norwalk, 
HOTCHKISS Norwalk Connecticut. Export and 
Embarques 
= Domestic shipments go 
* « oy I PE Ota Magee 
ht BOW ha 
; ca aie Mince ’ out from here to points 


HOTCHKISS 





all over the world—cor- 
respondence and _ other 
business transactions are 


handled in all languages. 


NORWALK, 
CONN., U.S.A. 
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BOX-WRAPT PAPERS 
Cost No. More 





® Box-Wrapt (patent pending) is the packaging that 
looks like a box and is like a box. With all the con- 
venience of a box, it costs you no more than a 
wrapped package. Designed as a help to you, the 
dealer, and your customers, Box-Wrapt is an exclu- 
sive feature of Rockwell-Barnes dealer service. Here 


are a few of its advantages: 


EASY TOOPEN Easy to open 


Ad By distorting the label end, the 


A perforated edge is broken and the 


whole end is completely opened. 


PROTECTS Protects Contents 
=— Me package end becomes a hinged 
Zs awning—protects the contents from 
soiling and makes them readily ac- 
cessible. 
ow ~< pend Stacks like a box 
BOX 


Box-Wrapt packages are square and 
firm. There are no bulges from 
tucked edges or taped fastenings. 


These are some of the items in this complete line of 
Box-Wrapt dealer papers: Typing paper, Second 
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Sheets, Manifold Papers, Mimeograph Papers, Manila | 


File Folders and Stenographic Note Books. 


ROCKWELL-BARNES COMPANY 


1515 West 38th Street Chicago 











PASSED AWAY 


W. G. D. ORR 


William George D. Orr, secretary and a director of 
the A. B. Dick Company, Chicago, and one of the city’s 
leaders in yachting circles, died in the Passavant hos- 
pital following a short illness on December 8 at the 
age of fifty-nine years. 

Born in Hamilton, Ont., Mr. Orr was educated at 
the Upper Canada college in Toronto. Shortly after 
graduating he came to the United States and began 
his business career in Cleveland, Ohio. Later he be- 
came director and general manager of the Purington 
Paving Brick Company in Galesburg, Ill. His reputa- 
tion as a keen business executive was by that time well 
established and, in 1918, he joined the staff of the 








THE LATE W. G. D. ORR 


A. B. Dick Company, and five years later was appointed 
to the important position he held at the time of his 
death. 

Throughout his lifetime Mr. Orr was an enthusiastic 
yachtsman. At one time he was commodore of the 
Columbia Yacht Club and of the Lake Michigan 
Yachting Association. He was also a member of the 
Yacht Club of Toronto, the Yacht Racing Union, the 
Racquet Club and the Chicago Club. He resided at 399 
Fullerton Parkway. 

Mr. Orr is survived by his widow, Mrs. Edna Louise 
Orr, and two brothers and a sister of Toronto. 

Following private funeral services on December 10, 
interment was in the Rosehill cemetery. 


t b y 


MRS ANNA REICHMAN BOSSE 


Mrs. Anna Reichman Bosse, widow of the late Ben- 
jamin Bosse, former mayor of Evansville, Ind., and 
founder of the Imperial Desk Company of that city, 
died December 6 in the Welborn-Walker hospital after 
an illness of ten days. At the time of her passing 
Mrs. Bosse was president of the company publishing 
the Evansville Courier, and was a director of the desk 
company her husband founded. 

Born in Evansville in 1873, Mrs. Bosse was educated 
there and became one of the city’s leading pioneer 
business women. On September 2, 1896, she married 
Benjamin Bosse, a farm-born lad destined to become 
an industrial and political leader in Evansville. From 


| that time on she spent most of her time aiding her 


husband’s career but still managed to find time to take 


| a deep and constant interest in civic matters, one of 
her principal activities being in connection with the 


Christian Home on the board of which she served for 


| a long time. 


In 1921 Mr. Bosse purchased the Evansville Courier 


| and it was largely through the influence of Mrs. Bosse 


that the deal was completed because she felt the paper 
should be “home owned.” In 1922 Mr. Bosse died and 
his widow became president of the Courier Company. 
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veryone concerned with modern design 
will appreciate the new smart package for 
Venus Drawing Pencils 
Hour upon hour of experimenting, plan- W. laciinate thie new nackane for Venue 
ning and pencil sketching (with Venus ~ ae See J 4 mee 
Drawing Pencils, of course!) preceded the Drawina Pe 5 1 > a tine 
execution of the new Venus package. No aa a See 
less than eight comprehensives and thirty- patch ties 2 Sn ee eee ee 
five dramatic photographs of Venus were lead longer than any other group in America 
submitted for discussion. ™ ae : 
Here in the final design, beauty, utility ——. a rat eee ee se 
and visibility have been brought into per- J t 
fect harmony! Here is a fitting package 
for a quality product! ee Salesmen in sell a pencil once but afte 

eeS é eir craitsma 


AMERICAN PENCIL COMPANY} 


HOBOKEN, N. J. 


Also Made IN CANADA—Venus Pencil Company, Ltd., Toronto 





IN ENGLAND —Venus Pencil Co., Limited, London 
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One year later, she and her associates purchased the | 


Evansville Journal, Mrs. Bosse acquiring the con- 
trolling interest in the two newspapers in 1933 when 
the Bosse estate was finally closed. 


Mrs. Bosse is survived by a brother, August Reich- | 


man, a member of the Courier editorial staff; two 
nephews, Frederick Benjamin Reichman and Gilbert 
Bosse, the present general manager of the Imperial 


| 


J 


Desk Company, and two sisters-in-law, Mrs. Lydia | 


Reichman and Mrs. Helen Reichman. 


Following funeral services at the Trinity Lutheran | 


church on Saturday, December 9, interment was in 
the Lutheran cemetery. 


t bt + 


D. R. PARKER 

D. Ralph Parker, secretary-treasurer and general 
manager of the Alma Desk Company, High Point, N. C., 
and prominent in civic affairs in his community, died 
November 30. He was fifty-nine years of age, and had 
been in ill health for a considerable time. 

Until his health began to fail Mr. Parker was also 
extremely active in church affairs and was a member 
of the Central Friends church. He was also a member 
of the board of trustees of Guilford college, from which 
he graduated in 1904. 

Before becoming an executive of the Alma Desk 


Company, Mr. Parker had been a traveler for several | 





THE LATE D. RALPH PARKER 


furniture manufacturing concerns, maintaining head- 
quarters in the Southern Furniture Exposition building 
at High Point. 

He is survived by his widow, Mrs. Eunice Anderson 
Parker; one son, D. R. Parker, Jr.; three daughters, 
Miss Charlotte Parker, of Geneva, N. Y.; Miss Cora 
Worth Parker, of New York City, and Miss June Parker, 
of High Point; three brothers, A. S. Parker and V. J. 
Parker, of High Point, and J. M. Parker, of Washing- 
ton, D. C., and two half-brothers, R. B. Parker, of 
Asheville, and Herbert Parker, of Hendersonville. 

ote che ole 
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E. C. STUART 


Edwin Chatfield Stuart, pioneer stationer of Port- | 


land, Ore., died October 13 at his home, 1807 North- 
east Twenty-fifth avenue. Had he lived, Mr. Stuart 
would have been ninety-seven years old on February 21. 

Death brought an end to an almost continuously 
active life which included memories of the Mexican 
wars and the casting of a presidential vote for 
Abraham Lincoln. Mr. Stuart, who retired four years 
ago, was an ardent baseball fan and almost to the 
end was in constant attendance at the ball park. He 
was a member of the Church of Our Father and a 
charter member of the Lang Syne society. 

On his doctor’s advice Mr. Stuart in 1890 sold his 
interest in the Chicago firm of Skeen & Stuart and 
went to Portland where he founded the book-binding 
and stationery house of Stuart & Thompson in part- 
nership with Leslie Thompson, also of Chicago. In 
1893 the firm was sold to Howard D. Kilham. For a 
while Mr. Stuart took a holiday on his ranch near 
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€EN-TR=-KOTED 
CARBON PAPER 


DOESN'T CURL! 


Irs uncoated along 
the edges, and thus in- 
sures finer, cleaner car- 
bon copies. Made with 
special-formula ink for 
longer-life. Rigidly in- 
spected at factory for 
perfect uniformity. 


Senp for our helpful 
booklet, "CARBON 
PAPER FACTS.” It will 
be sent free on request, 
and will give you many 
informative facts on 
Carbon Paper. 


An Exclusive Agency 
on Grand Prize Carbons 
and Ribbons in your 
city is a sure step to- 
ward greater profits. 
Write for our dealer 
proposition booklet. 














PAPEL CARBON 
“CEN-TR-KOTED” 
NO SE RIZA 


No tiene revestimiento 
de carbén en las orillas, 
de suerte que las copias al 
carbén siempre salen me- 
jores y mas limpias. Se 
hace con una tinta de 
formula especial para 
mayo duracién y se in- 
specciona rigidamente en 
la fabrica para que sea de 
uniformidad perfecta. 


Pwase nuestro util 
folleto “CARBON PA- 
PER FACTS.” SE envia 
gratis a solicitud, y con- 
tiene un caudal de in- 
formacién sobre papel 
carbén. 


La agencia exclusiva del 
papel carbén y cintas de 
maquina de escribir 
GRAND PRIZE para ese 
territorio es un paso 
seguro para. obtener 
buenas utilidades. Pidase 
nuestro folleto conten- 
iendo la proposicién para 
agencias. 














GRAND PRIZE 


CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 
J. FRANCIS O'CONNOR. PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco, Calif., U. S. A. 


Los Angeles 


Denver 


Ee 2: 
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ANDERSON-HICKEY COMPANY, Inc. 


Geneva, IIlinois 


FILES 


Non-suspension and Suspension 
Grades in all sizes and combi- 
nations. 


STORAGE CABINETS 


Wardrobe and Combination 
Units in various sizes. Also, 
we can furnish them built 
to your specifications. 


BLUE PRINT 
CASES 


The Standard 
Line of highest 
grade con- 
struction. 

The Utility 
Line for serv- 
ice at an eco- 
nomical price. 


TYPEWRITER 
TABLES 


No. 203 Typewriter Ta- 
ble without casters. 32” 
wide, 26%” high, 16” 
deep. 

No. 205 Secretarial 
Stand with casters for 
many uses. 





SPECIALS 


Furnish us with specifications and we shall be 
glad to quote on your special requirements. 
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Oakland, Ore., and then founded the Portland Box 
Company. 

Mr. Stuart is survived by a son, Frank H. Stuart, of 
Redwood City, Calif.; two daughters, Miss Bertha 
Stuart, of Portland, and Mrs. Lloyd J. Wentworth, of 
Portland, four grandchildren and two great-grandchil- 
dren.—_ ATW a > 


R. P. ANDREWS 

One of the most active careers in the stationery and 
office equipment field came to an end on November 
1 with the passing of Ross P. Andrews, president of 
the R. P. Andrews Paper Company, Washington, 
D. C. Mr. Andrews at the time of his death was 
seventy-four years of age. 

It was in 1888 that Mr. Andrews went to Washington 
as representative of the J. C. Addison Paper Company. 
From the start he exhibited a keen business mind 
and a progressive and enterprising ability to gather 
a sound knowledge of the relationship of the commer- 





THE LATE R. P. ANDREWS 

(As he appeared when 

president of the Wholesale 
Stationers Association) 


cial stationery industry to general business. As a 
result of his determination to succeed he was, in 1893, 
in a position to buy out the Addison organization and 
form the company he headed at the time of his death. 

Throughout his life Mr. Andrews was active in all 
trade and civic affairs and had served as president 
of the Merchants and Manufacturers Association for 
eleven years and as president of the National Paper 
Trade Association and the Wholesale Stationers Asso- 


ciation. He ok ole 


M. F. HALL 

Mitchell Forbes Hall, one of the founders of the sta- 
tionery accessory firm of Gucker Bros. & Hall, Six- 
teenth and Sansom streets, Philadelphia, died on No- 
vember 28 in his home in the Pennsylvania city. He 
was fifty years of age. 

Born in Philadelphia, Mr. Hall graduated from the 
Central high school in 1902 and six years later helped 
to organize the Gucker Bros.-Hall firm. He was a 
member of the Union League, a past president of the 
Kiwanis Club and a thirty-second degree Mason. 

Surviving are the widow, Mrs. Helen K. Mars Hall, 
and one son, Mitchell Forbes Hall, Jr., a student at 
the Haverford school.—_NJNS 

+ k- + 
HERMAN SCHIFF 

Herman Schiff, of Schiff Brothers, 1507 Atlantic ave- 
nue, Atlantic City, N. J., died on December 3, after a 
short illness. Mr. Schiff was seventy-two years of age 
and had been associated with the stationery industry 
for nearly sixty years, beginning in the business as a 
boy. Together with a brother, Meyer, and a sister, 
Rose, he started the business equipment house of 
Schiff Brothers in Philadelphia as well as the estab- 
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SPEED UP SALES 


IT BUILDS DEMAND one box sells another 


ATTRACTIVE PACKAGING makes better display 


STRONG PACKAGING — prevents breakage 


UNIFORM HIGH QUALITY — makes satisfied customers 


LESS PRICE COMPETITION more money for you 


COMPLETE LINE easier to order and sell] 


FULL GENEROUS COUNT — builds customer good-will 

It is evident why the largest stationers stock this 
top-quality line. Why not order today —and take 
advantage of the sales helps which are available for 





with the Famous Yellow Box Line 


Successful stationers have learned that it is profitable to handle 
Oakville’s Yellow Box Line of fastening devices for several reasons: 
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A complete 
variety of sizes 
and types 
PINS 
CLIPS 
FASTENERS 
THUMB TACKS 
STAPLES 
TAK-A-PINS 
bond related items 




















; - hs + : 
The Home of The Famous Yellow Box Line 


OAKVILL 


COMPANY 


Division of Scovill Manufacturing Company 
Waterbury, Connecticut 





dealers who standardize on Yellow Box fastening devices. NEW YORK . 


CHICAGO ° SAN FRANCISCO 
IN CANADA: BROWN BROS., LTD., TORONTO 2, 








SRR 
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Jransfor Jime i Profit Jime 


” _ “It's so easy to file when 
you use Leatheroid File 
= pockets and Double top 
jackets.” 
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Quality-Bilt Seathewid 
FILE POCKETS 


nrotaty 


























MADE IN LETTER AND LEGAL SIZES 


with 134”, 3/2” and 514” expansion. Have 

reinforced corners and foldover gusset tops 

with double fronts and backs, glue weided 
throughout. 


The logical containers 






if 
You Sell the 
Quality Park 
Line! 


You can increase your sales 
by having your salesmen show 


these transfer items NOW!! 


Double Top Iepemapula 
FILE JACKETS 
































MADE IN LETTER AND LEGAL SIZES 


with 1”, 142” and 2” expanding gussets. 
Reinforced tabs insure greater wear. 








for grouped letters, 


orders, contracts and other bulky correspondence. 


QUALITY PARK ENVELOPE CO. 


11-116 Merchandise Mart, Chicago, III. 
FACTORY AT ST. PAUL 





ES 


TANUARY, 1940 


lishment in Atlantic City. Mr. Schiff’s passing came 
as an unpleasant surprise to his many friends in the 


industry. 
+; + - 


H. W. HORDER 

Harry W. Horder, whose brother, E. Y. Horder. is 
chairman of the board of directors of Horder’s. Inc., 
Chicago stationery stores, died December 19 at his 
home, 603 North Long avenue, Chicago. He was 76 
years of age and had been ill only a few days follow- 
ing a stroke of paralysis. 

Mr. Horder was born in Weymouth, England, and 
came to the United States at the age of eighteen. For 
a while he worked on a farm in Kansas, but soon tired 
of that life and became a fireman on the Chicago & 
Northwestern railway. He spent practically his life- 
time in railroad work, retiring on December 31, 1932. 
He was active in Masonic circles and held member- 
ships in Austin Lodge, No. 850, F. & A. M., Oriental 
Consistory and Medinah Temple. 

He is survived by his widow, Mrs. Sarah Todd Hord- 
er; two brothers, E. Y. and A. B. Horder, and three 
sisters, Mrs. Lill Statham, Mrs. Anna Hallett, and Mrs. 
Elizabeth Hanna. 

+ + - 


F. C. CANODE 

Frederick C. Canode, secretary of the Ink Specialties 
Company, Chicago, died December 4 in the Presbyte- 
rian hospital in that city following an operation for 
appendicitis. He was thirty-four years of age and lived 
at 1120 Washington boulevard, Oak Park, Ill. 

Mr. Canode, who was formerly a member of the 
naval aviation reserve, was well-known in the office 
stationery and equipment field and was prominently 





THE LATE F. C. CANODE 
active in the affairs of his company. He is survived by 
his widow, Mrs. Eleanor Canode; a daughter, Marilyn, 


| 
| 


and his parents, Mr. and Mrs. Frederick D. Canode. | 
The elder Mr. Canode is head of the ink specialties | 


firm. 

Following funeral services on December 6 at the 
Cuyler Avenue Methodist church, interment was in 
Forest Home cemetery. 


t i i 


J. T. VERNAY, SR. 
Stricken with a cerebral hemorrhage while driving 
his automobile, James T. Vernay, Sr., president of the 


office supply and equipment firm bearing his name in | 
Baltimore, Md., died in the Maryland general hospital | 


in that city last month. He was sixty years of age. 


Mr. Vernay was a former president of the Baltimore | 


Rotary Club and of the Retail Merchants Association. 
He was also one of the founders of the Charles Street 


Association and was president, vice-president and a | 
director of the Concord Democratic Club when that | 


organization was the stronghold of former Governor 
Ritchie. 
During his career in Baltimore, Mr. Vernay was a 


member of various city and state committees and was i. 


| 
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For Offices on Decorating Budgets... 
10 PERIOD SUITES 
BY SLOANE 


Executive office furniture should be something to live 
up to...not an environment to be lived down because 
of budget restrictions! 

SLOANE NOW OFFERS executive suites in 10 period 
designs...for distinction on a limited appropriation. 
THEY HAVE THE STAMP of custom-made pieces...but 
the price tags of stock pieces. Sloane craftsmen de- 
signed them. Sloane makes every piece in its own 
factories with the care and the quality materials that 
have established Sloane superiority. 

THERE’S AN AUTHENTIC period to harmonize with 
any decorative scheme. The woods are selected from 
top stock. The hardware is sturdy, beautifully exe- 
cuted. All pieces have the new Permo-Weld panels 
that will not check, age, warp or show the effects of 
climate. 

HERE’S YOUR OPPORTUNITY to sell the legion of 
business men who have long wanted Sloane furniture, 
but who feel they haven’t been able to afford it. 
Write for details about handling this new Sloane line. 
Illustrated: Sloane’s Georgian executive suite. Desk, 
$185; swivel chair, $79; armchair, $69; typewriter 
desk, $185; typewriter chair, $67. 


All prices list, subject to a liberal dealer discount 


Wholesale Office Furniture Division 


WsJ SLOANE 


575 FIFTH AVENUE*NEW YORK 
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Leadership! 


—A SYNONYM FOR “AUTOMATIC” 







For over 33 years the name 
“AUTOMATIC” on office 
equipment has been a symbol 
of economy and 
revolutionary im- 
provement. Today 
this same leader- 
ship is exemplified 
in every item of our 
broad line; for ex- 
ample: 


—EXPANDING 
COMPRESSING 


files are an exclusive ‘‘Automatic’’ development. 


Note:—Both drawer front and follower “Expand” in 
the Automatic File, providing a 9” V-opening. This 
is extra space, even when drawer is filled to listed 
capacity. There is no substitute for these exclusive 
features. 


—AUTOMATIC CARD FILES 


GREATEST ALL 
CAPACITY CARD TRAYS 
REMOVABLE 
* 
ae 
LOWEST CHOICE OF 
CcOsT LENGTHWISE 
PER FILING OR CROSSWISE 
INCH TRAYS 
e e 
USE EMPTY 
GREATEST DRAWERS 
FLEXIBILITY FOR STORAGE 





The most outstanding and complete line of upright card files 
made. Standard 2-drawer substitute inserts will accommo- 
date lift-out lengthwise or crosswise trays for 3x5, 4x6 and 
even 5x8 cards, individually and collectively. 3-drawer sub- 
stitute inserts will accommodate lift-out lengthwise, or cross- 
wise trays for 3x5 cards, impairment or tabulating cards. 
An example of this flexibility is shown in the above 12-drawer 
Tabulating File which will also house three 3x5 lift-out card 
trays in each drawer! 


—EXECUTIVE FILE 


The original desk side file with the 
lift-top. Famous the world over for 
its utility. Popularly priced. Also 
other similar lift-top units. 





> 


“AUTOMATIC” FEATURES 


represent actual, immedi- 
ate, and measurable sav- 
ings to the user. They 
offer the most powerful selling force you can muster. Why 
not let these exclusive features work for YOU? 


Write us today! 


AUTOMATIC FILE & INDEX CO. 


DEPT. A8, 629 W. Washington Blvd. 
CHICAGO, ILLINOIS, U. S. A. 
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once mentioned for mayor but refused to allow his 
name to be considered. Up to 1937 he was president of 
the Dulany-Vernay Company, resigning in that year 
to start the organization of which he was the head at 
the time of his death. 

Besides his widow, Mrs. Julia Vernay, 3121 Presbury 
street, Baltimore, Mr. Vernay is survived by two sons, 
James T. Vernay, Jr., and Walter H. Vernay. Funeral 
services were held on Friday, December 8, followed by 
burial in Woodlawn cemetery. 

+ - + 
MRS. R. G. NOLAN 

Mrs. Ray G. Nolan, for a considerable time vice- 
president of the Nolan’s Office Supply Company, and 
well-known in stationery and office equipment circles, 
died December 2 at her home in Davenport, Iowa. 
She was the wife of Ray G. Nolan, president of the 
firm, who is confined to a Davenport hospital with 
heart disease. 

Mrs. Nolan, then Miss Marguerite A. McVey, went 
to Davenport in 1929 and was secretary and treasurer 
of the Triangle Printing & Stationery Company. She 
married Mr. Nolan on November 27, 1930, and shortly 
thereafter the Triangle organization’s name was 
changed to the Nolan’s Office Supply Company. 

Besides her husband, Mrs. Nolan is survived by two 
daughters, Donna Rae and Mary Renee; her parents, 
Mr. and Mrs. J. S. McVey, Sedalia; a sister, Mrs. 
Charles A. Kinney, Davenport; a brother, Joseph S. 
McVey, Sedalia, and her maternal grandmother, Mrs. 
M. A. Maroney, Sedalia. 

Following funeral services at the residence and in 
the St. Paul the Apostle church, interment was in 
St. Marguerite’s cemetery. 

+ + + 
F. H. SELL 

Frank H. Sell, Delaware, Ohio, brother of E. H. Sell, 
president of an office supply company bearing his 
name at Columbus, Ohio, died last month following a 
heart attack. He was the proprietor of the Sell sta- 
tionery store in Delaware for the past thirty years 
and was fifty-five years of age. 

A graduate of Ohio Wesleyan university, Mr. Sell was 
a member of Sigma Chi fraternity and of the Scottish 
Rite. Besides his brother, Mr. Sell is survived by his 
widow, Mrs. Nell Sell; a daughter, Frances Sell, of New 
York; another brother, O. P. Sell of Delaware, and a 
sister, Alice Sell, of Columbus. 

Following funeral services interment was in Oak 
Grove cemetery in Delaware. 


Tr & 


MRS. C. W. McKEEHEN 

Mrs. C. W. McKeehen, the former Mrs. Gaylord 
Booth, who prior to April, 1937, operated the Okla- 
homa Typewriter Company, 310 North Robinson ave- 
nue, Oklahoma City, died December 19 in Gainsville, 
Tex. 

Mrs. McKeehen, fifty-three years old, had suffered 
recently from high blood pressure. Enroute to Okla- 
homa City, to spend the Christmas holidays with a 
friend, she dropped dead as she stepped from her 
automobile in Gainsville. At the time of her death, 
her home was in Harlingen, Tex. 

A native of Missouri, Mrs. McKeehan was born near 
Clinton. She went to Oklahoma City in 1908 with 
her husband, the late Gaylord Booth, a pioneer school 
principal. She was associated with him in the Okla- 
homa Typewriter Company from 1928 until his death 
in 1934. Following his death she conducted the busi- 
ness alone. In March, 1938, she married C. W. Mc- 
Keehen, first vice-president of the First National Bank, 
Harlingen, Tex. 

While in the typewriter and office supply business, 
she was prominent among Oklahoma City business 
women. A former president of the Town Club and 
member of the Board of Goodwill Industries, Mrs. 
McKeehen also was active in the Oklahoma City Cham- 





DO. ° fe 8 


~ 


ws © % 


JANUARY, 1940 


DUMB? Dumb like a fox! How else would she and I be 


here, vacationing in the middle of winter and not feeling 


even the slightest bit guilty about it? 
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SHE was plenty burned up when I started my annual Novem- 
ber habit of bringing work home every night... but the next 
year’s budget estimates would never get figured otherwise. 








THE second night of the three-weeks’ arithmetic bee, she 
greets me with “Surprise, darling! I found the most divine —” 
...* Won't you ever have enough hats?” I groan...“Silly!” she 
says, “It’s to help with your figuring, and it’s really terrific!” 














SO with this Printing Calculator I get twenty nights’ work done 
in two, take it to the office and wind up buying two more. 
Yesterday we leave, and today we’re soaking up sun like veter- 
ans... Dumb wife? I'm a push-over for these ideas of hers! 





Here’s the “terrific” 
Printing Calculator 
that’s taking the coun- 
try. It will save time 
and money for you, in 
pricing, in payrolls, in 
distributing sales or 
factory costs, in doz- 
ens of other ways. It’s 
the only machine of 
its kind which adds, 
subtracts, multiplies, divides automatically ... and prints an 
accurate, permanent record of all factors in each problem. It’s 
even licked that old devil Decimal Point. See it in action; 
phone your nearest Remington Rand office today. 


Remington Rand Ine. 
BUFFALO e NEW YORK 


In Canada: 199 Bay Street, Toronto 





World's Largest Makers of Adding and Bookkeeping Machines, 


Systems and Equipment 
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YOUR LIFETIME OPPORTUNITY The most valuable 


business asset in this industry—the Shaw-Walker franchise 
—is available in a few cities. Perhaps you qualify for it. 
Inquire! Shaw-Walker, Muskegon, Michigan. This may 


lead you to the greatest profit move you ever made. 











CES 
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LOOK BEYOND 194} —Insure reorder business this year, next 


year and thereafter, Tie up this exclusive franchise for the 


“Built Like a 
kyscraper” 





fastest-growing loose-leaf line in the Nation. Ask if it is avail- 
able for your City. Write today. Ssuaw-Warxer Loose-Lear 
Division (Master-Craft), Kalamazoo, Michigan. 
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* 
ORIGINAL 


o-rig-i-na] (0-riji-nal) a. 1. Of or pert. to the 
origin or beginning; first in order or exist- 






: a OIXON-- RITE RITE ‘ 
ence. 2. Not copied, reproduced or translated ; 


mer he “AND STILL 
(from Webster's Dictionary) 7, H & / F A D F A 


Threadline pencils and leads continue to set new 
x records because the quality is there—in the pen- 
cil—in the leads. They're made for each other 


DIXON RIT 4 RITE y and made to do the world's best writing job. 


Veaiclig ig! 
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MEW THNMER Leap Ol 
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IN THE ORIGINAL THpee 
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Zé THAT PUTS THys Pencn ¢ 
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IMPROVEN 
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RITE = RITE MFG. CO., CHICAGO Subsidiary of Joseph Dixon Crucible Co. 
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ber of Commerce, and for four years, was a member | 
of the board of directors of the Y. W. C. A. She was | 


active in Girl Reserve and other youth work, and 
taught for seven years at Wesley Community House. 
She also was a Sunday school teacher and active 
worker in St. Luke’s Methodist church. 

Survivors include her husband; a daughter, Miss 
Mary Gaylord Booth; another daughter, Mrs. W. M. 
Lockett, Jr., Arlington, Va.; a sister, Mrs. Walter Foley 
Epple, Chelsea, Okla.; and a brother, Rev. H. E. Pfost, 
Pineville, La. 

Funeral services were held in the Hahn funeral 
chapel, Oklahoma City, and burial was in Memorial 
Park cemetery, Oklahoma City—EVH 

+t - - 
J. N. TURNER 

J. N. Turner, for a considerable time factory super- 
intendent of the Eberhard Faber Pencil Company, 
died December 17 at his Atlantic Beach, L. I., home 
following a short illness. Mr. Turner, who would have 
rounded out thirty-eight years of service with his 
company in April, 1940, was recognized and appre- 
ciated as a man possessing the outstanding qualities of 
courage, honesty, truthfulness and genuine kindness. 
Executives and employes alike looked upon him as a 
close friend as well as a fellow worker and he will 
be keenly missed from the Eberhard Faber ranks. 


y - 
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P. H. HUGHES 

Patrick H. Hughes, for many years proprietor of a 
stationery store at Lenox, Mass., died last month fol- 
lowing a lengthy illness. He was seventy years of age 
and was one of the most prominent residents of the 
city. Surviving are the widow, three sons, Francis J., 
of Boston; J. Raymond, of Glens Falls, N. Y., and 
Harry C., of Lenox; a sister, Catherine T. Hughes, of 
New York, and a brother, John Hughes, of Lenox. 


Y . 
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F. M. BROOKS 

Francis Murphy Brooks, secretary of the stationery 
and office supply firm of William F. Brooks & Son, 
509 Chestnut street, Philadelphia, Penna., died Decem- 
ber 15 at his home, 178 West Queen lane, Germantown, 
after a lengthy illness. He was seventy-one years of 
age and had been an invalid for a number of years. 

Mr. Brooks was the grandson of the founder of the 
company and was well-known in the industry, having 
played a prominent part in the company’s career until 
stricken with his last illness. He is survived by his 
widow, Mrs. Laura Fischer Brooks; a son, Francis M. 
Brooks, Jr., and a step-daughter, Mrs. Marian Fischer. 
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CANADIAN STATIONER TAKES PART IN TAG DAY 
FOR SOLDIERS 


Barnes & Company, St. John, N. B., office appliance | 
















dealers and distributors, donated about 20,000 tags for | 


a general tag day held by the Soldiers’ Comforts Asso- 
ciation, St. John, the objective being the establishment 
of a general recreational base for soldiers in the cen- 
ter of St. John. The military authorities had recom- 


mended such a base for the men now in training at | 


St. John, for service in the war, either overseas or on 
home defense. 


The Soldiers’ Comforts Association, a | 


new organization formed to look after the welfare of | 
the uniformed men, expressed their thanks at getting | 
the string-attached paper tags, each bearing the pic- | 
ture of a Canadian soldier, without paying for them, 

as the cost would have been an important sum. The | 


work was done and stock supplied without charge in a 
printing plant operated by Barnes & Company in con- 
nection with their office equipment business. James W. 
and Eustace Barnes are the heads of this firm—WJM 
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VAIL for those 


VALUABLE 
Business AIDS 


















PAPER CLIPS 
PINS 
BRASS FASTENERS 
STAPLES 
THUMB TACKS 





VAIL offers the best the market 
affords in these products and at 
reasonable prices. They are 
expertly made from the finest of 
raw materials. Up-to-date at- 
tractive packaging helps you 
sell. 


Get your share of this rapid 
turnover business by stocking a 
complete line of VAIL metal 
paper fasteners NOW. There is 
profit for you in these efficient 
aids to modern business. 





VAIL 


MANUFACTURING 
COMPANY 
900 E. 95th St. Chicago, III. 


Cimbuduuehnts-esm 


“M. 
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ULSI A 
FLEXIBLE 
SORTER 


A New Office Utility with Countless 
Money Saving Applications 


Note particularly the ease of adjusting to fit 
requirements under any particular heading. 
The guide cards are moved backward or for- 
ward by only a touch of the fingers at the base. 
In effect the space between guides is adjusted 
automatically to fit the contents. A guard rail 
at the left makes for faster sorting. The cards 
are equipped with two types of tabs —an all 
metal tab, angular for quicker reading, and a 
rounded celluloid tab, as shown in the illus- 
tration. 


Made in Four Sizes 


No. 40 4x 6 Card Sorter 

No. 41 Check Sorter 

No. 42 Bill Sorter (freight or express) 
No. 43 Letter Sorter 


These four numbers will take care of prac- 
tically every sorting requirement. The sorter 
trays come with any subdivision of the alpha- 
bet up to one thousand, also with numerical 
index as may be desired. 


Agents Wanted 


There are countless prospects for this up-to-date 
Ulrich sorter in every business community. It 
is a specialty which makes a convincing dem- 
onstration. Investigate. You can build attrac- 
tive new business with it. 


ULRICH PLANFILING 


EQUIPMENT COMPANY 
JAMESTOWN, N. Y. 
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NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 





Charley Bremer, for many years manager of Brown 
Blodgett’s stationery department, has been confined 
to his home by illness. Charley is at present connected 
with the McClain & Hedman Company of St. Paul. 

* ” * 

Arthur Grayston, governor of the seventh district, 
and general chairman of the Northwest Stationers 
annual banquet, which is to be held on February 3, 
at the Hotel Nicollet in Minneapolis, is busily engaged 
in lining up the talent for the floor show to be held 
on that evening. Art has promised an evening of 
unsurpassed fun for those fortunate enough to attend 
this annual affair. Reservations may be made by 
addressing a card to the assisting committee, con- 
sisting of Sterley Jerue of St. Paul, and Ed. M. Hansen 
in Minneapolis, the former of McClain-Hedman Com- 
pany, and the latter at Miller-Davis Company, or to 
any of the stationery men in the Twin Cities. 

« ~ * 

The Northwest Travelers Club extended its sympa- 
thies to Alvin Naegele of Miller-Davis Company, whose 
father, Eugene W. Naegele, aged 72, died in Minneap- 
olis Thursday, December 14. Mr. Naegele was well 
known to the stationery trade in Minneapolis, having 
been an auditor for thirty years for Atwell, Vogel & 
Sterling, Inc. Mr. Naegele was a member of several 
Masonic bodies and a former member of the Apollo 
club, one of Minneapolis’ leading musical organiza- 
tions. 


* * * 


Rudy Johnson, the sage of Omaha, is reported to 
have had his health revived since his Cornhuskers 
suffered a reversal of form and finished second in the 
Big Six, while getting the best of the majority of 
teams which they played out of the Big Six conference. 
Now all Rudy needs is some rain, and a few clicks on 
oil leases and he will be all well again. 

* + * 


Claude Fleet is still bemoaning the Gopher losses of 
the past season, but is out telling the boys to watch 
our smoke next season. (We think he is right in this 
prediction.) Anyway, the Tall Corn boys had their 
inning in 1939, but are expected to recover by the time 
the 1940 season rolls around. 

* * oa 

Ed Cooper, for many years a member of the North- 
west Travelers, and its president during the year. has 
resigned his position with the Boorum & Pease Com- 
pany and will represent the McMillan Book Company 
of Syracuse, N. Y., on the West Coast, beginning in 
January. 

* * * 

Charley Regan, the Hook-Em-Cow from South St. 
Paul, attends the Gopher football games with regu- 
larity as do all of the members of the Hook-Em-Cow 
Club of that thriving city. Charley also plays a keen 
game of golf and during our Florida weather (most 
of December) was reported hitting the little white ball 
about twice a week at Southview, his home club. 

om * a 

John (Mike) Powers, of Miller-Davis Company, ad- 
mits that he is over forty, and has been in the sta- 
tionery business since 1903. 

* - ” 

Vic Irgens, of Miller-Davis Company, is a council- 
man in Edina, and Walter Ohde holds a political office 
in St. Louis park. 

* , * 

D. J. Perdue, of Klipto Loose Leaf Company, has a 
son who is “tops” in a musical way, being the leader 
of his own orchestra. 


* - * 


Grandpapas Fall and Smith were seen late in No- 
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HILLMAN. of SPOKANE 


Points the Way to Better Ribbon & Carbon Profit 


eiea N 
PRODUCTS of \ \ 
A \\en, YAS 





ORTH. South, East or West—-hundreds of dealers are 
N following the Hillman Company's way of better and 
better sales of typewriter ribbons and carbon papers. It’s 
an easy way—they simply concentrate on a line that gives 
their customers greater satisfaction and is backed by real 
cooperation, service. 

Most dealers know that this line is Columbia—know 
that Columbia has the reputation for quality and the 
willingness—as well as the ability—to maintain its high 
standards in both merchandise and sales policy. 

Columbia dealers make more money from ribbon and 
carbon business because the Columbia plan is_ better. 
Write and let us tell you all about it. 


Nos sera grato cotizar precios y enviar muestras. 


Escribannos indicando sus necesidades. 


COLUMBIA RIBBON & CARBON 
MANUFACTURING CO., Ine. 


Main Office and Factory: GLEN COVE, L. L., N. Y. 
New York: 305-313 East 45th St.; Kansas City, Mo.: Dwight Bldg. 


Factories: MILAN, ITALY; LONDON, ENGLAND; SYDNEY, AUSTRALIA 


4 


Columbia PINNACLE Carbon 
Paper is unsurpassed for clear- 
ness of write, length of service, 
clean results, convenience (typ- 
ists appreciate the quick extrac- 
tion feature). Attractively pack- 
aged for display. Pinnacle is a 


leader everywhere. 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 


























OQ GENERATIONS of paper buyers the name 
L. L. BROWN has signified far more than super- 
lative general quality in fine papers; in particular 
it has meant a unique ability to make papers which, 


grade for grade, are of outstanding serviceability. 


This special meaning is easy to understand. For 
nearly 100 years, each L. L. Brown paper has been 
distinctive because of its capacity to withstand a greater 
degree of hard use than is expected of papers of its 
grade. An example is L. L. Brown’s Linen Ledger, 
the recognized standard of permanence and supreme 


durability in record papers since 1849. 


Extending a Traditional Advantage 

To meet changing conditions of use, this advantage 
of L. L. Brown papers has now been extended to a 
wider range of grades. Paper merchants, printers”, 
and consumers had pointed out the present need of 
additional L. L. Brown ledgers and bonds with the 
distinctive feature. This property was necessary, they 
had explained, because records are subjected today 


to greatly increased wear and tear. 


Careful investigation confirmed these statements. 
Hence, research was undertaken to find a way to 
preserve the desired properties despite the adjust- 
ments in formulas necessary to produce papers in the 
lower grade levels. Here wasa real, technical challenge. 


. . ’ 
Difficult Problem Solved 
Drawing upon nearly a century of specialized ex- 
perience, reinforced by the most modern scientific 
facilities, the L. L. Brown Paper Company has per- 
pan} I 
fected a process which successfully solves the problem. 
This new method makes it possible at last to minimize 
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ave extended lo a 


L. L. Brown specialized craftsmanship — traditional 
throughout the industry for nearly 100 years — is 
now available in four new super-service papers. 


A statement by A. MILLARD DANIELS, President 
L. L. Brown Paper Company, Adams, Mass. 


certain destructive factors which hitherto have 
always detracted from the serviceability of non- 


permanent ledger, linen and bond papers. 


4 New Super-Service Papers 

The results are four new L. L. Brown papers. 
They have the general properties which have always 
distinguished L. L. Brown products. They have 
perfectly balanced bursting, folding, and tearing 
strength. They have flawless writing, erasing, and 
re-writing surfaces. The much favored L. L. Brown 
finish attractive smoothness without glare is a 
conspicuous feature. Their surfaces are ideal for all 
forms of printing and ruling. They are uniform. 


But the outstandingly different characteristic is the fact 
that each paper has a greater degree of serviceability than 


ts usually associated with papers of similar grade. 


What This Means To You 

This new development is of far-reaching importance. 
First, it insures greater security for non-permanent 
records which might be required to last longer than 
originally intended. Second, it provides extra re- 
sistance to hard handling for a /onger period. And, 
finally, it affords resistance to a higher degree of han- 
dling. As the prices of the new papers are the same 
as those of other papers of corresponding grades, 
these advantages guarantee true economy and lasting 
satisfaction. 


Leading paper merchants are now being equipped 
to furnish you with the new papers. Your regular 
dealer will be glad to get samples for you at once. 
Ask for them today or write direct to L. L. Brown 
Paper Company, Adams, Mass. 


*The word “printer,” as used herein also embraces bound and loose-leaf blank-book manufacturers, lithographers, stationers, and die-stamp engravers. 
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PLUS VALUES.... 


wider TUNGE of Uses 
FORWARD on Sele 


100% NEW RAG CUTTINGS. Strong; perfectly balanced ; flawless writing, 
erasing, and re-writing qualities; L. L. Brown’s smooth yet glareless 
finish; greater serviceability than its grade indicates. This paper is 
unequalled for non-permanent records which must withstand hard use. 


FORWARD nc 


id0% NEW RAG CUTTINGS. Crisp, clear, cockled, and perfectly formed, 
this tub-sized, air-dried paper unites exceptional strength, beauty, 
and impressiveness — is ideal for stationery and for documents which 
must defy hard use yet need not last permanently. 


[ : (0 RT Ledger and I Phiiee Sesling 


50% NEW RAG GUTTINGS. A unique, dual-purpose paper; equally and 
ideally suited to ledger and machine posting needs; perfect surface 
for all methods of recording, ruling, printing; absolute uniformity; 
6 colors; extensive range of sizes and weights. 


BOCORD ond 


50% NEW BRAG CUTTINGS. Flawless writing, erasing, printing, and ruling 
properties; a special finish which makes it equally adaptable for 
stationery, records, and forms; tub-sized, air-dried ; 4 inviting colors — 
and unusual serviceability for a paper of its grade. 


Use these Other L. L. Brown Papers for Other Needs 


Rags Rags 
L. L. BROWN’S Linen Ledger............. 100% GREYLOCK Linen Ledger, HINGED......... 85% 
ADVANCE Linen Ledger. . akc Oia tie 100% LL. Baowws LINEN... . occ. eb eee 100% 
RESISTALL Linen Ledgerf ....100% ADVANCE BOND] ee 100% 
L. L. BROWN’S FINE]. ... 25 ligt 85% RESISTALL Index Bristol? .. ..... ¢ 2 ncee ens 100% 
GREYLOCK Linen Ledger.............. 85% tEnvelopes to match tHydroil Process 


LL. DROWN PAPER 


Ledg Cr, Linens and. bonds 


PERMANENT . DURABLE 4 DEPENDABLE 


L. L. Brown Paper Company . .. . Adams, Massachusetts 


0 F QUALITY AND VALUE SINCE 1849 

















General Office & Factory: 409 Mulberry St., 
THE KEY MEN OF AMERICA.Manufacturers with the dealers’ viewpoint 


New York City, 321 Broadway 
Detroit, 808 American Radiator Building Los Angeles, 827 S. Main St. 






PEERLESS KEY- 
IMPERIAL 


CARBON deal 
sets fast pace 


for sales and profits! 


No Siegfried or Maginot line can stop this drive! Bulletins from the 
front indicate that the Peerless Key-Iimperial Carbon Deal is achieving 
all objectives. 


Dealers write: 


“We are cracking open accounts that never let us get 
to first base before." 


"Our salesmen having excellent response. Please dou- 
ble original order.” 


“How long will this last? Advise time limit as we are 
anxious to cover as much ground as possible.’ 


Sure we are thrilled to be making such a dent in the 
quality carbon market—happy that so many dealers are 
discovering that it pays 
—and pays mighty well 
—to belong to the 
Peerless-lmperial fam- 
ily. 

Going our way in 
1940? 





Meet our 
Cc. J. WATSON 


a genial Irishman who 
knows practically ev- 
erybody in the Metro- 
politan Dealer trade. 
He has been around 
New York approxi- 
mately 40 years. Ask 
him to work out a pack- 
age design with you 
sometimes. He has a 
flair for beautiful pack- 


aging. 


We make Peerless Rubber Keys for all Office Keyboard Machines © Peeriess Tuchtype Keyboards 
for all Office Keyboard Machines © Rubber Twirier Rings, all sizes © Rubber Cushion Feet © 


hiolded Rubber Goods to customer's specifications * Rubber Typewriter Pads © imperial Ribbons 
and Carbon Paper of every description and for every purpose * Carbon Rolls for all uses 











AND BY THE WAY, A HAPPY NEW YEAR TO ALL! 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 
Newark, N. J. 


BRANCHES 
Chicago, 19 South Wells St. 








| 
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vember arguing the merits of their respective grand- 
children. 
- ~ > 

Ed Hansen’s daughter, Lulu Jean, has been booked 
for a skating exhibition at the Book Cadillac hotel in 
Detroit for several months. Miss Hansen played a six 
months’ run at the New York World’s Fair with the 
Sun Valley show, and while skating at the Minneap- 
olis arena during November was picked out of a group 
of skaters for the Detroit position. In addition to her 
skating, Miss Hansen is also a professional dancer of 
considerable ability and charm. 

7 * * 

What Minneapolis stationer is called “Little Caeser” 

by his most intimate friends? 
* » 7 

Jack Goldman, of Thomas & Grayson Company, is 
a connoisseur of pipes and has a collection from all 
over the world. 

* . . 

Roy Clarke’s story of the Iowa hunting trip doesn’t 
jibe with that of the Iowa stationers with whom he 
went hunting recently. We understand there is a 
picture of Roy available (and which we will try and 
obtain) that tells the story without words. 

We understand further that Roy has bought another 
gun to add to his collection since that episode, and 
we are quoting an Iowa stationer, the same one 
who is going to furnish the proof of Roy’s hunting 
prowess. 

ca * * 

We also understand from a reliable source that the 
pictures shown this past summer of two fishermen 
holding a very large-sized Northern was caught by 
the guide, at least so one of the members of that party 
informed this column one evening not so long ago. 

” *« oo 

So, a very Happy New Year from the Northwest 

Travelers to their many friends among the stationers 


and fellow travelers clubs. 
ee 


NOW IT’S VALLEAU AND VALLEAU 

The first of January marked the removal of R. T. 
“Tom” Valleau of Chicago to St. Paul to become asso- 
ciated in business with his father, R. B. Valleau, known 
by dealers throughout his territory as Bob. Valleau, 
senior, for more than twenty years has served as a 
manufacturers’ representative, covering Minnesota, 
Wisconsin, the Dakotas, Iowa, Nebraska, Kansas and 











R. T. VALLEAU 


Missouri. He represents The Leopold Company, Mil- 


| waukee Chair Company, All-Steel-Equip Company, 


Sight Light Corporation, Bright Chair Company and 
George E. Fox & Company. 
For the past five years Tom Valleau has been con- 


| nected with George E. Fox & Company. During all 
| of that time he called upon the trade in Chicago and 


later included outside territory as well. During 1939 
he covered the same territory where his father has 


' traveled for such a long period. Because of that ex- 
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Personal Files 


card Boxes 

















Our 20th Year Of Service 


Founded 1920 


Thirty-nine Card Cabinets for Every Standard Sized 
And Higher-Than-Wide Card 









































Stationery Cabinet 








Storage, Wardrobe and Stationery Cabinets 


FRO 












Scratch Pad and Memoroll Holders 


LG 


Founded 1920 


ART STEEL CO.-- i—_in 








Build-up Units for Cards, Documents, Storage. Letters 
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perience and some gained a few years earlier he knows 
most of the dealers in the territory he will travel under 
the new arrangement. Before selling in his new ca- 
pacity he plans to spend two or three weeks in the 
factories of the Leopold, Milwaukee Chair and All- 
Steel-Equip companies. He will be on the road by 
the middle of January. 

Bob Valleau is one of the most popular travelers 
in the Northwest. He has many personal friends 
among the dealers and other travelers. He takes direct 
interest in association affairs. Tom, although new in 
the field, also is well liked. The two together will 
make an excellent combination. They will cover the 
dealers in the eight states they travel with a thorough- 
ness which would not be possible for one man alone. 


——————= > o—_—___—_ 


WESTERN CANADIAN BRANCH FOR SMITH- 
CORONA OF CANADA, LTD. AT EDMONTON 


Removal of western Canadian branch headquarters 
of L. C. Smith & Corona Typewriters of Canada, Ltd., 
from Calgary to Edmonton, was reported in the De- 
cember issue of OFFICE APPLIANCES. 

The new location is headquarters to serve the three 
western provinces—Alberta, British Columbia and Sas- 





WESTERN CANADIAN 
BRANCH OF L. C. SMITH & 
CORONA TYPEWRITERS IN 
NEW EDMONTON HOME.— 
(Above) The new branch, re- 
cently moved from Calgary, is 
established at 10444 Jasper ave- 
nue, Edmonton, capitol of the 
province. Two large windows 
with ample display space and a 
modern interior offer a splendid 
opportunity for an impressive 
showing of L. C. Smith stand- 
ards and Corona portables and 
adding machines. (Right) A. M. 
Turney, branch manager, is 
pictured standing beside his 
automobile shortly after com- 
pleting a trip as far South as 
Los Angeles, Calif. The stickers 
pasted on the car windows and 
seen at Mr. Turney’s right, are 
symbols of the long journey and 
the happy smile indicates it 
was a prosperous one. 





katchewan, probably the largest single typewriter “ter- 
ritory” in North America. Operations at Calgary are 
continued as a district office under Edmonton. 

Edmonton was chosen as the logical place because 
it is the capital of the province and in a remarkably 
fertile and business-producing section, known to some 
as the “Gateway to the North.” 

During the flying season it is reported that between 
fifteen and twenty million dollars worth of goods is 
flown into Copper Range, Yellowknife, etc. Edmonton 
is also the center of other considerable flying activity 
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Ne" BUILT LIKE A 


BATTLESHIP 











IDEAL FOR WIDE CARRIAGE TYPEWRITERS 
HEAVY AND SENSITIVE BUSINESS MACHINES 


‘Built like a battleship’’ truly describes 
the new Ideal series 64 Stand for wide 
carriage typewriters, and other heavy and 
sensitive business machines. This rugged 
tubular steel stand supports heavy ma- 
chines correctly for accurate operation. 

Top is 24” wide x 1714" deep, 5 ply genu- 
ine veneer. Flush drop shelves, inter- 
changeable right or left, are available. 
Floor height, 26’. Four ball feet (one ad- 
justable) and four casters. Quick operat- 
ing raising and lowering device. 

You can sell this new Ideal Stand. Write 
for dealer prices and catalog of the com- 
plete line of Ideal stools and stands. 


SHERMAN-MANSON MFG. COMPANY 


625 SOUTH KOLMAR AVENUE CHICAGO, ILLINOIS 
We sell only through dealers 


IDEAL 


STANDS AND STOOLS 
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DUPLICATING INS 
THAT REALLY SELL 


The Canode complete line of Duplicating Inks is 


made in 3 grades—Premium—Fast Drying and Bul 
letin to satisfy every duplicating ink requirement 

Distinctive advantages of these inks include—12 
to 15%, more copies per pound—rich, brilliant black 
color as distribution in pad—sharpness of char 
acter on printed page—minimum penetration inic 
paper—minimum offset—non-smudging—non-oxidiz- 
ing. 


4 ~~ 
Try ide on your own duplicator. Compare it 


and then consider the distinct sales advantages to 
your customers. We will be glad to send generous 


samples. 









Canode Inks are known the 


world over for Quality at the (SS 
Right Price. We invite in- “Ss 
quiries. ee 








MFRS OF 
QUALITY INKS 
FOR OVER 
>» 45 YEARS 







INK SPECIALTIES CO., INC. 


525 S. LAFLIN STREET ...... .. CHICAGO 
FRED B. CANODE. PRES. 


WESTERN DISTRIBUTOR: DUPLICATING MACHINE EXCHANGE 
846 San Fernando Bidg.. Los Angeles, Calif. 
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and it is reported that, in the event an air route is 
established via the North Pole, that city will be the last 
stop on the North American continent. Another factor 
contributing to the progressiveness of the city is its 
situation in the center of thousands of acres of prairie, 
producing wheat and other grains making it an ideal 
territory for cattle raising and dairies. 

The company’s business is under the management of 
A. M. Turney who has been in charge since 1934 when 
L. C. Smith & Corona Typewriters Ltd. opened the 
branch in Calgary. To the field then new to him Mr. 
Turney took a fine experience in the typewriter field 
in several parts of the United States. 
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A CHRISTMAS ADVERTISING IDEA WHICH WORKED.—Hun- 
dreds of thousands of Chicagoans who traveled home from 
offices and the Loop during December were thoroughly exposed 
to the idea of buying Alumilite venetian blinds as a Christmas 
gift for the home through a novel advertising medium of the 
Chicago Venetian Blind Company. One-sheet posters headed 
“New Xmas Gift Idea,” and picturing the Alumilite blinds in 
bright Yuletide surroundings were placed in all elevated sta- 
tions throughout Chicago. Names of dealers nearby to the 
individual stations were imprinted in large type on the posters. 
R. D. Mars, advertising manager of the Chicago Venetian Blind 


| Company, reported considerable interest and excellent results 


from the idea. 
o—— ee 

ANDREW PAPER EXECUTIVES TO “CARRY ON” 

The often-expressed wish of the late R. P. Andrews, 
founder of the R. P. Andrews Paper Company, Wash- 
ington, D. C., that executives of the company carry on 
after his death will be respected according to a state- 
ment issued by the firm last month. The passing of 
Mr. Andrews, who organized the company in 1893, is 
reported elsewhere in this issue. 

The statement, issued in letter form, read in part: 
“During the years several plans were considered; and 
in 1936 the last plan was adopted whereby we, the of- 
ficers and employes of the company, secured stock 
ownership. Now that he (Mr. Andrews) is gone we 
have elected William N. Schaefer president; Francis 
Yates vice-president and treasurer, and Robert T. 
Morris, secretary. 

“We, the officers and employes, pledge ourselves to 
carry out the wishes of Mr. Andrews in continuing 
the business to the best of our ability. We want you 
to know that we appreciate the very fine business you 
have given us and we hope that your confidence in 
us will be continued and that we will merit your 


| continued patronage.” 


The company, which manufactures printing papers 
and paper products, is located at First and H streets, 
Washington, D. C. 

















COMPLETE LINES OF ADDING MACHINES 


* STANDARD MODELS *DUPLEX MODELS *STATEMENT MODELS 





Electric or hand operated—with or without direct subtraction. Various capacities 


and carriage widths. Exclusive features for accuracy and speed, with conven- 


ience of operation. 


Como resultado de la introducion durante el afo 1939 han exce- 


| de modelos completamente nue-  dido con gran margen las que 
vas, mejorados por procedimien- se efectuaron durante cualquier 
RoXMal-TlilicekPmelccliicm CMU lle MmCLiKeMsliloMls(-t1e(-ME (eM iUlulelelalelimel= 

| tres anos, las ventas efectuadas la Compania. 


Fabricantes de Maquinas de Sumar desde 1903 


ALLEN WWALES 


fem wa i: = oe mew © 8 =©=©=©20(8)l sh meremay 
515 MADISON AVENUE, NEW YORK, N. Y. 
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A NEW SUITE OF 
METAL CHAIRS BY ARTILITY 


ERE’S a new suite of chairs designed to give the dealer hand- 
ling it a trump card for getting the order. Attractive in design, 
sturdily constructed of metal, they are built to give many years of 
service. Their value at the price is readily apparent to any pur- 
chaser. Formed to give body comfort, provided with ventilated 
backs for coolness, upholstered in either genuine leather, frieze, 


mohair or imitation leather. 


Ventiform Chairs will be furnished to match the 


IMPORTANT 


the market today. Also grained to match wood furniture. 


wide variety of new steel furniture finishes on 


WRITE FOR FREE BOOKLET 


We have just published a catalog giving 









descriptions of Ventiform and two other 
great profit making chair suites. Every of- 
fice appliance dealer will want this com- 
plete information readily available. Your 


copy is waiting. Send for it today. 


—_ 
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ARTILITY METAL PRODUCTS, 


121 SECOND STREET, 
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V Check 


YOUR STOCK 
OF 
ARTILITY 
POSTURE 
CHAIRS 
& 





THE ‘‘AIR-FLOAT” 


Dealers who are taking advantage of 
the opportunity available through 
this line, find that it is a real profit 
maker. Wide range of prices and 
styles. Beautiful designs. Artility 
Posture Chairs offer many selling 
advantages. 











ELKHART, 


INC. 


INDIANA 
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Other Lands Section | 
Continued from Page 72 


Business has now mainly been adjusted to war-time 
conditions. The black-out has meant earlier opening 
for offices with a resultant earlier closing and prin- 
cipally a five-day week. Sandbagging and the build- 
ing of shelters is completed and altogether it is 
realized that to maintain industry any essential 
restrictions and inconveniences must be accepted as 
part of the daily routine of business. Rationing has 


necessitated that many firms plan for the mechaniza- | 


tion of their accounting routine in this connection. 
as ~ * 

The chairman of the Office Appliance Trades Asso- 
ciation of Great Britain & Ireland—Mr. W. G. Gled- 
hill, T. D., M. A—sends greetings to the readers of 
OFFICE APPLIANCES and best wishes for prosperity in 
1940.—_-SSE 


—____—_0—>—¢—___— 


FRENCH ANNOUNCE MUSIC COMPOSING MACHINE 
LaRevue du Bureau (Paris) reports in a recent issue 
that a new type of machine for composing music has 
been invented and will be given the trade name of 
the Orotype. No details of the device are given. 
——- — 0 = 2 


OKLAHOMA LIFTS TAX ON CERTAIN ITEMS 


Oklahoma retail merchants recently were relieved of 
having to pay the two per cent state consumers’ tax 
(sales tax) on wholesale purchases of twine, wrapping 
paper, bags, bottles, cartons, paper cups, and like con- 
tainers, used by them in putting up goods for delivery 
to customers, provided the cost of such wrappings and 
containers is taken into consideration by merchants 
in fixing the selling price of the merchandise so packed 
or wrapped for delivery to consumers. 

A ruling to this effect has finally been adopted by 
the state tax commission, after repeated demands by 
merchants for “an equitable ruling” on this phase of 
the sales tax law. 

The question hinged on whether or not merchants 
are consumers of containers and wrappings as they 
are of rent, light and heat, or whether the cost of such 
wrapping items is taken into consideration by retailers 
in fixing the selling price of the contents, and it was 
on this point that merchants, hammering for more 
than two years, finally won a reversal of a former tax 
commissioner’s ruling under a former administration. 

Heretofore the tax commission has insisted on pay- 
ment of the tax through wholesalers, holding that 
dealers were “consumers” in the sense that they “use” 
the wrappings and containers. 

Dealers insisted that collection of the tax by whole- 
salers constituted a double tax, since retailers in col- 
lecting and remitting direct to the tax commission a 
two per cent tax on gross sales, are collecting a tax 
on containers and wrappings as well as on the mer- 
chandise, inasmuch as the selling price to consumers 
includes in each instance a consideration of wrapping 
costs. 

While conceding on wrappings and containers, the 
tax commissioner declined to agree with the mer- 
chants’ viewpoint on labels, ruling that a tax must be 
collected on sales of labels to any person. 

Everette (E. E.) Duncan, Oklahoma City, in his offi- 
cial capacity as executive secretary of the Oklahoma 
Allied Merchants Council, handled the technical de- 
tails of petitioning for and securing hearings with the 
tax commissioner; and seeing that merchants were 
notified of the hearings, and that a representative 
number from all lines were on hand prepared to pre- 
sent their trade’s particular viewpoint and method of 
handling container and wrapping costs in the scheme 
of overhead and fixing the selling price of goods to 
consumers. 

The ruling was not made retroactive, so no “tax re- 
funds” are obtainable on past business—-EVH 
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hina GRIP-TITE TIP ates 
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GON Stir ke UAMK tS 


REALLY POPULAR! 


GET AN AUTOPOINT..THE LEADS 
CANT WOBBLE AND THEY WONT 
BREAK EASILY ! 


THEN ITS 
AUTOPOINT 


@ Of course “Real Thin Leads” make a selling point! But put 
them in the famous GRIP-TITE TIP—as Autopoint has done 
in these handsome new models—and you have an unbeatable 
sales combination. Tell your customers about the always-sharp 
points, the clear writing line, and THEN ADD THIS: “In the 
Autopoint Real-Thin-Lead pencil, leads can’t wobble, slip or 
drop out—nor will they break readily. Autopoint assures you 
years of comfortable, never-failing writing.’”’ That’s the way to 
cash in on Real Thin Leads. Try it! 


SOLD SEPARATELY OR IN 
COMBINATION SETS 


Autopoint pencils using Real 
Thin Leads are sold sepa- 
rately or in combination with 
six extra erasers and fifty ex- 
tra leads. Pencils only retail 
from 49c to $1.00 each. Com- 
binations at 75c to $1.25. 
Prices slightly higher in 
Canada. Order from your 
jobber. 


THE i! 7TTER UU 


AUTOPOINT COMPANY Dept. 0A-1-40 


1801 Foster Avenue Chicago, Illinois 
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OFFICE APPLIANCES 


“DOG STAND” TYPEWRITER STORE MOVES 


The hot dog stand which became a typewriter store 
has become too small for the growing business of Gene 
Hart on West Pico street, Los Angeles, Calif. He is 
moving to larger quarters at 1259 South La Brea 
avenue. 

About seven years ago Mr. Hart opened his “hot dog 


| typewriter store” with one hundred dollars capital and 


NEW ENGLAND 


NATIONAL 


BUSINESS SHOW 


MECHANICS BUILDING 


BOSTON | 
MARCH 2529 


An opportunity to see at one time 








and place the latest developments 


of progressive manufacturers of 
business machines, equipment, 


and supplies. 


The services of competent repre- 
sentatives will be available to help 
visitors intelligently check admin- 


istrative costs. 


NATIONAL BUSINESS SHOW 


Frank E. Tupper, Manager @ Phone Cortlandt 7-1392 
30 CHURCH ST. NEW YORK CITY 











one typewriter. His determination to succeed, his 
courage and willingness to work are shown by the fact 
that he and his mechanic did their first repair job by 
the light of a candle and a street arc light shining 
in from the outside. Few men would have had the 
nerve to launch a business under these conditions. 
Seven years ago it was possible to get a few type- 





HART BIDS GOODBYE TO “HOT DOG” TYPEWRITER STORE. 

—After seven years in this hot dog stand in Los Angeles which 

he converted into a typewriter store, Gene Hart is going into 

new and larger quarters. The store, shown above, was a 

well-known landmark to Angelenos driving along Pico Boule- 
vard on their way to the beaches. 


writers on consignment to start a stock. In the early 
days Mr. Hart canvassed his territory thoroughly but 
never used high pressure. Now he has a regular out- 
side representative. 

He employs two mechanics, who work in a com- 
pletely equipped shop, twelve by fourteen feet in size, 
at the rear of the sales room. This room is about the 
same size. Underneath these two rooms is a basement 
used for storage. 

Repair work has over-balanced the new sales in this 
location, a condition which Mr. Hart believes will be 
changed in the new location. Christmas gifts of cal- 
endars were passed out to acquaint his customers with 


| his new address, where the store room is about eight- 


een by thirty feet. 

“We’ve put in lots of hard work and long hours 
here, but it was fun,” said Mr. Hart, in commenting on 
his growing business. Before opening his store, Mr. 
Hart was with the Underwood sales organization in 
New York and on the Pacific Coast—BART 

ea 


OKLAHOMA ISSUES SALES TAX PERMIT 


In accordance with a new provision in the Con- 
sumer’s Tax law as re-enacted by the seventeenth 
Oklahoma legislature, 1939, a sales tax permit is now 
issued by the Tax Commission to all firms and persons 
required by law to collect a two per cent tax on their 
gross sales or services to consumers, which includes 
stationers and office supply dealers as well as other 
retail merchants. 

Holders of valid sales tax permits, which must be 
displayed as evidence of obligation to collect the tax, 
must remit to the Tax Commission two per cent of 
their gross sales or services but may retain three per 
cent of the tax as reimbursement for cost of collection. 
That is, three per cent may be retained, providing full 
payment is remitted to the Tax Commission on time 
and no former delinquencies have accrued.—EVH 
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Chrome-plated metal and tubular 
stainless steel business furniture 
can be seen at our Display Rooms 
listed below. 


New York City 
1 Park Ave., Room 514 


Chicago, IIl. 
666 Lake Shore Drive 


American Furniture Mart 


Pittsburgh, Pa. 
1005 Liberty Ave. 


Los Angeles 
1200 S. Hill St. 


Miami, Fla. 
609 N. Miami Ave. 





Tone up your office with Troy 


Chrome-plated Metal and Tubular 


Stainless Steel Furniture. 


Beautiful modern desks—executive 
and secretarial—in Black Stippled 
Finish and Bright Chrome trim. 
Chairs, settees and tables with 
frames and feet of glistening, 
chromium plate, or, if you prefer, 


in rich satiny stainless steel. 


Catalog and price list are ready for 
you. Write now. 


THE TROY SUNSHADE COMPANY 
Dept. P-140 Troy, Ohio 


cd 
how 


129 
































130 


What typewriter men say 


OFFICE APPLIANCES 


about the new 


Shipman-Ward 


“Your new catalog is tops.” 
Bert Saunders, Danville, Va 


“Your new catalog is really a honey.” 
Donald A. McQueen, Fayetteville, N. C 


“Most concise and thorough we have ever seen.” 
Henry N. Levy, Vicksburg, Miss. 


“A typewriter man’s best friend.” 
Gus Caravalla, Tampa, Fla 


“Most complete I ever had.” 
L. J. Meyer, Murphysboro, II. 


“Believe your parts catalog finest ever printed.” 
Bison Office Machines Co., Inc., Buffalo, N. Y. 


“Grand new catalog is splendid parts book.” 
Howard Mullarky, Plattsburg, N. Y 


-“ 4 © ” 
uite an improvement. 
Q P W. W. Hall, Bloomington, Ind 


“The trade will appreciate it, as I do.” 
H. G. Wickham, Blytheville, Ark 


“Certainly very complete.” 
F. A. Hickok, Janesville, Wis 


“Compliment due on excellent adding machine section.” 
Bill Little, Bowling Green, Ky. 


“Something that will prove a winner.” 
A .A. A. Typewriter Exchange, Lincoln, Nebr 


“New catalog sure is a dandy.” 
H. B. Worster, Keokuk, Iowa. 
“Something all of us typewriter dealers and repairmen have 
” 
needed. O. C. Wallace, New Philadelphia, Ohio 
“Very complete as far as typewriter parts are concerned.” 
Enrique Felipe Garcia, Havana, Cuba. 
“One of the most complete books on typewriter equipment I 


” 
have ever seen. Geo. L. Taylor, Ocala, Fla. 


“So complete I am assured majority of my needs can be ob- 
tained through your company.” 
Wilbert Doerfler, San Antonio, Texas. 
“Will be a great help in buying parts for all makes of 
machines.” Warren Reed, Mt. Pleasant, Mich. 


“When a concern will go to expense of supplying such an ex- 
cellent catalog gratis to dealers, they certainly are deserving 
of the dealer’s fullest cooperation and patronage.” 

W. J. Crowley, Milwaukee, Wis 

“This very interesting book, with its countless illustrations, we 
feel very sure will be of material assistance to us.” 

Alexander Brothers, Ltd., Honolulu, T. H. 

“New 1940 catalog sure complete. During many years doing 
business with your company we have never had a complaint 


and certainly can depend upon your quick service.” 
M. E. Forbes, South Bend, Ind 


Parts Catalog 


TO DEALERS 
EVERYWHERE 


Shipman-Ward Mfg. Company is one of 
the oldest concerns engaged in the sale of 
genuine replacement parts, platens, feed rolls, 
used and Rebuilt typewriters. 

In its modern factory, the workmanship is 
always of the highest quality and an adequate 
supply of parts and machines is on hand at 
all times to enable us to take care of the 
dealers’ requirements without delay. 

Expert attention is given to orders from 
all countries. 

You may be sure of satisfaction, prompt 


and courteous service on every purchase. 


La Compania Manufacturera Shipman-Ward 
es una de las firmas mas antiguas que se 
dedican a la venta de genuinas piezas de 
repuesto, cilindros, rodillos del papel, asi 
como maquinas de escribir de uso o recon- 
struidas. 

En su moderna planta, el trabajo realizado 
es de la mas alta calidad. Ademas, posee un 
extenso surtido de piezas y maquinas que la 
capacitan para atender cualquier pedido sin 
demora alguna. 

La mas cuidadosa atencién se le presta a 
ordenes procedentes de cualquier pais del 
mundo. 

Ud. puede tener la seguridad que obtendra 
un servicio satisfactorio y rapido en cada 


compra efectuada. 


If you have not received your copy of this 
new parts catalog, send for it at once. 


SHIPMAN-WARD MFG. CO. 


325 North Wells Street 


Chicago, Illinois 
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McLOUGHLIN WINS ROYAL’S CONTEST PRIZE 

Maurice E. McLoughlin, Jr. of 800 South Mentor 
street, Pasadena, Calif. has been named the winner 
of the first prize of $2500, by the judges in the nation- 
wide “$10,000 for Names” contest sponsored by the 
Royal Typewriter Company, Inc. to find a name for 
the new Royal Magic Margin portable typewriter. 

Mr. McLoughlin is a young man of twenty years liv- 
ing with his parents and two sisters at his Pasadena 
home. His primary interests are tennis, golf and bas- 
ketball, participating in all three at the John Muir 
high school and Pasadena junior college where he 
attended school. For many years he has wished for 
the opportunity to attend the University of California 
to study mechanical engineering, earn his degree and 


“CONGRATULATIONS!”—So says G. G. Ralls, manager of 

Royal's Los Angeles branch (right) to M. E. McLoughlin, Jr., 

winner of the first prize of $2500 (left) while Mr. McLoughlin, Sr., 
proudly looks on. 


enter the petroleum business. Now his long desired 
wish will be answered, his $2500 prize making possible 
his college education. 

In winning first prize, Mr. McLoughlin is following 
in his father’s footsteps as a man of championship 
calibre. His father, M. E. McLoughlin, Sr. was the 
former national singles tennis champion of 1912 and 
13 and world champion in 1914. He was known as 
the “California Comet” and was the first man to intro- 
duce the slashing, aggressive style of play which is 
characteristic of modern tennis. Young Maurice has 
learned his tennis from his father and uses his 
father’s famous technique of play. 

The dealer prize of $1250 was awarded to Royal’s 
dealer Robert C. Hutchinson of the Typewriter Shop, 
140 West Seventh street, Los Angeles, for countersign- 
ing Mr. McLoughlin’s winning entry. 

In his letter to President E. C. Faustmann of Royal 
thanking him for the first prize check, Mr. McLough- 
lin wrote: “May I express my gratitude to the Royal 
Typewriter Company for that wonderful surprise which 
has just come to me here in Pasadena. I have every 
reason to be thankful for my recent introduction to 
the new portable as I became acquainted with a fine 
typewriter, enjoyed a swell contest and now am the 
proud and somewhat awed possessor of the big prize.” 

Royal’s contest to introduce the new Magic Margin 
Royal portable to the public has proved to be the 
success it was predicted. Not only has the campaign 
acquainted new thousands with the portable but 
dealers report unqualified rises in sales volume with 
a corresponding rise in profits. 

To the next 150 contestants whose entries won hon- 
orable mention have been mailed $50 prize certificates 
which are redeemable at their dealer’s store in mer- 
chandise. These winners have already been notified, 
their names being listed in every Royal dealer’s store. 
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OUR LOW-PRICE WOODSTOCK SALE 
HAS BEEN THE TALK OF THE 
TYPEWRITER TRADE. 


WE SOLD MORE WOODSTOCKS IN 
NOVEMBER THAN ALL OTHER 
MAKES COMBINED! 


DEALERS SAY THIS IS THE BEST BUY 
THEY EVER MADE. 


QUICK PROFITS—Because of low re- 


sale price. 


PROTECTION—No reduction in inven- 
tory value. 


RENT ALS—Minimum investment. 


VOLUME—Larger market in its price 
range. 


WRITE FOR OUR LOW PRICES ON 
WOODSTOCKS AND OTHER MAKES. 


Reliable Typewriter & 
Adding Machine Corp. 


303 W. MONROE ST., CHICAGO, ILLINOIS 


RA ON EY aoe BARGAINS 



















OFFICE APPLIANCES 


HUBBLE CELEBRATES FIRST ANNIVERSARY 
WITH NEW STORE 


One year ago L. A. Hubble, after twenty-six years in 
the office supply business, went to Kilgore, Texas, 
where he decided to go into business for himself. He 
found a modest location in the thriving Texas city 
and, following the usual preliminaries, opened the 
Office Supply Company. 

Then followed a year of hard work, plugging, making 
contacts and traveling, with the natural result that 
Mr. Hubble made friends both for himself and for his 
business. And last month his efforts received their 


| THE FLOWER-BEDECKED INTERIOR OF THE OFFICE SUPPLY 
COMPANY'S NEW STORE AT KILGORE, TEXAS, ON THE 
FORMAL OPENING LAST MONTH. 


reward when the company held formal opening of a 


| new, ground-floor store on Kilgore street in the center 


of the community’s business district. 

Today the company and its head are well known to 
a large portion of the state. The store serves twenty- 
one nearby towns and each month sees an increase in 
total sales. 

Among the lines for which the Office Supply Com- 
pany is exclusive dealer are the following: Wilson- 
Jones ledger forms, National Blank Book Company 
blank books, Globe-Wernicke lines of file folders 
and steel office equipment, Imperial, Evansville and 
Stow-Davis desks, Shaw-Walker filing equipment, L. C. 
Smith typewriters and Corona adding machines, Car- 
ter’s Ink Company ribbons and carbons, Esterbrook 
pens and pencils, Weis Manufacturing Company steel 
files and transfer cases, Eaton stationery, Jasper office 
chairs and Pronto File Corporation transfer files and 
office equipment. 

—- - 


GODFREY HOLMES IN 50TH YEAR 


The Godfrey Holmes Company, printing and com- 
mercial stationery firm, of 10628 Euclid avenue, Cleve- 
land, Ohio, on January 1 began the second half cen- 
tury of its career in the field. The organization cele- 
brated its first fifty years in June of last year. 

It was in June, 1889, that Charles H. Holmes opened 
the first printing office and stationery store in “East 
Cleveland” at Doan’s Corner located at Euclid avenue 
and 107th street. Seven years previous to that date 
Mr. Holmes had founded the business in the “down- 
town” district but decided to move to more spacious 
quarters when steadily increasing business demanded 
additional space. 

And so it is that The Godfrey Holmes Company sent 
out a golden anniversary card to its customers and 
friends reminding them that after half a century 
Doan’s Corner is still the firm’s location and con- 
cluding with: 

“We are proud of our record—fifty years at this 
location—and still doing good printing. We thank our 
many patrons and friends for their loyalty and sup- 
port over these many years.” 
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REASONS fov SELLING 


Oxford FOLDERS 

















67 FIRST GRADE MANILA FOLDERS 
27 "700 LINE’ MANILA FOLDERS 


eel 








an 
~ 

















33 REINFORCED TAB MANILA FOLDERS 
29 REINFORCED TAB KRAFT FOLDERS 











17 PRESSBOARD FOLDERS—Plus facilities for 


quickest manufacture of any special! folder 








Yes, there are 179 items of Oxford Folders—a line so 
complete that any Oxford dealer is “headquarters for 
file folders.” 


Of course, no dealer wants to carry all these items, 
but it’s mighty handy to have them at your beck and call 
—fully described in your Oxford catalogue, ready to 
meet any demand. 

In January, the accent is on file folders. You can get 
your share of this business with Oxford folders, and you 
can “plus” most folder sales for extra profits. Here’s how! 

With every hundred manila or kraft folders, suggest 
the purchase of four or five extra capacity folders for the 
larger correspondents. Oxford Steel Tab Folder No. 9332 
is ideal for this purpose. It stands out in the file for fre- 
quent reference; it stands out in quality and service, 
leading to reorders. 

Look to Oxford—your filing supply specialists—for 


your transfer time requirements. 





REG. U.S. PAT. OFF. 


"YOUR FILING SUPPLY SPECIALISTS’’ 


OXFORD FILING SUPPLY CO. 


340 Morgan Avenue Brooklyn, N. Y. 
125 South 8th Street St. Louis, Mo. 
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Less THAN A CENTURY AGO slow moving oxen dragged rumbling creaking wagons 
across a vast and unclaimed prairie. Now, as in that day, much can be won by those who 
plan and work together to reach new fields and build new methods for serving men. 


Stationers Loose Leaf Company for over 40 years has constantly Pioneered in the Stationery 
field. Working with the dealer and guided by his knowledge of the actual needs of 
Business, Industry and Institutions, Stationers has created and developed many NEW means 
and methods. And, because of the able guidance of the dealer, new products introduced 
by Stationers have always been quickly adopted by the markets for which they were made. 
In this close alliance between yourself as a dealer and Stationers, there has always existed 
a sincere desire on the part of the Stationers Loose Leaf Company to serve you in every 
way possible ...in each phase of Pioneering or Invention... and in quality of Manufacture, 
Distribution, Price and the fixed Policy of NO DIRECT SELLING! 


Among the many successful products pioneered by Stationers are the Faultless Visible 
Record Binders, the Faultiess Flexipost Binders, the Faultless Rapid Lock Binders and the 
Faultless S. O. Slide Ring Binders. 


FAULTLESS S. O. SLIDE RING BINDER 


The entirely NEW PRINCIPLE Ring Binder. Operates 
by s-l-i-d-e ring action ... completely different from 
harsh old spring-style snap-ring movement. And, it's 
the only Binder made equipped with the patented . 
Cradle Sheet Lifter that protects and saves the sheets 

. .and permits Binder to be filled to capacity by end- 
ing the need for space wasting sheet reinforcements. 
Be sure to demonstrate this Binder to your customers. 
Its many exclusive features make it easy to sell. 








SEND FOR CATALOG 
SHOWING OUR COMPLETE LINE 
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NORMAN HANNA JOINS FATHER IN HANO 
COMPANY 
L. R. Hanna, general manager of the Philip Hano 
Company, Inc., dealer division, Holyoke, Mass., last 
month announced that his son, Norman, has also 
formed a connection with the manifold printing firm. 
He will establish headquarters at 3463 Guilford Avenue, 
Indianapolis, and will be in charge of sales promotion. 
Norman Hanna started his business career shortly 
after he majored in advertising at the Butler Univer- 
sity, Indianapolis, and joined his father who was then 





NORMAN HANNA 


connected with the Hanna Register Company. The 
young man soon established a fine record as produc- 
tion manager. He left the Hanna organization at the 
same time that his father resigned, and took up adver- 
tising and sales promotion work in the Cincinnati 
office of Fairbanks, Morse Company. He had charge 
of this type of work for Lodge & Shipley, Cincinnati, 
and more recently for the Cincinnati Milling Machine 
Company. 

Working out of the Indianapolis office, Mr. Hanna 
will contact dealers in the central states, the South 
and the Southwest. His capital background of expe- 
rience in advertising and continuous form manufac- 
ture will be placed at the disposal of dealers and a 
major part of his activity will consist of explaining 
to dealers and dealer salesmen the best plan to employ 
in selling the various classes of stationery manufac- 
tured by Philip Hano Company, Inc. 

Coincident with the announcement of the appoint- 
ment of his son, Mr. Hanna reported that the company 
has experienced a substantial increase in business, 
doing a fifty-six per cent higher volume than last year. 
As a result of this increase, he said, the organization 
has recently purchased two new presses to add to the 
large battery of equipment now in operation. 





SINGLE LINE DISPLAY LEADS TO SALES.—The Burrows Broth- 
ers Company, stationery and office supply house of Cleveland, 
Ohio, recently discovered that fact after making a large window 
display devoted entirely to the line of Ideal Crystalite albums 
manufactured by The J. L. Hanson Company, Chicago, Ill. The 
display, officials of the Burrows organization said, resulted in 
a large number of sales and opened several lanes to future 
and repeat business. 
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GREATER DISCOUNTS 
MORE SALES 
LOWER PRICES 


SELLING THE CONSUMER THE 
GREATEST NUMBERING MACHINE 
VALUE FOR HIS DOLLAR 


THE WORLD'S 
MOST USEFUL 
NUMBERING MACHINE 


MODEL 95 


A choice of 
5 to 10 wheel capacity 
with 
7 size and style figures 


Retail prices range from 
$13.00 up 


1234567 


Style L 


THE WORLD’S LARGEST MANUFACTURER 
OF NUMBERING MACHINES 


Unconditionally Guarantees 


Model 95 


AUTOMATIC NUMBERING MACHINE 





This is a five (5) movement machine 
with a unique DIAL SET, making it pos- 
sible to set the machine to Repeat, 
Consecutive, Duplicate, Triplicate or 
Quadruplicate by a slight movement 
of the dial. 


Send for prices, discounts and descriptive circulars 


THE ROBERTS 
NUMBERING MACHINE COMPANY 
694-710 Jamaica Avenue Brooklyn, N. Y. 


Western Distributors 'OUIS MEL'ND CO 


362 West Chicago Ave 593. Market Street 
Chicago, MII San Francisco, California 























Commercial Visible 


RR 


A Pro FOR YOU 
IN EVERY DRAWER 


Every drawer in every desk, card cabinet, filing cabi- 
net, etc., offers you new sales and new profits... 
because Commercial Visible Index—THE vertical 
visible index—makes every drawer a visible index 
file. 

Commercial Visible Index does not require spe- 
cial housing equipment. Your customer utilizes 
whatever equipment he has available in his office. 


You can sell Commercial Visible Index over-the- 
counter. This is the most sensational development 
in the merchandising of visible index systems. 


Commercial Visible Index costs 40 to 80% less 
than other visible index systems. It occupies as 
little as one-tenth the space. 

Get the amazing story of Commercial Visible In- 
dex in detail. Write for illustrated descriptive lit- 
erature, prices, dealer proposition, etc. 


COMMERCIAL VISIBLE SYSTEMS 


328 BROADWAY NEW YORK, N. Y. 
WORTH 2-5337 
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PACIFIC NORTHWEST NOTES 
Helen Newman has recently opened a new station- 


ery store in downtown Seattle at 1405 Fifth avenue. 


These Fifth avenue premises in the heart of the met- 
ropolitan shopping belt were transformed for the 
opening. 

” * * 

Recently hitting the air as an outstanding radio 
series in Seattle, thanks to Lowman & Hanford Com- 
pany of 1515 Second avenue, are the thrills from lead- 
ing operas. Each Wednesday evening hits from the 
greatest operas in English are furnished radio fans 
by the big stationery organization—with four Seattle 
locations. 

* 7 * 

The Ditto Sales & Service Company of 919 Second 
avenue, Seattle, tied into the grand opening this De- 
cember of Clark’s new Salad Bowl, and demonstrated 
how its Ditto direct process machine, purchased from 
and serviced by the Second avenue organization, is 
used daily in menu preparation and turning out fine 
bills-o’fare for the string of Clark’s enterprising restau- 
rants. 

* * + 

Having captured the title of “the world’s fastest 
stenographer” at the contest last summer, Miss Lenore 
Fenton was featured in an extraordinary typewriting 
session at the splendid “open house” and entertain- 
ment recently of the University Book Store, a large 
“off-the-campus” retail typewriter, stationery and 
school supply setup on University way, close to the 
campus of the University of Washington. Her bursts 
of speed, using the Dr. August Dvorak simplified 
typewriter keyboard, exemplified worth of the new 
system of Dr. Dvorak, member of the educational 
faculty of the university and originator of the key- 
board. 

* om ” 

Apprehension of a firebug in Chehalis, Wash., has 
cleared up the large incendiary blaze of the John 
W. Graham Company at Spokane, Wash., where sev- 
eral thousand dollars damage was done. Robert Wal- 
zer, twenty-two years old, arrested with another cul- 
prit, somewhat older, confessed to the setting of the 
big Graham blaze, along with numerous others. Each 
was sentenced to a long term in prison. 

* * ” 

Kenneth Wykman has moved his Walla Walla, 
Wash., branch of the Underwood Elliott Fisher Com- 
pany to a fine new location at 21 North Second 
street, where all the latest model Underwood, standard 
and portable, typewriters are on parade in their more 
handsome quarters.—CML 

<>< 


ALLIED NEW MACHINERY PROGRAM UP TO 
SCHEDULE 

W. Fred Hoefer, president of the Allied Carbon & 
Ribbon Manufacturing Company, New York, N. Y., last 
month issued a statement to dealers and the trade 
to the effect that the 1939 new machinery construction 
and installation program is up to schedule. 

According to the statement five machines are now 
in operation in the company’s plant including a ma- 
chine to wind inked ribbons from reels to typewriter 
spools. 

This device measures length and electrically detects 
knots, joints and other fabric imperfections. Another 
device now operating winds carbon paper in rolls and 
simultaneously cuts it to various lengths. 

Under the supervision of Mr. Hoefer, Allied machin- 
ists and draftsmen designed and constructed an ultra- 
modern carbon coating machine with an ingenious 
moisture removal unit the purpose of which is to pre- 


| vent carbon curling. They also put in two modern 
| ribbon coating machines with Allied mono-control 
| compressed air devices to produce uniform ribbon 
| inking. 
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BECAUSE VICTOR Zee LEAD 
Gre Variely of Basie Adding Machine Modela- 





CTOR PORTABLES $4752 to $7Q2% 
CTOR MANUALS $7232 to $|2432 


CTOR ELECTRICS $11452 to $2192 


| 


é o 
Mictor Lieabere Eregog vise Advantages in Sales Oppor- 


tunities. Here are models—capacities—and prices to fit the needs of any adding machine 
buyer. Compact, full-duty Victor Portables, weighing less than 10 pounds, create an 
entirely new adding machine market. Improved Victor Electric and Manual models bring 


high standards of adding machine service at new incomparably low costs. Victor’s new engi- 


neering...new styling...new lower price range...and renewed business-getting program for 


Victor Dealers can build a substantial volume 
for you in 1940. We invite your inquiry. 
VICTOR ADDING MACHINE COMPANY ADDING MACHINES 
3900 NORTH ROCKWELL STREET 
DEPT. OA!1 CHICAGO. ILLINOIS 
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P. 
Gtent No. 2,185 985 


A Patented Trimming Board 


with PLUS Features 


e Finest seasoned Hardwood, ebony finish. 


e Blade, best Steel properly ground and hard- 
ened. (Two large sizes have removable 


blades). 

e Adjustable Paper Guides for easy trimming. 

e Two Rulers for perfect alignment top and 
bottom. 

e Graduations every 2”, vertical and hori- 
zontal. 

e Safety Spring, prevents knife falling. 

e Made in six sizes from 612” to 1812”. 

e Priced from $2.50 to $17.50. 

e A quality trimming board, made to last a 
lifetime. 


The Precise line of trimming boards 
with their patented features is a worth- 
while line for any jobber or dealer to 
sell because it's quality merchandise 
at the right price. Sell this profitable 
line and you can be sure of a satisfied 
customer when you wrap up a PRE- 
CISE TRIMMING BOARD for him. 


Write for circular of this complete 
line. You will be proud to show and 
sell this product. 


American Photo Laboratories 
Chicago, Ill. 


28 N. Loomis St. 


Raynes Davis, P. O. Box 1173, Denver, Colo. (Western States J H 


Hallam, 2216 8S. Wayne Jue » Dayton (Ohio, nnd.. Mic wh. Ky c 
Drew, rag Me — Ave - Cedar Rapids, Iowa (‘lowa Ne »br BI A 
Equipmt 28 le Cus Ny st. " Palleseiee (Eastern Penna. Western N.J 
M. A. Re bine, ‘330 E. 163d S8t., New York, (Greater Ne York) 














OFFICE APPLIANCES 


POOLE TO REPRESENT J. L. HANSON 


Stanley T. Poole, for many years connected with the 
Stationery and office supply business, last month be- 
came a representative of The J. L. Hanson Company, 
Chicago. He will also represent George E. Fox & Com- 
pany, also of Chicago. 

Mr. Poole will cover a territory consisting of Indiana, 
Ohio, Michigan, Kentucky, West Virginia and western 
Pennsylvania and will carry the entire Hanson line of 
Ideal Crystalite albums and scrap books. Previous to 
his present connection, Mr. Poole represented Caldwell- 
Sites, of Roanoke, Va., and the Wilson-Jones Company 
at Elizabeth, N. J. He is well equipped to discuss with 
dealers their various problems on behalf of both the 
companies he represents. 





WINDOW DISPLAY OF SINGLE LINE PROVES 
PROFITABLE.—The Kilham Stationery & Print- 
ing Company, 238 SW Fifth street, Portland, 
Ore., recently proved that the occasional use 
of a window to display a single item brings 
a profitable response from the buying public. 
The progressive firm made a display of tele- 
phone order and memorandum rolls as shown 
above, using a simple design backed by a 
large “Save Time and Money” sign indicating 
the price of the rolls. An unusually large num- 
ber of sales of the item resulted from the 
window showing.—ATW 


a 
GUEST TO TOUR SOUTH BY TRAILER 


Small towns and communities in the South will soon 
have an up-to-date and complete typewriter service 
brought to their doors through a clever plan worked 
out by John A. Guest, salesman in Chicago during the 
past three years for the Royal Typewriter Company. 

Tired of the cities and imbued with the idea that 
there is plenty of prosperous business in the South’s 


| smaller towns for the man who will go after it, Mr. 


Guest went to Elkhart, Ind., where he supervised the 
building of a large trailer which is going to be a 
combination repair shop, display stand and home. He 
will carry along a complete stock of portables and 
rebuilt standard typewriters and is expected to begin 


| his journey some time this month. 


ee a 
HELWIG MAKES C. OF C. TOUR 

Charles Helwig, “The Office Supply Man” of 330 S.W. 

Stark street, Portland, Ore., recently joined the Port- 

land Chamber of Commerce and is taking an active 

part in the goodwill tours undertaken by that organi- 


zation. A trip in prospect is a journey to Hood River, 


Ore., where Mr. Helwig will make a tour of the apple 
packing warehouses.—ATW 
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Because Columbia offers such a variety in its Columbia ofrece tan amplia variedad en sus 
four complete lines of FILING EQUIPMENT, cuatro lineas completas de EQUIPO DE AR- 
CHIVAR que ha sido la predilecta de los comer- 


it is the choice of dealers everywhere. . 
. ciantes de todas partes. 


A Columbia agency is valuable. Write forcom- Una agencia Columbia es una valiosa adqui- 


plete details. sicion. Pidanse detalles completos. 
COLUMBIA APEX COLONIAL ATLAS 
Standard Grade A Commercial Grade B Utility Grade C Non-Suspension Grade D 


COLUMBIA STE EQUEPMENT CO. 
LPHIA 
LE 


E. COR. BROAD & CHESTNUT STS 


ge 
2 ne ee 


LINCOLN-LIBERTY BUILDING 








140 


Congratulations, “J. B.’’! Your de- 
partment’s faster and quieter and 


happier since you installed the new 


MODEL M 


CUSHIONED-TOUCH 








OFFICE APPLIANCES 





COMPTOMETER 


No need to tell you about advantages 
for which the Comptometer is re- 
nowned: high speed, Controlled-Key 
accuracy, adaptability, simplicity (in 
short, ““Comptometer Economy’). 

The strikingly handsome new 
Model M Comptometer combines 
all the fundamental Comptometer ad- 
vantages with a host of new features 
and worth-while improvements! 

Results: Increased figure-work sav- 
ings through increased efficiency. Every 
improvement made in this newest 


Comptometer arose from one con- 
sideration—to provide even greater 
speed, accuracy and economy in the 
handling of figure work. 

To learn how the new Model M 
Cushioned-Touch Comptometer can 
help you substantially reduce figure- 
work costs, telephone your local 
Comptometer office for a demonstra- 
tion (in your office, on your work). 

Or, if you prefer, write direct to 
Felt & Tarrant Mfg. Co., 1719 N. 
Paulina Street, Chicago, Illinois. 






Y/ 
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NEW FEATURES OF THE 
MODEL M CUSHIONED-TOUCH 
COMPTOMETER 


For faster, easier operation: 
Lighter key-stroke 
Flexible keyboard 
One-hand subtraction 


Improved decimal pointers 


For greater quiet: 
Mechanism floated in rubber 


Scientific soundproofing 


For improved appearance: 


Cancelling lever built inside 
case 

New color and modern, sim- 
plified lines to harmonize 
with modern office interiors 


For minimized eye-strain: 
No-glare answer dials 


Larger, more legible answer 
numerals 


Restful grey-green color 
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UTILITY SUPPLY OPENS LOOP STORE 

Equipped with a comprehensive stock of stationery 
and office supplies and established solely for the con- 
venience of the firm’s Chicago Loop customers, a 
downtown store has been opened by the Utility Supply 
Company at 116 North Wells street, Chicago. 

The new establishment, which will be confined only 
to retail business, is known as the Hub division of the 
Utility Supply Company. It was opened shortly before 
Christmas under the management of Ernest Vogt, who 
has been connected with the stationery and office sup- 
ply industry since the World War. 

Well equipped with glass showcases, shelving and 
drawers, the store is attractively decorated and is air- 
conditioned. Modern lighting fixtures add to the gen- 
eral appearance. Among the manufacturers whose 
products are carried by the new store are the following: 


All-Steel-Equip Company, Boorum & Pease Company, | 


Dennison Manufacturing Company, Joseph Dixon Cru- 
cible Company, Esterbrook Pen Company, A. W. Faber, 
Inc., Eberhard Faber Pencil Company, George E. Fox 
& Company, The Globe-Wernicke Co., Imperial Meth- 
ods Company, Parker Pen Company, Frederick Post 
Company, Quality Park Envelope Company, Replogle 
Globes, Inc., Sengbusch Self-Closing Inkstand Com- 
pany, W. A. Sheaffer Pen Company, L. E. Waterman 
Company, Wilson-Jones Company and many others. 

Working with Mr. Vogt as regular members of the 
sales staff are William Johnson and W. D. James, both 
of whom are thoroughly familiar with the commercial 


stationery business and possess considerable knowledge | 


of the industry. 
i ee es 
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THE ANSWER TO A FINGERNAIL’S PRAYER.—That is the way 
Miss Dorothy Staver, Miami, Fla., who is in the administrative 
offices of the public school system there, describes Peerless 
rubber typewriter keys made by the Peerless Key-Imperial 
Manufacturing Company. Miss Staver, who has been in office 
work since June, 1920, reports that her position entails typing 
approximately 50,000 figures each month, a job she does with 
nary a broken or lacerated fingernail as the picture of her 
hands indicates. 


I 


APPOINTMENT AS DISTRIBUTOR CREATES NEED 
FOR BRANCH STORE 

A branch store at Eugene, Ore., for selling and serv- 
icing Mimeograph duplicators and Mimeograph brand 
products has been opened by the J. K. Gill Company 
of Portland, Ore., recently appointed authorized dis- 
tributor for western Oregon and southwestern Wash- 
ington by the A. B. Dick Company of Chicago. 

With the new department it has been necessary to 
put eleven more employes on the payroll as well as 
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Yes! - - - 
VARAT 


HEALERS 


sell leather Zipper Cases, Ring Binders and 
Brief Cases throughout the World. 


why?--- 
because they are made of the finest raw 
materials by skilled craftsmen. Our cases 
speak QUALITY, yet they sell at a reason- 
able price. 


and - - - 


you are assured of a fair margin of 


PROFIT. 


Now! - - - 


Get our 1940 Catalog of sensational val- 
ues. TALON FASTENED Portfolios and 
Ring Binders for every Student, Executive 
and Professional man. 





Room No. 906 


MURRAY VARAT COMPANY 
27 South Market Street 
CHICAGO, ILL. 


833 Market St. 








San Francisco Office: 
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/ MAY BE GOOD LOOKING 
_ BU7 1 NO SISSY 





ALL-AROUND QUALITY 


HELPS YOU SELL 
CANCO BASKETS... 


OU can sell CANCO wastebaskets on 

) their face value as well as their hidden 
strength, because they combine good appear- 
ance with rugged construction. They are made 
of tough, durable metal — lithographed in at- 


tractive colors and handsome wood finishes 


that make them decorative assets in any office. 


No customer could ever ask for more— which 
is why you'll find the CANCO line fast-selling, 
easy-selling and profitable. Full information 
and prices will be sent on request. Why not 


write today? 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


CITY PARK AND HAMILTON ST... TOLEDO, OHLO 








OFFIC! 


APPLIANCES 


|open the store at Eugene. Arthur B. Cadman, Jr., 
formerly with H. S. Crocker Company of San Fran- 
‘cisco, is department manager; Lloyd Owre, John Ro- 
dahl, M. C. Conradsen and J. F. Nagel, all of Portland, 
and Edward Obinger of Minneapolis, Minn., salesmen; 
Al. O’Hara of Minneapolis and Harold Haroun of Port- 
land, service and maintenance, and Mrs. Gertrude 
Broten, office, at the Portland store. W. J. Mishler 
and Miss Mary Pennoyer have charge of the Eugene 
| Store, which handles Mimeograph duplicators and 
products only. 

| The territory covered as distributors for the A. B. 
Dick Company comprises twenty-eight counties in 
western Oregon as follows: Benton, Clackamas, Clat- 
|sop, Columbia, Coos, Curry, Crook, Deshcutes and 
| Douglas; Gilliam, Hood River, Jackson, Jefferson, Jose- 
|phine, Klamath, Lake, Lane, Lincoln, Linn, Marion, 
|Multnomah, Sherman, Tillamook, Wasco, Wheeler, 
| Washington, Yamhill, and Polk. In southwestern 
| Washington, the counties of Clark, Skamania, Cowlitz 
and Wahkiakum are covered.—ATW 


BOOKS 
TATIONERY# 





BUFFALO MEETS THE SPEED-O-PRINT.—Resi- 

dents of Buffalo, N. Y., were recently introduced 

to the Speed-O-Print duplicator and other prod- 

lucts of the Speed-O-Print Corporation, Chicago, 

when the Otto Ulbrich Company, 368 Main street, 

Buffalo, made this window display. The machine 

was given the central position with the balance 

of the window filled with Speed-O-Print equip- 
ment and supplies. 

—--— 

TYPEWRITER MEN PURCHASE PROPERTY 

FORT SMITH 
D. C. Baldwin of Fort Smith, Ark., says that the 
typewriter business in his city “must be pretty good.” 


IN 


|As evidence he points out that the county recorder’s 
'report shows that E. K. Wakefield, foreman of the 


Remington Rand repair department, has bought some 
property and O. B. Williamson, sales agent of the 
Underwood Elliott Fisher Company, has bought a 
home. Further, General Jones states, according to Mr. 
Baldwin, that an itinerant repair man “has bought a 


| place over on the east side.” 


~ nec 
CANADIAN SMITH-CORONA PLANT PRODUCING 
NEW MODEL 

L. C. Smith & Corona Typewriters of Canada, Limited, 
with factory and head office at Toronto, have got into 
production on their new streamlined model, and will 
soon be ready to supply Canadian customers with this 
model.—_WAM 
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ACME FlexoLs 


Originally designed for Telephone 
Company INFORMATION SERV- 


ICE... where speed, compactness 















































































raleey omoeen oo sy onan a 8968 and great capacity are essential. : 

Lao 4 - Le su 1s Now used by every type of Business : 
_—HantTton Herbert 1450 y central — ce! throughout the world, for every kind | 
= Eanover BessTe K 7902 a Vin 168% of Listing Record or Index. 

Harding Isabelle ~ 5130 Newport Av PA 
















Farper Tucius C 6544 Vernon Av ENG 6670 
Harris Ruth TC 5320 Woodlawn PIA 1410 





Flexoline is supplied in scored sheet 






















































Hartenstein Alex 6 W Clark St “DzA_7008 form... indexed on any typewriter 
Harvie Byron 5041 Varyland ~ VIN 037 . ° fe 
Bere oce Walter 7125 So Chicago HYD 4595 .. and then separated into indi- 
BE 7830 East ° ° ° . 

—~ fear 20: ae 168 WEEE Se Be 7e5) vidual strips. These Flexoline strips 
Setndn Edward P .. S630 Whipple IND I . : 

‘Heisler Caroline 4535 W iockest — ~~ ES z may be inserted in any place de- 


Heiss Ernest J 2500 W Diverse 
Heleneberg Carrie 2508 £ {es 
Heller Jac 5i21- een Av 
Henderson Elmer A S35 E 5. a 
Henningsen Florence MW 1216 W Cree “try 6 
Ferstein David S41 W Diversey DIV 
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sired on Flexoline Frames and thus 
permit maintaining perfect se- 
quence. 
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~ Hofer Charles 603 E 60th st" 
Hoffing Abraham S817 8 Fe Av 
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addresses, credit ratings, prices, 
codes, rates, schedules, etc... . 
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Write for complete information regarding the ACME Franchise and... the new 
pe Flexoline Catalog. 
Pidase el catélogo complete que contiene todo el rengién ACME de Equipo de 


Archivos Visibles. 





Acme does nod sell in 
te its franchised dealers 


ACME VISIBLE RECORDS soc 


122 SOUTH MICHIGAN AVENUE - CHICAGO, U. S.A. 


WORLD'S LARGEST EXCLUSIVE MANUFACTURERS 
OF VISIBLE RECORD EQUIPMENT 
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TRANSFILE FILE FACTS 


Every TRANSFILE FILE is a complete filing unit—low in 
cost, high in performance. Made of corrugated board, 
reinforced by steel so that all the weight is supported 
on steel. Roller or ball bearing gives finger tip drawer 
action always. Attractively finished in olive green to 
match your regular steel filing equipment. An ingenious 
Follow Block keeps drawer contents in an upright posi- 
tion at all times. Steel drawer front. 2-Way Interlock 
welds units into staunch, sturdy batteries. Sanitary legs 
keep units and batteries off the floor. No screws, bolts 
or tools are ever needed. TRANSFILE FILES have every 
good feature known to the art. 


=> FILING SUPPLIES 


the complete line, made for dealers and sold only to dealers. 
Priced competitively to get the order. Good quality stock. The 


perfect dealer line. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK, N. Y. 


OFFICE APPLIANCES 
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Here Is How 
Dealers Sell 


(TRADEMARK) 


TRANSFILE 
FILES 


Every buyer is interested in the economical 
filing and storing of semi-active and inactive 
records. The records are valuable. They must 
be kept. Even though reference to them is 
relatively infrequent they must be instantly 


available. 


TRANSFILE FILES offer the most economical 
solution to this vexing problem. Buyers rec- 
ognize it quickly. That's why dealers find 
they sell with so little resistance. One dem- 
onstration makes the sale. 

In single units or in huge batteries TRANSFILE 
FILES always give every user a full measure 
of reliable record filing, storing and finding 
service. 


Sell TRANSFILE FILES this transfer time. 


4 STYLES * 


13 SIZES 
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SHEAFFER PEN XMAS BONUS RAISED 50 PER CENT 

More than 1200 employes of the W. A. Sheaffer Pen 
Company, Fort Madison, Iowa, were given a substantial 
reminder of the benefits of profit-sharing when a 
Yuletide bonus was passed out which was fifty per cent 
higher than that of the Christmas bonus a year ago. 

The bonus, according to President C. R. Sheaffer, 
was made possible by a sharp increase in sales which 
not only brought total business to near ’29 levels, but 
resulted in bringing employment in the Sheaffer plant 
to an all-time high. 

This year every employe of the company on Decem- 
ber 15 received, as the ninth profit-sharing plan, fif- 
teen per cent of his previous six months’ earnings as 
against 10 per cent in 1938. Earlier payments ranged 
from four to ten per cent, with a vacation bonus of 
1214 per cent paid last June. In discussing the bonus 
this year President Sheaffer said: 

“This fifteen per cent profit-sharing payment is jus- 
tified by earnings achieved, in a large measure, by the 
harmonious teamwork of employes and the manage- 
ment. The profit-sharing system is designed to accom- 
plish and actually does secure the finest craftsmanship 
in the industry, elimination of waste and inefficiency 
and brings about a sincere interest in the company’s 
future.” 

Included in the bonus were employes at Fort Madi- 
son, New York, Chicago, San Francisco and a field 
force of nearly 100 men in every section of the United 
States. 
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TO STIMULATE STAPLER SALES.—In order to display the new, 
low-priced Model 122A stapler and to show a quantity of its 





chisel pointed staples, the Hotchkiss Sales Company, Norwalk. 


Conn., is sending this display to dealers on request. The 
brightly-printed stand supports one of the new staplers and 
suspended above it a box of staples which is packed with the 
machine. The blue and white of the display and the stream- 
lining of the stapler form an attractive combination. 


ec 


BICKETT’S DAUGHTER GOES WITH HUSBAND ON 
COMPANY’S “GOODWILL” TOUR IN SOUTH 

The former Miss Helen Bickett, daughter of L. M. 
Bickett, head of the company bearing his name, who 
recently became the bride of Victor Fiegel, is accom- 
panying her husband on his Southern trip on behalf 
of the company. 

Mr. Fiegel, whose home is in Galveston, Texas, makes 
the tour once a year and this time expects to show 
Mrs. Fiegel a great deal of the South, visiting at least 
twelve states before returning to Watertown. During 
the long journey Mr. Fiegel will act more in the capac- 
ity of a goodwill ambassador to Bickett dealers rather 
than as a salesman. 

Mrs. Fiegel, prior to her marriage, was bookkeeper 
in her father’s offices and was one of the popular 
members of her city’s younger set. 
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LITHOGRAPHED CONTINUOUS 
FORMS and DEVICES 





















Autographic Register Forms 
Continuous and Manifolding Forms 


Individual and Continuous 
Snap-a-part Sets 


Continuous Interleaved Carbon 
Forms 


Heme 


Autographic Desk and Portable 
Registers 


Holyoke Hano Carbon Packet 


HANO CONTINUOUS Hanohandi Manifold Book 


INTERLEAVED CARBON 
FORMS 


Investigate how you can profit with the Hano line... 
the complete line of Lithographed Forms and Devices. 
Let us tell you, without obligation, of our dealer prop- 
osal... you'll find it profitable! 


WRITE NOW FOR DETAILS 





TERRITORIES OPEN 


Central, Southern 
and Western States 


PHILIP HANG COMPANY 


INCORPORATED 
HOLVOKE ,MASS. 
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INCREASE YOUR SALES 
25% to 50% with 





Cash Drawers for all 
Makes of Adding Machines 


Ir YOU are not selling one 
combination cash register for every three add- 
ing machines, you are missing an opportunity. 


An adding machine on a cash drawer is EASY 
TO SELL because 


—it serves the merchant as a cash register 
it provides him with an adding machine 
it sells at a price he can afford to pay. 


MAIL THIS COUPON FOR HELPFUL HINTS ON 
SELLING COMBINATION CASH REGISTERS 





Indiana Cash Drawer Company 
Shelbyville, Indiana 


Please send full information, prices, etc., on cash drawers for use 
with an adding machine. 


Check make 
of adding 
machine handled Name 


} R. C. Allen 
-] Allen Wales a 

] Barrett Address 
|) Burroughs 
|} Corona 
() Monarch City 
() Remington Rand 
~) Sundstrand 

| Victor 





State 
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DRECHSLER RESIGNS FROM REMINGTON RAND 

Remington Rand Inc., Buffalo, N. Y., has announced 
the resignation of Richard Drechsler, vice-president 
and vice-chairman of the company’s policy committee. 
An executive of the company for more than eighteen 
years and a member of the board of Remington Rand 
for six years, Mr. Drechsler is well known in the office 
appliance industry. He was vice-president of the 
American Kardex Company at the time of its merger 
with Remington Rand in 1927. After the merger, he 
was placed in charge of the systems foreign sales di- 
vision and in 1931 he was made vice-president in 


| charge of all foreign sales. In 1934 he was named 


a director of the company and in 1937 was made vice- 
chairman of the policy committee. 

Mr. Drechsler was formerly associated with the 
Williamson, W. Va. National Bank of Commerce. For 
two years he was manager of the foreign exchange 
department of the Power City Bank of Niagara Falls, 
N. Y., and for five years served as vice-president of 


| the Buffalo Trust Company of Buffalo, N. Y. 


Just prior to his association with the Kardex or- 
ganization, Mr. Drechsler was a vice-president of the 


| Bluefield National Bank, of Bluefield, W. Va. He will 
| locate in Roanoke, Va., to look after his personal busi- 
ness interests. 


—-< 


DAVISON TAKES OLD TOWN WESTERN DIVISION 
Orrin H. Davison, for many years a successful sales 


| executive in the office equipment industry, last month 











was appointed general manager of operations on the 
Pacific Coast for the Old Town Ribbon & Carbon Com- 
pany. He assumed his new duties on January 1. 
Because of his long experience in the. field Mr. 
Davison is well-known to dealers in the Pacific Coast 
district. He numbers hundreds of stationers in the 





las litem 
ORRIN H. DAVISON 





West among his personal friends and looks forward to 
again contacting them as a representative of Old 
Town. 

Mr. Davison’s headquarters will be established at 
788 Mission street, San Francisco, where a complete 
stock of Old Town ribbons and carbons will be main- 
tained. Dealers in the Pacific Coast territory may re- 
ceive stock shipments directly from the company fac- 
tory in Brooklyn or from the San Francisco warehouse 
stock. Assembling and semi-manufacturing operations 
will be conducted in San Francisco where machinery 


| will gradually be installed so that a complete ribbon 


| and carbon service on standard as well as special items 
| will be provided quickly and efficiently to all Pacific 
| Coast points 


0 elle 


HALIFAX CITY HALL GETS NEW EQUIPMENT 

Official business on the top floor of the city hall at 
Halifax, N. S., Canada, has been slightly retarded while 
a large amount of new office equipment and machinery 
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ILLUMINATE 


DISPLAYS THE 


IDEAL CRYSTALITE way 
“SEEING IS BELIEVING” 


PHOTOGRAPHS, DRAWINGS, CLIPPINGS, BLUEPRINTS, MAPS, STAMPS, CHARTS, ETC., ARE KEPT 

UNDER COVER IN IDEAL CRYSTALITE TRANSPARENT ACETATE POCKETS GIVING A CRYSTALITE 

CLEAR VIEW. ALSO REALLY ILLUMINATING ALL DISPLAY DATA. DISPLAYS ARE KEPT CLEAN 
AND NEAT PRESENTING ADDED SALES-ATTRACTION. 








tHe IDEAL tine 
CRYSTALITE 


ALBUMS AND SCRAP 
BOOKS 


ARE MANUFACTURED 
IN TOP GRAIN LEA- 
THER ALSO ARTIFI- 
CIAL LEATHER, IN 
FIVE RICH LOOKING 
COLORS, BLACK, BLUE, 
BROWN, GREEN AND 
MAROON. 


PRICE RANGE 
TOP GRAIN LEATHER 


Size 11 %ex9 
42 in. Rings with 8 Pockets 
No. 097 42—Black . $7.50 
No. 19742—Blue 7.50 
No. 297 '2—Brown 7.50 
No. 397 42—Green 7.50 
No. 497 42—Maroon 7.50 


Also Available 
In % in. Rings With 12 Pockets 
or 
1 in. Rings With 16 Pockets 
Also Made in 
Sizes 
84x10 — 14%xl1l¥2 — 16x11% 


Ideal Crystalite Pockets Are 

Equipped With a Light Gray 

Mounting Leaf Suitable for 
Writing. 


We Manufacture Albums and 
Scrap Books Exclusively — We 
Make No Side Lines! 














tHE IDEAL tine 
CRYSTALITE 


ALBUMS AND SCRAP 
BOOKS 


ARE MANUFACTURED 
WITH NICELY PADDED 
COVERS, PURE GOLD 
LEAF TOOLING NEAT- 
LY ARRANGED IN 
STREAMLINE EFFECT 
GIVING ADDED 
BEAUTY. 


PRICE RANGE 
ARTIFICIAL LEATHER 


Size 11 4ex9 
¥% in. Rings with 8 Pockets 
No. 087 '2—Black .... ....$5.00 
No. 18742—Blue .. 5.00 
No. 287 42—Brown cnctsca! SD 
No. 387 /2—Green 5.00 
No. 48742—Maroon ..... 5.00 


Also Available 
In % in. Rings With 12 Pockets 


or 
1 in. Rings With 16 Pockets 
Also Made in 


Sizes 
84ex10'2 — 14%xll’2 — 16x11% 


Ideal Crystalite Pockets are 
equipped with a light gray 
mounting leaf suitable for writing. 


Therefore the Best is 


Found Only in 
The IDEAL Line! 


ciomen «=6yr KEKE Jw. L. HANSON CO. sovace 


Are on the 


AND AFTER 


552-554 WEST ADAMS STREET, CHICAGO, ILL. 
Way NEW YORK SALESROOM: 220 FIFTH AVENUE, MR. F. M. DOBLMEIER 


ALi~~tH?t 1 DEAL 





New 1940 
IDEAL Line 


Le uME MBER LL F SELLS 
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was in process of being installed. Included in the in- 
stallation were an Addressograph, a Graphotype, plates 
and metal filing cabinets, all of which will be turned 
over to the offices of Assessor J. F. McManus and the 
collection department. Work of the assessor on the 
annual property assessment notices was considerably 
speeded up by the Addressograph, which has a capacity 
of 1000 envelopes an hour after the plates have 
been made on the Graphotype. It is planned to use 
the remainder of the floor for the storage of new office 
equipment for all city departments —WJM 
ses nn ll Ea 
0. E. BUREAU ENTERS NEW HOME 

Marking an important step in the firm’s career, the 
Office Equipment Bureau of New Orleans, La., recently 
held a formal opening of its new four-story home at 
614 Gravier street, with President A. W. Herrmann on 
hand to extend a warm welcome to visitors and friends. 

Amid a profusion of flowers sent as good luck tokens 
by many well-wishers, Mr. Herrmann and his staff had 
the time of their lives conducting tours of inspection 
of the new premises, to show its modernistic appoint- 
ments and its large comprehensive stock of office 
equipment, machines and supplies. Many were the 





INTERIOR VIEW OF THE NEW HOME OF THE OFFICE EQUIP- 
MENT BUREAU AT NEW ORLEANS. 


expressions of congratulations over the capital estab- 
lishment, with its store front of black glass base and 
tiled entrance. 

The company was formed in July, 1932, in quarters 
totaling 250 square feet. One by one important lines 
were taken on, with a result that much additional 
space became a vital necessity and made leasing of the 
four-story building imperative. It is a justly proud 
boast of Mr. Herrmann that, in its seven years of 
existence, the company had increased its net worth 
approximately twenty-five times over the initial cash 
investment. 

Today the firm is one of the most complete in the 
South and is the exclusive representative of such na- 
tionally known organizations as the Oxford Filing 
Supply Company, W. H. Gunlocke Chair Company, 
Jasper Office Furniture Company, Metal] Office Furni- 
ture Company and the Library Efficiency Corporation. 

Oe 
FRED ALEXANDER VISITS UNITED STATES 

Fred Alexander of Alexander Brothers, Ltd., Hono- 
lulu, sailed from Los Angeles, November 24, on the 
S.S. Lurline for Honolulu after spending six weeks in 
the United States. With him on his trip were Mrs. 
Alexander and their son, Fred, Jr. Their travels took 
them to practically all parts of the country, including 
the plants of companies whose products the Alexander 
organization sells. At Detroit, Mr. Alexander bought 
an automobile in which the party drove to Los Angeles 
and shipped it on the steamer which carried them 
home. 
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CURMANCO 


Steel Office Specialties 
Letter Racks 


CLEARS YOUR DESK FOR AC- 
TION. Sorts, Classifies and Distrib- 
utes the papers of your daily work. 
Sloping Trays Catch and Hold the 
papers. NO CORNER POSTS TO 
DODGE. Can't Scratch the Desk. 
Bottom does not count as a tray. 
Olive Green Art Steel. 


No. 103. Letter Size, Olive Green saieiiehiclagia a 





Stationery Rack 


Holds Letter Heads, Second Sheets, 
Copy Paper, Carbon and Forms. 
Has both short and long enve- 
lopes, trays inch apart and enve- 
lopes 3 in. Finish Olive Green 
with rubber feet. 


No. 108. Letter Size, 834, x 9x 11'/ jedan $4.00 





Sorting Tray 
For ready reference. Opens like a 
ook. Instant contact with 1-31, 
-Z, Monthly, or Tab Indexes. 
Sorrugated bottom. Rubber feet. 
No. 115. Letter Size, Without Index, Olive Green_._.$2.50 
No. 116. Legal Size, Without Index, Olive Green 3.00 


2 OF he 


Correspondence Separator 
A HAN DY MEANS OF CLASSIFY- 


, ING Corresy ndence, Price Lists or 
= Catalogs for Immediate Reference. 
Not Adjustable Special Sizes 

22 


Made to Order. Many firms have 
simplified sorting routine by pur- 
chasing special Separators with 4” 
to 12” partitions and from four to 
thirty pockets. Olive Green Art 
Steel. 


No. 105. Letter Size, 5 Pocket, 154” Wide... $3.00 


ON 


i 


Wr rn 





Stationery Separator 





Insert for desk drawer. Holds let- 
ter heads, carbon, and copy paper. 
Saves time, space and stationery. 
No. 310. Letter Size, Olive Green $2.50 


Pigeon Hole File 

The Advantages of Having All 
Forms or Pads in One Convenient 
Rack are Obvious. For Office or 
Shipping Room. Special Require- 
ments may call for Special Sizes. 
Any Size may be Made to Order 
live Green Art Steel. 

No. 106—6 Pockets, 113,x6!/,x8%,. Ship. wt., 8 Ibs....$3.50 
No. 107—12 Pockets, 113/x12!/2x8%,. Ship. wt., 16 Ib... 6.50 





QUALITY TIME AND LABOR SAVERS 
BUILD STEADY PROFIT 


Currier Manufacturing Co. 


N. W. Terminal Minneapolis, Minn., U. S. A. 
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IL-KLATTE 


THE SCIENTIFIC TYPEWRITER PAD 


... out-sells them all 
because it really deadens 


typewriter noise! 


@ 





PRESSURE -RESISTING 
TOP SURFACE 


NON-SKID 
BACK 


w 


FITS ALL 
TYPEWRITERS 


7S¢ 


KIL-KLATTER does a real job of deadening noise 
and absorbing the shocks of typing because it’s 
made of’ Genuine OZITE All-Hair—stays springy 
for a lifetime. Has a non-slip bottom and a spe- 
cially treated top so that typewriter legs won't dig 
in. Size 11 x 13 in., fits all typewriters and many 
business machines. Smartly packaged for counter 
display. 


FREE HELPS FOR DEALERS 
With orders for a dozen or more KIL-KLATTER Pads 


we'll gladly send you without cost a colorful counter dis- 
play card and a reasonable quantity of 2-color mail en- 
imprinted with your name. 


closures 


FOR DEALERS ONLY: Pin this coupon to your 
letterhead for a FREE SAMPLE PAD! 





AMERICAN HAIR & FELT COMPANY 
Dept. Cl, Merchandise Mart, Chicago 





Typewriter 


Send Free sample of KIL-KLATTER 


about prices and discount- 


Pad and information 
FIRM 
ADDRESS 


cITy STATE 
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FEBRUARY’S GREATEST DISPLAY OPPORTUNITY 

While window tie-ins of the stationer and office 
appliance merchant often feature February birthdays 
of “the Father of our country”—Washington—and of 
its Saviour—Lincoln—there is yet a further event 
newer and fresher that comes but once a year and 
which lends itself admirably to codperation of the sta- 
tionery house that turns the spotlight more forcibly 
on special displays for business executives and office 
workers. 

This is Boy Scout week coming early in February 
and heralded with appropriate build-up from the turn 
of the month by the alert office supply house manager 
who early takes advantages of the latter part of Jan- 
uary to collect essential material from leaders of Scout 
troops, Scoutmasters and eagle Scouts anxious to show 


| the many admirable features of this splendid youth 


movement. 

No more timely displays can be found during the 
forepart of February nor one that can build so much 
associational interest for the stationery set-up or office 
appliance outlet than a well selected assortment of 
Boy Scout material, ie., Scout emblems, trophies, 


| chevrons, craftsmanship or Scout lore, shown with re- 


flecting background and side lines of stationery and 
office articles that support it in reserve and flank it 


| to the right and left. 


Inordinate interest in some quarters has been built 


| by means of patriotic exhibits of various scoutsman- 





ship set in the center of the stationery window and 
heightened groupment of newest stationery and office 
furnishings around such timely centerpiece. 

Sometime during January a member of the staff of 
the store may easily arrange by a few telephone calls 
to troop masters of his city for Exhibits A and B that 
will focus new and timely interest on stationery dis- 
plays during February. Scouts are glad to codperate 
fully and deliver examples of their progress in Scout 
and campcraft for admiration of local townsfolk. 

Thus a Boy Scout exhibit ties in most interestingly 
and effectively with something that is uppermost in 
the public mind at that time, and eyes first intrigued 
by examples of Scout craftsmanship are later made to 
rest by dint of display direction of the artful window 
trimmer on the array of timely stationery articles, lat- 
est model office appliances, placards or announcements 
set to interest special prospects of the stationery house. 

While many a good turn for youngsters whose slogan 
is “Do a good turn daily” is accomplished by the retail 
office appliance head who is himself a good Scout, and 
American ideals of finer citizenship are furthered, sta- 
tioners honor their houses and themselves in honoring 
the youngsters and helping them celebrate more effec- 
tively Better Boy Scout week.—CML 
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LEXINGTON TYPEWRITER EXCHANGE IN 
NEW HOME 

The Lexington Typewriter Exchange, Lexington, Ky., 
sales agency for Underwood Elliott Fisher Company, 
moved to larger, more pretentious quarters on De- 
cember 1. 

This prominent central Kentucky office equipment 
house, now located at 144 West Short street, corner 
Wrenn court, in the heart of downtown Lexington, has 
augmented its facilities for distributing and servicing 
Sundstrand adding, accounting, and bookkeeping ma- 
chines, together with Underwood typewriters. All 
makes of rebuilt and locally reconditioned typewriters 


| and adding machines are stocked by this progressive 


firm. The service department is manned by experi- 


| enced, competent personnel. 


Under the direct supervision of its general manager, 
Stanley M. Clark, the company has become one of the 


| most productive sales agencies in the Underwood Elli 


ott Fisher organization 

One of the real “oldtimers” of the typewriter in- 
dustry, Mr. Clark, in his twenty-seven years’ experi- 
ence, has won recognition as a consistent volume 
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BALANCED ACTION 
CHAIR IRONS 


















HIGH GRADE 
STEEL SPRING 
CHAIR IRON 
Designed for smooth 
durable rocking action 

with double tension 
springs made from highest qual- 
ity wire, specially tempered 
for this purpose. Easy 
height adjustment, 
with positive lock. 
A serviceable, 


well-built 




























THE RUBBER CUSHION OFFICE CHAIR IRON 


‘ A MOST PLEASING AND SATISFACTORY FIXTURE WITH 






FULL 







LINE OF \ 
OFFICE- . PERFECT BALANCE WHICH GUARANTEES SMOOTH AC. 
~heveme. TION AND RECOVERY. 

EQUIPPED WITH TEMPERED RUBBER CUSHIONS AND 
TYPEWRITER BALL BEARINGS. 


LUBRICATION UNNECESSARY. 

NOISELESS, AS SQUEAKS ARE IMPOSSIBLE. 
SIMPLE IN PRINCIPLE AND FREE FROM 

COMPLICATED MECHANICAL DETAILS. 
WE CLAIM THAT IN THIS IRON 
WE HAVE PERFECTED A BAL- 
\ ANCED ACTION RUBBER CUSH- 


AND STOOL IRONS. 
CATALOG ON REQUEST. 











TWENTY YEARS EXPERIENCE IN 

MAKING IRONS FOR MANY OF THE 
LEADING CHAIR MANUFACTURERS WHO 
HAVE USED OUR IRONS EXCLUSIVELY DUR- 
ING THIS PERIOD. 


COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A. 


ION IRON THAT IS THE 
FINEST MADE. 
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The Most Complete FLUORESCENT LINE in 






No. 1275 $4 275 


Less Tube, F.O.B. Chicago. For 15 watt Tube 


For the work desk, stenographer, bench 
and drafting board. Adjustable in height. 
The shade makes only one complete revo- 
lution, thereby preventing twisting of 
wires. The clamp is positive, easily ap- 
plied, and has a felt lining. Standard 
finish in baked Morocco Brown with 
baked Van Dyke ‘Colortone” reflector. 
Completely wired and ready to use with 
switch. 


No. 1276. For 20 watt lamp $4 500° 
A.C. or DC. 










FOR 
COLOR-MATCHING 
OR STENOGRAPHER 


This exclusive Van Dyke Model 
meets a long-felt need for sten 
ographer or use on counters for 
color-matching. The arm makes 
one complete revolution only, pre- 
venting twisting of wires. The 
shade tilts to any angle which is | 
particularly advantageous over 
the typewriter. Standard 
finish Van Dyke Morocco 
Brown with solid bronze 
trim and color-tone re 
flector. 


Model No. 1100, 
Motel Ns 110 $4 00 


Less Tube . 





FOR THE EXECUTIVE'S DESK 


This beautiful Van Dyke Fluorescent Lamp is suggested for 
use on the executive's desk, for the home or on the counter in 
better stores. The base is made of a solid block of walnut, and 
all ornaments are of solid bronze—not plated. 

Model No. 425, A.C. or D.C. 


Less Tube 3 1 6°° 


Standard finish Van Dyke Morocco Brown and Bronze with 
waxed walnut base 
















MODEL 1000. $4275 
Less Tube 

EXCLUSIVE FEATURE! This lamp 
with built-in switch for both A.C 
and D.C. current at $1.75 extra 
No. 1000-A. 


Ideal for Offices, Merchandise 
display, Color Matching, Home 
use and wherever a wealth of 
glareless artificial daylight is im 
portant. 


Finished in Van Dyke Morocco 


Brown with solid bronze pen 
holder and ornaments. 


No. 5003 


$1775 


THE FLOOR LAMP TO WORK BY 


A functional floor lamp for studio, office and work shop 
Completely eliminates vibration at machines and can be 
moved to any desired location. 
for stability. Ideal for lighting work of person standing 
Finished in Van Dyke Morocco Brown and 
Equipped with 9’ rubber 
cord and rubber plug. Arm extension 26”. Height of 
standard to arm support 40”. 


or sitting. 
natural bronze ornaments. 





NOTE: Adjustable Arm 
Holders available for 
every location. 











Less Tube 


No. 1175—-Complete with switch cord 
Less Tube 
Other sizes up to 40 watts 


and plug. 15 watt. 





iO, <a. 
No. 5001-A—Large 
drafting table lights. $4 675 
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VAN TYRE cire-o-pay LAMPS 


America 





100 WATT 
EFFICIENCY for 
15 WATT COST 


A.C. OR D.C. 
Equipment Same Price 














DOUBLE-DESK LAMP 


Model No. 1002, two-light, double-desk 
lamp. Specifications exactly the same 
as on Model No. 1000, A.C. or D.C. 
optional. 


tubes $2 So 








Has 11” heavy cast base 







$g75 





Write for Literature, 


Discounts and Samples. 


VAN TYRE INDUSTRIES 


2857 S. Halsted St. 


Chicago, Illinois, U. S. A. 





rt EP RERCOREEE THREE core 


we gegen 


ss remmnapeneer eye e Ine 


—— 








POR 


ARENT CRN REAR one 





JANUARY, 1940 


producer, invariably exceeding his sales quotas. For 
more than twenty years Mr. Clark enjoyed the dis- 
tinction of being a top flight salesman of the Under- 
wood Typewriter Company, predecessor of Underwood 
Elliott Fisher Company. 

A World War veteran, with sixteen months’ overseas 
service to his credit; a Legionnaire; Mason, and mem- 
ber of other groups, Mr. Clark is active in civic, church 
and fraternal affairs of his city and state. He has 
authored papers on salesmanship; and his lecture, 
“Probing the Prospect’s Mind,” a scintillating, lucid 
analysis of the psychology of selling, always gets a 
big hand. 

Throughout the years of prospect and customer con- 
tacts, Mr. Clark has developed an extensive, staunch 
personal following in the forty-eight Kentucky coun- 
ties for which his agency has the sales franchise for 
Underwood Elliott Fisher products. 

Other men holding key positions with the Lexington 
Typewriter Exchange are: J. Laurance Bowler, as- 
sistant manager; R. P. (Lefty) Reynolds, service man- 
ager, and Jack Innis, shop foreman. 

Since its inception in 1933, following the merger of 
the Underwood Typewriter Company with the present 
Underwood Elliott Fisher setup, the Lexington Type- 
writer Exchange has increased its sales volume an- 
nually; 1939 being the most profitable year in its 
history. Anticipating a substantial increase in sales 
in the years to come, this firm faces the future with 
optimism and confidence. 

—_— — >. 





NEW LEOPOLD DISPLAY WINS FAVOR.—This new display 
of The Leopold Company, Burlington, Iowa, is being made 
available to every Leopold dealer for temporary installation in 
the store window or on the sales floor. It has traveled about 
the country and dealers who have made use of it report suc- 
cessful results. The display background is of wood with a 
veneer providing a rich, luxurious effect. The copy on the 
back panel has been accomplished by cut-out wood letters 
finished in gold while the platform is illuminated by means of 
Lumilite, providing a lighted stage for the Leopold desk. 
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REMINGTON RAND SPREADS AT SEATTLE 

In a big New Year spread that eloquently expresses 
confidence in greater business for 1940, the Seattle unit 
of Remington Rand, Inc., is creating magnificent new 
headquarters in the Puget Sound community. 

Moreover, other Seattle business interests hail with 
delight this foreshadowment of higher office equip- 
ment and appliance sales volume that in turn presages 
increased activity in allied business as well—for new 
office equipment is wont to accelerate the pace of other 
progressive business houses—is bought by “going 
ahead” businesses and new entrants in the world of 
commerce. 

Evidence of brisk business advance in the direction 
of greater sales of office equipment lines and business 
machinery is thus confirmed by the big move an- 
nounced by Remington Rand in Seattle this December. 
Furthermore, a prime location has been taken. The 














Indeed... 


“You too will find 
ina Change’ 





Change now to “MATCHED 
PACKAGES” and to our sensa- 
tional new way of displaying 
them! M. & V., noted for co- 
operation, gives you the finest 
typewriter ribbons and carbons, 
distinctively packaged to MUL- 
TIPLY your sales ... and you 
show them in this master eye- 
catcher, a revolving stand in 
seven colors holding a gross of 
ribbons with 48 in full open dis- 
play. Write at once for full 
details of our beautiful Spring 
window helps. 


MATCHED PACKAGES 








MITTAG & VOLGER. Inc. 


PARK RIDGE NEW JERSEY 























VERTICAL 
OT ENCIL 
FILES 












MODEL 
300 
capacity 300 stencils 
Size 22” high—12” wide 
—22” long 


$2450 


Slightly higher 
west of Rockies 





Two 
Other 
Models 
No, 50— 
50 Stencils 
No. 1500— 
1500 Stencils 


Ball Bearing Casters 


ATLAS VERTICAL STENCIL FILE CABINET 
OFFERS YOU a WAITING MARKET 


File Cabinet is the 
Opens the door to 
offices, 


the avenue 


Dealers -Atlas Vertical Stencil 
“new 


banks, 


It’s the short cut to new accounts 


proven approach” item. 


schools, utilities, industrials, letter 


shops. 


to increased sales and profits. 


Sells on sight. The only equipment available to 


solve stencil filing problems. Provides finger-tip 
accessibility, complete indexing convenience, positive 


stencil preservation. 
EXCLUSIVE TERRITORIES AVAILABLE 


Write for Discounts and Sales Promotion Plan 


The ATLAS DUPLICATOR SUPPLY CO., Inc. 


501-511 Western Reserve Bidg. 
CLEVELAND, OHIO 
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company has leased the entire second floor—a space 
measuring 120 feet by 108 feet in area in the Centen- 
nial building, situated at the northeast corner of 
Fourth avenue and Stewart street. 

Over seven thousand dollars is being expended by 
the firm as well as the owners of the Centennial build- 
ing for creation of the best type of show and repair 
rooms and administrative offices. Rebuilding, parti- 
tioning and redecorating of the entire second floor is 
being carried out with vigor and rapidity by both 
owner and lessee. 

There will be new offices as well as a new sales salon, 
plus display and demonstration quarters for various 
articles featured by Remington Rand. In addition, 
well-equipped service laboratories and shops for repair 
are being provided, as a reflection of the expansion 
program to be carried forward under the new plan. 

This new program of improvement has been decided 
upon by the company executives as well as local heads 
at Seattle as a result of the increasingly brighter sales 
picture and finer outlook visualized for office equip- 


| ment activity at Seattle and vicinity during the ensu- 





ing year—CML 
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EXCLUSIVELY FEATURING STAFFORD PRODUCTS.—The prac- 
tice of devoting an entire window exclusively to one product 





| seems to be becoming more prevalent among stationery and 
| office supply firms, the latest to use this form of window dress- 


ing being the Gustave Fischer Company, 237 Asylum street, 
Hartford, Conn. This well-known New England stationery 
house made a simple but effective showing of paper cement 
manufactured by S. S. Stafford, Inc., using three large display 
cards and two bottles of ink, the balance of the window being 
given over entirely to the cement. 
=e —___— 


AMES’ PLATEN CAMPAIGN REACHES NEW HIGH 
IN RESULTS 

A progressive advertising campaign of the Ames 
Supply Company, 564 West Randolph street, Chicago, 
on behalf of its line of typewriter platens reached an 
all-time high in results when 649 Ames’ dealers sent 
out to their customers a total of 458,000 circulars ad- 
vertising the platen line. 

The circulars, issued to dealers by the Ames organ- 
ization, played their part in a big way according to a 
statement issued by Hazen Ames, president of the 
company, who reported that ninety-eight per cent 
of the firm’s 1939 increase in business could be attri- 
buted directly to platen sales. 

“This is a worthwhile fact for dealers to learn”, Mr. 
Ames said, in order that they may take advantage of 
not only our offer to assist and boost sales for them 
through advertising mediums, but similar offers of 


| other manufacturers.” 


Other departments of the Ames’ organization are al- 
so active. Installations of the recently announced 


washing machine for dealers’ repair departments were 
made last month for F. A. Robinson, Ames Supply 
Agency, 


136 Federal street, Boston, Mass., and J. R. 
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MORE FOR THE MONEY 


Macey steel desks are the sensation of the in- 
dustry. True modern design, everlasting friction- 
less floating roller drawers, and many other 
important improvements of real benefit to the 
purchaser are exclusive features that clinch 
sales. Here’s the line of outstanding quality, 
setting new standards of value. Built for the 
consumer—sold exclusively by the dealer. 
Strengthen your competitive position and in- 
crease your sales and profits with the Macey 
line. Catalog on request. 


THE MACEY COMPANY 


GRAND RAPIDS 
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= “Pioneers for Fifty Years 
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ZEPHYR AMERICAN CORPORATION 
31 West 47th Street, N. Y. C. 
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Winder, Ames Supply Agency, 524 South Spring street, 
Los Angeles, Calif. It was also reported that the John 
J. Mooney Company, Detroit representatives of the 


| Ames Supply Company, has recently installed equip- 
| ment for complete service to dealers including platens, 





parts, tools, supplies, japanning and the washing ma- 
chine service. 
SS 
WREN OPENS NEW STORE 

On November 15 a formal opening was held by the 
House of Wren, in the new location at First street and 
Broadway, on the ground floor of the Medical Arts 
building. 

J. L. Wren, Jr., sole owner of the firm, was con- 
nected with the Western Bank and Office Supply Com- 
pany for about seventeen years. He resigned as sec- 
retary of Wesbanco last March, at which time he set 
up his own office supply and equipment business at 
1330 First National Bank building. 

The floor plan of the new location is L-shaped, with 
an entrance on Broadway, one on First street, and 
also one opening into the lobby of the Medical Arts 
building. The front of the store facing Broadway is 


LL 
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| WREN’S NEW STORE ON OPENING DAY.—Camera points 


toward rear of store from front entrance. The opening at the 
left rear is the L extension connecting with the lobby of the 
Medical Arts building. 


25 feet wide by 50 feet deep, and the L opening into 


| the lobby is 20 feet wide by 40 feet deep, with full 


windows on First and on Broadway, and two smaller 


| windows at the lobby entrance. 


There is also a large basement, with entrance off 
the lobby of the building, which is 40 feet wide and 


| 70 feet deep. Here is displayed a complete line of 


office furniture and equipment, with adequate space 
for storage of surplus stock. 
On the first floor is a complete line of office sup- 


| plies, stationery goods, other small goods and gift nov- 
| elties, all exhibited on open display tables. 


The display tables are all of blond mahogany to 


| match two Sheaffer display cases——EVH 





a 
ANDERSON-HICKEY OFFERS DEALERS UNIQUE 
CARDBOARD DISPLAY FILE 
The Anderson-Hickey Company, Inc., Geneva, IIL. 
has recently created a new dealer aid to illustrate its 
line of “Andy Units of Steel” files. Made expressly for 
the dealer who desires an advertising piece for a rela- 


| tively small window, the device is a stiff cardboard 


replica of one of the company’s steel files, so closely 
resembling the genuine article that a detailed and 
close inspection is required to tell the difference. 
Placed in a window, it is a faithful reproduction of a 
four-drawer file of the “Andy Units of Steel’ line, fin- 


| ished in green, walnut or mahogany. The display is 


given as part of a special deal which will be explained 


| to dealers and stationers promptly on request to the 
| Anderson-Hickey Company’s home offices. 
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BURNS JOINS ALLEN-WALES AS VICE-PRESIDENT | 
Returning to the office equipment field after an | 


absence of six years spent in another industry, C. E. 
Burns last month became vice-president of the Allen- 
Wales Adding Machine Corporation, 515 Madison ave- 
nue, New York, N. Y. 

Mr. Burns began his career in 1908 when he went 
to work for the Smith-Premier Typewriter Company 
as manager of the Lincoln, Neb., office. He held that 
position until the merger of Smith-Premier, Monarch 
and Remington, when he was transferred to Omaha, 
where W. J. Pickering was sales manager. In 1915 
Mr. Burns entered into an arrangement with Mr. 





C. E. BURNS 


Pickering, whereby the former took over the sales of 
the Wahl adding machine for the Omaha division. 
In 1917 Mr. Burns was called to New York and made 
central district manager of the accounting machine 
division which consisted of Omaha, Kansas City, Chi- 
cago, Milwaukee and Minneapolis. One year later Mr. 
Burns was transferred to the Pacific Coast as account- 
ing machine district manager and organized the ac- 
counting machine sales departments in all offices from 
Denver west. In 1922 he was again transferred to 
New York where he became assistant accounting ma- 
chine sales manager. In 1924 he was appointed sales 
manager and also took over supervision of the me- 
chanical development work on the accounting machine. 
When Remington merged and became Remington 
Rand, Inc., Mr. Burns became sales manager of Rem- 
ington adding machine division, holding that position 
until November 1, 1933, when he resigned to form a 








new connection with Schick Dry Shaver, Inc., Stam- | 


ford, Conn., later becoming executive president of that 
organization. In August, 1938, he again resigned to 
start his own business under the name of the Burns 
Specialties Company. 

During his many years in the office equipment field 
Mr. Burns devised and patented a number of important 
improvements on existing machines including a split- 
cylinder model bookkeeping machine and the multiple 
print Remington accounting machine 

- >< « 

RALEIGH COMPANY FORMED AT NEW YORK 

Composed of a group long experienced in leather 
upholstery, The Raleigh Upholstery Company, Inc., was 
formed recently with factory and executive offices at 
132 West Fourteenth street, New York City 

The company’s catalogue which will be ready within 
a few weeks will feature fine leather upholstered office 
furniture, styled, designed and customed under the 
experienced eye of Mr. Kelly, who is Raleigh’s foreman 
and plant superintendent and who formerly held the 
Same post for eight years with the Majestic Lounge 
Company. The company will be glad to mail a copy 
to all responsible dealers who inquire 


ZEPHYR AMERICAN CORPORATION 
31 West 47th Street, N. Y. C. 
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Out in Front 


for 


2 
YEARS 





ACCO FASTENERS 


—first placed on the market 25 years 
ago—first place in the market today! 
ACCO saw the need of binding papers, 
created the method, and helped to sell 
the idea to every bank, every govern- 
ment office, every insurance company 
and every important business organiza- 
tion. Today most of them use Acco 
Fasteners. Today Acco Fasteners are a 
business necessity! 

With the growing appreciation of the 
necessity for BOUND papers, the oppor- 


tunities for Acco sales are constantly 


increasing. Keep pace with ACCO! 





ACCO PRODUCTS INC. 


39th Ave. & 24th St., Long Island City, N. Y. 
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FRANK S. WEBSTER PASSES AWAY 

As we go to press word is received of the death 
of Frank S. Webster, founder of the F. S. Webster 
Company, Cambridge, Mass. Mr. Webster died on Sun- 
day morning, December 24, at the age of seventy- 
seven. Funeral services were held at his home in West 
Newton, Mass., on Tuesday, December 26. As an ex- 
pression of respect the Webster plant in Cambridge 
and all of the company offices throughout the country 
were closed during the hours of the funeral. 

Mr. Webster’s active connection with the business 
he established in 1889 ceased some thirty years ago. 
His interest in the progress of the firm continued, 
however, and he maintained a cordial contact all 
through the years. 

While he was not the first to produce typewriter 
ribbons or carbon papers, Mr. Webster was a pioneer 
whose ideas contributed greatly to elevation of stand- 
ards of the industry. Among the fruits of his re- 
search were non-filling ribbons and non-smut carbons, 
factors which substantially improved the function and 
service of ribbons and carbons and contributed largely 
to the increase in acceptance of them by the business 
public. 

Techniques of manufacture also improved under Mr. 
Webster’s direction. He developed methods of quantity 
production without sacrifice of quality. 

During the first ten years that he headed the com- 
pany, the factory personnel rose from one to ninety- 
four. The next ten years, until his retirement, wit- 
nessed further large increases, both in number of 
employes and in factory space. 

: sttiow 


ARE FAIR TRADE LAWS ENFORCEABLE? 


Trade associations of the state of Washington, mem- 
bers of the stationery trade and other businessmen, 


| have watched with considerable interest the first case 
| testing applicability and teeth of enforcement in the 


state’s recently enacted “Unfair Trade Practice Act,’— 
designed to prevent business from being done below 
cost, which is so large a factor in regulating the profit 
and success of the individual firm. 

The case, of far-reaching magnitude, is that of the 
Master Plumbers of Spokane, a trade associational 


| group which filed charges against an independent 


plumber accused of selling materials and labor below 
cost or at a price ‘designed to kill competition.” Jus- 


| tice Raymond Kelly, before whom the two days’ trial 


lasted, dismissed the case, holding that the state had 
not established conclusively that the independent had 
sold his goods and services below cost. 

Especially is it of timely interest to the stationery 
trade, inasmuch as it follows the careful analysis 
which was given of the Washington state Unfair Prac- 
tices Act in the October issue of OFFICE APPLIANCES. 

Defense counsel asked for dismissal on two grounds: 
(1) Unconstitutionality of the recent legislative en- 
actment in the state, and (2) that his client had not 


| done the job below cost, and that he had not done so 


for the purpose of injuring competition.” 

Eyes of trade associations of the state viewed the 
Spokane case, and may review the words of Justice 
Kelly in his recent ruling dismissing the criminal ac- 


tion brought as a test, although if found guilty the 
| defendant as a maximum penalty could have spent six 
| months in jail and suffered a fine of $1000 for fulfilling 


a contract of $226—CML 
——> oe 


PRYM PURCHASES PLANT 

William Prym, Inc., Long Island City, N. Y., recently 
acquired the plant of Assawaga Mills, located at Day- 
ville, Conn. The property consists of four principal 
mill buildings with approximately 100,000 square feet 
of manufacturing floor space and seven warehouse and 
office buildings, with an additional 50,000 square feet. 
There is an adequate hydro-electric plant, with addi- 
tional steam engines and generators, a boiler house 
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Full Range of File Lines and Business 
Furniture Meets all Customer Requirements 


lcm 








The marvelous array of Invincible 
items is just what you need to boost 
your sales and profits in 1940! The 
completeness of the great No. 1600 
File Line—-with more dollar-for-dollar 
quality than any other file line at its 
price—alone offers unlimited profit 
ovportunities. But add the wide range 
of other Invincible files and Modern- 
aire Matched Business Furniture 
and you can give your customers bet- 
ter office layouts with a more lasting 
satisfaction—than you can_ possibly 
find in any other line. Yes. send your 
sales and profits UP in 1940—the In- 
vincible Way! 


Built-in Concealed Safe Units in 


. . « © M4 ‘ss ’ * . 
Write for catalog and prices NOW! a variety of arrangements—with 
’ exclusive, patented, Invincible fea- 
New 1600 Line INVINCIBLE METAL FURNITURE CO. _ tures provide extra advantages 
; : to make Invincible Files first 
2601 Franklin Street Manitowoc, Wisconsin Sake : 
choice of new and old customers. 


Rich beauty—rugged dependabil- 
ity—famous Invincible free-float- 
ing roller progressive drawer sus- 
pension—-in big range of drawer 
and height combinations —all in 
a Grade “C” line at a utility price 

make the Invincible No. 1600 
Line a remarkable sales builder! 





Modernaire DESKS 
Tuned to the times in selling 
features. Invincible MODERN- 
AIRE Matched Business Furni- 


ture will ring up more sales for 











you next year. Completely 
modern in design and finish 
with many new construction 


and convenience advantages 





that “click” with customers 
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POSTURE 
EEL CHAIRS 





URL sT 





dades de ayuda, etc. 


hallando los principios basicos de la pos- 
tura correcta en el asiento... 


cuenta de que la conservacién de la 
salud y de la fuerza de los obreros y 


tos cémodos y adecuados, constituia 
una inversién sumamente lucrativa. 


. . » Todas las instalaciones de estas 
sillas fueron inmediatamente seguidas 
de un aumento en la produccién y 
j servicio satisfactorio. La idea tomdé 
gran impetu y hoy dia miles y miles 
de obreros y empleados trabajan sen- 
tados cémodamente en las sillas “Pos- 
ture” de Acero UHL. Muchas de estas 
sillas estan todavia prestando exce- 
lente servicio, no obstante haber es- 
tado en uso continuo por espacio de 
10 a 18 anos. 


Dos Palabras al Comercio Latino-Americano 


Estas sillas fueron lanzadas al mercado hace cerca de 
20 afos y se granaron la aprobacién original de la 
American Posture League, Inc., New York, compuesta 
por un grupo de cientificos, médicos, cirujanos, peritos 
en puericultura, profesionales de instituciones de socie- 


. . . Su objeto era fomentar la salud y la eficiencia de los 
obreros y obreras de todas clases que trabajan sentados, 


Los industriales pronto se dieron 


empleados, mediante el uso de asien- 





With wood seat and back rest 












No. 8500-17 






UHL Steel Posture Chairs are 
made from high quality mate- 
rial by skilled workmen. Dur- 
able Finish. 


MUCHOS ESTILOS — PRECIOS MODICOS 
PIDASE CATALOGO CON MAS INFORMACION 











UHL STEEL 





Al igual que todos los muebles de acero UHL se 
hacen de acero especialmente endurecido y la mejor 
clase de madera. 


All “Little Dandy” stands are equipped with easy-rolling casters 
having hard rubber wheels 2 
or soft tread. 
which renders them stationary or portable at will. Ample space 


No. 671 


Por espacio de 27 anos hemos estado vendiendo 
con éxito estas excelentes mesitas de mdaquinas de 
escribir en México, Centro y Sud América. 


for knees and legs. 


“LITTLE 


DANDY” Typewriter Stands 







n 


'g” diameter and 1” face with hard 
Stands can be equipped with foot-locking device 





No. 671-LSX 


16 different combinations; 2 are illustrated above. 


1686 HASTINGS STREET 


...Send for Catalog 
THE TOLEDO METAL FURNITURE COMPANY 


TOLEDO, OHIO 


ene niente 
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and wheel house. The plant possesses water and 
flowage rights, with two dams, and an interest in the 
nearby Quadic reservoir. 

William Prym, Inc., as owners of the plant, will sup- 
ply water for drinking and other household purposes 
through existing facilities to the village of Dayville. 
H. A. Prym, president of the company, has already 


donated a new pumping engine and 1000 feet of new | 


firehose to Dayville’s fire department and has been 
elected its honorary fire chief. 

The company is in process of removing its plant 
from its present locations in Long Island City to the 
Dayville property. Repairs and renovations are near- 
ing completion, transforming these properties into a 
modern producing plant, where some 200 men will 
find employment. 

The organization commenced manufacturing in May, 
1932, in a small, rented space in Long Island City, and 
owes its growth to a steadily increasing distributor 
family, from coast to coast. 

The company manufactures pins, safety pins, snap 
fasteners, bobbed hairpins, thumb tacks and a variety 
of stationery metal smallwares, merchandised under 
a number of brands, and has items under contempla- 
tion designed to increase the company’s scope and use- 
fulness to its distributors. It travels nine men and 
has warehouse stocks in Chicago, St. Louis, Houston 
and Los Angeles. A New York office and warehouse 
will be continued after the completion of removal. 





he 


PARKER ANNOUNCES NEW COUNTER LAMP FOR DEALER 
USE.—The Parker Pen Company, Janesville, Wis., has recentiy 
supplemented its No. 424 case-top lamp (a fluorescent counter 
lamp for pen dealers) with a new design listed as the No. 424-C. 
Retaining the lines of the No. 424, the new lamp is finished in 
ivory with a blonde maple base of selected graining and with 


extruded bronze appointments. The No. 424 is finished in 


| 
| 





| 
| 
| 


walnut. Both lamps are sold to dealers under a special arrange- | 
ment by which the cost is made practically negligible. Details | 


will be furnished on request to the Parker home offices. 


> © 


CANADA APPOINTS CROSS 
TO IMPORTANT POST 
Paul B. Cross, for the past few years an office ap- 
pliance dealer and distributor, with base in Halifax, 
N. S., has recently returned to his native St. John, 
N. B. This has been caused, not by business transfer 


on his part, but through his appointment as assistant | 


naval control administrator of the port of St. John 
When war was declared Mr. Cross volunteered for 
service with the Royal Canadian Naval Volunteer Re- 
serve. For many years, he had been active in this 
volunteer unit, first at St. John, and later at Halifax 


| 


Incidentally, he organized and commanded the first | 


unit in the reserve at St. John. On a number of occa- 
sions, he participated in cruises of the Canadian and 
British war fleets into waters around Bermuda and 
the British West Indies, some of these lasting three 
months. With the rank of commander, he is now 
second in command of naval operations for the St. 
John district, which embraces not only the port but 
the Bay of Fundy.—_WJM 
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AUTO-TYPISTS 





OFFER AN ECONOMICAL WAY TO 


‘Witinte the Pilling Pike 
OF YOUR DIRECT MAIL 


Don't sacrifice the effectiveness of your 
form letters by using cheap processed 
direct mail. Do what progressive companies 
are doing everywhere. Use Auto-typist 
Letters! You'll find them more effective, 
more personal, and much neater in appear- 
ance. 


You don’t have to match Auto-typist letters. 
That is done automatically for you by the 
Auto-typist. You don’t have to worry about 
fill-ins. The Auto-typist automatically ad- 
justs itself to fill-ins of different lengths. 


Users say: “Auto-typists tripled our 


jt’* 


returns 


‘AMERICAN AUTOMATIC TYPEWRITER CO. 


320 Broadway 
NEW YORK CITY 


614 N. Carpenter St. 
CHICAGO, ILL. 


*Names furnished on request. 


MAIL THIS COUPON FOR FULL DETAILS 








' ‘ 
| | 
| AMERICAN AUTOMATIC TYPEWRITER CO. 
614 N. Carpenter St., CHICAGO, ILL. 

| Please send us full details as to how Auto-typist | 

letters. 

| | 
| 
| | 
| 


can increase the effectiveness of our 
Name 
Address 
City State 
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TICKET 
PRINTER 
NOW! 





Produces attractive Show Cards, Price Cards or 
Tickets up to 344 x 5% at a most economical cost. 
No skill or experience needed—merely set the rubber 
type, apply ink and print. 

A real specialty to sell everywhere—there’s a vital 
need for this Printer. All business houses are pros- 
pects. 

Specialty Salesmen everywhere—investigate today 


we'll be glad to send prices, discounts and complete 


HANs H. HELLESOE 
2444 Ainslie St. Chicago, III. 
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NEW YEAR REVOLUTION: | ¥s*Syoucy" 


ir 3 
in your Brief Case, Portfolio ) Es 
( and Ring Binder Department CHICAGO 


IT WILL PAY YOU DIVIDENDS! 





Find out how many Stationers increased 
their Leather Goods volume and profit in 
1939—and why this Department warrants 
your immediate study for 1940! 


HERE IS HOW TO FIND OUT: — 
@ Talk to us in Room 959 at the Palmer House 
Chicago, February 5, 6 and 7. 


@ Talk to our representatives early in the New 


Year. 


e Or write to 








BROS. MFG. CO., INC. 








CHICAGO, ILLINOIS im S1EBCO] 
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SOUTHERN NEWS NOTES 
T. B. Everett, for many years office manager for the 
Ivan Allen-Marshall Company, Atlanta, Ga., has re- 
signed to accept a position with the Georgia State 
Hospital Authority, which is engaged in building the 
new state hospital for the insane at Milledgeville, Ga. 
” * ® 
The Office Supply Company, at 14 Auburn avenue, 
N.E., Atlanta, Ga., has secured a lease on the four- 
story building next door at 12 Auburn avenue, N.E., 
and will move as soon as work of modernizing the 
building is completed. The firm, of which Ike Kaplan 
is proprietor and manager, will double its present floor 
space in the move. 
* : a 
The S. P. Richards Paper Company, Atlanta, Ga., 
is resuming the wholesale handling of stationery and 
office supplies after a lapse of a number of years, it 
has been announced. For many years, stationery was 
an item carried by this firm, but the lines were dropped 
during the depression. For the past several months, 
new lines have been quietly added, and salesmen will 
have a complete array of stationery items to offer 
customers beginning the first of the year. 
* * * 


The stationery department of the Bennett Printing 
& Stamp Company, now located at 42 Pryor street, N.E., 
Atlanta, Ga., is soon to be moved to newer quarters at 
64 Pryor street, N.E. After a period of twelve years, the 
building which the firm now occupies is to be com- 
pletely remodelled, necessitating a move on the part 
of the Bennetts. The company will occupy larger 
quarters in the new location, with offices and the 
stationery department on the ground floor and the 
printing and stamp departments on the second floor. 
The new home has been completely gone over and 
modernized. 

> a * 

Friends of Lem Scott, for many years connected 
with the State Book Store at Columbia, S. C., will be 
glad to learn that he is now associated with the sales 
force of Walker, Evans and Cogswell, at Charleston, 
S. C. 

* + . 

The famous Columbus city chain store tax has been 
declared to be “discriminatory, confiscatory, arbitrary, 
unreasonable and void” by the Georgia State Supreme 
Court. Passed in 1939, the tax was fixed on a basis 
of the number of units in the national chain, and 
ranged from $50 per unit in chains of less than ten 
stores, to $1200 per unit in chains of 400 stores or more. 
The ruling is expected to invalidate a similar city tax 
on chain stores recently adopted by the City of Au- 
gusta, Ga.—JHR 


*—-¢ 


COLLECTING MECHANICAL PENCILS 

As the hobby of collecting odds and ends grows 
apace there are various collectors who have made 
their appearance among us, such as the collector of 
coins or postage stamps, the collector of customs, or 
collector of internal revenue or even those following 
the latest hobby of collecting match folders and stick- 
ing them on the windshields of their cars. But one 
of the most interesting of hobbies——which doubtless 
most office equipment, stationery and school supply 
retailers, will approve, is the collecting of mechanical 
pencils. 

For those with a penchant for collecting unusual 
things as a personal hobby mechanical pencils will 
be right down the stationer’s alley. And in this con- 
nection one of the greatest exponents of the novel 
hobby of this nature is H. E. Lundberg of Bremerton, 
Wash., which is known as “The Navy Yard City of 
Puget Sound.” 

Mr. Lundberg has shown to his fellow workers at the 
big naval yard of Uncle Sam one of the most amazing 
collections,—a group of the most diversified writing 
instruments. For in the past two years he has collected 
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PRONTO STORAGE FILES CHECK SIZE 
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9, x 414 x 24 
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2 front stackers furnished files $1.75. 7 bor a 4 
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No. Suggested Uses Inside Dimensions PRICE No cate Inside Dimensions PRICE 
12101 +tLetter Size bd rie pesane | = —< : a scala i Width Height |Length Single Carton 
1210M_ | Letter Size 2 at te nM bSS106 | 528 Cards $3 is $1.35 | $1.25 
32168 = —— 3 ‘ _ ‘ _ 1.89 1.74 1851S *Deposit Slips (2 Rows s 5% 15 1.30 1.20 
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eI « ume nts (2 Rows) — 10 10°, 24 2.80 2.45 1645L |*3x5 Cards (3 Rows ié 4 24 225 7.06 
‘ai ‘ eroices . 10°. 8%, 24 1.79 1.64 1245L *4x6 Cards (2 Rows 12 ‘ 24 17 15a 
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RESOLVE NOW 


TO MAKE 1940 A 


MASTER GRADE 


UNDERWOOD 
YEAR IN YOUR STORE 


Here’s your big opportunity for profit — a rebuilt worth every 
dollar you ask for it— and then some. A chance to concen- 
trate sales effort on a machine proudly identified by Wholesale 
because it is the finest rebuilt ever offered — produced in the 
World’s largest and only factory devoted exclusively and wholly 
to the authorized rebuilding of Underwoods — fairly priced — 
and guaranteed by written bond to give enduring, dependable 


satisfaction to your customers. 


1940 will be a profit year if you make it a MASTER GRADE 
UNDERWOOD year. Begin now. | 


OR IF YOU PREFER ROUGHS 


Remember Wholesale always has 
the largest stocks available of all 


makes, models and numbers. 


™. WHOLESALE 


TYPEWRITER COMPANY 
155 SIXTH AVENUE, NEW YORK, N. Y., U.S.A. 


CABLE: SALETYPE, N. Y. 
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a matter of two hundred odd items in the mechanical 
pencil line, and the collection is still growing as Mr. 
Lundberg continues to ride his hobby-horse. 

While all manner of pencils that work automatically 
or by screwing the end are contained in the collection, 
nevertheless, Mr. Lundberg especially prizes a pencil 
that came over from Sweden, and which is so versatile 
that it writes with any one of four different leads. 

Some of his pencil curios resemble baseball bats, of 
which there are several,—as well as bowling pins and 
automobile gear-shift levers. One has a little light 
for writing in the dark; another is a miniature um- 
brella and still another has a screw-driver, and sev- 
eral have measuring rules. 


Mr. Lundberg’s collection of pencils, which indicate | 


what may be accomplished by such a hobby, vary in size 
from two and one-half inches to more than a foot in 
length, and they run the gamut of queerness in style 














and shape as well, displaying almost an infinity of 


ingenuity in manufacturing achievement.—CML 








MAKING TOLEDO FLUORESCENT MINDED.—The McManus- 
Troup Company, complete office outfitters, of 713-15 Jefferson 
avenue, Toledo, Ohio, recently displayed this window of 
various models of fluorescent lamp models manufactured by 


Van Dyke Industries, Chicago. The actual models on display | 





together with the arresting background amply repaid the | 


progressive company for the effort expended, so much so that 
J. F. Bartley, president of the McManus-Troup organization, 
wrote officials of the Van Dyke Industries, saying “The window 
attracted a great deal of attention and the town seems to be 
getting more fluorescent-minded right along.” 
oe 
LESSARD TAKES NEW QUARTERS 

An important step in the history of the Lessard 
Printing & Stationery Company of St. Louis, Mo., was 
reached last month when the well-known office equip- 
ment firm moved into new quarters at 704 North Ninth 


street. 
The company, which is headed by E. J. Lessard and 


was launched by him in February, 1932, will occupy | 
the entire second floor and one-half of the basement | 


of the new building, affording 


square feet of space. 
years of experience in the industry Mr. Lessard has 
created one of the finest set-ups in his territory, with 
a complete stock of commercial stationery. 

The firm, which is known as “the corporation sta- 
tioner,” was previously located at 411 North Tenth 


street. 
—>-———— 


CANADIAN ARMY SEEKS OFFICE MEN 

A special effort is being made by the Canadian army 
heads to obtain experienced men for office work. This 
demand has been much greater than the supply, and 
included are those who are skilled operators of type- 
writers, computing equipment and familiar with filing 
systems. At all the recruiting stations there has been 
a particular call for the seasoned office help, in order 
to keep the office routine in each of the units function- 
ing adequately. The military and naval offices are 
getting equipped to capacity with typewriters, adding, 
addressing and duplicating machines—-WJM 


approximately 6000 | 
Backed up by his twenty-five | 


| 






because experienced stencil users 
and dealers recognize its unique 
advantages. Everywhere, this mod- 
ern, streamlined principle of sten- 
ing is being recommended. 
Everywhere, sales mount while cus- 
tomers multiply. Such popularity 
and peak volume indicate that 
Tempo Film is not merely another 
stencil. It is the only stencil that 
eliminates type filling type-clean- 
ing, loop-letter cut-outs and feed 
roller swelling. Think of the savings 
plus better workmanship! No won- 
der the nation's attention is focused 
upon it. Let us tell you all the de 
tails. No obliaation with our Trial 
Order Plan. Mail coupon today 


4 *U.S. Pat. No. 1,989,922 
a *Canada No. 362,885 


“MILO HARDING CO. LTD. 


Eastern Division: 617 Commonwealth Annex, Pittsburgh, Pa. 
General Office-Factory: 432 W. Pico Bivd., Los Angeles, Cal. 











eee MAIL TODAY -——————-—~— “" 
| Pe. Send Quires, Tempo Film on Trial Order Plan [) 
| Sa Send Literature Send Dealer Plan [ | 
| | 








All-Purpose 
Office Stand 


** e@eSELLS 
FAST 


*BUILDS 
PROFITS 









‘. 
} 20” x14" x26" 


The New Marvel is the Dealer sensation of 
the year. Strong in construction, possessing 
eye appeal and priced to sell, it is an out- 
standing Profit Building item. 

Within the last ten days we have shipped 
4200 to dealers all over the country. Write 
for circular and prices at once ..... Start 
the new year off with a bang! 


CEonLarcer Products Co. 


330 S. WELLS ST., CHICAGO, ILL. 
10550 EASTBORNE AVE., LOS ANGELES, CALIF. 
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| Office Furniture 


| Leads the Way to Better Profits 
| in 1940 


xe STEEL FILES—Six complete lines of labelled vertical 
filing cabinets—also additional lines of card cab- 
inets, blue print cabinets, Add-A-Unit files, transfer 
cases, x-ray film filing cabinets and miscellaneous 
cabinets. 

& STEEL STORAGE, WARDROBE AND COMBINATION 
CABINETS—Furnished in twenty standard sizes and 
arrangements. 

%& STEEL DESKS AND TABLES—Three complete labelled 
lines in all regular sizes, in eight and four leg series 
also in modernistic style, beautifully finished in olive 
green, grained walnut or mahogany; interlocked 
welded construction—noiseless drawer operation 
easy rolling suspension. 

% STEEL SHELVING—800 line library shelving and 1000 
line utility shelving, 36 inch widths, 12 and 18 inch 
depths and 78, 84 and 90 inch heights. 

te OUR SPECIALTY—Built-to-order steel equipment. 


WRITE FOR GENERAL CATALOGUEAND LATEST BROCHURE 
ON THE POPULAR 600 LINE OF FILING CABINETS. 


THE BENTSON MFG. CO. 


: AURORA, ILLINOIS 











| GENCO 


ROTARY STENCIL DUPLICATORS 





Pr ERFECT copies, speed, absolute registra- 
tion, inside mechanical ink distribution, posi- 
tive feed and consistently perfect mechanical 
performance make this GENCO the finest low 
priced stencil duplicator. It is thoroughly 
machined to close tolerance to give years of 
dependable service. 


You can make real money selling GENCO. 


Write for full information and catalog. 


GRAPHIC DUPLICATOR CORP. 


473 BROADWAY NEW YORK, N. Y 


Vanufacturers of a complete line of gelatine roll and 
composition duplicators and supplies. 














OFFICE APPLIANCES 


RICHMOND FIRM SETS CUSTOMERS 
EXAMPLE 


Utilizing every inch of space, including an extra 
large office furniture department, a complete safe dis- 
play and a number of other modernized departments, 
for the purpose of setting an example to customers, 
the Richmond Office Supply Company, Richmond, Va., 
has turned its store into a series of operating models. 

The front of the store is divided from the back by 
a modern steel counter, with a catalogue file in back 
underneath (which makes it very convenient for 
reference). In back of that are the executive offices 
and salesmen’s desks (all open, no partitions), using 
all steel furniture with posture chairs for all desks. 

This set-up serves two purposes as explained by J. A. 
Kempton, treasurer. “Both desks and counter give us 
efficient furniture to use ourselves and set a good 
example for the customer, and you still have a good- 
looking merchandising display, particularly exemplified 
in insurance company and real estate offices who are 
always good prospects. If your policy is to tell them 
to buy steel furniture, why not use it yourself? The 
main thing is that you practice what you preach, 
modern equipment. We have had a lot of compliments 
from the trade on our set-up,” he said. 

“Display racks are using two glass counters on top. 
For example, the underneath part is used to display 
binders, which serves two purposes. It gives a place 
to wait on customers while underneath is a display 
of forms for these binders. You simply pull out the 
sample forms. A man comes in for a ledger sheet. 
You can put it right there before him in a jiffy and 
you don’t have to pull stock down from the shelves 
to show him.” 

Customer Comfort 


They put an executive desk up front at the entrance 
between the two doors leading into the store for the 
convenience of customers in writing cards, which 
demonstrates the desk at the same time. One of the 
newest Sheaffer pen cases is right in back of this desk. 

A large display sign on the elevators in the rear and 
above the entrance in front which can be seen on 
entering the store or leaving, tells all comers that 
the furniture department is on the second floor. 

The entire second floor is devoted to office furniture 
and is divided off into office suites by partitions, 
painted a light green color, which rise eight feet from 
the floor to form complete display rooms; two large 
rooms in the front of the building facing the street; 
and seven down each side, with a spacious aisle be- 
tween. 

The two large suites in front are 11 by 15 feet, and 
contain the best grade of office furniture available on 
the market, with desk pads to match the leather in 
the chairs. The other fourteen rooms are 10'% by 12, 
one for demonstrating various business machines; one 
a file room of various grades of files from the cheapest 
to the best; one an executive desk with a typewriter 
and desk right in back of it; one an executive office 
exclusively; one a secretary’s office exclusively; one a 
clerk and a stenographer; an executive desk and a 
secretarial desk beside it; a sales manager and his 
assistant; two display rooms of steel equipment, one 
a high priced and one a lower priced suite. 

Each room which faces against the wall in back of 
the store building contains a venetian blind to give 
the effect of a window. 

“We believe that the best way to sell a job is to sell 
it in suites rather than in a haphazard display of desks 
and chairs,” explained Mr. Kempton. “A man can 
see exactly what quartered oak looks like and here is 
a plain oak to make an attractive small office set-up, 
while here is something a little more expensive and 
here is the ultra in office furnishings 

“You can take a customer to the most expensive 
suite first and show him the nicest equipment up front. 
Then if he says that is a little more than he wants 
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Monroe simplified bookkeep- 
indling earnings card, 


Every one of the more than 200 Monroe models has these distinct advantages; it is simple 
| to operate, it has the famous Monroe “Velvet Touch” keyboard, and it is small and com- 
| pact enough to move from place to place. Whatever your figure work, a Monroe will do it 
quickly, accurately, and at low cost. Back of every Monroe machine is a nation-wide 


figure service rendered through Monroe’s own branch offices in more than 150 cities. 





MONROE CALCULATING MACHINE COMPANY, Inc., ORANGE, N. J. 
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(STEELLASE 


Steps Up Sables! 


Steelcase desks move — move from your floor to your customers’ offices 
—because they are designed, built and finished to do just that. Looks 
that command attention, features that create desire for ownership — 
that’s the story of Steelcase desks. Every day from coast to coast, Steelcase 
dealers prove conclusively that the new Streamlined Steelcase desks are 


sales winners against all comparable competition. 


With their pleasing roll-edges and stainless steel trim, their striking chrome 
hardware and rich metallic finishes, their efficient working features, these 
new desks have everything that you would require in a desk for yourself. 
All of the famous mechanical and construction features of the Steelcase 
“600” line are incorporated in these desKs plus the latest and best ideas 


of our corps of Steelcase craftsmen. 


~ found where business succeeds 
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to spend, we can say ‘Well, here is another, a little 
less expensive and so on down the line.’ 


Let Customer Select 

“Showing them these complete office room set-ups 
makes it easier for the customer to make his selection 
and buy what he needs. It gives him ideas which he 
can adopt.” 

Used furniture, typewriter and adding machines are 
shown on the third floor. This furnishes a complete 
room for displaying used furniture to its best advan- 
tage—to get the right price for it if people come in 
for second-hand furniture. 

“There is no use sacrificing what we take in,” ex- 
plained Mr. Kempton. “It puts us in a better trading 
position and we find used furniture very salable. Quite 
often people want to buy part used and part new. Fre- 
quently we sell them a new chair pad and a new set 
of books to open up an office, with second-hand furni- 
ture to furnish it. 

“If you haven’t any used furniture they will walk 
out without buying anything else. Quite often you 
can turn them from old to new furniture. People 
are not cognizant of the competitive values of office 
furniture compared with home furniture. A lot of 
people are not aware of the fact that you can buy 
such nice things in office furniture so reasonable com- 
pared with home furnishings.” 

In line with their policy of setting an example for 
furnishing offices, the store has a modern water cooler 
on the main floor in every day use. So to cover the 
complete idea of a modern efficient office and to urge 
people to improve on their offices, a water cooler be- 
comes part of the equipment in the latest mode. 

On the first floor there is a special setting in the 
center of chrome furniture with red leather, which 
is not only nice for the customer to sit down on and 
relax, but at the same time provides another example 
of modern office furniture. Part of this setting in- 
cludes a modern ledger posting machine, an adding 
machine and a calculator. 

Another setting in front of that includes a portable 
typewriter and a desk for home (or office) use. It is 
open and ready if anybody wants to use it. This also 
demonstrates the equipment. 

Each department of the business has its own spe- 
cial display racks, of which there are ten, five down 
each side, each 32 inches by 84 inches. There are 
no displays in the center of the store other than 
those already mentioned. 

Here is one display rack, for example, given over 
entirely to inks and mucilages. It is right up front 
and it is surprising the amount of merchandise it sells. 


Register in Rear for Reason 

“We put our cash register purposely in the back of 
the store instead of having it up front or having 
several in the store,” explained Mr. Kempton. “A man 
or a woman comes in to buy mucilage and gives us 
25 cents. While we are going back to make change 
and wrap the package, they will look around some 
more and, ten chances to one, pick up something else. 
We put it back there purposely to delay a little bit 
in making the transaction.” 

One thing the store has done which is very effective 
is to put window cards (furnished by manufacturers) 
on top of the shelves, which only run six feet from 
the floor, the entire length of the store on both sides. 
This not only brightens up the store but is good adver- 
tising for the various products and lends some mer- 
chandising color to the store’s setting. There are 12 
placed on each side. 

The store has one of the largest displays of new 
office safes in the city on which they do a nice busi- 
ness. “Everybody is worried more or less about hold- 
ups or burglaries’, explained Mr. Kempton, “and by 
giving these a prominent display position, we find 
people become interested both from fire protection 
and protection against burglarizing —FEK 





169 







No. 854 
DISAPPEARING 
HANDLES 


No “BLACK-OUTS” Here 


because LIGHT is the SYMBOL of FREEDOM and 
LIBERTY. 


LIGHT also reveals the finer qualities and workman- 
ship found in MASHEK CASES. Brighten your win- 
dows with our attractive Spring Line—put sales 
punch in your Displays ... and enjoy a MORE 
PROSPEROUS NEW YEAR. 


Our representative will call on you soon. 
Don’t make selection until you see attrac- 
tive display. Send for catalog. 


rank MASHER goo 


NEW YORK OFFICE: Harold Atwood, 280 Broadway 
“If it's made with leather, MASHEK makes it Better’ 

















NEW 


Ink Discovery 
Makes Amazing 


TYPEWRITER RIBBON! 
“CLEAR PRINT” 


SHARP—CLEAN IMPRESSIONS 
OF INTENSE COLOR 


The ink travels in fabric by 
capillary attraction—like oil in 
a wick—so fast worn spots are 
re-inked in one minute. Im- 
pressions won't spread or 





a a ae feather out on paper. Erases 


EXPERIENCE easily. 


TRY IT AT OUR EXPENSE! 


Just write on your letterhead 
and mention make of typewriter 


SEND FOR YOUR SAMPLE NOW!1 


HILLIPS PROCESS CO. Inc. 


194 Mill Street  Toled sl) a - e 
L. A. Phillips, President 
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Make more money in 1940 with 
WARSHAW Filing Supplies 


Now is the time to hook up with the 
WARSHAW unbeatable selling combina- 
tion—good quality—competitive prices— 
exceptional service. Full automatic ma- e 
chinery assures you and your customers of 


absolute uniformity. Good quality stocks ROLL LABELS 


make certain your customers will get long FE re 
pais: REINFORCED 
Make 1940 a more profitable year by FOLDERS 


PROTEX STICKONS 
MENDING TAPE 
GUMMED INDEX 

TABS 


concentrating on WARSHAW Filing Sup- 
plies. Now is the time to start. 


WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN, N. Y. 








“For More Profit in 1940” 


Graf 


SIGNALS 


You can stimulate sales 
and profits by showing 
your customers how to 
make their record sys- 
tems more useful and 
more efficient. Graffco 
Vise Signals will dou- 





ble the value of verti- 
cal systems. They speed up reference, increase 
accuracy of credit. stock, sales, and other vital 
records. Made of plated steel in twelve striking 


colors. 
Write us for further information. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. 
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| BARD HEADS NEW WAHL BOARD OF DIRECTORS 


Ralph A. Bard, president of Ralph A. Bard & Com- 
pany, well-known investment banking house, last 


| month was elected chairman of the board of directors 


of The Wahl Company, pen, pencil and desk set manu- 
facturing firm of Chicago. Mr. Bard succeeds Thomas 
Drever who, together with five other directors resigned 


recently. 


The five new directors, who with Mr. Bard will com- 


| prise the board, are: George E. Frazer, Frazer & Tor- 


bet; Howard G. Koenblith, vice-president of Eliel & 
Loeb Company; T. Albert Potter, president of the Elgin 
National Watch Company; Martin L. Straus, president 
of the Advance Corporation, and William H. Yates, 
comptroller of the United Wall Paper Factories, Inc. 
The new executive committee will consist of Mr. Bard, 
Mr. Frazer, C. W. Priesing, president of The Wahl Com- 
pany, and Mr. Straus. 

In announcing formation of the new board of di- 
rectors, officials of the company declared the changes 
in the directorate were made to give representation to 
a group headed by Messrs. Bard and Straus, both of 
whom recently acquired from former board members 
substantial ownership of preferred and common stock. 


The directors who resigned are S. H. Strawn, A. 
Bentley, W. W. Willits, L. W. Brigham, and A. B. Poole. 
Their resignations became effective at the same time 
as that of Mr. Drever who issued the following state- 
ment: 

“My retirement from active participation in affairs 
of The Wahl Company is dictated by the necessity for 
devoting all of my time to my other business interests. 
It seemed advisable to arrange for sale of the invest- 
ment of myself and associates to a group that would 
provide an active interest and management for the 
company. Position of The Wahl Company, both in the 
trade and financially, is excellent.” 

o— 


BURROUGHS MOVES LEDBETTER TO 
MINNEAPOLIS 

After four years at Fort Smith, Ark., representative 
of the firm, Arnold Ledbetter last month was trans- 
ferred to Minneapolis by the Burroughs Adding Ma- 
chine Company. He will take charge of the organiza- 
tion’s public utilities department there. 

Prior to his departure Mr. Ledbetter was the guest 


| of honor of the Fort Smith Lions Club, of which he 


was first vice-president. During the meeting he experi- 
enced the unique situation of presiding at a gathering 
held in his own honor when President Dick DeLong 
“stepped down” for the vice-president’s last appear- 
ance as a Fort Smith Lion. Mr. Ledbetter was pre- 
sented with a handsome album and mounting iron for 
photographs on behalf of the entire club. 

Mr. Ledbetter was in public utilities work in Tulsa, 
Okla., and was with the Burroughs public utilities divi- 


| sion at St. Louis before going to Fort Smith, where he 
| was connected with the commercial division of the 





| low the space for stamps 


company. 
_—-e 
SPECIAL DELIVERY ENVELOPE 
APPROVED BY POST OFFICE 
The United States Post Office Department has ap- 


| proved the use of a new envelope for the mailing of 


special delivery matter to facilitate its handling. The 
envelope has a border comprising alternating green 


| and yellow half circles with intervening spaces be- 
tween the two, the color of the envelope to be white. 


Thus will be produced a green, white and yellow bor- 
der not exceeding five thirty-seconds of an inch in 
width around the addressed side and back of the en- 
velope. The endorsement “Special Delivery” printed 
in bold green letters placed between two yellow lines 
must appear in the upper right portion directly be- 
This type of envelope is 


| to be used for special delivery matter only 

















[| #;£+(‘~it Fim 


crm N™ Ff 


72 RN RRO SAR 





fANUARY, 1940 





BATES 
NUMBERING MACHINE 
THE QUALITY F BATES NUMBERING 
MACHINES |S CHARACTERISTIC OF 


ALL BATES PRODUCTS 
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BATES STAPLER 
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BATES LIST FINDER a 


1890-1940 


50 YEARS OF QUALITY 


As we enter upon our 50th anniversary year, 
we acknowledge a debt of gratitude to you dealers 
who have made successful the policies on which 
this business was founded and has been developed. 

We will continue a policy of fairness and 
impartiality to all dealers. 

We will continue to concentrate our sales 
through the recognized stationery and rubber 
stamp trade. 

We will continue our endeavor to see that 
every change made in Bates Products marks a 
distinct improvement. 

We will continue a policy of sharing savings 
in manufacturing costs with dealers and con- 
sumers, putting into effect lower list prices and 
longer trade discounts wherever and whenever 


it is possible to do so. 
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THE BATES MFG. CO., ORANGE, N. J. *« N.Y. OFFICE: 30 VESEY ST. 
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Bassick 


CASTERS AND FLOOR PROTECTION EQUIPMENT 












This practical, attractive 
display block is creating 
business for Bassick dealers. 
Write for Catalog No. 113 
and information about how 
you cansecure this sales help 


DIAMOND-ARROW BALL-BEARING CASTERS 
“THE ACCEPTED STANDARD OF QUALITY” 





NOMAR 
RUBBER DESK SHOES 














RUBBER 


CUSHION SLIDES NOMAR FURNITURE RESTS 














THE BASSICK LINE is the outstand- tunity to office equipment dealers for a 
profitable volume of business. Write 


for catalog No. 135 and ask for com- 


plete information on Bassick sales helps. 


ing line of office chair casters and floor 
protection equipment. In quality and in 


completeness, Bassick offers a real oppor- 


THE BASSICK COMPANY « BRIDGEPORT, CONNECTICUT 


Canadian Factory : STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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DOUBLES BUSINESS IN NEW LOCATION 

Starting in the office equipment business four years 
ago in a second floor location, Thomas B. Stotz de- 
veloped a rapidly growing clientele and recently moved 
into a first floor location at 158 Northampton street, 
Easton, Pa., to increase his display facilities and give 
better service to his customers. 

Comparing the volume of business since moving with 
that of comparative periods in previous years, Mr. Stotz 
found that he has doubled his sales in the new store 





STOTZ IS PROUD OF NEW STORE AT EASTON, PA.—And to 

prove it he poses for a picture with his wife and friends. (L to R) 

George Witzel, Mrs. Jane Stotz, Thomas B. Stotz and Cortez 
Peters. 


and thereby points out the advisability of stationers 
occupying ground floor locations whenever possible. 

Mr. Stotz spends most of his time calling on cus- 
tomers and is assisted by two salesmen, Floyd Rye 
and Howard Kutz. Store management and floor sales 
are supervised by Mrs. Jane Stotz. 

The Stotz store features Royal typewriters, and re- 
cently staged a demonstration in the window, in which 
Cortez Peters, well-known speed typist handled a Roy- 
al typewriter, which attracted a large crowd.—RHB 


“ia eat = 
J. L. HANSON EMPLOYES GET XMAS BONUS 

Employes of the J. L. Hanson Company, 552 West 
Adams street, Chicago, did a little unexpected extra 
Christmas shopping last month when J. S. (Jack) 
Gram, president of the firm, again turned Santa Claus 
and distributed substantial Yuletide bonuses all around. 
Every member of the organization’s factory, office and 
sales force received sums of money exceeding at least 
one week’s pay. 

At the same time Mr. Gram announced that with 
the close of the year the company’s books record 
marked success in the sales of a great number of lines 
manufactured by the Hanson organization. Particu- 
larly is this true of the Hanson Ideal line of spot 
gummed and plain leaf scrap books and photo albums 
as well as the Ideal Crystalite albums and scrap books. 

<< - 

SALES OF PILOT STAPLES OVER SIX BILLION 

Stationers and office supply dealers during 1939 sold 
approximately six billion Pilot wire staples according 
to figures recently released by the Ace Fastener Cor- 
poration, 3415 North Ashland avenue, Chicago. Wm. 
Weber, sales manager of the corporation points out in 
reference to the figures that the great quantity of 
staples indicates how strongly entrenched in public 
favor the stapling machines have become and the 


HAPPY 
SELLING 


1940! 





Write for fully illustrated catalogue. 


Ehrlich Upholstery Warks 


520-528 West 43rd Street, New York, N. Y. 
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No. 420 Chair 
Width 32 in. 
Depth 36 in. 
Height 35 in. 











Be the First to Sell 





Modern Transfer Files 


3 Star Steel Transfer Files with their attractive, nickel 
finish handles and label holders almost sell themselves. 
Then, too, they have full length drawer runners to pre- 
vent drawer sagging. And, for good measure, we'll spot 


weld individual files into unit stacks 
at no extra charg: 
Other features iz 


ide 5] 
sliding drawers, stacking 


t welded 


for your customers 


rot steel construction, 
clips and file sizes for every 


business form Send for our interesting dealer plan. 


TRANSFER FILES, INC. 


1646 DOAN AVENUE 


CLEVELAND, OHIO 
































BUYERS INSIST 
ON PROVEN QUALITY 
AND PERFORMANCE 


THERE IS 
PRESTIGE 
AND PROFIT 
IN SELLING 
A WELL KNOWN 
PRODUCT 
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INTERNATIONAL 


TYPEWRITER 


BOGB000060608 
GOOD VALUE FOR PURCHASER and SELLER 


MUNSON Suppty Co., 348 Hudson St., New York City 


Please send information about the New Key 
Name.......... = SEE meee PE cd. PA AL Be eek ee ee 

—New Package and Counter Display to ® 
| a eee Bais 
Re ERY See State. 











RAVEN 


AND 


NAT i ONAL Carbon Papers 


Lines of 











Lines of DicTAToOR SILK 
Typewriter AND 


Ribbons SCUPREME 


Use the “Bueki’ Route to 
increased carbon and ribbon sales 


Write for Complete Details 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 
1458-68 East 55th St., Cleveland, Ohio 














OFFICE APPLIANCES 


resultant traffic in staples which is routed through the 
Stationer and office supply dealer, forms an important 
part of the stationer’s business today. 

“Highly developed technical equipment has made 
possible the production of such a vast number of 
staples,” he said. “Precision manufacturing methods 
have enabled us to produce this great volume at the 
low cost. In addition, all manufactured staples are 


closely checked and inspected before leaving the fac- 


tory to eliminate any possibility of off-standard or im- 
perfect strips of staples getting into the market. This 
inspection department operation functions so perfectly 
that during 1939 out of all the staples shipped, only 
two strips of slightly imperfect staples escaped detec- 
tion and were later returned by the user.” 

The incident of the two strips indicates only .0001, 
of one per cent of the total. The wire consumed in 
the manufactured staples equalled approximately one 


| hundred thousand miles. 
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STATIONERS AT TACOMA FAIR 

Reflecting the truth of the Tacoma slogan that 
“What Tacoma Makes, Makes Tacoma,” Pioneer, Inc., 
and Tacoma Rubber Stamp Company, stationery and 
office supply houses of Tacoma, Wash., on Puget 
Sound, took a prominent part in the home products fair 
staged in their home city in November. These Puget 
Sound office equipment and stationery firms, showing 
many specialties in impelling booths at the Tacoma 
Made Fair, spread over the seventh floor of the Fisher 
Company building, contributed much to new apprecia- 
tion of the local setups. 

How these stationery specialties help to make 
Tacoma, with worthy products and substantial pay- 
rolls, putting more spending money in circulation, 
was clearly shown by the demonstrations in layouts 
which had various bureau supplies for their theme— 
and visitors to the large display of the progressive 
houses were shown specifically what the stationery 
industry is doing for Tacoma and its people. 

In company with big factories in numerous lines, 
and rubbing elbows with the large manufacturers of 
the community, therefore, were the stationery firms 
mentioned, which brought home products to the fore 
with their outstanding displays. 

A great attraction to the group of exhibits which 
brought a constant influx of persons to the displays 
and demonstrations, and the decorative and educative 
booths of the firms mentioned, consisted of gifts dis- 
tributed half-hourly—souvenirs passed out to those 
in the crowds which shifted throughout the day— 
although there was great tendency on the part of 
many to linger and learn. 

Admission to the fair, restricted to local business 
commodities and services, was gratis, and crowds 
attracted to the displays were drawn to the station- 
ery set-ups, to leave with a new appreciation of what 
these products mean to the community and how they 
help make Tacoma a progressive and profitable busi- 
ness city —CML 

- <2. 
REPORTER DESIGNING ELECTRIC TYPEWRITER 

Capel McNash, twenty-six-year-old Cleveland news- 
paperman, has announced his invention of a low cost 


| electric typewriter. The idea was conceived some 


time ago, and after three years a working model is 
near completion. 

All the operator of the typewriter must do, Mr. 
MecNash says, is press the keys lightly—just enough 
to make electrical contact. The advantages he claims 
for his typewriter are the possibility of production 
at a low cost and simplicity of operation. 

There are no individual letter keys. All letters 
are consolidated on one small “type bar’—a simple 
casting—and electro-magnets shift it into the forty 


| odd positions required as it strikes the platen. No 


motor is used. One of the features of the machine 
is the method of making type impressions. A button 
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MANUFACTURERS 


| GU NAN | Pe Office Surniture. 
GUN |FURNITURC COMPANY, 
THROUGHOUT THE WORLO GRAND RAPIDS-MICHIGAN 


TELEPHONE 7-247 











December 23, 1939 


AN OPEN LETTER ABOUT 1940 
TO ALL OFFICE FURNITURE DEALERS 


Dear Friends: 


Your loyalty, your patronage, and your helpful cooperation, so freely given us 
the year just closing, are more than appreciated. Please accept our heartfelt thanks. 


The closing year marks the first year of operation under our present executive 
personnel. We are fratified to see our efforts so graciously received. It leads us to 
pleczge anew our every effort to help you with your problems. We promise to keep faith 
with your faith in us and to continue our efforts to work towards a basis of even more 
mutual understanding and confidence. We five you -- 


OUR FOLLY .:7 G&S 1940 





The excellence of quality of which we have been so proud this year will be 
continued and every effort directed to perpetually improve that quality. 
The priceless ingredient of honest effort is yours for 1940 with Gunn. 


Three new grades will be added to the line in 1940 and no srades will be 
withdrawn. Originality, styling and quality will characterize these grades 
to keep you in step with changing market conditions and to enable you to 
continue to lead your competition. 


Continuing our policy of fair dealing, no price or service preference will 
be showm to anyone. The same discount will be given to all legitimate office 
furniture dealers. 


A new and nationally-known line of chairs will be given you for 1940. Both 
the quality and service of the new chair line are above reproach. This new 
line will be announced in the immediate future. Added profit for you. 


Stability of price will be maintained in so far as it is humanly possible 
in this time of fluctuating costs of material and labor. 


Acain in 1940 we will give all Gunn Fxclusive Dealers complete and absolute 
protection in the territory in which they represent us. 


As members of the NATIONAL STATIONERS ASSOCIATION we pledge our continued 
efforts to eliminate unfair trade practices from the industry. We will not, 
knowingly, participate in any transactions that are detrimental to your in- 


dustry's welfare. 


Ne pledge you to work with you to your profit and your best interest with 
every ability and understanding at our command and to follow the teachings 
of the Golden Rule in our association with you. It is an obligation that 
we assume in appreciation of your valued friendship and patronage in the 
past years. 


Sincerely yours, 
Employees and Executives of 
GUNN FURNITURE COMPANY 
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PROFIT MAKING 


Goes hand in hand with the sale of PEERLESS 
products. As does the joy and satisfaction of 
knowing you have supplied the best. 


In years to come PEERLESS Dealers will (as 
they do today), be justly proud to remind their 
customers that years of heavy usage have in no 
way affected either the appearance or work- 
ability of PEERLESS Equipment. 


For all this there are reasons galore. Here 
are but a few of the superior features embodied 


in all our upright files: 


SOLID BRONZE HARDWARE 

TORQUE PLATE CORNERS 

REINFORCED CHANNEL DIVIDERS 

SIX VERTICAL UPRIGHTS 

TURN EDGES ON BOTTOM 

SIDE LOCKING FOLLOWER BLOCKS 

UNUSUAL CAPACITY 

ATTRACTIVE FINISHES 
and dozens of other sensible saleable profit- 
making features. 


Prices in comparison with quality are surpris- 
ingly low. 





Se solicitan pedidos de comerciantes del 
exterior. Pidanse catdlogos. 

















ay 
tippy MEE 
| _ PEERLESS STEEL EQUIPMENT Co. 
MRO Le eo YELL 


AND HAS 


ETS tj PHILADELPHIA, PA. 
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takes care of the job, moving only the “type bar,” 
the platen being stationary. 

“There are considerably fewer parts in my type- 
writer, for I eliminate the forty-two type hammers, 
connecting levers, springs, and so forth,” the inventor 
explained. “This simplification can reduce the cost 
to the purchaser to $50 or less.” All the control is 
in sixteen wires. Thus, he explained, a number of 
machines may be operated from the same keyboard, 
enabling a single operator to run off a large number 


of “original copies” of the same letter at once, after | 


pausing to type individual salutations.” 
Several engineers have given assurance, says Mr. 
McNash, that the machine is practical—AK 





OKLAHOMA CITY ADOPTS BUNCHED 
PURCHASE PLAN 

Looking toward lower bids on office supplies needed 
by city departments, Oklahoma City’s city manager, 
W. A. Quinn, recently adopted a method of “consoli- 
dation” of purchases. 

Under the new system, which eliminates the pur- 
chasing of the same items on separate requisitions, it 
is expected to effect substantial savings for the city 
through lower bids on the basis of volume buying, all 
of which is to be done through the manager’s office. 

For example, if one department one day files a 
requisition for a gross of pencils, this is held and con- 
solidated with similar requisitions to enable bids on a 
dozen gross instead of one gross. 


Formerly departments obtained three bids on items | 


required and then submitted the requisitions to the 
manager’s office for approval. On small items, the bid 
method is voluntary, but on all purchases over $300, 
law requires sealed bids—EVH 

—<——-e 8 —- 


GOVERNMENT ISSUES “LABOR LAW” PAMPHLET 

Describing in simple non-legal language the most 
important provisions of the Wage-Hour Law as it 
affects employers, a new pamphlet entitled “Em- 
ployers’ Digest of the Fair Labor Standards Act of 
1938” has been published by the United States De- 
partment of Labor. Copies of the pamphlet, which 
lays particular stress upon the calculation of overtime 
pay and the record-keeping requirements of the act, 
may be obtained from offices of the Wage and Hour 
Division in the following cities: 

Boston, Mass.; New York, N. Y.; Philadelphia, Pa.; 
Pittsburgh, Pa.; Newark, N. J.; Cleveland, Ohio; 
Detroit, Mich.; Chicago, [Ill.; Indianapolis, Ind.; 
Richmond, Va.; Baltimore, Md.; Washington, D. C.; 
Atlanta, Ga.; Birmingham, Ala.; Jacksonville, Fla.; 
Charlotte, N. C.; Nashville, Tenn.; St. Louis, Mo.; 
Kansas City, Mo.; Minneapolis, Minn.; Dallas, Tex.; 
San Antonio, Tex.; New Orleans, La.; Denver, Colo.; 
San Francisco, Calif.. and San Juan, Puerto Rico. 


—_——_»— 


CARITHERS-WALLACE-COURTENAY STORE 
ENLARGED 

The Carithers-Wallace-Courtenay Company has re- 
moved the partition between the stores which it 
occupies at 17 and 19 Auburn avenue, Atlanta, Ga., 
converting them into one large store. 

A new store front has been added, and a specially 
designed display space covers the front of the store 
between the two entrances and provides for unusual 
displays of complete suites of office furniture and 
equipment. 

A new linoleum floor has been laid over the entire 
main floor, and new grey finished desks in the office 
complete the remodeling program. 

The company was established in 





1929 by Harold 


Carithers, James J. Wallace and J. B. Courtenay, and 
the remodeling is in the nature of celebrating the 
tenth anniversary of the firm, which has enjoyed a 
steady growth since that time, in spite of the de- 
pression.—JHR 
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A Striking Combination! 


e The combination of beauty and function are two 
elements that are usually not associated with office 
furniture. The St. Johns office table No. 28 is most 
unusual in that both of these desirable qualities 
are present. In appearance, it is pleasing to the 





eye. In efficiency, it meets the demands of the 
most exacting office executive. The simple lines 
of its design, the sparkle of its excellent finish, to- 
gether with the high standard St. Johns typical 
construction and popular price make this table a 
“natural” in a superior line of office equipment. 


Write now for the new St. Johns catalog showing this and 
the many other distinctive tables in the St. Johns line. 





No. 28 


Made of specially selected Plain Oak; Office 
Golden Finish. Also School Brown Finish. 












Plank edge top, 1% inches thick, with 
extra frame underneath to prevent warp- 
ing. Legs are 2%% inches. 6-foot length 
has 31% inch legs, Drawers are dovetailed 
front and back with framed-in 3-ply bot- 
toms. 3-foot and 4-foot lengths have one 






drawer only. 


24 x 36 inches 32 x 60 inches 
30 x 48 inches 34 x 72 inches 











ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 


Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 











No. 2004 Desk—74”x42” 


The Superlative Elegance 
of the Georgian Period 


in Genuine American Walnut. 


. combining the rare beauty 
of American Butt Walnut, Ameri- 
can Burl Walnut and Artistic Carv- 


ings. 


].K. Rishel 


Furmture Company 


WILLIAMSPORT, PA. 
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NON-TARNISHING 


STAINLESS STEEL FILE SIGNALS 








COOK STAINLESS STEEL FILE SIGNALS 














A SALE 
IN 
EVERY b-4 
BUSY ep 
OFFICE Warned Gel | 


Have All Your 
Salesmen Carry 
This Card 


THIS handy card contains a 
representative assortment of 
the actual signals in the 12 


standard colors, a type for 
every modern filing and 
record keeping need. A help- 
ful “catalog” the size of a 
: postcard—a convincing lay- 
Adds little to out to show your customers 
your kits but much No charge to the trade. How 
to your profits many ? 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 


TRINER 


Hair-line 
© ere a -| < Over- 
Under 
Weight 

















Indication 
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"Air Mail Accuracy” 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 Ib. capacity by % 
eunces (other numbers up to 4 lbs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


METRIC SCALE FOR LATIN AMERICA 


Special Triner models available in both 


Metric and Avoirdupeois Systems. 


Write for Cireular. 


SCALE & MFC. CO. 
2714 W. 2ist Street 
CHICAGO ILLINOIS 
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GUNN COMPANY ANNOUNCES 1940 POLICY 

At the conclusion of the first year of successful 
operation under the new regime, the Gunn Furniture 
Company, Grand Rapids, Mich., has issued a state- 
ment to its dealers outlining the organization’s policy 
for 1940. 

The policy as outlined in an open letter issued by 
the company last month was decided upon immedi- 
ately after the reorganization of the Gunn organiza- 
tion in January, 1939, when F. M. Dean became 
president, J. B. Graff became general manager, and 
M. C. Vaught became sales manager. The executives 
first settled down to the task of conquering the multi- 
tude of problems confronting them and then decided 
upon the policy for the new year. 

First and foremost in the outlined program for 
1940 is the statement that the excellence of quality 
produced during 1939 will be continued indefinitely 


| with every effort made toward perpetual improvement. 
In this connection it was pointed out that three new 


grades will be added this year and no grades will be 
withdrawn. The company also plans to present a new 


' and nationally-known line of chairs for 1940. 


Other statements in the open letter of paramount 


_ importance to the dealer follow: 


“Continuing our policy of fair dealing, no price 
or service preference will be shown to anyone. The 


| same discount will be given to all legitimate office 


| furniture dealers. Stability of prices will be main- 


tained insofar as it is humanly possible in this time 
of fluctuating costs of material and labor. Again in 
1940 we will give all Gunn exclusive dealers complete 
and absolute protection in the territory in which they 
represent us.” 

The letter, signed “Employes and Executives of the 
Gunn Furniture Company, concludes with the follow- 


ing statement: 


“We pledge you to work with you to your profit and 
your best interest with every ability and understanding 


| at our command and to follow the teachings of the 


golden rule in our association with you. It is an 
obligation that we assume in appreciation of your 
valued friendship and patronage in the past years.” 


<> 
NEW NORTHWEST TRAVELERS ROSTER 
PUBLISHED 


The new roster of the Northwest Travelers Club 
was mailed shortly before Christmas. It includes the 
names of all members, their addresses and the com- 
panies they represent. The president of the club is 
Merrill D. Hasty of Sengbusch Self-Closing Inkstand 
Company. H. E. Cooper of McMillan Book Company 
is first vice-president; J. E. Conlon of Rockwell-Barnes 
Company, second vice-president; W. E. Smith of Ace 
Fastener Corporation, auditor; R. C. Clarke, F. S. 
Webster Company, secretary-treasurer. J. H. Hildreth 


| and Mr. Smith, who are well known to the trade 


throughout the country, are life members, the former 


| still covering the territory being rated an active life 


member. With the roster were mailed revised by-laws 
which were adopted at the regional meeting in May. 


_—~<e-.—- 


NEW LOOSE LEAF COMPANY FORMED 

Frank M. Trinkoff and Benjamin B. Freifeld, for 
many years connected with the industry, last month 
announced the formation of the United Loose Leaf 
Corporation, 179 Wooster street, New York, N. Y. 

For more than twenty years Mr. Trinkoff was associ- 
ated with a loose leaf manufacturing company as 
general manager in charge of production. Mr. Freifeld 
was associated since 1927 with Mr. Trinkoff as pur- 
chasing agent and assistant general manager. 

The new organization has created a complete plant 
equipped with modern machinery manned by a crew 
of skilled workmen and will submit samples to dealers 
on request. 
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Remington’s Great Scoop 


OPENS A MAGNIFICENT NEW FIELD FOR DEALERS 





ington. 


FOR CHILDREN 


Children are brought to your 
store to begin a correspondence 
with their favorite Quintuplet. 
We supply you with envelopes 
ready for mailing to any of the 
little girls. The reply comes 
straight from Callander. Your 
many new contacts cannot but 
lead to sales. 


An elaborate new display broad- 
casts the news—the world's most 
interesting children now use Rem- 





AND 


USING THEIR p 
WITH NEW Quin 





Fifty pai Pinion. 


EMINGTON NO! 

















MAR 






EMELIE 





SELESS PORTABLES, EQUIPPED 


TUPLET Mrntaintothentalt KEYBOARDS 






Program Brings fo Parents. it 


Buyers to Dealers 


The Quintuplets have chosen Remington! 


TWO VALUABLE BOOKLETS 


Stores 


And Remington has made it possible for FOR PARENTS 
dealers to share ail the benefits of their The display invites parents to get com- 
choice. Right from yee: ro eres plete details about the course of study 








fee <e 


fact outlined by their guardians for the world's 


about the way Rachiayton: now contri- ™ost famous little girls. But interested 
butes to the training of the “Quins”. parents must always get their facts with 


help of a Remington dealer. 


A SENSATIONAL NEW EDUCATIONAL KEYBOARD EQUIPS 
YOU TO ATTACK THE WIDEST MARKET YOU EVER HAD 


A special new standard Educa- 
tional Keyboard, named in honor 


of its first users. 


PORTABLE 
TYPEWRITER 
DIVISION 






















GET THE FACTS 


Find out—now—about the way this highly important an- 
noucement can be utilized to build desirable new business 
for you. Write, visit or ‘phone our nearest office. Ask to 
see the Quintuplet Educational Keyboard. Then you can 
estimate, directly, the added sales, the increased profits, 
which may be yours. 


In serving the Dionne Quintuplets Remington perfected a 
standard Educational Keyboard, the first all-purpose key- 
board for young folks in school. It writes seven languages. 
It prints mathematical symbols. It has been built into Rem- 
ington Remette, the Noiseless Portable, all models of the 
Remington line. In short, here at last is an answer to one of 
the typewriter dealer's most vexing problems, a Portable 


. that will match the requirements of any boy or girl who 


comes to his store and prepare them to use any standard 
typewriter. 


Remington Rand Inc. 


Branches Everywhere 


° BUFFALO, NEW YORK 
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GET DUPLICATOR TROUBLES 
OFF YOUR MIND IN 1940..... 


TURW » = a) 
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vy 

The low cost of Hilco Duplica- & 





tors means more sales...their 
smooth accurate performance 
— more _— be a” 
ers... their simplicity of con- 
struction anne less service 
calls...the complete Hilco 
supply and accessory line 
means added profits. for 
the inexperienced dealer, 
learning to operate, dem- 


onstrate,and service the kS3&kS \F, 
Hilcos is simple. STENCIL DUPLICATING PROCESS 
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HILCO Senior Model... . : "545" HILO Slip-Sheeter. . .*§2.Q°0 
* Prices slightly higher west Rockies pos 
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\ DUPLICATING MACHINES AND SUPPLIES 
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FEDERAL AND STATE LAWS REGULATING 
BUSINESS EXPLAINED IN NEW BOOK 
Arthur T. Vanderbilt, former president of the 
American Bar Association, Irving C. Fox, counsel to 
the National Retail Dry Goods Association, and Robert 
E. Freer, chairman of the Federal Trade Commission 
are among the professional, business, and government 
leaders who contributed to “How Government Reg- 
ulates Business”, published by Dynamic America Press 
on January 8, 1940, to sell for $2.00. 
Designed as a popular, non-technical explanation of 
the principal Federal and state laws which regulate 
business, the book is based on a radio series organized 
and planned by Mark Eisner, prominent member of 
the New York Bar and former head of New York City’s 
Board of Higher Education. The programs were broad- 
cast by WNYC, New York’s municipal station. 
Mayor F. H. La Guardia contributed the introduc- 
tion to the book. Mr. Eisner wrote the preface. 
Other contributors are: Q. Forrest Walker, economist 
of R. H. Macy & Company; Milton Handler, professor 
of law at Columbia University; Blackwell Smith, former 
general counsel to the N.R.A.; H. Gregory Thomas, 
director of the board of standards of the Toilet Goods 
Association; Mabel L. Walker, executive secretary of 
the Tax Policy League; Abraham H. Cohen, counsel in 
public relations; and Burton A. Zorn, former general 
counsel to the New York State Labor Relations Board. 
The table of contents of “How Government Regulates 
Business” indicate the scope of the book: 
Preface. Eisner 
Introduction. La Guardia 
The Federal and State Regulatory Laws. Eisner 
Tomorrow's Federal Business Regulation. Smith 
The Federal Trade Commission Act and the Con- 
sumer. Fox 
Aspects of the State Labor Relations Act. Zorn 
Wheeler-Lea Amendments to the FTC Act. Freer 
New Foods, Drug, and Cosmetic Act. Thomas 
Effects of the Price Fixing Laws on Consumers. 
Q. F. Walker 
10. The Federal Wage and Hour Law. Royce 
11. Effects of Price Maintenance Legislation. Eisner 
12. Social and Regulatory Laws and the Consumers. 
Cohen 

13. Fundamentals of the Administrative Process for 
Regulating Business. Vanderbilt 

. Sherman Anti-Trust Law. Handler 

15. Regulation of Business Through Taxation. Mabel 
Walker 

16. Government and Business Regulation. Eisner 

>= — 
OCTOBER EXPORTS OF SPECIALTIES SHOW 
IMPROVEMENT OVER LAST YEAR 

While exports from the United States of some spe- 
cialties items decreased sharply in October others 
registered large increases, the net result being an in- 
crease of four per cent for October, 1939, compared 
with October last year, according to the Specialties 
Division of the Department of Commerce. 

The total value of specialties items exported during 
October was $12,712,000, approximately one-half million 
dollars above exports in October last year. For the 
10-month period exports totaled $108,387,000, or 3 
million dollars more than the total for the correspon- 
ing period in 1938. 

The increases in some of the specialties lines and 
decreases in others can be attributed to conditions in 
Europe. Among those items registering sizable gains 
in October as compared with the same month last 
year were household sewing machines with foreign 
sales 129 per cent above October of last year; glass 
products, container closures, and photographic goods 
which were up about 65 per cent each; jewelry, scien- 
tific and professional goods, and furniture increased 
about 13 per cent each, and office supplies which 
showed a gain of 1 per cent. The heaviest decreases 
in foreign sales of specialties items included books and 
printed matter, athletic and sporting equipment. 
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RUBBER 


CHROMIUM MOUNT srames 


Cost No More than Ordinary Rubber Stamps 
Ask for the New 


1000 and ONE 
Chromium Mount 
Stock Stamp Catalog 


COMPILED WITH THE PUR- 
POSE OF MEETING EVERY 
CONCEIVABLE BUSINESS 
REQUIREMENT. EVERY 
STAMP IS MADE IN THE 
EXCLUSIVE CHROMIUM 
MOUNT WITH HEAVY 
SPONGE CUSHION BASE 
AND INDEX LABEL, AND 
SELLS IN STOCK FORM AT 
GREATLY REDUCED PRICES. 








Write for information about our 


COUNTER DISPLAY BOX “DEAL” 


A Modern and Attractive Display of Our 12 Most Popular Chromium 
Mount Steck Stamps at a Special Low Price!! 


FREE! FREE! FREE! 
As a Bonus With Your First Order. 


Beautiful Chromium Display Stand With 
Sample Chromium Mount Rubber Stamp 


ATTENTION DEALERS!! 


YOUR FIRM NAME IMPRINTED ON HANDLES FREE OF CHARGE. 
LATEST CATALOG AND DEALERS DISCOUNT ON REQUEST. 


BANKERS & MERCHANTS STAMP WORKS 


3215 SHEFFIELD AVE. CHICAGO, ILL. 
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The copyholder that is a 
natural for regular sales and 
worthwhile profit. Vitally 
needed by every account 
on your books — don’t 
neglect this line! Order 
now and enjoy profits plus! 


The Dawn =, emg Corn 


| HALL-WELTER CoO, INC. 


181 ST. PAUL ST. ROCHESTER, N. Y. 























Are you getting your share of 
the volume sales on tke Han- 
son General Utility Postal Scale, the Hanson Heavy Duty Ex- 
press Scale and the Hanson Air Mail Scale? These should be 
standard equipment in modern business. Each model abso- 
lutely reliable. 

Ask your jobber for bulletin No. 5 


HANSON SCALE CO. 


525 N. ADA STREET CHICAGO, ILLINOIS 





A POPULAR SELLER That | 


BUILDS VOLUME 





Here's a general purpose case with plenty of eye- 


appeal and utility value... A case that will sell 
business and professional men on sight. 


Has three large gusseted long pockets on each side 
with outside zipper pocket. The turned in edges 
disappearing handles and Talon closing are features 
that make this the neatest little volume builder of 
the season. 

FREE CATALOG—24 pages fully illustrated show- 
ing @ zipper case for every taste. A price for every 
purse. A great profit opportunity for every store. 
Address Dept. 0! for your copy. 


Dept. 01 
T 0 412 N. Orleans 
HARLES AND C . Street 
6 / re CHICAGO 
es e , : : M<cag : Opp it 
TlUIMwtE._ LEATHER GOODS Mesdhendice tert 
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DUN & BRADSTREET REVIVES RETAIL OPERATING 
COST SURVEY 

After a three year interim, Dun & Bradstreet, New 
York, N. Y., last month announced the revival of its 
retail operating cost survey and is seeking the codpera- 
tion of retailers in the stationery industry toward 
that end. 

The retail survey is designed to furnish yardsticks 
against which the retail merchant may measure his 
business and answer such questions as the following: 
Are the turnover and markup in my store in line with 
the experience of profitable members of my trade? 
Are any of my expenses unusually high or low? What 
is the usual credit policy in my trade? 

As part of the survey revival questionnaires are to 
be mailed early this month to approximately 2,000,000 
commercial enterprises. 





>: —— 
ROYAL METAL EMPLOYES GIVEN BONUS 
Employes of the Royal Metal Manufacturing Com- 
pany, Chicago, last month divided as a bonus an 
amount equal to ninety per cent of the dividends paid 


| to stockholders. The bonus amounted to $18,900. 


Announcement of the bonus was made by President 


| Irving Salomon, who said the presentation was made 


under the company’s profit-sharing plan. The bonus, 
started two years ago, has been gradually increased. 
The first amounted to seventy per cent; last year was 
80 per cent and, if business conditions warrant, next 
year will be increased to 100 per cent, Mr. Salomon 
said. 
—_><- —-- 
SHIPMAN-WARD GIVES USEFUL XMAS CARD 
The Shipman-Ward Manufacturing Company, 325 
North Wells street, Chicago, last month issued to its 
friends a clever and useful Christmas card in the shape 
of a “profit finder.” It was a four-page folder of 
heavy material containing four movable slides each 
containing a scale of figures with a slot at the top of 
each page. In finding the profit figures desired the 
user need only pull the slide until the “cost” of an 
article appeared in the slot and the various percent- 
ages of profit automatically appeared beside the cost 
price. The profit finder covered all items sold by the 
company. 
—o?— 2 
COTTIN OPENS ADVERTISING AGENCY WITH 
STATIONERY ACCOUNTS 
Several office equipment and supplies concerns are 
listed among the accounts being handled by Louis F. 
Cottin, formerly with Green Brodie, Inc., who re- 
cently announced the formation of his own advertis- 
ing and sales promotion agency with offices at 33 
West Forty-second street, New York City. His accounts 
include the Elbe File and Binder Company, maker of 
loose-leaf equipment and filing systems; Union Sta- 
tionery Company, manufacturing stationers, and 
Typewriter Circle Company, office machine whole- 
salers.—NJNS 
- o— ee 
TANGORA AND ROYAL STAGE SPEED 
DEMONSTRATION AT BEEVILLE 
The citizens of Beeville, Texas, were recently given 
a fine example of speed typing when the Beeville 
Publishing Company’s sales and service department 
invited Albert Tangora, noted typing champion, to 
stage a demonstration in the store. The event was 
widely heralded by the company and a large crowd 
was on hand to greet Mr. Tangora and his Royal type- 
writer —CG 


ee 


CARGILL OPENS NEW STORE 
The new store of James M. Cargill, at 25 West 
| Congress street, Savannah, Ga., was formally opened 
| to the public on Wednesday, October 18. 
Mr. Cargill entered the printing business in 1925 
at Meldrim, Ga., but moved to Savannah in 1930, 
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WHY IT PAYS TO CARRY THE FULL NATIONAL LINE 





REASON NO. 3: 
RING BOOKS 


The National Ring Book Line is complete. It includes in one line and under 
one guarantee of satisfaction every type of ring book and ring binder from 
the smallest mem to the biggest special; from the low-price school binder to 
the executive's Ringfolio. It is backed by swift stock service from Holyoke, 
New York and Chicago. 


Best of all, the National line is led by the famous Steel Hinge ring books: 
the outstanding books of their type because of special features in construc- 
tion instantly visible to -- and appreciated by -- every customer. Thirteen 
points of superiority sell National Steel Hinge merchandise on sight. 


Lately, too, new and attractive features have been added to this already 
popular line. There is, for example, the new glazed linen-finish buckram in 
silvery gray, available in ring binders and proving an immensely popular 
seller everywhere. 


CONSTANT, COORDINATED PROMOTION 


Back of our Ring Books -- as of other National Feature Lines -- is a planned, 
consistent program that helps move goods off your shelves. 


For instance, the stationer who wants to give his ring-book business a vital- 
izer can have from us for the asking a ring book window-display, a display 
featuring metal-holed ring book sheets, circulars for direct mail to his trade 
and a selection of newspaper mats, together with other helps for a well- 
rounded promotion drive any time he wants to put it on. 


National maintains a consistent program of cooperation with its dealers. 


NATIONAL BLANK BOOK COMPANY 


——/ © Sh — 5 (@) O GO) 4 en F437 CO) 1 O}-) 2 we) 


SZ ATIONeL Catalog Covers, Loose Leaf, Bound Books, Visible Records 
rN N. Y. City-100 Sixth Ave Chicago-328 S. Jefferson St Boston-45 Franklin St 
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FROM WHERE YOU’RE SITTING 


1940 SHOULD LOOK GOOD 


If You’re Featuring 
CRAMER AI-FLOW CHAIRS 


—Business is posture minded be- Air-Flow Chairs keep pace with posture- 
cause it means more employee production. — control. 


—The trade is “Cramer-minded” because it 


EASTERN FACTORY BRANCH 
AND SALES OFFICE 


means better posture selling points in the 
chair. 
. , Now Serves Cramer Dealers 
Make them sit up and take notice of your 
Cramer sales progress in Located in Washington, D. C., at 1206 
1940 — keep pace with 18th St., N. W., a factory branch has 


the constant improve- been opened for closer cooperation and 


ments by which Cramer assistance to Cramer dealers. 


“Put Your Reliance in AIR-FLOW Science!” 


Cramer Leads The Way Today! 


CRAMER AIR-FLOW CHAIRS 


1210-18 Campbell Street Kansas City, Mo. 





WATCH FOR FUTURE IMPORTANT ANNOUNCEMENTS 
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opening a printing establishment at 25 Bay street. 

A few years later he moved to a downstairs location 
at 17 Bay street and added engraving and office 
equipment departments. Since that time the office 
furniture and equipment business has grown steadily 
and most of the space in the new building is devoted 
to these departments.—_JHR 

ee es 


SAFETEE COMPANY TAKES NEW QUARTERS 

Located for the past two years at 443 East Main 
street, Logan, Ohio, the Safetee Ribbon & Carbon 
Company has recently moved into a modern, down- 
town store at 30 Court Park. The new store will 
carry a complete stock of office supplies and type- 
writers and will be under the general supervision of 
the owner, J. A. Green. In explaining the move Mr. 
Green said: 

“Moving into larger and more convenient quarters 
downtown has been necessary due to the rapidly 
expanding business and a general demand for a retail 
store of this character in Logan.” 

= 


“HOW I TOURED THE WORLD ON NOTHING” 

Walter Buchler, well-known in England as an author 
of travel books, has recently added a new volume 
to his output by publishing “How I Toured the World 
on Nothing.” The book, bound in a paper jacket and 
containing fifty pages, is a story of Mr. Buchler’s 
travels over a period of many months during which he 
paid his way by writing articles on subjects of in- 
terest for a number of English and American news- 
papers and magazines. The book is published by 
Useful Publications, London. 
oo—R-e  — 


HAMPDEN OCCUPIES NEW PLANT 

Completing a long and tedious moving job the Hamp- 
den Manufacturing Company, Inc., on January 1 form- 
ally opened its new plant at Roosevelt avenue and East 
Fourth street, Plainfield, N. J. The new plant was 
selected due to the company’s need for larger quarters 
and better operating facilities demanded by a steadily 
increasing business. The office and factory are located 
at the above address. 

+= 
LANGE VISITS EAGLE-OTTAWA PLANT 

In a recent issue of “The Tanbarker,” house-organ 
of the Eagle-Ottawa Leather Company, Grand Haven, 
Mich., is reported a visit paid the home offices and 
plant by Otto Lange of Buenos Aires, Argentina. Mr. 
Lange’s visit to Grand Haven was for the purpose of 
completing arrangements whereby he will become 
Argentina representative of the Eagle-Ottawa organ- 
ization. 





—>- 
NEVERKNOT ANNOUNCES SPECIAL DEAL 
The Neverknot Company, Dept. 1-K, 4527 Ravens- 
wood avenue, Chicago, IIll., has arranged a combination 
deal for special emphasis in 1940 so that dealers may 
accommodate customers in all price classes. The firm’s 
three cord coilers—Koil-o-matic, De Luxe and Coils-it 
—are made available to dealers in a special combina- 
tion. The deal includes a display card which effectively 
illustrates the service rendered by the coiling devices. 
ee 
NEW APPOINTMENTS BY CHICAGO MITTAG & 
VOLGER OFFICE 
Gene Mayhail, formerly connected with a stationer 
in Galesburg, Ill., is working for Mittag & Volger, Inc., 
in Chicago. Oscar Wilson of Madison, Wis., who has 
been calling upon the trade in the Gopher state for 
General Paper Company, is now covering Wisconsin 
dealers, selling Mittag & Volger ribbons and carbons. 
_————- o 
HEUSNER RECOVERS FROM SERIOUS ILLNESS 
A. M. (“Mandy”) Heusner, buyer for the Carpenter 
Paper Company (Nebraska division), Omaha, Neb., who 
was Stricken with peritonitis following an operation for 
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TUBULAR CoIN WRAPPERS 


Stationers! It's your Line. Exclusively] 


“Steel-Strong” Products are sold 
through Stationers and Office Supply 
Dealers only. We have no retail sales- 
men to pirate your customers and cash 
in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller's Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 

Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 


Downey Change Trays 








THE CL.DOWNEY CO. cincinnati o 











“KEILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 











(U. 8. Patent 1,783,622. Canadian Patent 324,059. Other patents pending.) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 





Kilian Manufacturing Corporation 


107 Nerth Franklin Street Syracuse, New York 
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2 PARK AVE. 
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2Park | FOLLOW THE LEADERS 
Avenue _ -—+to the most convenient and 
desirable location for your 


NEW YORK OFFICES 


Exceptionally light and attrac- 
tive space in a variety of units 
available including entire 24th 
floor, 22,145 sq. ft. at rentals 
keyed to the times. 


19 Passenger 
Elevators 


6 Freight Elevators ~~ 


Midway between 
Pennsylvania and 
Grand Central 
Stations 





32ND TO 39RD STREETS ° NEW YORK 


CROSS & BROWN CO., Agent 
270 Madison Ave., New York 














When you come to BOSTON 


for the 
National Business Show 


your most convenient 
hotel will be 


HOTEL 
LENOX 


EXETER AND BOYLSTON STREETS 
Just around the corner from the Hall 
Spacious, Comfortable Rooms 
Single from $2.75 Double $3.50 up 
Suites of Parlor, Bedroom, and Bath from $6 
Grille Room Coffee Shop 
Bar Blue Train Cocktail Lounge 


We suggest reservations now if you plan to attend the show. 


Walter E. Seaver 
MANAGING DIRECTOR 
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appendicitis, last month was reported on the road to 
recovery. 

Mr. Heusner was stricken on November 26 and 
rushed to a hospital with a ruptured appendix. Peri- 
tonitis set in and for several days his life was in the 
balance, with surgeons holding little hope for his re- 
covery. He rallied, however, but is expected to be con- 
fined to his bed for some time. 

—— + 


URMSTON ON WEST COAST TRIP 

R. J. Urmston, president of J. S. Staedtler, Inc., New 
York, is on an extended trip which will take him as 
far as the West Coast. This is an annual journey of 
Mr. Urmston’s during which he regularly contacts his 
many friends in the trade and surveys the needs of 
the market. 

Before leaving, Mr. Urmston gave it as his opinion 
that the war will affect users of the higher quality 
imported pencils only slightly. “At any rate,” he said, 
“J. S. Staedtler expects to carry on as uSual. This is 
an American company and our business is in excellent 
condition. We had a very good year in 1939 and ex- 
pect 1940 to continue the uptrend. Rumors to the con- 
trary which have come to my ears, are probably due 
to some wishful thinking on the part of competition. 
This is natural but I can assure you that Staedtler 
pencils will continue to be sold and that we shall 
continue to serve our customers to the limit of our 
ability.” 

Mr. Urmston expects to be gone for three or four 
weeks, returning to New York about the first of 


February. 
*—- 


VORLEY WRIGHT AT ‘ROBINHURST” 
Francis Vorley Wright, for many years engaged in 
the typewriter business, in connections with the 
“Oliver” and later the ‘Woodstock’, now resides at 
Robinhurst, East Shore park, White Bear lake, Minn. 
Mr. Wright withdrew from the field some years ago 
to enter the securities field, later retiring from the 
commercial activities to devote some time to special 
writings in which he was long interested. 
aiiantnuiicipy dabei 
HELWIG RECOVERS FROM BURNS 
Charles Helwig, “The Office Supply Man,” Portland, 





| Ore., has completely recovered from severe burns suf- 


fered recently when a spark from a cigarette ignited 
a mass of celluloid merchandise on his desk. After 
extinguishing the fire, Mr. Helwig was taken to the 
receiving hospital and treated for burns of the face 
and right hand.—_ATW 
or 
STEEL FURNITURE SALES IN UPSWING 
A substantial gain in the sale of steel office furniture 
was reported last month by the U.S. Census Bureau at 
Washington, D. C. According to a statement issued, 
manufacturers shipped products totaling $18,174,157 in 
the first ten months of 1939, as compared to $16,667,178 
in the similar period of 1938. Steel shelving and steel 
lockers were said to be among the best gainers. 
——?* = 
NEW CHICAGO MITTAG & VOLGER PERMANENT 
WINDOW DISPLAY 
A permanent window display has been installed in 


| the office of Mittag & Volger, Inc., 318 West Washing- 
| ton street. The purpose is to have it for the benefit of 


dealers handling Mittag & Volger products, who may 
copy it or derive ideas from it in arranging their own 
window advertising. 





=e 


DIETZ SEEKS OLD TYPEWRITERS IN CANADA 

Carl F. Dietz, an official of Milwaukee and director 
of the Milwaukee public museum, was a recent visitor 
in Brantford and other western Ontario cities in quest 
of old-model typewriters to be added to his museum 
display. This collection is regarded as one of the 


greatest in the world.—SJL 
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] There’s a pro it 
“i for you in these 
“products that 


are pro gressin g”’ 





Another big year for A-S-E dealers 
(there were 36% more of them by the end of 1939); 
They profited by selling “the line that is moving up 
fast.”’ And they’re all set for a still bigger year in 
1940—ready to take full advantage of the SALES 
MOMENTUM which has been generated by A-S-E 
Aurora Files, Dead Storage Files, Storage and Ward- 
robe Cabinets and A-S-E Aurora Desks and Tables. 


OPPORTUNITY IS KNOCKING— 
RIGHT NOW! 


Sell ‘the line with sales momentum.” 


Let the customer-convincing features, the national 
advertising, the improved construction, the extra 








































value and the force of rapidly increasing acceptance 
and demand enlarge your income without any addi- 
tional outlay of time, money or effort. 


Write for full particulars, today. Get your copy of the 
A-S-E catalog and discount sheet. There’s no obli- 
gation and it’s one of the surest ways of starting the 
year out right. 


SEASONAL NOTE: 


If you don’t want to miss out on A-S-E Dead Storage 
sales that can be made immediately (with a few phone 
and personal calls to start the ball rolling) tell us 
where to rush data and prices. They'll help you get 
off to a flying start in 1940. 
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The Hostetter Estates chose Leopold Desks — built in Burlington, lowa 





A CHARMING INSTALLATION BY THE PACIFIC DESK CO. AT LOS ANGELES 








DON'T MISS THE PROFITS 
THESE COPYHOLDERS BERING 


They‘re for you — these 
profits. They’re ample, 
and easy to obtain. Just 
display and sell Burns 
copyholders. Four models 
—many sizes—all at- 
tractively priced. 

For information on 
complete Burns line, 
write to American Auto- 
matic Electric Sales Com- 
pany, 1033 W. Van 
Buren Street, Chicago. 













Easel Stand ZA-19 $3.00 





Above: ZA-15 $7.50 





Burns Aufoliner 
ZA-13 $12.50 List 


BURNS 
16 EN OFFICE SPECIALTIES 


Right: ZA-16 $4.00 














TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS © CHAIR & DESK PADS 
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Commerce Department Trade Opportunities 
Adding machines and typewriters, Cali, Colombia, agency; ask for No 
184. 
Adding and calculating ma: hines, and typewriters, Recife, Brazil, Pur- 
chase or agency; ask for No. 3941 

Fountain pens, Rio de Janeiro, Brazil, agency; 

Furniture, tubular-metal, Paris, France, purchase; ask for No. 

Stationery supplies, especially pencil sharpeners and paper punches, Rio 
de Janeiro, Brazil, agency; ask for No. 3980. 

Stationery and school supplies, compasses, and drawing materials, Rio 
de Janeiro, Brazil, agency; ask for No. 4009. 

Inks, fountain-pen, writing, stamp pad, etc., Baghdad, Iraq, agency; 
ask for No. 4082. 

Office duplicating rolls, gelatin, Liverpool, England, purchase; ask for 
No. 4080. 

Fountain pens, good quality, Amsterdam, Netherlands, agency; ask for 
No. 4147. 

Adding and calculating machines, typewriters, portable typewriters, and 
other office equipment, Blumenau, Brazil, purchase; ask for No. 4356. 

Accounting machines, postage meters, and addressing machines, Bogota, 
Colombia, agency; ask for No, 4421 

Cash registers, Quebec, Canada, agency; ask for No. 4450 

Office appliances, Sao Paulo, Brazil, agency; ask for No. 4446. 

Office appliances (numbering machines, staplers, metal daters, list 
finders, file fasteners, and indexes), Caracas, Venezuela, agency; ask for 
No. 4464, 

Pencils, lead, low-priced, Cairo, Egypt, agency; ask for No. 4457. 

Showcase fixtures, copper and nickel, Caracas, Venezuela, agency; ask 
for No. 4611. 

School supplies, San Jose, Costa Rica, agency; ask for No. 4542. 

Computing machines, Zagreb, Yugoslavia, purchase; ask for No. 4641 

Fountain pens, low-priced; and safety pins, Batavia, Java, purchase; 
ask for No. 4636. 

Fountain pens, and other pens, Batavia, Java, purchase; ask for No. 
4637. 

Stationery supplies, fountain pens and parts. and automatic 
machines, Lima, Peru, agency; ask for No. 4639 

Stationery supplies (playing cardboards), Cairo 
for No. 4628 

Calculating machines and typewriters (not the popular makes). Porto 
Alegre, Brazil, agency; ask for No. 4770 

Files and safes for offices, Caracas, Venezuela, agency; ask for No 
4791. 

Fountain pen nibs, Buenos Aires, Argentina, purchase; 
4764. 

Fountain pens, desk sets, and other stationery articles, Cairo, Egypt, 
purchase and agency: ask for No. 4777 

Fountain pens and _ silver-plated novelties, Havana, Cuba, exclusive 
ugency; ask for No. 4772. 

Stationery supplies, artists’ materials, and desk and office supplies 
of all kinds, Lima, Peru, agency; ask for No. 4780 

Stationery supplies, drawing instruments, and artists’ materials, Mexico 
City, Mexico, agency; ask for No. 4779 

Stationery. office and school, Batavia, Java, purchase; ask for No. 4881 

Office appliance and photographic cameras, Buenos Aires, Argentina, 
agency; ask for No. 4929. 

Adding machines, cash registers, and duplicating machines, Brisbane, 
Australia, purchase; ask for No. 5071 

Fountain pens, Santiago, Chile, agency; ask for No. 5001 

Fountain pens, and fountain-pen-and-penci! sets, Mexico City, Mexico, 
purchase or agency; ask for No. 4978 

Fountain pens and pencils, Batavia, Java, purchase or agency; ask 
for No. 4989. 

Furniture, school and 
for No. 5089 

Office supplies, Buenos Aires, Argentina, agency; ask for No. 5078. 

Office supplies, writing ink and stationery, Lima, Peru, agency; ask for 
No. 5061 


ask for No. $8982. 
8987. 


numbering 


Egypt, agency; ask 


ask for No. 


theater, metal, Bogota, Colombia, agency; ask 


School desks, lockers, and cots, Bogota, Colombia, agency: ask for No 
5069. 

Show-case fixtures, chrome-bronze, Buenos Aire Argentina, purchase; 
isk for No. 5072 

Stationery supplies, Singapore, Straits Settlements, purchase; ask for 


No. 5112 

Stationery and office supplies, fancy goods, and novelties, Johannesburg, 
South Africa, exclusive agency; ask for No. 5211 

Typewriter accessories. Trujilo. Peru, agency: ask for No. 5210 

Fountain pens. propelling pencils, and penholders, Bombay, India, pur 
chase; ask for No. 5150 

Calculating machines, Nairobi, Africa, purchase and agency; ask for 
No. 5322 

Furniture metal; and office appliances, Guayaquil, Ecuador, agency; 
ask for No. 5388. 

Stationery, office: and typewriters, Cairo, Egypt, purchase; ask for 
No. 5388 


Stationery and office supplies, Guayaquil, Feuador, agency; ask for No 
5368. 
Stationery supplies, Medellin, Colombia, agency; ask for N 5325 
——_—_» — « 


WINSTON JOINS FETTER COMPANY 

J. Bond Winston, formerly connected with the First 
National Bank of Louisville, Ky., last month became 
vice-president and treasurer of the George G. Fetter 
Company, prominent and old-established stationery 
and office supply house of Louisville. Other officers of 
the firm are John B. Fetter, president, and E. C. 
German, secretary. 

Se te 


ERNY RECOVERING FROM ILLNESS 
Harry Erny, for many years New York representative 
of the C. Howard Hunt Pen Company, is reported con- 
valescing at home following a critical illness which 
kept him confined to a hospital for some time. His 
many old friends will be glad to hear that Mr. Erny is 
expected to be fully recovered in a short time. 
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POSTURE CHAIRS 
/ 


For Comfort . . For Health . . For 
Efficiency 
EASY ® QUICK @ POSITIVE 
ADJUSTMENTS. 


“A Model for Every 
Need” 







No. 505 with 
VENTILATED SEAT 
EASY TO SELL AND EASY TO DEMONSTRATE 


Sold Exclusively Through Dealers. 
Write today for complete catalog. 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 














THE SECRET OF 


STABILITY ove 
“BALANCED CONSTRUCTION!” 


Sanymetal ‘'Streamlined’’ Costumers are made 
with a scientifically designed base which effec- 
tually prevents wobbling. What's more, they 
positively won't tip over—even with 150-ibs, of 
weight hanging on a single side. 





Sanymetal ‘'Streamlined'’ Costumers have always 
been built up to a definite standard of Quality 

. are guaranteed not to warp. And they are 
as modern as today's newest streamliner. With 
Sanymetal, ''Modernism" is not merely ornamen- 
tal, it's functional. It saves space, provides 
rounded snag-proof edges, more room for sweep- 
ing . . . complete accessibility. Obviously, such 
features enhance sales. 


Sanymetal ''Streamlined'' Costumers are beavti- 
fully finished in Mahogany, Oak or Walnut grains. 
Also available in Green, Gray, and White Enamel. 
Write at once for Discount Schedule and full 


details. 
List Prices f.o.b. Cleveland, Ohio 
Green or Gray Enamel... ....$10.00 
Mahogany, Walnut or Oak... 11.00 
White Enamel 13.50 


THE SANYMETAL PRODUCTS 
COMPANY, INC. 


1681 URBANA ROAD CLEVELAND, OHIO 
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Old and inadequate pencil sharpening equipment in offices may 
be justly compared to the time wasting “whittler” sitting in 
front of the country store. Check your customers equipment 
now and sell EFFICIENT MODERN BOSTON Pencil Sharpen- 
ers, the only pencil sharpener with SPEED CUTTERS—three 
EXTRA CUTTING EDGES on each cutter. Also larger chip 
receptacles and rugged construction throughout. 
Manufactured by the 


Cc. HOWARD HUNT PEN COMPANY, 
CAMDEN, N. J. Send for our latest catalog. 








BOSTON Self 
Feeder No. 4 is 
the original 
popularly-priced 
Self Feeder. 


sett 
| 


( ( TYPEWRITER 
pons RIBBONS 


build a reputation for quality typing 


High rated business men want clean typing, sharp, black 
impressions from start to finish, dependability always, 
with consistent economy. That Codo quality measures up 
is testified to by the steadily growing volume we enjoy 
in the localities in which we are represented. Remember 
every merchant is just as dependable as his merchandise 
and it's profitable to carry a line you can always depend 
upon. 








Codo makes carbon paper for every copying purpose and 
quarantees it against deterioration for five years. Full 
details are yours for the asking. 


THE Gil MANUFACTURING CORP. 


509 S. Franklin St. 270 Lafayette St. 
CHICAGO NEW YORK 
Factory, Coraopolis, Penna. 
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ANNUAL REPORT OF THE FEDERAL TRADE 
COMMISSION 
For the Fiscal Year, 1938-39 


HE Federal Trade Commission last month submitted 
to Congress its twenty-fifth annual report covering 


| activities during the fiscal year of 1938-39. 


Substantial increase in legal work since amendment 


| of the Federal Trade Commission Act by the Wheeler- 


| 





| Lea Act is shown, and the Commission renewed its 
_ recommendation previously made for amendment of 


Section 7 of the Clayton Act. This amendment would 
prohibit the acquisition by corporations of the assets 


| of competing corporations under circumstances tend- 


ing to create monopoly or restraint of trade. The act 
at present forbids only the acquisition of capital stock 
under such circumstances. 

A special chapter is devoted to consumer protection, 
another Commission activity which has increased in 
volume and effectiveness since enactment of the 
Wheeler-Lea Act. 

Other activities reported on are the investigations 
of the motor vehicle and millinery industries, an in- 
quiry into the practice of resale price maintenance 
since passage of the Miller-Tydings Act and the State 
Fair Trade Laws, general legal work, trade practice 
conferences, foreign trade work, and false and mis- 


| leading advertising cases. 


j 


Recommendation for amendment of the Clayton Act. 

In renewing its recommendation that Section 7 of 
the Clayton Act be amended, the Commission notes 
that the acquisition of assets in addition to capital 
stock is a method of eliminating competition to the 
injury of the public that has been increasingly em- 
ployed by corporations engaged in interstate com- 
merce. AS a result of its studies of competitive condi- 
tions existing in many industries during the last few 
years, the Commission believes that when a consider- 
able proportion of the total output of an industry is 
brought under one ownership, there is strong prob- 
ability that competition will be substantially lessened 
in the process. It is also believed that the problem 
created by consolidations and mergers is not merely 
that of lessening of competition in a particular indus- 
try. The progressive enlargement of a few predominant 
enterprises has already gone so far that, in financial 
strength and in numbers of persons subject to their 
control, the largest concerns outrank some State gov- 
ernments. The dangers of such concentration of power 
are evident whether the power is concentrated in one 
industry or spread over a number of industries. The 
Commission believes that there should be limits to 
growth which result from combining the assets of 
various enterprises for the sake of greater power which 
can be exercised by the combination. 

Activities on behalf of the consumer.—In its chapter 
on “Consumer Protection” the Commission points out 
that its functioning is directly concerned with afford- 
ing protection to the purchasing public, as well as to 
business, from the destructive effects of harmful trade 
practices, such as unfair methods of competition, de- 
ceptive selling practices, and monopolistic restraints. 

Cited as illustrations of Commission proceedings of 
special importance from the standpoint of consumer 
protection from unfair trade practices or methods, are 
the Commission trade practice conference rules, the 
continuous survey of radio and periodical advertising, 
the legal procedure embraced in orders and stipula- 
tions to cease and desist and the Congressional in- 
quiries and other economic studies. 

The Wheeler-Lea Act of March 21, 1938, is purely 
amendatory, its provisions having been incorporated 
and integrated entirely in the provisions of the Fed- 
eral Trade Commission Act. One of the principal 
amendments is the broadening of Section 5 of the 
Federal Trade Commission Act to emphasize protec- 
tion of the public as a prime Commission function. 
That section now prohibits unfair or deceptive acts or 
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THE FOUNTAIN PEN THAT 
SELLS ALL YEAR ‘ROUND 


* * * 


The publishers of a great national weekly mag- 


azine in which Esterbrook Fountain Pens are 





regularly advertised, sent their staff of trained 
investigators to call on a large cross section of 
Esterbrook dealers. It was their job to find out 
just what part Esterbrook played in contributing 


to retailers’ business. Here’s what they learned: 


96.5% of the dealers said — 
“ESTERBROOK PENS ARE STEADY SELLERS 
THE WHOLE YEAR 'ROUND.” 


97.5% of the dealers said— 
“CUSTOMERS BUY ESTERBROOK PENS 
FOR THEIR OWN USE.” 








Here is convincing proof of our contention that 







Only Esterbrook 
provides a choice 
of 18 Re-New- 
Point styles for 
every hand, 


Esterbrook Fountain Pens are in a class by them- 
selves. They are steady, year ‘round utility sellers 
that men and women buy for their own use when 
they want a pen that gives them a wide selection 
of point styles for perfect writing satisfaction. 
You can’t afford to ignore the steady profit op- 
portunity represented by Esterbrook. It is the 
only pen in its price class that has national ac- 
ceptance and is backed by national advertising. 


THE ESTERBROOK PEN COMPANY, 86 Cooper St., Camden, N.J. 


or Brown Bros., Ltd., Toronto, Canada 


i rvuk— 


FOUNTAIN PEN 
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| WE MAKE NO PARTICULAR ISSUE OF 1940- 


other than to continue our daily resolution: 










“To build the best chairs which specialized 
to make 





skill and craftsmanship can produce 
them so comfortable, so pleasing to the eye. 
and so durable that they will have the highest 
degree of salability throughout the years.” 





The PRODUCTS 
OF 1939’s DAILY RESOLUTIONS 


The Johnson “’PerfecTilt’’ Chair lron— 
Disqualifies every other chair iron. 


Chief, and Super-Chief PosChairs— 
The finest chairs ever made for executives. 


Rubber Protecting Boot for Swivel Chairs— 
Protects shoes, base, and other furniture. 
And a host of fine new chairs too numerous to 
mention here. Ask us for new folders and full 

information. 


JOHNSON CHAIR CO. 


World’s Largest Manufacturers of Commercial 
Chairs—Founded 1868 


eigeice sca mages ere tot 4401-4531 W. North Ave. Chicago, IIlinois 


an outstanding sales success. 





No. 1740 

THE SUPER-CHIEF 

Patent No. 1,874,539 
Patent RE 18,913 



























) 7 ii 

| ‘SALES cc ADVERTONG | | 
(ZS ZZ | 
Jze7,| For Your salesmen 





Helpful series of interesting and business pro- 





H SX 
Us NG < A] ducing series of booklets covering every depart- 
es SS N 
Sa, Sxrecoro \] : 
MA vrscon SEQURRMENT |! ment of business. 
= Ses = | Write today for your copies and our dealer propo- 
0 R sition. Exclusive agencies available to established 
= ‘enrae i 
! 








dealers. 
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practices in commerce in addition to unfair methods 
of competition theretofore forbidden. 

From the time of approval of the amendatory act 
to the close of the fiscal year, the Commission had 
issued 125 complaints alleging unfair and deceptive 
acts and practices through the dissemination of false 
advertisements of food (11 cases), drugs (63 cases), 
devices (12 cases), and cosmetics (39 cases). A total 
of 82 orders to cease and desist had been entered, 
preventing the further dissemination of false adver- 
tisements of food (5 cases), drugs (51 cases), devices 
(12 cases), and cosmetics (14 cases). 

The Commission has certified to the Department of 
Justice a number of cases of penalty proceedings under 
the section providing civil penalties for violations of 
cease and desist orders that have become final, and 
appropriate suits have been filed by that department. 

The Commission has obtained from the United States 
District Courts a number of preliminary injunctions, 
mostly in cases involving medicinal products alleged 
to contain harmful ingredients. Mindful of the vital 
importance of protecting and comserving the public 


Your 1940 Opportunity! 


ALUMILITE VENETIAN BLINDS 








health, the Commission, by invoking its new pro- Executive office in new International Headquarters Bldg. of 
cedure, has succeeded in causing many manufacturers Kraft-Phenix Cheese Corp., Chicago 
and distributors of these toxic drug preparations, pro- vou get — f+ a ig Race room colors. Harmonizes with any 
a : : customers Ww u e - i 
moted and sold throughout the country, to meena tian Blinds! Alumilite is the great nd pr Aen ger 
j i i j ls vertisements. advancement in the _ history of - : Sathene 
forthwith the dissemination of false ad aya ceelnde. Inetalled in corse climatic conditions. Write for com- 


Robinson-Patman Act.—Enacted in 1936 as an ildin “ plete information on Alumilite and 
of the finest office buildings and . 
our full line of profit-protected 


amendment to Section 2 of the Clayton Act, the Robin- | stores. Amazingly beautiful, with Set ad 
+ as eae : : d soft, rich platinum-like finish that wood, color-metal and Plastone 
son-Patman Antidiscrimination Act restated in broader | jasts indefinitely. Actually reflects _ blinds. 


terms the basic principle of prohibiting price and *Patented Process Owned by Aluminum Company of America 


related discriminations which injuriously affect com- 
petition. The volume of the Commission’s work in this My Z 
field has steadily increased. During the fiscal year COMPANY 


it issued 32 complaints alleging violation of this act 
as compared with 20 complaints in the last preceding MICHIGAN AVENUE AT 39TH STREET, CHICAGO, ILLINOIS 


fiscal year. During the year preliminary investigations 

of alleged violations were instituted in 173 matters, BETTER VENETIAN BLINDS 

and 134 such inquiries were completed. In the three 
years since its enactment the Commission’s admin- 
istration of the act has touched to some extent the 
whole field of industry and commerce. working space 

Complaints, stipulations and cease and desist orders. 
—During the fiscal year the Commission made 1,650 
preliminary investigations in cases under the acts 
which it administers, issued 370 complaints as com- 
pared with 305 during the last preceding fiscal year, 
and served 288 orders to cease and desist as com- 
pared with 245 in the last preceding fiscal year. A 
total of 241 complaints alleged false and misleading 
representations in advertisements, on labels and other- 
wise. 

Sixteen complaints were issued charging combina- 
tion and conspiracy in restraint of trade through price 
fixing and other similar agreements. Price fixing con- cleanliness . . . personal comfort 
tinues to be the most frequently recurring charge ‘s 
among the Commission’s restraint of trade cases, — every feature is up to date in the 
although there are a number of other common prac- 


tices of this category. OFFICE 
During the year the Commission received an in- DESK 


creasing number of applications for complaint filed by 





reference files 





. storage 





Federal, State and municipal governments, dealing All the facts—-new and old—needed for immediate reference, 
largely with the receipt of identical bids or other evi- can be concentrated here, fitting the business executive for 
dence indicative of the existence of unlawful price a ee ae ee ee 
fixing ZEPHYR is ideally designed for instant availability of busi- 
‘ | ness records, for large a and convenience. All cor- 
The Commission was successful in 27 of its cases | ners rounded on large radius, open base design facilitates 
ae a « = | cleaning, footrest is at right height and distance, unlimited 
which reached the Federal courts, 17 of which were footroom and kneespace. You swing in or out without 
before the United States Circuit Courts of Appeals and hindrance. 
10 before the United States District Courts. The Cir- Drawers roll out and back by means of a patent, self 
. ‘ ‘s ARE yl ‘ lubricating design and are positively locked and unlocked 
cuit Courts of Appeals set aside the Commission’s by means of an ingenious mechanism and high grade 
orders in 2 cases, and there was an adverse decision grooved key lock. 


in a District Court. The Supreme Court denied peti- ZEPHYR is made in walnut and quartered oak and catalog 
with full details is sent on request. 


tions for writs of certiorari filed by respondents in 

2 cases in efforts to reverse prior decisions of the Cir- 4 - 

cuit Courts of Appeals favorable to the Commission. Jasper Office Furniture Co. 
The Commission approved 600 stipulations to cease JASPER, INDIANA 

and desist from practices involving violations of the 
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A FAST-SELLING 
SPECIALTY .... 


. ONE OF THE FINEST SALES 
HELPS an office supply salesman can 
have is a REALLY GOOD SPECIALTY 
—an item to SHOW and DEMON- 
STRATE—such as the 

—vitreous enamel, rust-proof 


fountain—stainless steel top 


MOISTENER —long-life brush. 


A LOW-PRICED, EASILY-CARRIED AND EASILY-DEMONSTRATED spe- 
eialty that will be an ever-present reminder of the salesman who sold it— 
and thus bring him more business. 

@ ASK FOR FULL INFORMATION AND DEALER PRICES e 


TORIT MANUFACTURING CO. ..305 WALNUT sr. 


ST. PAUL, MINNESOTA 





For envelopes, stamps, labels 





El Humedecedor TORIT No. 3 de que trata el anuncio 
de arriba es una excelente especialidad para el vendedor 
de articulos de oficina. Es de bajo precio, se transporta y 
se demuestra con suma facilidad. Actualmente hay miles 
de ellos en uso en los bancos, oficinas gubernamentales, 
fabricas y oficinas de toda clase para cerrar sobres, hume- 
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act it administers, as compared with 576 the year 
previous. 

Radio and periodical advertising.—Of the 600 stipu- 
lations approved by the Commission during the fiscal 
year, 329 had to do with misleading advertisements in 
publications or in radio broadcasts. Through its Radio 


| and Periodical Division the Commission examines mis- 


leading advertising matter as published in newspapers, 
magazines, catalogs, and almanacs and as broadcast 
over the radio. During the fiscal year the survey was 


| extended to include mail-order catalogs and domestic 


newspapers published in foreign languages. 

The Commission has conducted since 1915 more than 
110 general investigations on large economic and legal 
problems. In the chapter in the annual report en- 
titled “Consumer Protection” it is noted that the data 
and business information collected and presented in 
these studies and reports have been of much value to 
consumers not only as making available a fund of use- 
ful, factual information, but also in leading to price 
reductions and correction of trade abuses under exist- 
ing legal processes or through the force of public 
opinion, and in various instances bringing about cor- 
rective legislation in the interest of the public. 

Twenty-fifth annual report.—The Commission’s cur- 
rent annual report is its twenty-fifth, the first having 





been issued in 1915. The Commission was created by 
the Federal Trade Commission Act which was approved 
by President Wilson on September 26, 1914. The cur- 
rent report lists all Commissioners who have served 
| on the Commission. The Commission as of its organ- 
| ization on March 16, 1915, included Joseph E. Davies, 

of Wisconsin, Chairman; Edward N. Hurley, of Illinois; 


: decer sellos de correo, etiquetas, etc. Tiene un acabado 
verdi-oscuro de esmalte vitreo que no solamente con- 
; tribuye a ensalzar su belleza sino también a hacerlo mas 
servicial, ya que lo hace ABSOLUTAMENTE INOXI.- 
DABLE. La escobilla es igualmente algo excepcional, 
hecha de excelente y recia cerda, montada en caucho y 














amarrada con latén, de suerte que dura largos anos. Las 
estapillas de correo, etiquetas, y sobres, se humedecen 
hasta el grado necesario con sélo pasarlos ligeramente 
sobre la escobilla, la cual se conserva himeda por la 
accién capilar mientras haya agua en el recipiente. 


William J. Harris, of Georgia; Will H. Parry, of Wash- 
ington, and George Rublee, of New Hampshire. The 
present Commission consists of Robert E. Freer, of 


| Ohio, Chairman; Garland S. Ferguson, of North Caro- 





lina; Charles H. March, of Minnesota; Ewin L. Davis, 
of Tennessee, and William A. Ayres, of Kansas. 

Commissioner Davis became Chairman, under the 
Commission’s rule for rotation of that office, on Jan- 
| uary 1, 1940. 








- _—~—-ee ——— 


WATERMAN EMPLOYES HOLD XMAS PARTY 

A Christmas party was held by employes of the L. E. 
| Waterman Company in the company restaurant De- 
| cember 21 at 140 Thomas street, Newark, N. J. Elisha 


a 


| Waterman was honorary chairman. Others serving on 
the party committee included Charles A. Granath, 
chairman; Miss Betty Willigan, vice-chairman; Mrs. 
Grace Burke, William Reitmeyer, Mrs. Mildred Spital- 

| nick, Walter Anderson, John Waters, Miss Gertrude 

| Lehman, Leon Apjohn, George K. Warner, Alexander 

| W. Macy, Franklyn Drake Jr., Louis A. Ewerling and 

| Misses Elizabeth Schutzenbach and Frances Nicholas. 
—NJNS 











XMAS PLAN NETS COOPER GOOD BUSINESS 


The Cooper Typewriter Company, 97 South Second 
street, Memphis, Tenn., headed by Harry Cooper, re- 
ports a large volume of sales by advancing the idea 
| of a typewriter Christmas backed by large selections 

and good window displays, service features and other 

merchandise efforts. The firm is a dealer for Royal, 
handles Victor portable adding machines and very 
extensive lines of typewriters and adding machines. 

—CG 


| 
—_- —— 


TOOF CATCHES HOLIDAY TRADE BY 
NIGHT OPENING 
S. C. Toof and Company, 224 Madison avenue, Mem- 
phis, Tenn., were among the Memphis office supply 
| houses that were open evenings for the convenience 
| of holiday buyers. The special merchandise of the 
| season was the subject of neatly printed and illus- 


eee eee 








sn 


DAVID KAHN, INC., North Bergen, N. J. | trated folders that brought to the attention of regular 


| customers progress in the season’s holiday lines. 











| 
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GO FORWARD IN ‘40 
WITH ROTOSPEED! 


Since 1912 Rotospeed has been America’s 
greatest duplicator value. Our business has 
been built on the single policy of “building 
a better duplicator for the money”. Our 
dealers have found that Rotospeed is a firm, 
unfailing foundation on which to build a 
successful duplicator business. These values 
that distinguish Rotospeed are ready to work 
for you in 1940! 


MODEL AA @ STENCIL SEER 
{ typical Rotospeed value. Ali the speed, beauty, 
OUTSTANDING FEATURES efficiency and rugged durability of costly duplica- $78 00 











AUTOMATIC IMPRESSION ROLL shifts tors—at a price that makes it an extremely pop- 
into printing position only when paper i 
is fed to positive stop. ular seller. Simple, fool-proof ... easy to oper- lete with li 
AUTOMATIC PAPER FEED for any size ate, to adjust, to keep in order. Cast aluminum Co setae 
hr ee ee se frame finished in black wrinkle enamel and satin sae uy 
ACCURATE REGISTRATION AT ALL chrome give it great display appeal. Best of all 
s 

s OTOSPEE 8 t spected by thousands. 
NEW TYPE BIG CAPACITY FEED it’s a ROTOSPEED—the name itself is a warranty respected by thous 
TABLE Lo wy @ | T E | i For our new folder “Rotospeed Leads” describing 
COUNTER—OPEN OR C SED CYLIN- Model AA and for catalog showing the complete line 
= CON- of Rotospeed Duplicators & Duplicating Supplies. 
SIMPLE ADJUSTMENT raises or lowers a 
print on paper over six inches. THE ROTOSPEED co. 201 So. Wilkinson DAYTON, OHIO 








diso Manufacturers of Genuine Cellulose Stencils and Supplies of all Stencil Duplicators 














HALF A CENTURY 


Serving the Dealer 


Years devoted to the manufacture of Inked Ribbons and Carbon Papers 
exclusively have developed 


THE COMPLETE LINE 


Inked Ribbons—-Carbon Papers—Roll edge of the dealers’ problems and re- 
quirements: by a manufacturer who 
SOLICITS DEALER BUSINESS ONLY. 
a complete range of price and quality. Tpere jc prestige and profit in STORMS 
\ dealers’ line made with a wide knowl- products. 


Carbons for every known device and in 


Write today for our N-1 price scale and our special offer on ribbons or carbons 
under your private labels. 


H. M. STORMS COMPANY 


Vanufacturers of “THE COMPLETE LINE” 
961 GRAND AVENUE BROOKLYN, NEW YORK 
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Depth 37 
Depth Seat 25 


Height 341% 





INTRODUCING—LEATHER FURNITURE 
MADE THE RALEIGH WAY 


Accentuating the inherent beauty of leathers with the exquisite tailoring 


BESS Se Tee ee I 
ony experiencea cratftsmen iN DFOQuCce 





Our 1940 catalog 
mailed on request. 


ind detailing 


~in sm IrtT MC de rn snd traditional period styling. 


RALEIGH UPHOLSTERY CO. INC., 132 W. 14th Street, New York, N. Y. 


















of Paramount Importance 


Where SECURITY of Binding is it 


Especially for 
lawyers, archi- 
tects, engineers, pub- 

lic officials, etc., where 
“valuable papers remain valu- 
able only when intact.” 









In two sizes: No. 1, 50 sheet capacity.......$ 6.50 

No. 2. 100 sheet capacity . 15.00 

Edw. L. Sibley Mfg. Co. Ine. 

Bennington Vermont 
Since 1886 


_ “Nothing but our own creations" 
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Calendar of Industry 
Activities 
Chronological Arrangement of Major 
Events For Easy Reference 


February 4 to 7. Luggage and Leather Goods Ex- 


position, Palmer House, Chicago. (Treasurer) E. R. | 
Manning, Stein Bros. Manufacturing Company, 231 |fJ 


South Green street, Chicago. 


« » 


February 13 to 16. Fifth annual exhibition of the 


Office Management Association of Chicago, Palmer | 
House, Chicago. (Manager) V. C. Moon, Merchandise | 


Mart, Chicago. 


« » 


February 18 to 20. Annual convention of the Kan- 
sas Book Dealers Association, Hotel Kansan, Topeka, 
Kansas. (President) Phil M. Anderson, Box 187, New- 
ton, Kansas. 

« » 


March 18 and 19. N. S. A. fourth regional meeting 
Hollywood Beach hotel, Hollywood, Fla. (Governor) 
W. G. Robbins, Carolina Office Equipment Company, 
Rocky Mount, N. C. 


« » 


March 18 to 20. Annual convention of the Wholesale 
Stationers Association, Hotel Claridge, Atlantic City, 
N. J. (Secretary) H. C. Whittemore, 250 Fifth avenue, 
New York, N. Y. 


« » 


March 25 and 26. N.S. A. ninth regional meeting, 
New Orleans, La., with convention headquarters in 
Roosevelt hotel. (Governor) G. T. Buchanan, 
Buchanan Stationery Company, Wichita Falls, Tex. 


« » 


March 25 to 29. National Business Show, Mechanics’ 








Hall, Boston, Mass. (President) Frank E. Tupper, | 


50 Church street, New York, N. Y. 


« » 


March 29 and 30. N.S. A. eighth regional meeting, | 
Hotel Connor, Joplin, Mo. (Governor) Walter Ruedy, | 


S. G. Adams Company, St. Louis, Mo. 


« » 


April 4 and 5. N.S. A. twelfth regional meeting, Los 
Angeles. (Governor) Carl G. Grimes, Grimes-Stass- 
forth Stationery Company, Los Angeles, Calif. 


« » 


April 8 and 9. N.S. A. twelfth regional meeting, San 
Francisco. (Governor) Carl G. Grimes, Grimes-Stass- 
forth Stationery Company, Los Angeles, Calif. 


« » 


April 12, 13 and 14. N.S. A. eleventh regional meeting, 
Seattle, Wash. (Governor) Owen G. Bayless, Lowman 
& Hanford Company, Seattle, Wash. 


« » 


April 19 and 20. N.S. A. seventh regional meeting, 


St. Paul, Minn. (Governor) Arthur Grayston, Thomas | 


& Grayston, Minneapolis, Minn. 


« » 
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PROGRESS 
CASH REGISTER ROLLS 


There are profits aplenty in cash register 

paper sales, and you can CASH IN when 

you are stocked with PROGRESS CASH 

REGISTER ROLLS, receipt and detail 

paper for National, Remington and 
Ohmer Cash Registers. 

If you are interested in other PROGRESS 
Roll Specialties, such as adding machine, 
telautograph, teletype, mailer rolls, 
etc., write for information. 





Manufactured 
by 








SPEED-Mo 


The World’s Only 
12-FEATURE 


STAMP PADS 


No other Stamp Pads offer a combination 
of ALL the following features: 


1. Silent 2. Sag Proof 
3. Dust Proof 4. Lint Proof 
Sweat Proof 6. Long Lived 


“a A & 


. Clean, Sharp Impressions 
8. Cleans Stamp While Inking 
9. Full, Rich Inking 

10. Easy on Rubber Stamps 


11. Large Natural Reservoir eliminates 
frequent re-inking 


12. Can be re-inked indefinitely 


ESPECIALMENTE ADECUADAS PARA LA AMERICA LATINA 


Las Almohadillas Speed-Mo para Sellos de Goma se 
adaptan especialmente para aguantar la humedad o 
temperaturas extremas. Su almohadilla de caucho 
esponjoso —cuyas caracteristicas son unicas—no 
trasuda ni acumula polvo. Vienen en tamafos hasta 
de 50.8 em. por 50.8 em.; para uso en toda 
industria u oficina. 


Write us for complete information 


RIVET-O MFG. CO. 
82 JASON ST. ORANGE, MASS. 








May 10 and 11. N.S. A. fifth regional meeting, Hote] | zzz NNN 
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UNVARYING QUALITY makes 
UNVARYING CUSTOMERS 









customers 


e Your 
won't wander else 

where if you give them 

items they can always depend on for 
uniform high quality. 

@ This one point is responsible for the 
constant popularity of Weldon Roberts 
Erasers. Their unvarying quality keeps 
your Weldon Roberts customers satisfied 
and your eraser business growing. 

@ For all types of soft erasing, the 
Master Pink 2020—husky in size, handy 
to use, constant in quality—is a favorite 
with students, artists, draftsmen. 





yvysn ‘MUYM3LN Ni 30V-W 
WIV M2GQY UopyE 


MNid YaLsSvW 
ozoe 


Write today for literature on the 
profitable 88 Styles. 


Weldon Roberts Rubber 


Newark, N. J. U. 


Weldon Roberts 


Co. 
S. A. 


GODWUd 


t Mistakes in Any Language 


ri tade 


“HAVE A 
GAYLO CHAIR, 
PLEASE!” 


dealers are 






















Smart office appliance 
cashing in big, just supplying Gaylo 
quality folding chairs to their regu- 
lar customers. 

It will pay you to pick up these 
extra profits this easy way. It's a 
cinch to sell the chair that is out- 
standing in 
construction, 


appearance, 
performance 
and economy. 

Gaylo chairs are posi- 
Open and 
close quietly. Fold flat to 
l-inch thickness and stack 
Smartly finished in 
Uphol- 


metal 


tively rigid. 


easily. 
attractive colors. 
wood, or 


And priced to sell 


stered, 
seat. 


fast. 


Write for literature, 


prices and discounts, 


GAYLO 
MFG. CO., INC. 


823 N. MICHIGAN AVE. CHICAGO, ILLINOIS 





| Lincoln, Indianapolis, Ind. 


| Claridge hotel, Atlantic City, N. J. 
| Thomas, Lucas Bros., Inc., 
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OFFICE 


(Governor) C. W. Leonard, 


Leonard & Company, Detroit, Mich. 


N. S. A. third regional meeting, 
(Governor) R. L. 


Baltimore, Md. 


June 14 and 15. 


June 21 and 22. N.S. A. first regional meeting, New 
Ocean House, Swampscott, Mass. (Governor) Rhys 
Llewellyn, R. H. Llewellyn Company, Manchester, N. H. 


« » 


September 23 to 26. National Stationers Association 
annual convention, Palmer House, Chicago. (General 
Manager) Charles P. Garvin, 740 Investment building, 


Washington, D. C. 





*—- 


AMERICAN PENCIL COMPANY ADOPTS NEW 
“VENUS” LINE PACKAGING 

Setting a brilliant example of the art of modern 
packaging, the American Pencil Company, New York, 
N. Y., last month designed and adopted a new and 
attractive package for its line of Venus pencils. The 
new packaging replaces one which has been changed 
in no essential manner since it was introduced in 1905. 

Considerable thought was given the matter of pack- 
age changing before the new style was officially 


adopted. Consideration was given to the possibility 
that a change in the familiar package might disturb 
foreign markets, but this was overruled by the belief 
| that because the Venus symbol is so well known here 





NEW VENUS PENCIL PACKAGING.—(Right) The new pack- 
age, lithographed in gold, green and sepia which replaces the 
old package shown on the left. 


and abroad, added emphasis to the trade-mark was in 
order by a process of increased name size, more effec- 
tive presentation of the Venus figure and general 
modernization. 

The finished art work was done by Edwin A. Roberts 
of the O’Dea, Sheldon & Canaday, Inc. advertising 
agency and involved a large number of preliminary 
sketches, eight comprehensives in color and thirty-five 
photos of the Venus figure lighted from every angle. 
These were presented for consideration and after care- 
ful elimination the choice was finally made. 

a « 


LOUIS COHEN HEADS CLUBS DIVISION 
COMMUNITY CHEST 

Always a public-spirited citizen, Louis Cohen, presi- 
dent of the Fort Smith Office Supply House, never fails 
to take on a civic responsibility when it is offered to 
him. This year he served as chairman of the clubs 
and organizations division of the Fort Smith Com- 
munity Chest. Under his supervision the work of se- 
curing contributions went successfully forward. In 
commenting about the activity, Mr. Cohen said, “All 
these organizations appreciate the need of the Com- 
munity Chest. It’s just a matter of their finances, 





OF 


| whether they kick in or not.’ 
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See Our Display in 
ROOM 905 
PALMER HOUSE 


Every dealer in office appliances and sup- 
plies will discover new money-making op- 
portunities in our comprehensive line. It em- 
bodies the newest and most efficient princi- 
ples in 





Brief eee. « « Ring Binders FOREIGN BUYERS 
Zipper Envelopes... Dressing Cases | our export department in- 


, ; vites correspondence from 
The numbers illustrated here will suggest the wide merchants in other coun- 


variety of styles and designs we manufacture... all tries. We have ample fa- 


cilities to render prompt 


sizes . . . all leathers . . . and in a complete and ond. elliclent aapeleh, 


popular price range. 


NATIONAL BRIEF CASE MFG. CO. 


New York 512 S. Peoria Street San Francisco 


358 Fifth Ave. e Chicago, IIL. 833 Market St. 





























To help YQ) increase your sales of HIGGINS quality Inks and Adhesives 

effective selling messages such as this advertisement appear regularly in Pencil Points, Profes- 
sional Art Magazine, School Arts, Art Instruction, Industrial Arts, Scholastic, and The Artist, 
plus specialized advertising in the student engineering papers of 40 leading universities from 


coast to coast. For 60 years architects, artists, engineers and draftsmen have insisted on Higgins. 
Keep up your stocks —order from your wholesaler today or write us for name of nearest distributor. 


























The new Garand Rifle developed for the 
United States Army bv John C. Garand. 
Photo and detail, courtesy The Amer- 
ican Rifleman. — 


ee 
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HIGGINS INK helps you 


score bull’s-eyes with your ideas 


Translating the idea on paper was the first step in the production 
of this new rifle. So it is in all creative drawing and designing. 
And for more than 50 years, men of vision have been using Higgins 
Inks for their uniformity and even flow. Perfectly adaptable to 
pen, brush, or airbrush, Higgins Waterproof Black Drawing Ink 
i —F. | will not smudge, nor will light, temperature or weather fade its 
alates a brilliance. In addition to waterproof and soluble blacks, 

liggins American Drawing Inks come in 17 lucid, waterproof 


©) 
| colors, white and neutral tint. Specify Higgins on your next 
order — and ask your dealer for one of the new Higgins Color 
‘ Wheels showing Higgins Inks actually applied on drawing paper. 
= 


niccind HI6 GINS CHAS. M. HIGGINS & CO., INC. 
sent 271 NINTH ST., BROOKLYN, N. ¥. 
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In Pace with the 


RECORD KEEPING NEEDS OF BUSINESS 


Ci, 


LOOSE LEAF BOOKS 


AL \ reputation for quality of materials and work- 
in tl e vangeu; _ eo Pen. n 
Ways n the vanguard with record keep manship that means ready consumer acceptance 


ing books and binders that meet the modern and a record of dealer cooperation that the per- 





needs of the business and social world. sonnel of the company strive to maintain. 


Over 30 years of pioneering and originating better Dedicated to progress, improvement and dealer 


merchandise that has won the confidence and _ distribution this company looks forward cheer- 


support of dealers and customers everywhere. fully to a profit-full future for itself and its dealers. 


TRUSSELL MANUFACTURING COMPANY 


PRESS-TO LOOSELEAF BOOKS—FEATHERWEIGHT MEMOS—DIARIES—FOLDERS—WIRE-O 
pune i BINDING—WIRE-O VISIBLE RECORD BOOKS—ZIP-ZIP COVERS— ei ti 
POUGHKEEPSIE ADDRESS BOOKS—MY BUDGET—MY FINANCES NEW YORK 


And now MULT-O the new multiple ring book 











Quality Products by SPEED KEY 


Here is a profit making line fairly priced. 
Every item gives unusual satisfaction. 
TYPEWRITER MEN 
OFFICE SUPPLY MEN 


This Is Your Line—Investigate To-day. 





Write for Catalog and Price List. 






















“ACE” 
SPEED KEY Manufacturing Co. ERASERS, 
ERAS 
MASTER 3332 Columbus Place, for Better 
SPEED KEYS Brooklyn, N. Y. —- 
UNIQUE 
SUPERIOR 


3 YEAR GUARANTEE 







NON-SKID 
BI “yee Platen Knob 
ack Recor«c ; pet 
RIBBONS TWIRLERS 
Le feat Biya Everybody 
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HOPKINS MAKES YEAR-END REPORT 
THROUGH DEPARTMENT OF 


COMMERCE 


ECRETARY of Commerce Harry L. Hopkins, in a 
year-end business statement, last month reported 


substantial gains in all areas of the national economy | 


during 1939. He said: 

“During the year 1939, the trend of business was 
toward higher levels. In all sectors of the economy— 
industry, trade and agriculture—1939 was a better year 
than 1938. This improvement has produced a more 
favorable background in which to consider and to 
appraise common problems of government and busi- 
ness—and a calm appraisal is a necessary prerequisite 
to intelligently guided action. The outbreak of war 
in Europe has not been without repercussions in this 
country, but this unfortunate event must not blind us 
to the fact that the solution of our problems lies with 
us. We can not rely upon destruction abroad to create 
a demand for goods which, in the proper sense, can be 
fostered here with advantage to all. 

“In looking back at the year, it is possible to record 
a very substantial gain in all areas of the economy 
when measured against the relatively restricted volume 


of 1938. The year divides into two rather well-defined | 


periods delimited by the date of the war outbreak in 
Europe. Prior to September, the recovery in business 
which featured the latter half of 1938 proceeded at a 
slow pace, but upon a gradually broadened base, with 
prospects that this movement would be extended 
through the final months of the year. 

“In September, this measured 
way to a sharp spurt produced by readjustment in 
company policies that followed the war. Large-scale 
purchasing appeared on organized commodity markets, 
soon followed by active covering of future needs over 
a widening range of raw, semifinished and finished 
products. Sales of capital goods increased substantially 
as outlays under consideration were quickly advanced 
to the purchasing stage. 

“The magnitude of orders, received at a time when 
industry was in a position to accelerate output, re- 


sulted in a 20 per cent increase of production in basic | 


industries from August through December. Expansion 
was most prompt for basic semimanufactures which 
are utilized for further fabrication, 
sizable advances in industries producing consumers 
goods, as well as in some major lines of equipment 
building. The speed of this expansion soon brought 


activity in a number of major industries up against | 


limitations of productive capacity, though in many 


others output was much below this potential, and was | 


not so large even as at the recent peak in the spring 
of 1937. Among industries that attained high rates 
of operations were steel, rayon, paper and paperboard, 
shipbuilding, machine tools, and aircraft; in the latter 
two, foreign demands were a major source of support. 


Commodity Prices Advance 


“Commodity prices, which had inclined to weakness | 


in the first two-thirds of the year, advanced under the 
impetus of concentrated demand in September. Prices 
of farm products and foods rose substantially 
benefit to purchasing power in rural areas. Industrial 
raw materials were bid up rapidly and there soon 
followed price advances over a widening range of semi- 


finished and finished goods which gave promise for a | 


time of exercising adverse effects upon consumer pur- 
chasing. Prompt realization of this fact, and of the 
extremes to which initial price rises went, tended to 
halt this adverse development, though it did not en- 
tirely prevent all of its manifestations. However, re- 
tail food prices and other living costs now are not 
much changed from the position a year ago and, of 
course, aggregate purchasing power is considerably 
higher. 

“With company positions readjusted rather promptly 
in the buying wave of September and early October, 


improvement gave | 


but there were | 


with | 
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Whether your customer requires 


the permanency of a 100% rag paper or some- 
thing quite inexpensive for inter-offiee memos 


you can be sure to make a sale if you stock 


“EATON 5 BERKSHIRE TYPEWRITER PAPERS 


Ineluded in the famous Berkshire Typewriter 


Paper line is a paper exactly right in grade and 
price for every commercial use. Stock Berkshire 


to win customers and keep them! 


EATON PAPER CORPORATION 
BERKSHIRE DIVISION 
Pittsfield, Massachusetts 


co 
<=! ON 9 


> 
TYPEWRITER® 
PAPERS 


" + 
“Rkeswi* 


A Top Notch Seller 


| Here is a splen- 





|| did example of 
a low priced ex- 
ecutive chair. It 
is built of solid 
pecan —finished 


in walnut and 
expertly uphol- 
stered in genu- 
leath- 


con- 


ine Dixie 
er. Sound 
struction fea- 
definitely 
assure extralong 


tures 





wear. No. 269 


This No. 269 model is a real profit builder and 
is an unusually fine example of the complete 


Murphy fully in 


uality line, described our 
q ' 


catalog. 


MURPHY CHAIR CO. 


INCORPORATED 


OWENSBORO, KENTUCKY 
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JASPER 
SEATING 
COMPANY 


presents 
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A New Series 
of Upholstered 
Office 
Chairs 


IN IMITATION 
LEATHER 


This interesting group of smart designs enables the office 
furniture dealer to provide his trade the solid comfort and 
appearance distinction of upholstered office chairs in good 
value and moderate cost, equal in quality to our fine line of 
all wood office chairs. Full details on request. 


Jasper Seating Company 


JASPER, INDIANA 











So MANY 
Places to Sell this 
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OFFICE APPLIANCE LAMP 


It's a lamp of many uses. Clamps 
to desk or can be screwed to wall 
or table. It swings to right or left, 
directing its strong indirect light 
just where needed, with no glare in 
the operator’s eyes. With only a 
100-watt bulb it delivers 30-35 foot 
candles of light to the machine. Be- 
sides its many uses in the office, this 
lamp is suitable for packing or 
wrapping bench, factory inspection 
tables, etc.—additional sales possi- 
bilities for an alert dealer. 


ONE OF OVER 200 LAMPS 
FOR EVERY LIGHTING NEED 


No need to pass up ANY lighting 
order. The Faries catalog gives you 
a complete line to sell . . . a lamp 
for every requirement, together with 
brackets, fixtures and supplies. For 
over 59 years the Faries line has 
represented the best in portable 
lighting equipment. 








SEND FOR CATALOG Fe. ol 
Use it to sell more 
lighting equipment 
FARIES MFG. CO. 
S. Robert Schwartz Div. No. 2242 / 


1010 E. Grand Ave. Guardsman 
Decatur, Ill. 
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new orders from domestic sources tended to fall off and 
in the final weeks of the year the large backlogs which 
had been accumulated were being reduced. 

“The extent of economic improvement during the 
year may be measured by the Department’s data on 
income payments—an inclusive indicator since it 
measures the flow of purchasing power derived from 
current productive activity. The estimated total for 
1939 is $70 billion—$4 billion more than in 1938, and 
$2 billion less than in 1937. A large part of this in- 
crease—$2.3 billion—went to labor, through an increase 
in the number employed and in more regular employ- 
ment. The number of persons employed in the latter 
part of 1939 was one and one-half million above the 
total of a year ago. Even with these gains, however, 
the large number without work in private industry 
still provides a measure of the potential productive 
capacity which we are not utilizing even with currently 
improved levels of production. 

“Profits increased to a very marked degree, par- 
ticularly in the late months of the year. This has 
meant higher dividend payments, as well as larger 
business savings available for reinvestment. 

“Expanded consumers’ incomes this year have flowed 
freely into the channels of trade and the total volume 
of retail sales was about 8 per cent higher than in 1938. 
Although sales of consumer durable goods increased 
one-fifth from the low volumes in 1938, they have not 
been so large as in 1937. General merchandise trade, 
on the other hand, has regained the 1937 peak. 

Manufacturing Improves Over 1938 

“Manufacturing production in 1939 averaged about 
one-fourth larger than in 1938, though it did not equal 
the 1937 aggregate. While the volume of primary pro- 
duction during the fourth quarter of 1939 was approxi- 
mately as large as in any similar period, this record 
of the basic industries was not fully duplicated 
throughout our industrial structure. 

“Construction activity afforded a major stimulus to 
general business during the year, being of the highest 
volume since 1930. While publicly-financed work con- 
tinued to make up a large proportion of the total, the 
building of private homes was about one-fourth above 
the totals in the two preceding years. Work was 
initiated on a number of publicly-owned housing 
projects and dwelling quarters were provided for many 
in the lower income group. The volume of business 
expenditures for new factories and productive facilities 
exceeded that of 1938, though not regaining the 1937 
total even toward the end of the year. 

“Foreign trade in 1939 continued to provide an outlet 
for a significantly large portion of the produce of 
farms and factories, and was a vital factor in our 
economy. The value of goods shipped abroad was 
approximately the same as the total of slightly more 
than 3 billion dollars in 1938. Exports, thus, were a 
sustaining influence, rather than an expansionary 
factor during the past year, except in so far as ex- 
pectations of future increase in export sales may have 
influenced the volume of domestic business. Imports 
increased over the preceding year in response to the 
demands arising from improvement in domestic trade. 


War Shifts Export Volume 

“Following the outbreak of war in Europe, some im- 
portant shifts occurred in the volume and direction 
of our export trade. On the whole, however, the total 
was not greatly affected. Shipments of finished manu- 
factures continued relatively high, and the seasonal 
movement of cotton in the fall period was large. 

“While foreign trade may provide a stimulus to our 
domestic economy in 1940, such prospects must remain 
highly uncertain under existing circumstances, and the 
outlook must be appraised largely in the light of 
domestic conditions. The recent high rate of activity 
has created additional consumer purchasing power and 
the capital expenditures initiated during recent 
months have been a constructive development. But 
along with this expanded use of goods for consump- 
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Unknown only four years ago, 
SPEED-O-PRINT is today one 
of the best known and most 
widely used duplicators in the 
country. On merit alone... 
by fulfilling its promise to sim- 
ply and efficiently give truly 
unexcelled performance on all 
types of rotary stencil repro- 
duction . . . SPEED-O-PRINT 
has won the full confidence of 
dealers and consumers every- 
where. Its remarkable ability 
to save time and save money 
has made it over all "the dup- 


licator in demand." 
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SPEED-O-PRINT HAS RISEN TO NATION-WIDE FAME 
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BOREL **L* $ 
50 
AUTOMATIC 32 


HAND reen 22% 







SPEED-0-CABINET 
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-O0-PRINT CORPORATION 
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EREIGN \ ‘°vst: 


4 ee «€6©DUPLICATOR INK 
OY) 0 9 Especially prepared to 
“s produce the maximum 
a T FE RK C | i 5 number of copies with 
se m one inking. Perfect work- 


ing qualities. Delicately 
toned, grayish black. 
‘1/2 and 1 pound round or 


~ SOVEREIGN | $2.00 Ib. 


agthAl OF , 

* ad f 
Originally exclusively of English 
manufacture, SOVEREIGN 


STENCILS are now made in the 

United States, a product of vast =e 
knowledge gained in thirty years SDEEL » print 
of stencil making experience. DUP ic TING 
These are the finest non-cellu- INK 
lose stencils ever offered to the cant 


LEGAL SPEED O-PRINT CORP American market. They will fully ~~ 


bey G a ¢$ satisfy the most exacting re- 
Quine We: sypco% a quirements and we are proud ' Dre bes 
besten 7 indeed to offer them to deal- Blue Red Orange 
$3.25 ers and users everywhere. Sage Tae wie 


DUPLICATOR INK [om 7 ag 


A carefully made, low 
price ink that produces 
sharp, uniform copies. 
Adapted for either open 
or closed duplicators. 
Free flowing and quick 
drying. Black only in 
1 pound cans. 
$1.00 Ib. 
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When it is a matter of price — 
Thrift-Quality Stencils meet the 
demand...and ... produce the 
kind of results that yield repeat 
orders. Clean, clear reproduc- 
tions on both styli and type- 


writer work. Made in all sizes 
LEGAL 


=} Eau 
UNIFORM - SHARP -DURABLE 2.50 
QUIRE 


guaranteed. oe 
$2.25 
QUIRE 


for all makes of rotary duplicat- 


ing machines. Unconditionally 


WRITE FOR SAMPLES AND DEALERS DISCOUNTS 
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tion and investment purposes has come some ac- 
cumulation of inventories. At the present time our rate 
of production of economic goods is not balanced by a 
correspondingly high rate of utilization of these goods. 
“It is apparent that, lacking a greatly expanded 
export demand in 1940, the prospects for continued 
improvement are largely conditioned upon our ability 
to achieve such a balance. This means that consump- 
tion and real investment must be increased from their 
present levels in order to maintain and increase the 
present high rate of production. The importance also 
of proper pricing policies in fostering economic expan- 
sion and of the willingness of the business community 
to accept the risks involved in new enterprise are 

obvious.” 
— oe 


A.M.A. NAME “PACKAGING” JURY 

Personnel of the jury of award and details of the 
ninth annual competition for the Irwin D. Wolf awards 
for outstanding accomplishment in packaging are an- 
nounced by the American Management Association, 
New York City, sponsoring organization of the com- 
petition, in which many office equipment firms par- 
ticipate. 

All packages entered in the competition will be ex- 
hibited as a featured section of the Tenth Packaging 
Exposition, Astor Hotel, New York, March 26 to 29. 
Entries will be accepted up to the deadline date of 
February 10, 1940. 

The personnel of the jury of award, which will pass 
on the merits of all packages entered, includes Mrs. 
Katherine M. Ansley, executive secretary of the Amer- 
ican Home Economics Association; James C. Boudreau, 
director, School of Fine and Applied Arts; Pratt Insti- 
tute; Allan Brown, director, public relations, Bakelite 
Corporation; Gordon Cole, advertising manager, Can- 
non Mills, Inc.; Joseph Givner, assistant to the vice- 
president in charge of merchandising, Sears, Roebuck 
and Company; Edgar Kobak, vice-president, Lord & 
Thomas; C. B. Larrabee, editor, Printers’ Ink publica- 
tions; Ray M. Schmitz, vice-president, General Foods 
Sales Company, Inc.; Miss Dorothy Shaver, vice-presi- 
dent, Lord and Taylor. 

“Among the great business organizations of the 
world, where efficiency and successful operation have 
gone hand in hand, it is a universally accepted prin- 
ciple that the quality and character of management 
never ceases to be susceptible to improvement,” it is 
stated by Alvin E. Dodd, president of the American 
Management Association, in announcing the competi- 
tion. 

“These awards have been recognized nationally by 
designers, consumers and manufacturers as the fore- 
most symbols of packaging excellence. As the Amer- 
ican Management Association announces the ninth 
annual competition for the Irwin D. Wolf awards, the 
promise is that the awards will have an even wider 
influence than ever before upon packaging criteria and 
progress.” 

Previous winners of the top prize in the awards, the 
Irwin D. Wolf trophy, are: 

1931—Corn Products Refining Company, for its Linit 

package. 
1932—-O-Cedar Corporation, 
cream container. 


for its O-Cedar wax 


1933—The Great Atlantic & Pacific Tea Company, 
for its Red Circle coffee bag. 
1934—Hoffman Beverage Company, for its Hoffman 


club soda bottle. 
—E. R. duPont de Nemours & Company, for its 
Five Star anti-freeze container. 
United Drug Company, for its Adrienne cos- 
metics family of packages. 
1937—-The Hoover Company, for its Ensemble cleaner 
carton and tool kit. 
1938—Leon A. Axel, Ltd., for its Rainsuiter display 
carton. 


1935 


1936 
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NEW Model 29 


American Perforator 
An All Purpose, Moderately Priced Machine 


Small—Compact—Sturdily Designed to handle 
all types of perforating applications. 


FEATURES 


vy Interchangeable 
die-block 


V Quick changing 
dates 


V Built-in lock 
controls 


1 Positive operator 
identification keys 


For receipting, canceling, validating, marking bills, 
vouchers or several papers at one time in an irre- 
vocable manner. 


“Perforation gives complete protection.” 


For complete information or a free trial write to: 


The American Perforator Co. 
625 JACKSON BLVD., CHICAGO 














All Steel Collapsible 
Storage or Transfer Box 


UNIQUE 


@ 22 sizes 
@ Shipped K. D. 


e Easily assembled by cus- 
tomer 


e Labels and pulls furnished 
@ Low in price 


e@ Protection from Rodents, 
Dampness and Dust 


Assembled 


e Will not warp or swell 


Real selling points for you. A perfect product 
for demonstration. Can be set up from ship- 
ping carton to complete box in a few seconds. 


Write for a sample and maximum discount 
on these new Collapsible Storage or Transfer 
Boxes. Now is the time to investigate this mer- 
chandise for transfer time. 


HENRY T. ADAMS MFG. CO. 


8561 South Chicago Avenue Chicago, Ill. 


Before Assembly 
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DO YOU KNOW THAT 


A. P. Little, ine. 
MADE 


First Light weight carbon—COBWEB— 

First Jet Black Writing Ribbon—SATIN FINISH— 

First Photographic Ribbon—SATIN FINISH PHOTO- 
GRAPHIC—for typing masters for all photographic 
reproduction. 

First Cotton Ribbon to write sharper and wear longer 
than silk—SATIN FINISH EXECUTIVE—sharpest writ- 
ing practical ribbon. 


NOW 


Multiserve Aligner, the ANSWER to all typing difficul- 
ties on carbon copies. 

FIFTEEN FEATURES. Secretaries and stenographers 
by using MULTISERVE ALIGNER can for the first time 
ensure registration which affords accurate, efficient and 
legible carbon copies. 


DEALERS 


“Multiserve” and LITTLE Quality Line of Carbons and 
Ribbons assure you the cream of the trade in your ter- 
ritory. 

Investigate LITTLE Line and Protection Policy. 


oA PL ITTLE. 
Inc 


Manufacturers to the Trade e 
52 Years. 


1888 Factory, Rochester, New York 1940 
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No. 28AC 
Feature the 


BRIGHT CHAIR CO. 


LEATHER UPHOLSTERED OFFICE CHAIRS 
Select a display from our catalog. 


The wealth of color and variety of design as portrayed 
there, offers more interest for the user, more specific style 
and sales suggestions, more real business stimulation than 
shown before. For the executive office and for the reception 
room, for clubs, lodges, etc., the BRIGHT line offers choice 
in oak, walnut and mahogany to suit every preference. 
Display the line and use the catalog. Write us. 


BRIGHT CHAIR CoO. 


INCORPORATED 
127-133 Bleecker St. New York, N. Y. 














NEW TRADE LITERATURE 


(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 





Acme Visible Records, Inc.—A twenty-four page catalogue printed in a 
number of attractive colors on high-grade paper has recently been pub- 
lished by Acme Visible Records, Inc., 122 South Michigan avenue, Chi- 
cago, to introduce to the trade its new line of Super-Visible equipment. 
The new item is fully described elsewhere in this issue. Almost every 
page of the booklet shows in color the many units which go to make up 
the Super-Visible as well as the styles and types of filing material capable 
of being handled in the equipment. The back page is a clearly printed 
scale of Super-Visible card sizes and holder cards. Copies of the new 
catalogue are available to dealers on request to the company’s home 
offices 


Automatic File & Index Company.—-Making a well illustrated and de- 
scribed presentation of the firm's Automatic steel office equipment, a new 


catalogue, listed as the No. 39, has recently been issued to the trade by 
the Automatic File & Index Company, Chicago, Ill., and Green Bay, 
Wis. Enclosed in a snappy green, silver and black cover, the catalogue 


consists of forty pages, each of which is lavishly illustrated and shows 
the company’s lines of files, accessories, drawers, trays and card record 
desks, with a two-page spread devoted to the Automatic Vandex. Copies 
of the catalogue are available to dealers on request to the company’s 
home office at 629 West Washington boulevard, Chicago. 


Automatic Pencil Sharpener Division, Spengler-Loomis a ete 
Company.—-A new, eighteen-page catalogue featuring the firm’s line o 
Apsco pencil sharpeners has been published and issued to the trade by 
the above company. The booklet, printed on fine paper and profusely 
illustrated, contains large pictures of the many models made and sold 
by the firm including the numbers named the Bridge, Chicago, Climax, 
Dandy, Dexter, Ditto, Gem, Giant, Ideal, Junior, Marvel, Premier, Star, 
Wizard and others. Another page is devoted to Apsco binder clips, 
magazine hook clips and clamps. Copies are available by writing to the 
company’s home offices at 58 East Washington street, Chicago, Ill. 


Bankers & Merchants Stamp Works.—Devoted entirely to the company’s 
lines of stock stamps, a new, thirty-two page catalogue has been isued to 
the trade by the Bankers & Merchants Stamp Works, 3215 Sheffield avenue, 








COVER OF THE BANKERS & MERCHANTS STAMP CATALOGUE 


Chicago, Ill. The book is well illustrated and contains impressions of all 
the stock stamps carried by the company. Copies are available to dealers 
and may be obtained on a request to the firm’s home offices 


L. M. Bickett Company.—A clever and unique method of advertising 
the world-wide distribution and use of its line of Respirator cushions for 
office use has recently been introduced by the L. M. Bickett Company, 
Watertown, Wis. The company printed a large folder, measuring 25 by 16 
inches, and bearing facsimiles of envelopes, in which orders for the 
Respirator line of cushions were received from every part of the world 
except Germany and Russia. In addition to being a fine dealer display 
piece, the big folder is of interest to philatelists because of the clever 
reproductions it contains of postage stamps from every corner of the 
globe. Dealers interested in obtaining a copy of the folder for their 
store or window should communicate with the Bickett organization’s 


home offices. 


Crown Ribbon & Carbon Manufacturing Company.—A new and greatly 
improved series of the “Crown Impressions’ house organ of the Crown 
Ribbon & Carbon Manufacturing Company, 782 St. Paul street, Rochester, 
N. ¥ was introduced to the trade last month as No. 1 of Volume 1. 
The newly-designed booklet, impressively yet simply laid out, opens with 

foreword by Charles Stanton, president of the company, in which he 
explains that the purpose of the house organ is to “serve as a liaison 
between the manufacturer of Crown products and its customers.”’ In- 
luded in its contents are interesting news items of the Crown organiza- 
t notes on the personnel interspersed with timely items about the 
company’s products. 

Charlies Doppelt & Company.Containing twenty-four large pages well 
illustrated with pictures of the firm’s line of leather cases, a new catalogue 
has been issued to the trade by Charles Doppelt & Company, 412 Orleans 
treet, Chicago. Dealers desiring a free copy of the catalogue can send their 
requests to the company’s home offices 


Faultless Caster Corporation.—A new catalogue, brilliantly done in color 
and featuring the company’s lines of office furniture casters and glides, 
has recently been published by the Faultless Caster Corporation, Evans- 
ville, Ind. The catalogue is listed as the “LG” and, in addition to con- 
taining prices and other necessary information, includes a wealth of 
interesting information on the manufacture of casters backed by a number 
f large descriptive pictures. The back page is devoted entirely to heavy- 
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oteady Sales-Makers... these streamlined 
Bank of England Chairs! 


They're the “old reliables” 
when it comes to day in and 
day out selling and we've 
given them added selling 
punch by adding NEW fea- 
tures. Your customers will like 
the new swivel chair mechan- 
ism. It's silent . . . long-lasting 
. and there are no annoying 
squeaks. The rubber bumper 
protects both chair and desk 
from abrasion. Write today for 
prices and descriptive literature 
.. and if you haven't seen our 
new catalog ask for that, too! 





No. 6711 


No. 6710 


HIGH POINT BENDING & CHAIR CO. 


SILER CITY, NORTH CAROLINA 


The Perfect Machine 
for 
Every Stapling Job 
EXCLUSIVE NEW REMOVABLE HEAD 
FEATURE — STUNNING BEAUTY AND STAPLER 


AMAZING PRECISION MAKE THIS 
SENSATIONAL TRIPLE-DUTY STAPLER 
THE STAR PROFIT ATTRACTION OF 
1940. 














































Easy to look at... easy to sell! Here 
at last is the world’s most highly per- 
fected fastener —the “Rolls-Royce” 
of triple-duty staplers. The new SU- 
PREME stapler, pins and tacks with 
astonishing new precision and feather- 
weight touch. Takes 3/16”, 14”, 3%” 
leg standard staples. Stitches 3 sheets 
or 80 with a smooth-as-silk, silent 
stroke. ONLY stapler with exclusive 
new patented REMOVABLE head to 
keep it jam-proof and fool-proof. A 
smart streamlined beauty, yet ruggedly 
built for a lifetime of trouble-free ser- 
vice. Stock this stapler that’s stealing 
the show and put new life in your 
profits for 1940. Send for free circu- 
lars and information about attractive 


discounts. 





List Price 


$6.00 


Sold Through Dealers Only 


CHAMPION FASTENER 
CORPORATION 


299 Broadway, New York, N.Y. 
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OFFICE APPLIANCES 


WHAT HAS THE YEAR 1940 IN STORE? 


OOK AHEAD now so that you may look back at the end of 1940 to a year 


of better profits and more personal satisfaction. Office Furniture like the 


suite represented here by the 291314 will help attain that end. 





2913% 


OUR PRODUCTS, SERVICE & CO-OPERATION 
ARE ALWAYS AT YOUR DISPOSAL 


INDIANA DESK CO. 





Specialty Office Furniture 
Sales Are Most Profitable! 


NEW INDIANA 
CHAIR CO. No. 408 


is of attractive design, durable 
finish, noiseless movement, solid 


tion and very moderate cost. 


Order two of them—put one in 
your window and the other on the 
floor close to the center aisle. A 


provements built into this chair 
will develop into a lot of sales and 
satisfaction. Write for details and 
prices, 








New Indiana Chair Co. 


JASPER INDIANA 





No. 408 
Posture 
Chair 





comfort, correct anatomic propor- 


simple statement of the many im- 











JASPER, INDIANA 








Service you can depend on 1 
PROMPT, ACCURATE and FRIENDLY 


Service is an institution with us. We All our transactions are accomplished 
spare no effort to serve you promptly. in a friendly manner. Fair and reascn- 
In most cases, orders go out the same able pricing of merchandise is a 
day they are received, except with primary factor with us too. 

certain made-to-order products. Each 

order is checked and rechecked to A few groups of items are listed below 
insure your getting just the items you All well-known brands of marking 
specify. devices are kept in stock. 


e The “ALUMINUM” POCKET SEAL 
e The “OFFICIAL” POCKET SEAL 
e LEVER SEAL PRESSES 
e RUBBER STAMPS and TYPE 
e NUMBERING MACHINES 
e BADGES and COINS 
Other marking devices kept in stock: e TRADE CHECKS 
eBAND STAMPS 
< nlen patnm ag limam e NAME PLATES 


LET US SERVE YOU FOR ALL-ROUND SATISFACTION 


MEYER & WENTHE, Inc. 


Established 1854 
30 So. Jefferson Street + CHICAGO, ILL. 


steel stamps, stencils, timing devices 
and marking inks. Made-to-order 
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duty caste iffice work and is a useful guide for dealers selling that 


type f equipment. Copies of Catalogue LG are available n request. 


The Hilco Corporation.—A new, double-page mailing piece illustrating and 


describing its line of duplicators and supplies has recentl vy been made 


available to dealers by the Hilco Corporation, Merchandise Mart, Chicago. 
Printed on high grade paper and done in color, the new folder makes an 
ideal advertising medium for the dealer to mail out to his customers, 
particularly as a generous space is left open for the dealer imprint. Copies 
re available on request to the company’s offices 


Current Corporation Reports 


Addressograph-Multigraph Corporation, of Euclid, Ohio reported net 
profit for the September 30 quarter, exclusive ol French and German 
ubsidiaries, of $204,322, equal to 27 cents eact n 753,813 shares, as 
compared with $92,224, or 12 cents a share, In the same period a year 
agi This brought nine months profits to $707,354, equal to 98 cents a 
share. or slightly more than the $706,187, or 93 cents a share, reported 
in the 38 period. Company’s credit shows current asets of $7, 793,731, 
including $2.44 % cash, and current liabilities of $1,466,616. Joseph E. 
Rogers, president, said domestic orders for equipment received to Novem 
ber 24 this year are approximately 15 per cent larger than in the cor 
responding 193s period facklog of unfilled orders was the highest of the 
year Shipments to date show an increase over the corresponding 1938 


period AK 


The General Fireproofing Company, Youngstown, Ohio, awarded a 
Christmas gift to common stockholders December 13 when it increased 
the fourth quarter dividend to 50 cents a share, from 0 cents paid in 
the third quarter Dividend on the common stock was paid December 
to stock on record December 18. The regular preferred dividend of $1 
to stock on record December 20. With 


1 share will be paid January 
d $1.20 for 1989, as 


the Christmas dividend, common shareholders receive 
compared with $1 a share in 193s AK 


Directors of the International Business Machines Corporation recently 


nt 


declared quarterlv cash dividend of $1.50 a share, payable December 22 
to holders of record December 15. In addition, they declared a stock 
dividend of 5 per cent, deliverable April 1 40. or as soon thereafter 
is practicable t holders of record March 15, 1940 AK 

International Business Machines Corporation has retired $1,000,000 pri 
cipal amount of its issue of $10,000,000 per cent debentures due 194f 


which is held bv the Prudential Insurance Company of America, 1t Was 
announced by Thomas J. Watson, president The payment was made as of 


Postage Meter Company reported for the nine months 





eptember 0, 1939, net Ine of $378,967 after all charges, 

federa ind state taxes equivalent t 42 cents a share on 

g ire standing. This compares with a net income of $371,156, 

or 41 cent share. for the nine months ended September 30, 193s AK 
Remington Rand, Ine., and subsidiaries report he three months 
nded Sept. 30, 1939, consolidated net income of $201,831, after all charges, 
nterest, taxe et equivalent to $1.09 a share on the 154,951 itstanding 
shares of $4.50 preferred stock. This compares with net income ol 
$150,332 or * ents a preferred share in the June, 1939, quarter, and 
with $415.21 snivalent after preferred dividends to 13 cents a share on 
the 1.584.894 outstanding common shares in the period ended Sept. 30 


Operation n the three months to Sept. 30, 1950, were harged with 
several non-recurring expenses, including introductory sts of four new 
business machines and a $150,000 expense in connection with the com 
pany’s participation in the 1939 New York and San Francisco fairs 

For the six months period to Sept. 30, Remington Rand reports con- 

idated net income of $352,163, equal to $1.90 a share, on the preferred 
stock This compares with $506,275, equivalent after preferred dividends 
to cents a share on the common stock in the ime period of 1938 

Tot estic and foreign sales in the three mont! ended Sept 0) 
amounte to $10.509.613 as compared with $10,098,336 in the June, 1959 
quarter, and with $10,042,628 in the September, 1938, period. For the first 
six months of the current fiscal year sales aggregated $20,607,949, as 
compared with $19,655,568 in the same period a year age (New York 
Herald-Tribune December 16, 1939) 








BUSINESS OPPORTUNITIES 





Lines Wanted Abroad 


Brazilian House Seeks Check Protector... Albert Amaral & Cia., Ltda 


Avenida Rio Branco 9, Rio de Janeiro, w d like to represent an American 

manufacturer f heck writer The machine t he salable ild fit 

Brazi y nrrencey it least unto 999:990S8999 This meern is agent for 
ling American manufacturers of office equipment 


veneee — Required for evans The fir f Y. A. Chauvin 





wh Rue St-Merri, P ires to make arrangements to 
represent ul "American manufacturer of vdding ind calculating hines 
replace German machines formerly handled Also interested in quota 
ns on ! nd rebuilt calculators of American make The cable 


addr Ya dex, Paris 


Lines Wanted Here at Home 





eg wee J Catalogues Wanted.Mr. I. Eidenberg, operating as tl 
Offic Specialties Company it’ 658 Lakew ad avenue Chicago, Ill., is in- 
terested in receiving catalogues and price information fror inufacturers 
f commercial stationery lines. 

Stadionery rere Wanted for Southwest. Miss Roberta Hamilton, Box 
64, I olorado, who travels Ce rad Oklahoma and several ther 
s ~ cent i greeting card manutacturer vie t have ” 
a4 na ine to sell to stationers She is interested particularly in 
merct to | ld from display i i 
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. STURDY COLUMNAR CONSTRUCTION ® 
. HEAVY STEEL REINFORCING FRAME | Z 


. FULL GRIP HANDLE—4 PLY DRAWER 
FRONT-LABEL ATTACHED 


The new DURABILITY TRANSFER FILE incorporates all the strength and 
convenience of expensive Pull-Drawer Files at storage file economy. 
Made entirely of heavy solid fibreboard throughout and a reinforced 
construction permits convenient stacking. The easy sliding drawer is 
designed to withstand every stress of 
operation. 

SEND NOW ... For complete details on 
this entirely new and exceptional value 
in Transfer Files. 


wo nw 









C. L. BARKLEY & CO. 


ESTABLISHED 1921 


cManufacturers of Filing Supplies 


517 S. JEFFERSON STREET CHICAGO, ILL. 














PROFITABLE CONTAINERS 
for You to Sell! 


The Piper Line of Wastebaskets and 
Wastebarrels is complete. Available in 
many sizes from extra large to extra small 
to fit every customers need at an amaz- 
ingly low price. 


This merchandise is well made of 
heavy jute fibre—steel tops and bottoms, 
double locked to insure strength. Smooth 
interiors and exteriors that have a fine 
finish in green, walnut or mahogany. 


Piper will help you increase your bas- 
ket business—because it’s real merchan- 
dise— 
priced fora 
rapid turn- 
over. 

Write today for circular 
and discounts — you'll be 
glad you did. 


PIPER 


Manufacturing 
Company 


1722 W. Adams Street, 
Chicago, Ill. 
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OFFICE APPLIANCES 





. . . SALES 
. . » SATISFACTION 
. . « PROFITS 


when you sell 
“U.S.” Ribbons and Carbon Papers 
“The Repeating Line” 
You can make 1940 a greater profit-year . . . discover 


how by writing for our dealers’ price list and 


free samples! 


Established 





U. S. TYPEWRITER RIBBON MFG. CO. 
Filbert at Tenth St. 
Phila., Pa. U.S.A. 


COMERCIANTES DE LA AMERICA LATINA: 
Pidan nuestra lista de precios por todos los tipos de 
Papel Carbén y Cintas Maquina de Escribir. Entérense 
sobre “The Repeating Line” que siempre produce 


mayores beneficios. 
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The Master Printer Kit, illustrated above, consists of an 
adjustable drawing board, self-locking T-square, large 
hottle of Master Printer Black Drawing Ink, Lettering 
Guide and Pen. 


It’s an item of many uses, and having a selection of 
more than 60 different lettering guides, suitable styles 
can be selected to fit the various needs for making price 
tags, show cards, announcements, lettering names on 
diplomas, certificates, lettering stamp pages, making 
titles on negatives, lettering blue prints, making layouts, 
movie film titles, lettering master copies for the multi- 
graph duplicator, etc. 


A supply of circulars and your dealer’s discount sheet 
will be mailed upon request. 


THE TECHNYGRAPH 


TECHNY, ILL. 














i7TTEWRIiVvEens 





Charleston, W. Va.—Substantially increasing its activities in the field, 
the Charleston Typewriter Company, 1024 East Virginia street, of which 
Mack Ruber is the head, last month was appointed agent in the territory 
for L. C. Smith & Corona Typewriters, Inc. At the same time, Mr. Ruber 
announced that his organization has also secured the local agency for the 
Dictaphone Corporation and will handle that company's entire line of 
transcribing equipment. 


Columbus, 0.—Purchase of three new electric typewriters for use in the 
office of Clerk of Courts, Arthur Yoder, has been approved by Franklin 
County commissioners. Clerk Yoder said that during March and April, 
when his office prepared between 1000 and 1500 auto titles daily, the 
machines would “pay for themselves.’" He said he would not be required 
to employ extra help during that time, and that the machines would do 
a quicker and more efficient job. The new machines will replace eleven- 
year-old typewriters which various companies had said were not worth 
repairing.—AK 


Longview, Texas.—Prepared to cover a large territory as well as serve 
local business establishments, Carl McGee and Pat Wiseman have opened 
i Remington Rand Typewriter Sales & Service store at 207 East Tyler 
street soth men are well known and are thoroughly familiar with the 
typewriter business, with a background of experience which will make 
their new venture a success. 


Portland, Ore.—The Hartford-Rogers Company has recently added a 
new line of office equipment to its large stock, including R. C. Allen add- 
ing machines and Royal and Underwood typewriters. (€. F. Morrison, 
formerly with the Union Pacific typewriter repair division, has been 
employed to sell and service the new line ATW 





ADDING MACHINES 





Oklahoma City, Okla.-S. F. Murphy, who has been with the Burroughs 


Adding Machine Company for the past twenty years, was recently trans- 
ferred from Little Rock, Ark., where he was branch manager, to become 
branch manager here. The offices here are at 327 Commerce Exchange 
building, corner of Robinson and Grand avenues. Mr. Murphy succeeds 


} A. Kalkurst, who was injured in an automobile accident several months 
iwo.—EVH 


San Francisco, Calif._Les Wallinger f the accounting machine division 
f the Underwood Elliott Fisher Company, was a recent visitor in the city 
1 behalf of his company Another visitor was Bob Reed, of Santa Monica, 


who paid the Bay City a visit as the windup of his Pacific Northwest trip 
He is the western representative of the American Pad & Paper Company, 
Holyoke, Mass.—SS 





OTHER MACHINES 





Halifax, N. §.—The first business devoted to the sale of used office 
equipment has been established here by H. Pascal. In his store, located 
the center of the city, he is offering typewriters, cash registers, adding 


ichines, bookkeeping systems, Mimeographs, safes, filing cabinets, desks 


nd chairs.—WJM 


St. John, N. B.—The local branch of The National Cash Rewister Con 


pany, of which C. A. Gordon is manager, is offering a course of instruc- 
tion to cashiers of retail food firms changing over from full service to 
semi-service and self-service ‘“‘groceterias."" Members of the branch sales 


iff are personally assigned to handle the courses.—WJM 











FURNITURE 





Asheville, N. C.--H I Lambright, fice furniture dealer who was 
rme engaged in business in Rochester, has recently moved to this 
ty and opened a store in the Stearns building. Mr. Lambright expects 

ivel a great deal in his new territory but will arrange his trips to 


i e week-ends spent at home 


New York, N. Y¥.—Desks, Inc., office furniture firm located for several 
ears at 21 West Forty-sixth street, has recently leased the second floor 
in the buildings at 41-43 and 45-51 West Twenty-fifth street, as a means 
of obtaining additional space for stock and showrooms. Under the new 
irrangement the company will be able to maintain its organization 
entirely on one floor.—NJNS 


San Angelo, Texas.—Formed to sell market and store fixtures, the San 
Angelo Fixture Exchange has been opened at 304 North Chadbourne 
by A. T. Embree. 


street 


St. Paul, Minn.—The Leslie Schuldt Company, dealers in bank and office 
equipment, has opened a store at 23 East Kellogg boulevard into which 
it has moved from a former location on East Fourth street Leslie 
Schuldt is president and Robert CC. Haag is secretary-treasurer of the firm. 


Toledo, 0.—The Toledo Metal Furniture Company, Toledo, has purchased 
the property at 1803-09 Door street, for $7000 cash, from the receiver 


tl 


of the First National Bank of Toledo,—AK 
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WOOD TRANSFER CASES 


WITH STEEL COVERS 
The Cheapest and ‘Best 





LETTER, LEGAL AND BILL SIZES 


Order a “Dozen Today 


IMPERIAL METHODS CO. 


FOREST PARK ILLINOIS 











JANUARY — 
Your Biggest Month 
For Daters! 


Cash in NOW 
during the biggest 
month of the year 


with Fulton’s NEW 





Ne. 13% Water. A NEW LOW-PRICED HAND-OPERATED 
MULTIPOST ENVELOPE SEALER 
Write at once for a Model SS — Price $55.00 


sam ple dozen. An automatic feed sealer, backed by our 28 years’ experience. Positive 


separation, perfect moistening—at a speed of 75 envelopes per minute, 
An ideal envelope sealer for the small or medium sized office. 

i We also make a geared, hand-operated Model SH Sealer at $90. 
Seals 150 envelopes per minute. Also a motor driven Model SM at 
$150. This model is the finest machine of its kind. Seals 350 envelopes 
a minute. 





We also manufacture: 


x + 4 Models LETTER OPENERS, 
Ik iB L i 4% N 2 Hand-operated, $50 and $90 
2 Motor driven, $110 and $150. 








SPE Cc IALTY C oO 4 Models MULTIPOST STAMP AFFIXERS, prices from 
. 15 : Ky $20 to $35. 
THE MULTIPLE MULTIPOST, an automatic stamp dis- 
; penser, for handling various d inati of stamp 
Factory, Elizabeth, N. J. ALL machines shipped on approval—no obligation. 
Sales Office: 200 Fifth Avenue, New York City DEALERS—Write for booklet and get dealer proposition. 


Pacific Coast Representative: 0. H. DAVISON & CO., 788 Mission St., San Francisco MULTIPOST co., 100 Centre Pk., ROCHESTER, N. Y. 
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MULTI- PRINTER SOLICITED. 
Y 4 LIBERAL DISCOUNTS 
Soeni-Automatic Adjustable to size tag: TERRI 


desired. Will print price lists or cards 
4!/, x 7\/> down to 3 x 5. 


These Two Distinctive Models of 


POST CARD 
hey mb aguahee ae! 


DISTRIBUTORS, DEAL- 
ERS and SALESMEN 


For Particul 


OFFICE APPLIANCES 


This Automatic prints 4000 cards per hour. 
Feeds Mechanically from bottom of cards. 


The ORTHOGRAPH co. Positive Registration. $19 50 


Positive Registration 
Price Complete $12.90 = > a, 


Price Complete 











START 1940 WITH 
ALLIED CARBON AND RIBBONS 


Allied seore for the first eleven months of 
1939 was 363 new accounts with an increase 


of 30.1% in national sales. 


There IS a very good 
reason why so many 
dealers change to Allied 


CARBON & RIBBON MFG CORR 
165 DUANE STREET 
NEW YORK, N. Y. 








Let us tell you why 
Write Today! 


SELL 
DR. SCAT 


TYPEWRITER CLEANER 
AND REFINISHER 
Start the New Year with more 
sales and better profits! 


Sold to Stationers, Office Supply and 
Typewriter Dealers Everywhere. 


Manufactured By 


DR. SCAT CHEMICAL CO. 


178 North Franklin St., Chicago, Illinois 





jib HE 








**REFINISHER” 
Reg. U.S. Pat. Off. 
























UNIVERSAL 


The Choice of 
Office Machine 
Manufacturers 


Suppose you were putting a new accounting or 
writing machine into service—wouldn’t you 


select the most dependable stand you could $ 50 
find? Well, that’s just what a number of of- 
fice machine manufacturers did when they se- 


lected TUSCO. They tested for convenience, _ 7 
structural strength, stability and adjustment. retail with 
Their findings are your assurance of top notch drop leaf. 


service. 

TUSCO Universal is mounted on 3-inch rubber tired noiseless 

locks rigidly in position and adjusts for any unevenness 
Side leaf measures 16x1844 inches, and top is adjust- 

Stand weighs 


casters, 
of floor. 
able for practically every office machine in use. 
42 pounds packed for shipment. 

We also make TUSCO 100 line, a lighter weight low cost stand 
made with welded joints and bolted cross tubes. It is fitted 
with two cadmium plated casters and two rubber feet, and foot 
lock is available if desired. Top 16x18” and drop leaf 12x18” 
are of Masonite Presdwood. Descriptive folders sent on request 


TUBULAR SPECIALTY MFG. CO. 


1940 Stanley Ave. Detroit, Michigan 


C. E. Ritter, 2451 E. 78th St., Chicago Representative 








When You're Asked 
for FACTS 





are anging e Industr Are Y OU 
Lh — a ae ation v help y 
able items, keep your 
at 
mation r Bureau gave us wa 
J and pla sition to secure add 
that = + ha : A. 
ie Memp} T 
>E APPLIANCES | uU atest styles, news and 
ary month. The Service Bureau helps you 
tion, li and data 3 almost imy e to 


Ask for your FREE copy of OFFICE APPLIANCES 


and subscription particulars. 


THE OFFICE APPLIANCE COMPANY 


20 North Wacker Drive Chicago, Illinois 
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contracts for office supplies 
In Indiana, Class 3 
Huntington County 
Company, the 


Numerous government 
awarded during this month. 
specifically to office supplies rhe 
awarded the Fort Wayne Printing 
work, as well as for Classes 1, 4, and Lagrangt 

ommisioners awarded the Class contract to the South Bend 
Supply Company, South Bend. Wabash County commisioners this 
asked for bids only on supplies actually needed, as compared with 
practice of asked for bids on everything listed The earlier 
result in extremely low prices on items which it was 
used, and higher prices set on articles which would 
that often the highest bidder obtained the 
bidder. Under the change, the county is 
saving several thousand dollars a year In Allen County, approximately 
$45,000 worth of contracts for printed forms and office supplies will be 
saving of approximately $210 is expected to be made on one 
ilone—that of 75,000 county checks, through the consent of 
the Indiana State Board of Accounts, which will permit manufacturers 
ind copyright owners of specific kinds of checks to submit bids, which 
they were not permitted to do in the past AK 


Fort Wayne, 
ind printed form 
contracts refer 
ommissioners have 
contract for Class 
County 
Office 
veal 
former 
practice would 
known would not be 
be required, with the result 
contract instead of the lowest 


iwarded A 


purchase 


Company last month took over the 
Company and the organization will now be 
president, and his two sons, C. B. Tousey, 
secretary President Tousey has been 


supply industry for thirty years 


Jackson, Fla._The W. B. Tousey 
f the Abel-Tousey 
Pousey, 
Tousey, 
and office 


business « 
operated by W B 
vice-president, and W. M 
connected with the stationery 
ind is well known in the field. 


New Castle, Ind.—Fire which broke it last month in the store of the 
Century Press, a downtown stationery and job printing house here, caused 
of $5000 before the blaze was brought under control. 


damage eXCeSS 
According to Henry Chesick, store manager, the fire started in the rear 
of the store nd had gained considerable headway before it was dis- 
overed and the fire department summoned, 


ompany, 55 West 
installed 


Novelty { 
has recently 


Artistic Desk Pad & 
Artco quality 


New York, N. Y.—Thie 
t t makers of lines 


Seventeenth stree 


: modern and complete woodworking plant and will soon begin the manu- 
facture fa ne of wood products including desk trays, index cabinets, 
baskets, telephone and typewriter tables and other items 


waste 


York and 


New York, N. Y.—Several leases have been taken in New 

vicinity by stationery and office supply firms within the past month 

Among these were reported the following: Millstein & Ekus, store at 1355 
New York: I. Steinbook, store at 165 Nagle avenue, 


Nicholas avenue 
Queens boulevard and Continental ave 


New York Louis Green, store at 
nue, Forrest Hills, L. I American Writing Machine Company, store at 
11 Broadway, New York.—NJNS 

North Adams, Mass.—After an absence of six years Frank T. Martin 


has opened a stationery and office 


business establishment which 


has returned t tive business and 


supply store at 26 Bank street to conduct a 

was founded here in 1867. The business passed through several hands 
since its founding and became the property of Mr. Martin in 1909, run 
successfully by hi intil he retired in 19 He again acquired the firm 
when its st wner, F. B. Oliver, recently filed a voluntary bankruptcy 
petitior 


Second, had 


trvan Office 
M ison, ol 


Mike 


Supplies, 224 West 
Bryan's I 


Oklahoma City, Okla. 
Dr. and Mrs. W. J 


is holiday ests Mrs 


parents, 


Springdale Ark EVH 

Oklahoma City, Okla... Don Branham, secretary of the Oklahoma City 
Stationers’ Club, and head of Branham’s In¢ iffice supplies and equipment, 
who has been convalescent from a kneecap injury received in an automobile 


f business, at 316 


his place 
shop 


greetings t 


return to 


to extend 


Octoher 06, was able to 
time 


accident 
North Robinson avenue, in 
EVH 


Christmas 
pers 


f $20,000 was done to the stock 
Jackson and Swanson 
building of that 
firemen prevented 

h the Puritan 
ock 


Damage in excess 
and =fixtures f the Puritan Stationery Company, 
streets, by a fire which recently swept the two-story 
irganizatior After an hour or more of brisk fighting, 
the flames reaching to a nearby gated shed in whie 
amount of Christmas s 


Philadelphia, Pa. 


corru 


comany had placed a large season t 


Riverside, Calif.—.J. KB. Thomas, in the stationery business in Los 
Angeles for seventeen vears, last month became a partner of H. W. 
Bailey in the Ba Stationery Company, 3708 Main street. In addition 
to his Los Angeles experience, Mr. Thomas was engaged in the industry 
in San Dieg rt vears, He is well-known in the field in the Pacific 
( P strict 


San Francisco, Calif.—The Goodman Office Equipment Compar 

noved from 55 West Second street to 19 Battery street where much addi 
tior space and more modern facilities are available SS 

Upham & Rut- 
ored the remark- 


Carlisle & { mmpany 


San Francisco, Calif.—Sol Rubin, A 


edg recently won a handsome traveling bag when he s 
ible record of 100 per cent in a “‘skull-cracker’’ program featured by radio 
station KROW ss 

San Francisco, Calif. R. L. Smith, manufacturers’ representative, of 605 


trip East during which he visited the 


Third street. recent ompleted 
firms which he epresents including the George B. Graff Company, Cam 
bridge, Mass Hotchkiss Sales Company, Norwalk, Conr G. J. Aigner 


McCullouct Aurora, Ill und the Sun 


Company. Chicag Il Finch & 
Rubber Company, Barberton, Ohio. He also took time out to visit the old 
t tow! f Greensboro. WN. ¢ SS 
Santa Fe, N. M.—By virtue of a charter amendment secured on December 
15, the Parker Stationery Company has recently changed its name to the 


New Mexi rding to an announcement made 
¢ 


las montt 


Office Supply Company, acco 
N. H. Berchtold, reporting the new name adoption, says 
hange of personnel or 


there 


wii ber operation of the firm 








CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Here’s a ribbon 
and carbon proposition you 





Sold right. 


can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS *” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. m 
11-13-15 Vandewater St., 
: New York, N. Y. 






































|S. Morse 
HAS THEM 


10,000 
USED 
BUSINESS MACHINES 


TYPEWRITERS 
ADDING — BILLING 
BOOKKEEPING — CALCULATING 
DUPLICATING — DICTATING 
MACHINES 
CHECKWRITERS — CASH REGISTERS 


Right here on our shelves is as choice a selection 
of business machines as you will find anywhere 
anytime.—An exceptionally complete stock of the 
finest material available. 

In our 25 years experience we have learned to 
anticipate your requirements in our purchases. 
Hence, we generally have what you want. And 
send it to you when you want it. 

Save money by seeing J. S. Morse first. Get our 
new catalog. 





casct aneetes « 


P 296 BROADWAY 
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Sorting the Traile (tr 2 tears 
NEW ENGLAND SALES OFFICE 
99 BEDFORD STREET, BOSTON, MASS. 
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SPECIAL BARGAIN 
Offer on 3 
Different Coilers 


1. “KOIL-O-MATIK’—Only Rubber Cov- 
ered Coiler Made. Can't scratch desks or furniture. Attractive glossy 
finish. Colorful individual box. Retail price 25c. 

2. “DE LUXE” Coiler made of highest grade music wire brightly 
plated. Attractive individual box. You may retail for 15c to 25c. 





(Thousands sold at latter price.) _————) 

3. “COILS-IT’ Coiler of best spring steel. | : 

Enamel finish in black, green or brown. On ip || 

attractive individual card. Suggested retail | 

price 10c. | ee 
SPECIAL COMBINATION OFFER! | f 


Your regular price on 1 dozen of any of these —emcastiey 
Coilers gives you a fair profit. BUT YOUR 

SPECIAL COMBINATION PRICE FOR 1 DOZEN OF EACH 
IS CONSIDERABLY GREATER. 

We suggest sending such an order NOW, with the 
understanding that same may be returned for refund if 
deal is not satisfactory. Shipping wt. 3 lbs. DISPLAY 
CARD FREE. Usual terms. 











Neverknot Co., Dept. !-K, 4527 Ravenswood Ave., Chicago, Ill. 


DAISY WIRE LETTER TRAYS 


THE KIND THAT REALLY SELLS 


a 
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Rubber Feet. 

Packed 1 dozen or more in 
shipping carton. 

Shipping wgt. per gross 100 

Size 10 x 14 x 3 inches. pounds. 


Made of No. 16 wire. 
Top rim of No. 12 wire. 
Finished in green lacquer. 


Manulactured by 


The Massillon Wire Basket Co. 


MASSILLON, OHIO 














Mae | 
ADAMS 


Ideal BOOK RING | 


THAT FLATTENED JOINT is there | 
for a purpose—to keep the ring al- | 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
Neo. 00, % in. No. 2, 1% in. binders of all sorts. Allows binder or 
Ne. 0, % in. Ne. 3,2 In. sheets to lie flat when open at any 
Ne. 01,1! in. Ne. 4, 2% In point. The enlarged joint, nicely 
a POT ores a in. rounded and smoothed, keeps ring 
No. I, 1% in. Ne 6,3 im Fight side up in position to be in- 
Come aise boxed assorted stantly unlocked. 
in seven sizes. Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals 


‘ 856! Se. Chi Ave., 
ms Mig. Co. Chieage, iMinols. ” i 





















PATENTED 
res. 17,1920 JAM. tt, 1828 
ROV. 6.1823 
Eight Sizes 
inside Diameters: 








Henry T. Ada 








CEL-U-DEX 
pops 


PROTECTORS 


PAT. PENDING 


* TRANSPARENT « FLEXIBLE 
* REINFORCED EYELETS 
* WATER PROOF 











SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 






Simply tip 
the card 
and copy 


Meilicke. Systems Inc, wet" 








p= REX-O-Graph Scores Again! == 


with a NEW, Fast, Economical Hand Feed Fluid Type Duplicator at Low Cost! 
* 100° Roller Moistener—No Pump—No Wick 
* Accurate Registration ® Fast, Easy Feeding 
* Takes Paper Sizes from Postcard to 9 x 15 


© Master Copy can be filed and used again and again—until up to 600 copies 
are made 


* Prints up to 4 colors in | operation 













Compare the Price and Performance 

of the new REX-O-Graph Mode! 

Ff H. with any on the market! 

Then write for deged 
details, terms, REX-O-Graph 
and territories Model F. H 


Low Price 






on Complete 

REX -O- 
Line —including " 
Gelatin Type - 














REX-O-Graph, Inc. 





Street, 


Milwaukee 


Duplicators. ONLY 
Complete REX- 
O-Graph Sup- 
plies offer $7 500 
steady repeat 
' F. O. B 
profits Milwaukee 
3727 No Paimer 


Wisconsin 









782 St. Paul Street 








CROWN BRAND 


Typewriter | ee = Carbon 


Ribbons ACnINe 1 


Paper 





Make Lasting Impressions 
For Your Customers 
And Substantial Profits 
For You 


CROWN RIBBON & CARBON MFG. CO. 
Rochester, N. Y. 
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Efficient and economical. 
Will keep  correspond- 


ence and papers always 


on hand and properly CARD INDEX AND FILING SUPPLIES 


arranged. The most ef- 
leek’ dade aia an te created to meet dealer needs 
















market. Made in four and satisfy customer demands 
sizes. A very profitable A wide range of stock forms for record keeping in banks, insurance 
companies and commercial institutions. A complete line at attractive 


item for stationers. prices. 


Send for samples and prices on your SPECIALS. 
Write for our NEW CATALOG, 


THE DACO CARD AND INDEX CO. 


No. 9 Federal Court Boston, Mass. 
ESTABLISHED 1919 


ere | PASS BOOKS—= 


AND POCKET CHECK CASES 


Printers, Stationers and Lithographers! 






Stanley R. Bristow 
24 Central Ave.West Orange.N. J 



























They are made for you exclusively—any size order-- 
any specifications—shipped under your label. 


SELDOM UNDERSOLD 














Write for Net Prices on Your Next Inquiry 


NATIONAL PASSBOOK & SUPPLY CO. 


CLEVELAND, OHIO 


ALL GOODS Ae era FoR St Avvonens. PRINTERS AND 
THOGRAPHERS EXCLUSIVEL 






point your way to TOP PROFITS on 
Addressographs, Mimeographs, Multi- 
graphs, etc. 


Write Pruitt, 41 Pruitt Bldg., Chicago 















Dealers sibs by selling the genuine, original 


Your QUESTIONS | Oat 


ANSWERED free INDEX TABS < 


— to peat eset have free access to | 

mpetent service bureau which is prepared to 
answer almost any question relative to office equip- 
ment. f 
A considerable number of our readers have found OF MATERIALS, 
that this service in itself is worth many times the . WORKMANSHIP 
subscription price AND PACKAGING 


The Office Appliance Company: 20 North 
Ww tous Chal ae re ere oe f 

acker Drive, Chicago, U. S. A. :::::%: pe THE VICTOR SAFE & EQUIPMENT CO., INC. 
ne nn cana — NORTH TONAWANDA NEW YORK 

















IMPROVED STEEL 
TRANSFER CASES 


Steel Equipment 
Priced to give you 
QUICK SALES 


Private Secretarial 
Machine Cabinets 

Sorter Tray 

Typewriter Desk and Stands 
Sort-A-File Mail Rack 
Desk Stationery Rack 












Legal Master 
$44.50 


The complete 1940 line of Wolber Liquid type Duplicators gives you 






unusual profit opportunities. ~ 
Ranging from $18.50 to $89.50 this full line will enable you to "ill any 25” Deep 
ae omg By ye Send for catalog. Liberal Dealer Discount. 


Then, too, the outstanding line of Wolber Liquid and Gelatin Duplicator 
Supplies will give you the repeat business that results from a_ well 
rounded Duplicator Department. 


WOLB Duplicator & Supply Co. 
1203 Cortland Street, Chicago, Illinois 


EFFICIENCY EQUIPMENT CO., INC. 


360 W. Superior St., Chicago, Ill. 
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Sales Ammunition! 


New York City — It's as far in advance of the old fashioned call- 





tichard ¢ oesch ¢ . 

Richar I ch Co ing card, as the cartridge from powder and ball. 
Pittsburg ‘ " : , 
Chatfield & Woods ¢ The stationer who insists that his printer or 

Cincinnati engraver uses Wiggins Book Form Card Stock on 
The Chatfleld Paper ¢ the business card orders from him, is loading up 
Detroit with sure fire sales. For these, in a Compact 
Seaman-Patrick Paper Co Binder, never fail to hit the bull's eye of 
Grand Rapids appeal. 
Carpen ap Co oa 
urpenter Paper C¢ Tell your printer or engraver to contact any 
: . Houston of these paper merchants 
Ti wort t¢ . 
for samples and prices, or 
St. Louis , Sas 
y Fine Papers n write us direct. 


The JohnB. WIG]@ GIN 


1162 Fullerton Avenue, Chicago 





Book Form Cards Compact Binders @ 
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“LE: B” 
BINDER 
CLIP 


ea Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN & DENISON MFG. CO., 241 W. 23rd St., N. Y. 
CADO CARD HOLDER e NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS @ KONTROL BOARD CLIPS 























WAGEMAKER CoO. GRAND RAPIDS, MICH. 








Don’t Let a Sale Slip 


Instead 


Write a Sales Slip 


When your customer cannot af- 
ford a new unit, remember that 





our 16,000 square feet of floor 
pace houses a tremendous stock 
rebuilt, refinished and guar- 
inteed 
REBUILT, REFINISHED 
VISIBLE RECORD ‘ GUARANTEED 
ardex, Acme, Post 
EQUIPMENT and Index, Globe Wern- 


icke and other vis- 
ible systems in cabi- 


OFFICE MACHINES 





or nets, panels and book 
UNIVERSAL OFFICE | “0 
EQUIPMENT CoO., INC. Comptometers 
The House That Confidence Built” “lane 
561 Broadway New York City Dictating Machines 
Cable—"‘Uniquip’’—New York Mimeographs 













Write for Free Tube 
& Profit Story 










Tis special 


adhesive holds with a 
sinewy grip —yet Grippit 
can never wrinkle paper . . . it strips 
off like adhesive tape . . . itis soclean 
that any excess rubs off, leaving work 
and fingers unsoiled 


Harriman-Welts Products Co., 200 Summer St., Boston 





I Y " IRLI 300 series 
$12.50 


Paper Drill 


Does All Paper Punch- 
ing Jobs BETTER 






Cuts through 150 sheets (a half inch) 


of paper, strawboard, leather, etc., 
speedily, accurately and without stress 
Choice of four hole diam- 


Send 


or strain. 
eters. A demonstration sells it. 


for your TWIRLIT today. 


Mitchell Binder Co. 





116 Bower Ave. 











Hagerstown, Md. 











REBUILT 
MIMEOGRAPHS | 


Every Mimeograph is 100 per cent precision 
rebuilt—second to none in quality and ap- 
pearance. Priced to make you a profit. 


Exclusive territories still open. 
Write for our specialty catalog. 


Mimeo 


Products MIMEO REPAIR COMPANY 


395 BROADWAY, NEW YORK, N. Y. 











Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
\ holders; bill-fold envelopes; stamp containers, etc. 
\ Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markile Company, Mfrs. 
3633 S. Racine Ave. Chicago, U. S. A. 
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A ROLLING UP PROFITS FOR YOU 
‘4 No. 2479 Double Ball Bearing Caster is in Far Export Only 


use in most of the country's leading indus 
trial and professional offices and institutions. 
It is a leader to sales of other Faultless floor 
rm, protection equipment shown. Write for Cata- 








Papel Carbon Epco E P [| [] 


Cintas Epco para 


Maquinas de Escribir Carbon Papers 
| Inked Ribbons 


ENGINEERING PRODUCTS COMPANY 


122 So. Michigan Ave. Chicago, Illinois, U.S.A. 











FAULTLESS CASTER CORPORATION 
Evansville, Indiana 








(above) Fauleless Unbreakable Rockite 
and Ruberex Cups. Round or Square. 
(eft) Faultless quiet Cushion Chair 
Ghides are mounted in live rubber. 


FAULTLESS CASTERS 

















i Atencion! 
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THE 
” 
GET DEALER PROPOSITION |: AUTOMATIC 
MEMORY” 
~( \\ The ELLIOTT ENVELOPE SEALER Pre nsnagg el 
. » ° racts 1 
is the fastest office appliance in the Prone +p ll 
world and easily automatically 
feeds, seals and delivers 400 utives, star salesmen, | well 
. . professional people OU) 3 2 
y er minute with an kind of customers you want 
envelopes per ’ POCKET CASE yur store Win their satisfied 
- average thickness of patronage—stock and display Memindex 
>~_contents. It was greatly Sells What Memindex Is 
17 changed and im- ; Year Around 4 memo system on cards - a= 
‘ . Dated card re al- units—genuine leather PO eT CAS 
proved in 1937 ' a Bn one for temporary data plus DESK UNIT 
4 ° ' year from date of for permanent records—but no trans- 
and is a desirable ] purchase eribing! Dated and otherwise indexed 
=| . . ] record cards fit both. The most re- 
; item for station- ‘i DEALERS WRITE for mplete ‘ markable memory aid ever devised-— 
€ 1 ; ' tion, free imprinted terature inte proven by 35 years’ constant re-orders 
. ‘ ery stores. ' cards, ete. from successful people 
144 Albany St. ' 
THE ELLIOTT ADDRESSING MACHINE CO. coMLNGoc mass. | 
‘ ooce ! 








You Can BOOST 
ag eee WasleBaskel PROFITS 
e > with VWUL-COT 


VUL-COTS give you steady waste basket sales 
because they are well known. They are asked 
for by name. Made of durable, lightweight, 


~ 

k; hard fibre, VWUL-COTS are fully guaranteed for 
fe five years. They are available in a wide range 
Pe of handsome styles, finishes and colors to 
. match furniture and room decorations. You 


4 can take pride in ofiering VUL-COT baskets 
| to your customers, for VUL-COTS are the 





waste baskets used by leading businesses. 
Write today for complete descriptive literature 
and discounts. 
NAITIONAL VULCANIZED FIBRE CO. 


\ WILMINGTON, DELAWARE 








or 


AVAVAVAYAYAYAYAYAYA'AYAYAYAA'A'A'A'A'A A AAA ARAYA RRA 


< 
< 
< 
a 
< 
< 
< 
SS 
‘s 
a 
< 
< 
S 
P 
> 
< 
< 
< 
- 
< 
iS 
Ss 
- 
< 
* 
5 





| a 


AN 


ECONOMICAL and QUICK 
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Adding and Bookkeeping Machine 
Replacement Parts 








"4 oy th 
ck orough 
tion at low st per 
The dauber vyorks 
NEW CATALOG WITH PICTURES st trouble from beginning. to 
OF OVER 4100 PARTS to more than 4500 dealers the big- 
rder todsz fror our bbe ) 
Sena from The ianeaeta Co Bad 
16-A Hudson 8t., New York City. 





CLAR-O-TYPE 


Write for Your Catalog Today 


CLOYES GEAR WORKS 
17214 Roseland Rd. Cleveland, Ohio 


AVVO VE VV VE VCE CCV ECE CEC 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 


V) 
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RECORD 
DESTROYER 


B & R Paper Shredder 
effectively and perma- 
nently destroys rec- 
ords, documents, man- 
uscripts, tickets, pre- 
mium stamps, corre- 
spondence, etc. Easy to 
operate. 5 sizes of 
. units available. Write 
‘ for complete details. 


ss 
BLOMFELDT & RAPP CO. 


108 N. Jefferson St. Chicago, Ill. 











AMERICAN VISIBLE 


NUMBERING MACHINES 





Model @ 3 Movement 


Model @) Lever 
Movement 


Model @) 9 Movement 


WRITE FOR DISCOUNTS 





AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 


654321 








“COMFORTAIRE” POSTURE CHAIRS 
“ORTHOFORM” BACK SUPPORT 


Body Conforming Automatic Reclining Action. 


“AIRFOAM” CUSHION 212° THICK 


with Rolled Edges Flanged to Form Bumper all around 
SEAT. 


RUBBER BUMPERS 
A great protection to SHOES and DESKS 
Exclusive Sales Rights to Alert Dealers 


SHEPHERD CHAIR COMPANY 


3100 CARROLL AVE. CHICAGO, ILL. 


IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN FRANCE 


First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 

Include “METHODES” in your ad- 


vertising appropriation: It pays. 
Send for free copy today. 














Without good index- 
ing filing equipment 
is practically useless. 


The Browne-Morse 
line has both Equip- 
ment and indexing. 


Feature a line that 
doubles your sales 
opportunities, 





Browne-Morse Co. 
Michigan 


Write for our 
Filing Supplies 
Catalog 


Muskegon * 





‘“‘METHODES"” 
SUBSCRIPTION RATES 


To France, Colonies, Belgium and Luxem- 
CSc ake eeus + keine dikes aoe de aned 50 Francs 


Countries adhering to the Stockholm Con- 
MUR siGhs Gab bates Epoxies $55.08 s 55 Francs 
Countries not adhering to the Stockholm 
Convention (including the U.S.)....... 60 Francs 

















METHODES 


27 rue des Petites Ecuries 


Paris X° France 








fANUARY, 1940 


interested in 
trade doings in 


| GREAT 
BRITAIN 


9 


SL 


If so, there is only one way of keeping 


abreast of the times and that is by the 





regular monthly receipt and perusal 


| | of the 


| BRITISH 
STATIONER 


—a monthly journal for the Stationery 
and Allied Trade whose editorial pages 
are unique for news, instruction, orig- 


inality and general interest. 


To the Proprietors THE BRITISH STATIONER, 
Grand Bldg., Trafalgar Square, 
LONDON, ENG. 


Send to the address below FREE SPECIMEN COPY of ‘The 
British Stationer’’ for examination. 


Name 
(Please attach your business card or letter-head) 


Address 





Date 


———===—== SEND US THIS COUPON ====<==== 








| 
| 
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in the man- 
ufacture of 


Yor” PROBLEM 
STENCIL PAPER 


CARBON PAPER? 


An all-including service and consultaton on 


Processes, Improvements, Development, Re- 


search, is available. 


JOHN G. BILLINGS 


8368 Romaine Street Hollywood, Calif. 














The First Traveling Salesman 


undoubtedly looked like this—checked 
suit, high hat and all! He was a pi- 
oneer in the field of distribution. 


The little book in his hand is one of 


BEACH’S 
“Common Sense” 
TRAVELERS’ EXPENSE BOOKS RES LE 


—also a pioneer—in the field of com- 
plete, easy and efficient record keeping. 

It is the original and best Travelers’ 
Expense Book, and the one your cus- 


tomers will ask for. 


BEACH PUBLISHING CO. 
7338 Woodward Ave., Detroit, Mich. 








rRU-Rite 


ALL THAT THE NAME IMPLIES 


INKED RIBBONS 


CARBON PAPERS 
TRIED, TESTED AND APPROVED 
Write For Samples and Prices 
INTER-STATE RIBBON & 
CARBON CORPORATION 


Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 











BACK-REST 


mee Transforms Ordi- 
nary Chair Into 


PERFECT - POSTURE 
CHAIR fret $428 


FOX BACK RESTS easily 
adjusted by straps to 
chair back. Brown or 
Green Ribbed Frizette— 
Resilient Filler 3” Thick, 
Size Overall — 10x7x3 
Inches. 


GEO. E. FOX & CO. manuracrurers 
412-420 Orleans Street, Chicago, IlIl., U. S. A. 


MAGIC 


BACK VIEW 








£ 
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6 MONTHS OLD 


Young Giant of the 
INGUSEFY, .. ssnouncea jus 


Ist, 1939, barely 6 months ago, the 
New MAGIC Margin Royal is the 
most spectacular success in portable 
typewriter history. To thousands 
—writing convenience... MAGIC 
Margin* . . . Locked Segment Shift 
Freedom . . . Shock Absorbers and 
numerous other features have ac- 
quired an exclusive Royal meaning. 
For 1940, Royal promises the same 
sound tested sales and advertising 
policies which have made the New 
Royal the leader of the field . . . THE 
FRONT LINE everywhere! 


* Trade-mark, Ke 


Copyright, 1940, Royal Typewriter Company, Inc. 





? 








THE MOST COMPLETE LINE OF DUPLICATORS AND 
SUPPLIES IN AMERICA 


Think of the advantages of handling a complete and profit- 
able line of duplicating machines and supplies, al] available from 
one source. The Heyer line includes many models of stencil and 
gelatin duplicators as well as a complete assortment of supplies for 
most known duplicators. There is a Heyer duplicator available for 
every duplicating requirement, in a range of prices appealing to 
every prospect. 


All Heyer duplicators are simply and sturdily constructed. Sim- 
plicity of operation is the keynote of all Heyer machine design. 
There are no complicated mechanisms to get out of order, and very 
little service is required. All of the machines are easy to operate, 
beautifully finished, and are equipped with an initial set of sup- 
plies. Supply items are of the highest quality, and are attractively 
packaged. All are fully guaranteed. 


Thirty-six years of experience in manufacturing duplicators and 
supplies enables Heyer to produce a line of unsurpassed value. 
Heyer products are known throughout the world for their high 
quality and satisfactory performance. Write today for catalog and 
price list. 


it Wager 


901 WEST JACKSON BLVD. © CHICAGO, U.S.A. 











THERE ARE 





5 MILLION: 


UNDERWOODS 


Back of the Upeeloruood 
juve Tbk 










standard Osfice-si1Zze 


FIVE MILLION 


typewriters... five million machines that do 





not include Underwood's tremendous produc 
ion of portable typewriters! What better 
means of establishing the quality and the 














rformance of the Underwood! 
THE 
“ 
ANNIVERSARY MODEL Buide 
Famous Underwood Typemaster Portable Series u" 
An Underwood Portable to commemorate the 5 Milliont be ? 
Standard Underwood smart new taupe finish extremely 
quiet operation Champion Keyboard Dual Touch Tuning 
Sealed Action Frame Ribbon Color Indicator Stencil 
Cur-out... Variable Line Spacer ... Back Spacer... Margin Releas« | : (7 : 
Lever. As advertised in The Sacurday Evening Post and other NDI RW JOD has 
magazines reached this high- 
watermark figure of type- 
writer production only 
because Underwood 
Typewriters have estab- 
lished their absolute ease 
of operation, their fine 
writing qualities, their rugged durability. If you Tin 


are not already selling Underwood Portable Type- 


writers _ write for full details 


Dec 


UNDERWOOD ELLIOTT FISHER COMPANY 
| rite 4 g Ma es {dding Machines Cart 
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